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make your store stand out 

big business on a small scale 
satisfying service rings sales bells 
see that your books grow, too 
featuring the convertible window 
profit sharing keeps employees 
how to run a small business 


office equipment Easter promotion 
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"THE NUMBERED SCALE EDGE SAVES 
TIME —— ENDS GUESSWORK AND 
MARKING THE ORIGINAL SHEET" 

.says ROSEMARY HART, 

Secretary to Edward A. Weeks, 

Editor of The Atlantic Monthly 














Whose suggestions carry weight in 
the purchasing office? The secretary's 
and we go all-out to make her 
Webster's-minded through national 
advertising. Be sure you identify 
yourself as a supplier of Webster's 
carbon papers, ribbons and 
cating supplies. Display 
feature Webster's to make sales 
the first tame and every time there- 


after! 


Here's the line with that extra appeal... 


Treated Back Micrometric Carbon Paper Webster Typewriter Ribbons 
Carbon Paper for Measured Typing Silk or Cotton 


WEBSTER'S MICROMETRIC CARBON SMART PACKAGING, in 
PAPER, with the famous numbered drawer boxes for easy acce 
ster's STAR, MULTIKOPY 
Webster research which pioneered HUB brands provide top quality 
the first non-filling ribbon stall 
h- able for prompt 
nd quality helps you 1 


competition 


ss Web 
OK a 


b 


WEBSTER'S SHURFLAT 
tops the field. Sell MultiKopy for che 
very finest. OK meets competition 
in the lower price range. Both carbons 
stay flat in any climate, regardle 


a 
scale for measured typing, ts unique 
bons in four price 


: le j ne ve fe > rroug 
humidity or rapid temperature changes leads in exclusive features. Throug 
, ie Webster line | { 

out the ebster line, youll hi 


special features for faster selling 


andising specia 
roducts with attract 
mailers, blotter 


Stock the Preferred Line \ is. We. eins 


rf t write 
ck WEBSTER'S 
ond riter Ribbons F.S. WEBSTER COMPANY 
13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 


Carbon Papers ° Typew 


Duplicating Supplies 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 


$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Sta y Mfg. Co 
Sturgis Posture Chair Co 
ray Chair Co 
tS. Chaircraft Mfg. Corp 
Wells Chair Corp 


Chairs, Pesture 
al 


minum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer sture Chair Co 
meco Corp 
Fritz-Cy cs 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Han m Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn, Co 
Jasper Chair Co 
Johnsen Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co 
Metalstand Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
New Indiana Chair C« 
o> (hair Co 
Riteform Chair Co 
t Metal Mfg. Co 
Ss gis Posture Chair ¢ 
Ta r Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
! ndack Chair Co 


Clarin Mfg. Co 


Jasper Chair Co 








New Indiana Chair ¢ 
Wells Chair Cory 
Cheeks, Stamped Metal 
Dayton Stencil Works 
I e, William A., & C« 
Clipboards 
Arch & Clipboard Files 
Coin Bags, Trays, Wrappers 
Ex ‘ William, In 
Continuous Forms 
al Philip, Co 
Copyholders 
Ace Products, Inc 
Bankers Box ¢ 
Copy Right Mfg. Corp 
Pres-to-Line Corp. of Amer 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corn 
Doro Mfg. ( 
Fox, George } & ¢ 
Gener Fireproofing Co 
Gk Wernicke Co 
He s Mfg. Co 
I erial Methods Co 
Ma Steel Products 
Metalstand Co., In 
Peerless Steel Equipment (« 
Se Equipment Co 
Seng Clos. Inkstar 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Ct 
Va Co 
Weis Mfg. ¢ 
Wells Chair Corp 
Yawman & Erbe Mfg. ‘ 
Costumers 
Ard Mfg. Co Ine 
Giobe-Wernicke Co 
LaSalle Products Co 
Peerless Steel Equipment 


Royal Metal Mfg. Co 

Security Steel Equipment ¢ 

Val Co 

Wwe Chair Corp 
Covers, Loose Leaf 

} ngsworth Mfg. ¢ 
Cushions & Pads, Chair 

George & « 

Dating Stamps 

ate Mfg. Ce 

} e, William A., & 


} tor 
Desk Bumpers 
s, George E & ( 


Desk Lamps 


tainbridge, Kimpton & Har 
Co Right Mf Cor 
t : Int ‘ rT 
‘ sl I ps Mf Co 
I Lamp ¢ 
\ (hair Cort 
Desk Name Plates 
I W um <A & ¢ 
Desk Pads and Tops 
Fox, George } & Co 
Office Furr Wholesale D 
\ m Jones ( 
Desk Pen & Ink Sets 
Psterbrook Pen Co 
s sch Self-Clos. Inksta 
Desk Side Files 
4 ery le & Index ¢ 
‘ Steel Equipment ‘ 
tockwe Barnes Co 
Yawman & Erbe Mfg. ¢ 
Desk Trays 
= Correspond e Tray 


Marking Equipn 
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the lines 
are classified. 
»f the modern busi- 


For the benefit of the subscribers 


advertised in this” issue here 


Many of the requirements 


are represented. Should subscribers 


ness office 





be interested in any article of office equip 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the informat a be promptly and 
cheerfully given by letter without obligation. 
Desk Work Distributors 
Advaneo Products Div. ASB 
Fox, George E & Co 
Globe-Wernicke Co. 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Whiison Jones Co 
Desks 
Alma Desk Co 
Art Metal Construction Co 
Bentson Mfg. Co 
Browne-Morse Co 
Cardinal Sales, Inc 
Clemeco Desk Mfg. Co., The 
Commercial Furniture Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Imperial Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co 
Jasper Office Furniture Co 
Leopold Co 
Lincoln Desks 
Myrtie Desk Co. 
Peerless Stee! Equipment Co 
Security Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
See Memo Books 
Dietating Machines, Used 
Shipman-Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Drafting Tables 
Stacor Equipment Corp 
Drafts, Notes & Receipts 
Duplicate Receipt Book Co 
Duplicating Machines & Supplies 
Addo Machine Co., In 
Ames Supply Co 
Bainbridge, Kimpton & Haupt, Inc 
Buckeye Ribbon & Carbon Co 
Codo Mtg. Corp 
Colonial Carbon Co 
Columbia Rib. & Carbon Mfg. Co., In 
Harding, Milo, Co 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp 
Peerless-Imperial Co., Inc 
Pres-to-Line Corp. of America 
Print-O-Matic Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. (« 
Smith, L. Cc & Corona Types 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Envelopes 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones (+ 
Envelopes, Plastic 
igner, G J tc. 
Markilo Co 
Eradicators, ink 
Carter's Ink (« 
Sanford Ink ¢ 
Erasers, Rubber 
Ames Supply Ce 
Koh-I-Noor Pencil (Co 
Robert Weldon, Rubber ¢ 
Expense Books 
Nascon Prod Di 
Eyelets & Eyelet Fasteners 
Bates Mie. 
File Boxes, Fibre Collapsible 
Bankers, Box ¢ 
Globe-Wert ke Co 
tu s m & Supply ( 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe ¢ 
Meilink Steel Safe Co 
M er Bafe Co 
In Shaw-Walker (¢ 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advaneo Prod. Di ASL 
All-Steel Kx pment Ir 
Art Me (C‘omstruction 
Art Steel Sa Corp 
Ber m Mf i The 
Brow M ‘ 
‘ final Sale Ir 
Cole Steel Equipment ¢ 
(om a Steel Equipment t 


Corry-Jamestown Mfg. Cor 


urn. Co 
yuipment ¢ 
hue Im 
Steel Equipment 
Remington Rand, In 


oe (oO 





(Continued on page 6) 








(Continued from page 5) 
Security Steel Equipment Co 
Shaw-Walker Co 
Top Flight Products Co 
Victor Safe & Equipment Co 
Watson Mfg. Co., Inc 


voi Mfg. Co. 
an & eave Mfg. Co 
Filing "Cabinet w 
Bainbridge, Himpton & Haupt, In 


Globe-Wernicke Co 
Imperial Methods Co 
Wells Chair Corp 
Filing Supplies 
Acco Products, Inc 
Advanco Prod. Div. ASB 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Guide System & Supply 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Security Steel Equipment Co 
Shaw-Walker Co 
Smead Mfg. Co., The 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Finger Pads 
Speed Products Co 
Fountain Pens (inel. Ball Pt.) 
All-Rite Pen Ine 
Autopoint Co. 
Esterbrook Pen Co., The 
Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., In 
Hardware, Office Desk 
Nat'l Lock Co. 
Index Card Signals 
(See Signals, Index Card 
index Tabs 
Algner, G. J., Co 
Amberg File & Index Co 
Barkley, C. L., & Co 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E., Co 
Speed Products Co.. Inc 
Victor Safe & Equipment ( 
Warshaw Mfg. Co 
Inks, Adhesives, ete. 
Carter's Ink Co 
Colonial Carbon Co 
Fulton Marking Equipment ( 
Higgins Ink Co., Ine 
Ink Specialties Co Ine 
Sanford Ink Co 
Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Clos. Inkstand Co 
Label Holders 
Chicago Card Holder Co 
Labels 
Imperial Methods Co 
Oxford Filing Supply 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co 
Weis Mfg. Co 
Ladders, Library, Store & Vault 
Cotterman, I. D 
Leads for Mechanical Pencils 
Listo Pencil Corp 
Leather Goods 
Chicago Saddlery Co 
Doppelt, Charles, & Co 
Letter Trays 
(See Correspondence Trays 
Library Equipment 
All-Steel Equipment In« 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co., Inc 
Lockers & Storage Cabinets 
All-Steel Equipment Inx 
Art Metal Construction ¢ 
Browne- Morse Ca 
Globe-Wernicke Co 
Corry-Jamestown Mfg. Corp 
Invincible Metal Furn. Co 
Keystone Steel Equipment ¢ 
Lyon Metal Products, Inc 
Parker Steel Products, Inc 
Security Steel Equipment Co 
Shaw-Walker Co 
Yawman & Erbe Mfg. Co 
Loose Leaf Books & Devices 
Amberg File & Index Co 
Free Hand Binder Co 
Master-Craft Corp 
Nat'l Blank Book Co 
Neiman Loose Leaf & Badry. ( 
Sheppard, C. E., Co 
Wilson Jones Co. 
Loose Leaf Beghs a Systems 
Aigner, G. J 
Nat'l Blank Hook Co 
Wilson Jones Co 
Loose Leaf Metals 
Nat'l Blank Book Co 
Sheppard, (. B., Co 
Wilson Jones Co 
Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Markilo Co 
Neiman Loose Leaf & Bary. ( 
Wilson Jones Co 
Loose Leaf Tray Binders 
Intasco C 
Nat'l Blank Book Co 
Posting Equipment Corp 


6 


~ Cc. I r 
\ Bro M Works 
t ior | 
Mail Distributors 
\ » Prod. D ASB 
Gq Werr ke Co 
y Safe & Equipment ¢ 
Manifold Books & Business Forms 
Ha i p, ¢ Ir 
Map Tacks 
Graff, George B f 
Moore Push Pin ( 


Marking Devices 
For Ww 4 \ A 


Matched Office Suites 


Leopold Co 
: rd Fun 
Memorandum Books 
P I 
Blank Book (¢ 
toch Bar ( 
W ' a ( 


Memeorandum Devtese 
‘ 
mendine Tape 
RK Mfg. ¢ 
Metal Badges, Checks, Tokens 
Da l | ‘ 
Moisteners 
Seng S é . ( 
Numbering Machines 
B Mfg. ¢ 
For VW \ & ¢ 
. R \ & f 
Office Furniture Sectional Units 
“ Wert k ( 
hoch nh i 


Office Furn. Warehouse Wholesalers 
W 


orn | sale D 
Office Parvitions and Railings 
G K 
VN ' et ( I 
Office Printing Outfits 
For W \ & t 
Mark k ‘ 


Pads, Figuring 
‘ | b } 


Paper 
Rer 


Paper Clamps 


Pa aper Clips 
in & 


Paper Fastening Machines 


\ I 
R Mi ( 
Ml 
‘ 
Safe & 3} 
Parcel Post & Postal Scales 
S ( 
Paste 
Ss \ 
Pen & Ink “—~ 
= & Ink 8 
Pencil Sharpeners 
} Mfg 
| ( H i 
Pencils, Mechanical 
4 r ( 


; k Pen ( 
Pencils, Wood Cased Lead 
Pens, Steel 


H > ‘ 
. Self 
Pins and Pin Containers 


Piatens, Typewriter, etc 
4 S ( 
Wa Mfg. ¢ 
Post ting _Trays & Stands 
Leaf 7 B 
Presentation Covers 


\ t I & I 
Mir ( 
Price & Sign Markers 
\ 4 4 & ¢ 
Mi kir } ( 
> R \ x 
Punches 
\ 
M ( 
\ 
X M I 
Push Pins 
Ribbens and Carbons 
\ ‘ n& RK Mfg. ¢ 
( 
RK « ( 
| i 
R \ Mf ( 
.* \ 
" ( 
i X ( 
R I 
«& \ 
= War ‘ 
1M 
“i « 
~ \ R Mf ( 
\ , = ‘ 


Rubber Bands 
Roberts, Weldor Rubber Co 
Rubber Stamp & Ptate Mie Mechs 
Amer. Evatype ‘ 
Rubber Stamps 
tankers & Merchants, Ir 
Rubber Type 
Force, William A., & ¢ 
Stewart, R. A., & ¢ 
Rulers, Transparent 
C-Thru Ruler Co 
Runner Matting 
American Mat Cort 
Safes, Office 











Art nm ¢ 
Br 
( ( 
G ( 
ty 
ty ‘ 
H 
fH ns ( 
| feta ‘ 
| k Steel Safe ¢ 
{ Safe ¢ 
| 4 Sa ( 
R ngton R I 
~ b Safe Co 
Sha Walke Co 
y tor Sal «& Ba } f ‘ 
Sales Books 
Enni & Sa xk 
Sand Urns 
( 
Va re 
Corgeeeeee 
(y vt err Ke ‘ 
Weis Mite ( 
W sor Jones ( 
Shelving 
Steel Equir I 
Ar r. Metal x ( 
anker xt 
I wie i 
( rk, R ‘ 
( Jar wn M ‘ 
( J 
I Metal Prod 
N jer Mfg. ¢ 
Shows & Exhibitions 
Na flice irni ‘ 
Na Office Men \ 
Signals, index Card 
I Tag & Salesbook 
Graff, George B., ¢ 
\ r Safe & Equiy ( 
Signs Changeable Letter 
Laver A. ( & 8 I 
Smoking Stands, Office 
LaSa Produ ( 
R Metal Mfg. ¢ 
‘ kK Prox 
\ i 
\ ( r Cort 
Serting Devices 
\ File & Ir ‘ 
Y & Erbe Mf ‘ 
ting Sheif vanes 
Meta . { 
Spindle Files 
\\ ‘ rT 
Stamp Pads 
B Mfg. ¢ 
( Ink Co 
For Ww lam A & { 
I n Marking Equip ‘ 
| es to 
: R. A., & ¢ 
Standing Mats 
\ r. Mat ¢ I 
Stands for Office Machines 
All-8 squipm I 
A s Supply Co 
‘ na Sales I 
‘ Ss Equip ( 
) Mfg. Co 
‘ al Filreprox gt 
r Cor 
M Steel Pr 
{ k Steel Sa ( 
{ ind Co 
Metal Mfg. ¢ 
~ Steel Equir ( 
. un-Ward Mfg. ¢ 
\\ " Metal Prod ‘ 
\ ( air Cort 


Staples and Stapling Machines 
\ r rT 


Mig. ¢ 
Stencils, Brass 
) Ster 


Stenographers’ Notebooks 


I & Sa ( 
Na Blank Book ¢ 
ie Barne { 
Stools 
HH { r T 
R Metal Mfg. ¢ 
W ( a ‘ r 
Storage and Transfer Cases 
Steel Equipmer I 
\ cg File & I x 
\ M Const nm ¢ 
“ Sales ( 
I B m= t 
| k cI © « 
Mf i 
Mi { 
al Sa I 
Ss kx ( 
a Steel I ( 
( I 
estow Mf ( 
Metal Prod I 
Fire wofing ( 
W ke ( 
~ m & Sur 
cr I 
H g~-Hall-Mar Saf 
Methods (¢ 
Metal I ( 
) } ne 8S ‘ 


Parker Ste Produc I 
Peerless Steel Equipme ( 
Pronto F Cort 
Rockwell-Barnes Ce 
Equip ( 
r to 





Products Co 
Vanguard Engin. & Mfg. ¢ 
Weis Mfg. ¢ 
Yawman & Erbe Mfg. C 

Store Fixtures & Equipment 
All-Steel Equipment Inc 

Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe ¢ 
Meilink Steel Safe Cc 


Protecta Safe Corp 

Victor Safe & Equipment ‘ 
Tables 

Art Metal Construction ¢ 


Browne-Morse ¢ 
Cardinal Sales, Ir 





Corry ame wn Mfg. ¢ 
Doro Mfg. ¢ 
Globe-Wernicke ¢ 
Lyon Metal Products, I 
Maso Steel Products 
Roya! M Mie. ¢ 
Securi S | Equipment ¢ 
Shaw -W ker Co 
Sta r Furniture ¢ 
rs. ¢ sir aft Mf Cor 
V tor S & Equi ‘ 
Wells ¢ Cort 
Yawman & Erbe Mfg. ‘ 
Tables, Folding 
Midwest I ng Produ 
Tabulating & Statistic Machines 
eming R I 
Tags 
Ennis Tag & Salesbook ¢ 
Reyburn Mfg. Co., li 
Telephone Accessories 
sates 
Victor Sa & Equipr ( 
Thumb Tacks 
Graff, Ge eB ( 


Vall Mfg. ¢ 
Ticket Holders 





gner, G Compa 

Time Clocks & Recorders 

Joslin, A. Db Mfg. ¢ 
Type, Typewriter 

Ames Supt Cor ar 

Shipman-Ward Mfg ( 
Typewriter Cleaning Material 

Ames Surf ompany 

Baint e. Kimpton & H 

Cardine Cort 

Clar Co.. It 7 

Mi & \V er, Ir 

Nor I> g ( 

Kega I er + 

Sanfor Ink ¢ 

Shipman-Wa Mf ( 

Wet } s ( 
Typewriter Covers 

Shipma Wa Mie ¢ 


Typewriter Cushion Bases & Knobs 
Amer. Hair & Fe ( 
Ames Sul y 





Typewriter Parts and Tools 


Ames Su 
Sh a Ward Mfg. ¢ 

Typewriter Pedestal Desk Mechanisms 
Seng ( 


Typewriters, Mfrs. of 
Aller 


KR. ¢ Business M 
Remir m Rar ir 
Royal Typewriter ¢ I 
Smit lL, ( & Corona T 


Underwood 
Typewriters, Rebuilt & Used 
ga I aT r | 
Shipman-Ward Mfg. ¢ 
Upholstered Furniture 
Ard fg Ir 


Brigt ( r ¢ 





Upholstery Catetale 
Ka r 
Masla | Duraleather ( 


Visible Systems Equipment 


Aigner, G 
Art Metal ¢ tru n 
Co Card 8 ‘ 
G We ‘ 
Master-Craft ¢ 
Na Blank Book ¢ 
K gton R I 
Sha Ww ker ¢ 
\ r Safe & Eq 
Wilson J ( 
Yawman & Erbe Mfg. ( 

Waste Baskets 
Art s t ~ ‘ w 
Ba K pton & In 
‘ s } r r i 
Corr Jamestow Mie i 
Fox, George I & tx 
General Fireproofing | 
Globe-We ke Co 
Goodfrer Metal Pra r 
Na \ 1 Fibre ¢ 
Secur Steel Equipme ( 
Shaw-Walker Co 
Wells ( sir Cort 

Wholesale Stationery 
Bainbridg K [ A I 
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EXECUTIVES AVAILABLE 








EXECUTIVE MANAGER seeks new connection Have had 21 years 

xperience in the rcial Stationery and Office Furniture field. Past 

nd refe prove ability and success as Executive Man 

g apable f , plete set-up. Box C-104, care Office Appli 
r) f 

GRESSIVE YOUNG MAN experienced in store functions, sales, etc 

es a t e interest and hard work will merit promotion 

tr for manufacturer or obtaining a position with a 

} t references. Box C-105, care Office Appliances, 








SALESMEN WANTED 





CENTRAL FLORIDA OFFICE SUPPLY CO., well established, progressive 
expanding xperienced outside salesman for established terri 
Ur ‘ " t Complete line of equipment, furniture and 
Home ht. Worth investigating. Replies strictly con 
ty iet formation first letter Enclose picture Address 
pP.a4 e OF 4 Chicago 6 


rSIDE SALESMAN TO CALL on Industrial Accounts in Chicago area 
t I e pre ce in office supplies and stationery Age 25 





ed. Ca essary Drawing account against commission 
I ent op] t t r real salesman 
HORDERS, INCORPORATED, 231 8. JEFFERSON STREET, CHICAGO 6 
XAS DEALER HAS OPENING for experienced steel equipment sales 
t dle stock é f metal desks, chairs and files, also special 
for st at banks, courthouses and such temuneration 
with g account, or straight salary Give complete 
family, experience ind references Address 
Office A ‘ Chicago 6 








REPRESENTATIVES now contacting Retail Com 


Stati \ territories open. Products are office necessi 
ng to Stationers for seven years. Unusual well-paying commission 
g ent VW f tory, lines carried, references, to P.O. Box 10 
0, N. ¥ 





1N OLD ESTABLISHED RETAIL OFFICE FURNITURE house has 
for experience tside salesman in metropolitan Chicago. Excel 





rt ty for proper man. We carry popular lines in wood 
\ te stock to ship from. Replies are strictly confi 
4 | re Office Appliances, Chicago 6 
4S SELLERS OF OFFICE EQUIPMENT, Filing Systems and Binders 
the re a well established Corporation, with complete 
Offices . 1 Advertising Departments. Our Sales commis 


industry; we serve Chicago and its suburbs 
with experience and imagination to develop 
within the city For the right man, this 
pportunity This gives the right man the 





: business, within a compact organization 
P-87, care Office Appliances, Chicago 6 
WANTED OUTSIDI LESMAN, Iowa town of 35,000. Good surrounding 
t Exce inity Will pay better than average commis 


fi 


man. Opportunity to buy into business 


P-10 care Office Appliances, Chicago 6 
LESMAN WAN r « ellent line of office desks We have some 
territor semen who call I ffice supply dealers 


W. Elichel Ave Evansville 7, Indiana 





XPERIENCED OF! E EQUIPMENT SALESMAN calling on dealers 
thern ¢ Arizona to sell steel filing equipment Apply 
I Belden Street, San Francisco, California 





EXECUTIVES WANTED 











RE IN ALABAMA for man experienced in office equipment to be 

ager slesman Accounting knowledge and layout 
pensation State age, experience and ref 

I { Box P-88, care Office Appliances, Chicago ¢ 
MANAGER FOR (¢ CAGO Sales Office and travel Illinois, Indiana 
lichigan for g umplete line metal office chairs. Write fully 


appointment Box P-89, care Office Appli 
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The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





WANT A MAN who has had experience in furniture factory in the fol- 
lowing capacity: accounting, production, cost work and management. 
Factory is located in southwest area near two large metropolitan centers. 
In reply give full details and qualifications. Box P-90, care Office Appli- 
inces, Chicago 6. 





ASSISTANT BUYER & PRICER for fastest growing Office-Stationers in 
Chicago. Unlimited Opporsunities—Good Salary & Advancement for Am 
bitious Individual—telephone CO 7-2161. 





METAL CHAIR MANUFACTURER in Midwest seeks aggressive Supt. 
Engineer experienced in this field: production, designing, finishing both 
steel and alum. Real future for the man seeking greater opport. with 
good salary and bonus. Send details, education, past and present con- 
nections. Held strictly confidential. Interview arranged. Box P-91, care 
Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





WILL SOON HAVE OPENING for an experienced foreman in typewriter 
service department. Must be experienced on Royal Typewriters, Victor 
Adding Machines and A. B. Dick Mimeograph equipment. This is a 
permanent position. References required. Location, Texas Gulf Coast 
‘rea. Box P-92, care Office Appliances, Chicago 6 





WANTED—MECHANICS, EXPERIENCED in Burroughs or other adding 
machines, addressing, duplicating or Bookkeeping Machines. Write, stat- 
ing age, experience and all other pertinent information including salary 
desired. American Business Machines, 573 Broadway, New York 12 





ACCOUNTING MACHINE SERVICEMAN. Sundstrand, Elliott Fisher or 
Underwood Bookkeeping experience only, Exclusive Underwood Sundstrand 
Agency located Metropolitan Detroit area. Must be capable of handling 
all accounting machine sales installations and service. State service 
training, where and when, and total experience Excellent pay and 
working conditions. Dodge Office Equipment Co., 3962 Fort Street, Lincoln 
Park 25, Michigan 





MAN OVER 50, EXPERIENCED TYPEWRITER and/or adding machine 
mechanic for permanent job. Full time in shop if desired. Established 
i804. Wire full details. CRESCENT TYPEWRITER EXCHANGE, 407 
St. Charles St., New Orleans 12, La 





HAVE OPENING FOR A GOOD all around office machine repair man. 
Good starting wage, and working conditions Dealer for A. B. Dick 
Mimeograph Duplicators and Royal Typewriters. If interested, contact 
Howard Clements-Decker’s Inc., 514 Main Street, Lafayette, Indiana 





rYPEWRITER AND ADDER REPAIRMAN, Royal experience preferred, 
good opportunity for the right man in California's best city. Write or 
wire collect. I. A. Cleveland, 735 Broadway, San Diego 1, Calif 





FACTORY TRAINED FRIDEN MECHANIC—Office Machine Dealer in 
Oregon. Good Hunting and Fishing. Give Complete Detail of Training, 
Experience, References and Salary in First Letter. Picture if available 
Box P-93, care Office Appliances, Chicago 6 





FRIDEN, ADDING MACHINE, TYPEWRITER MECHANIC. Top wages 
Good working conditions. Give reference and experience. Midwest. Box 
P-94, care Office Appliances, Chicago 6. 








SALES REPRESENTATIVES AVAILABLE 





NEW YORK SALES AGENCY AVAILABLE 

FOR PACKAGED PRODUCTS 
SOLD THRU STATIONERY STORES 
Offers complete merchandising service on fee or commission basis to 
limited number of manufacturers. Long experience in selling and dis 
tributing Top Quality Brands. Advisors and Consultants in marketing 
and sales promotion. Fifth Avenue Office with full listings in your name 
if desired. Write for complete information submitting literature describ 
ing your products. Foster Consultants and Sales Agency, Inc., 303 Fifth 
Ave., New York 16, N. Y. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co 
428 So. 5th St., Minneapolis 15, Minn 





MANUFACTURER'S REPRESENTATIVE NOW-—Seven years on the West 
Coast calling on Commercial Stationers, etc. Can assure good coverage 
for one or two top lines. Box C-106, care Office Appliances, Chicago 6 





MANUFACTURER'S REPRESENTATIVE desiring additional lines of wood 
or metal office furniture and equipment for the southwestern territory 
Know the trade and will give the proper representation. Box C-107, care 
Office Appliances, Chicago 6 

WANTS AND FOR SALE, Continued on Page & 
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WANTS AND FOR SALE, Continued from page 7 








SALES REPRESENTATIVES AVAILABLE, Continued 





MANUFACTURER'S SALESMAN, middle Atlanti tat elling con 
mercial stationers, chains, wholesalers, seek addition é fice supply 
field. Broad experience, highest credentia } ( . : f Office 


Appliances, 100 E. 42nd St., New York 





SALES REPRESENTATIVES WANTED 








ONE OF AMERICA’S LARGEST mar 

































































duplicating supplies has openings for sale é ntat MID-WEST 
CENTRAL SOUTH, all of MICHIGAN ar NORTHWEST. Px ine! 
connection; salary, traveling exper i t at territ 
profits after completion of training Write Old 1 ( 
750 Pacific Street, Brooklyn 17, New \ 
TEXAS, LA., ARK. TERRITORY Now Op fact epresentative 
to represent office metal chair line 4 } } f tl 
territory. Give full details, present lir ' x] é B P-9 
Office Appliances, Chicago 6 
MANUFACTURER'S AGENT WANTED ¢ ent ited lar 
manufacturer of chair mats and ip | nit Lil i 
missions on all sales going into your t: I i I 
Office Appliances, Chicago 6 
SOUTHEASTERN STATES REPRESENTATIVE W 
of typist and executive metal office hair Write f t tt 
early interview Box P-97, care Office A Cc} 
CALIF. REPRESENTATIVE WANTED | t ff 
turer, contemplating a branch plant. Se¢ t ! 
appointment early March. Box P-0s Of \ C} 
JOBBERS AND WHOLESALERS 
JOBBER WANTS ADDITIONAL office 7 
Western States Address Box P-99 sre OOF Apt c} 
RETAIL BUSINESS FOR SALE 
RETAIL OFFICE EQUIPMENT Sup; St f ‘ Capit nd 
University City. Also County seat ar 1 tr Downtow! 
location. Unusual store building t fl t 
Excellent location with very favorable t I 
cash business. Established 20 years by i Good f1 e with lead 
ing manufacturers, clean inventory tar t ! y xtus Well 
established commercial accounts. T! per tablis} 
growing business. For further informat | I ( e Off 
Appliances, Chicago 6 
FOR SALI 
VERY PROFITABLE TYPEWRITEI 
AND ADDING MACHINE BUSIN} 
located in Tennessee Valley area Best 
population. Two leading machine ager ‘ 
ice business. Offers opportunity for one with exes 
tive and sales ability to establish tl é busine 
without going through period of lear , W tablishe 
trade name. Present owner has been ope ’ ea 
Replies confidential. Write for parti \ | , Ort 
Appliances, Chicago 6 
SMALL OFFICE SUPPLY & STATIONERY STOR} y Mount 
city of 60,000. Very good outside te f | P oft 
Appliances, Chicago 6 
PARTNER WANTED 
PARTNER WANTED: Sell half inter: 
full line Remington Rand agency franct N 
annual gross business. Business grow: 
don't want to be tied down so close 4 t t ike 
side home property tentz Typewriter fl Suy \ n. Te 
FOUNTAIN PEN REPAIRING 
WELTY'S REPAIR ALL FOUNTAIN PENS | at 
standard prices. 5 to 21 day servi We tu CONKLIN, SWAN 
WATERMAN, WAHL, PARKER, WELTY HEAFFEI MOORE et 
Gold pen points featured. Mail all makes t ‘ t Ask 
about new WELTY pens, $1.50 to $10.0 t Welt I Repa 
(established 10904), 38 S. State St.. Chica 
LISTS 
WILL SELL CHEAP list of 5m comme ' t , 
dealers. Also list of app m typewrit ‘ eal 
Names not duplicated. The Kraus ¢ isd’ Ss \ i = 
ADDING MACHINE PARTS, TYPE, ETC 
LARGE STOCK of new and used As f { " Ma | 
available. Quotations furnished or t t t I \ 


Dehn, Jr., 1643 10lst Ave., Oakland, ¢ 








FOR SALE AND WANTED TO BUY, 





ELLIOTT-FISHER, Burroughs, Moon Hopt Adding ( g 
Machines, Comptometers, Electromatic 1 f é 
bought and sold Chicago Office A ( \ St 


Chicago &. 














BURROUGHS BOOKKEEPING MACHINES \ Models, B and 
Sold. Give serial number and model in request for quotatior ines 
Equit ent Co a W Larned, Detroit 2 M 
WANTED TO BUY Late model Elliott-Fisher kkeeping and billing 
ichines. Must be over 250,000 serial number. Accounting Machine Servi 
( 64 W. Washington St Chicago 6 
ELLIOTT-FISHER AND SUNDSTRAND machine Comptomet Sur 
u Friden, Marchant, Monroe Calculators Ele matic typ ters 
Adding achine and all office machines bought d, rented built 
leet Warsh Ce —4 N d St Milwaukee W 
NATIONAL BOOKKEEPING MACHINES, a h | 
et idding t Advise serial 
price Ort M hines Inc 619 Pine Street. St I 
NATIONAL 2000 & Class, Burroughs B " Ca Ar 
t Machines, Bought & Sold. Send f ! Pp ricar 
%. Olive, Los A 
ELLIOTT-FISHER BOOKKEEPING MACHINES, ERK —Mode f 1 24 
te with abinet intings Full compl t f Registe wi 
| ' hipment a where Will quote price request ( P 
( ‘ ( pany i Mission Street, San Fra Calif : 
ELLIOTT-FISHER calculating machine iding al 
tice equipment » uu nd sold Ww J ( wlev (¢ 16-908 
N. Water St.. Milwauke« Wi 
FOR SALI 2) Gelatir Ditt achines r 0 " al 
! ‘ Xtr lt vorking ondit if Make 
S g Ribbon, 49-51 Bi I I n.d 
BURROUGHS MOON HOPKINS, ELLIOTT-FISHER Bookkeey Ma 
Comptometer makes calculators bought nd Dorre 
Off Machine { I SS lith, Minneay Minr 
FOR SALI BURROUGHS nit column duplex ele e caleu with 
t Dbtract i for delivery Adding Machine Sale ice 
Prost t A Cleveland, Ohi 
BURROUGHS PRODUCTS ir specialty, g gt f 
al DOOK Ke pe pliers mpt \ l Stee SK 
De orn, Chicago l 
WANTED Burt ul r N.C.R Bookkeeping 1 Billing Mae 
( tors, ( t Adding Machine t ur ty Quote 
ipt best price AMERICAN BUSINESS MACHINES 
I | dy N York 12, N. ¥ 
WANTED ALL MAKES alculators and adding 
é é num be und adding capacity Internat ul Off API 
] 6 Br New York 7, N. ¥ 
WANTED TO BUY—S strand bookkeeping Mod C and D 
i plete ‘ he serial, Zé g i ‘ nt 
f back fe I national Office Ay Ir 6 | ‘ 
} N ? 
BURROUGHS, MOON HOPKINS, Elliott-Fishe Remingt \ ing 
A) | hine ind eve tl u in the office mact é ine Stat de 
Tr nd we w quote highest cash | é Internat oft 
\ It 6 1 Iway, New York 7, N. \¥ 
L\DDING MACHINES rYPEWRITERS both R ul 
| tioned, Sr rice t Dealers Esl * Flushing 
I f N \ 
BURROUGHS ACCOUNTING MACHINES Bougl 1 S 
I t Compa I O01 West Lake Street ( ig 
BURROUGHS CALCULATORS EXCLUSIVELY Bought red 
! rhauled f le r nly Gorman Ser We Ave 
Wi Ridge | 1 
IDRESSOGRAPHS WANTED—Cla LOM ( 7M t 100B 
B fr es. W ! er factory tras wal ADDRESSING 
VMACHIN & SUPPLY CO ” Mt. Plea ‘ I M 
VANTED TO BUY Ribbor rew } é 
\ t Stat e and details St { I i 
BK | race l ngt N J 
KARDEX ACMI i kes 1 visibl i i d 
| tiones il ‘ panel DboOoOKS 1iW a | eT ce 
renase rr ‘ ( 
N I | : New York N } 
SIBLE EQUIPMENT ght ld ane ! We 
t Kardex \ 1 International V I grap) 
t } W rit ind tell u wha \ I i 
‘ s il prices t ‘ H ort I 
) t OA iN { st mt I j Ml 
L\RGE AMOUNT ible ibinet KARDEX ACME AND AND 
\ f t \ conditior : ! t ter 
} ( ’ Ss g Street, New \ 
VISIBLE FILING EQUIPMENT 
LDEST ESTABLISHED deale peciali i ha \ 
P et W ff f peratior f 
W ] i nficer that In 
nM KI “ ue require { (a “ ‘ 
‘ | N \ k N 
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atents 


Copies of patents can be obtained from the Chet 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted January 8, 1952 
2,581,463. Cash Registe ward Yackley. N wn it Dung 
ustration 
2.581.585. Inking Ribbon for Typewriters and the Like. Valer Flax 


2.581.665. Electromagnetic Operating Mechanism for Typewriters. 
3, N. Y. Ulustration 


2,58! 730 Filing Appliance hn A Talmage and Robert W 
~ or 

2.581.739. Fountain Pen - T. Wing. Exce e Min 

2.581.740. Fountain Pen - T. Wing. Exce Minn 


81.810. Drum Type, Rotary, Perpetual Calendar. Edgar 8. N 


2,581,859 Predetermining Counter with Resetting Controlled Switch 
Closing Means Hartford sssignor to Veede 


2.581.895 Invoice Assembly for Service items f W a 

2,582,058 Tray Binde E. Nabt hellst 3 we 3sSiQ 
Rapid wa INustration 

2,582,149 Manifolding Paper 3/8 ao New " ie ; W ast ++ 


Granted January !5, 1952 
2,582, 369 Type Ba Mechanism for Typewriters with Segment Shift 


Device “ } r na tt Brandenburg Nurnberg 
Werke N era A Nur . 
ustrat 
2,582,372 Justifying and Differential — Device for Typewriters 
and the Like. & ' Milf Illustration 
2,582, 39! Fountain Per M. Morr Atlanta ; 
2,582.47 Cash Drawer tcher L. West. Alilia >} _ 
2,582,562. Telephone Tray and Retractable Memo Pad. Frederick 
2,582,705. Tape-Dispensing Device Alfred P_ k 16 Stratf 
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2,582,729. Combined Address and File Card Frank Lloyd Wasse 

Westport, Conn., assignor to Georgene Parkin Wassell, Westport, Conr 

2,582,783. Sheet Feeding Mechanism for Typewriters or Like Machines. 
F. Kloski, Hartford, Conn., assignor to Royal Typewriter Co., Inc 

New York, N. Y. Uflustration. 

2,582,803. Type Bar Actuating Mechanism for Typewriters. Alfredo Tom 

bolir Milan, Italy. IUlustration. 

ary 813. Dispenser for Pressure-Sensitive Tape. Thomas W. Berridge 

erica, and Henry F. Nordheim, Waltham, Mass 

Geanted January 22, 1952 

oe pry er Loose-Leaf Binder. John M. Bender, Kansas City, Mo 

inter-Collegiate Press, Kansas City, M 

2.582, 979. Device for Using Tape. George H. Fritzinger, West Orange 

N. J., assignor of one-half to Harold G. Kenda Brooklyn, N. Y. 

2,583,064. Pad of Continuous Stationery. Fra: Seorge Sexton, Lor 

jon, England, assignor to W. H. Smith & Son, Ltd., London, England 

2,583,069. Mechanical Lead Pencil with Finger Operable Lead Project- 

ing and Retracting Means. Vojtéch Votruba, Ceske Budejovice Ulice L 

B.. Czechoslovakia, assignor to Koh-l-Noor Tuzkarna L. & C. Hardtmuth 

srodni podnik, Ceske Budejovice, Czechoslovakia 

2,583,142. Ball Point Fountain Pen. Herman C. Frentzel, Milwaukee, W 

yssignor to The Parker Pen Co., Janesville. Wis 

2,583,224. Paper Binder. Richard V. McDonald, Amarillo, Tex. Ilustra- 

tion 

2,583,259. Erasure-Debris Collector on Typewriters and Like Machines 

Walter Ettmiller, Zurich, Switzerland. Illustration. 


2,583,377. Selection Mechanism George K. WHurr Oakland, Calif 
ynor to Marchant Calculating Machine C INlustration. 

2,583,403. Bookbinding. Guy Brown Wiser, Los Angeles, Calif assign 
Marador Corp. Glendale, Calif. Illustration 


Granted January 29, 1952 
2,583,636. Platen Support and Feed Roll Mocheniom. William A. Dobsor 
West Hartford, Conn.. assignor Underwood Corr New York. N. Y 


Illustration. 

2,583,666. Automatic Old Balance Pickup Means for Accounting and Like 
Machines. Richard W. Pitman, Laverock-H rest, Pa., assignor to Under 
“ j rp.. New York, N. Y. Illustration 

2,583,852. Loose-Leaf Check and Binder Assembly. Frank Kautzman and 


J A. B. Peak, Salt Lake City, Utah; said Peak assignor to said 
Kauten 

2,583 ass Automatic Swivel Locking Caster. John F. Kostolecki, Palmer 
Mas assignor to Jar & Jarvis, Inc., Palmer, Mass. Ilbustration. 

2,503,998 Punching and Reinforcing Device. Benjamin Hirszzon and Joseph 
A Papare . je Janeiro, Braz 


2 583,998 Ring Book. B. Cook, Haddonfield, N. J 
2,584,064. Pencil Sharpener. Frank Swinehart, Strongsville, Ohio 
2,584,065. Gummed Tape Dispenser. Clarence R. Taylor, Penfield, N. 














state of the industry 


@ More Office Workers. ‘It is estimated the 

present ratio of clerical employees to produc 

tion workers is double what it was a few years 

ago,” says President Walter S. Johnson of the to a competitor or a direct seller because we 
Friden Calculating Machine Company. He think it is too small to bother with, brother 
elaborates: are we suckers 

“As an illustration, a certain company now 

files 1083 individual reports to the Federal # A Start Toward Decontrol? The Government 
state, county and city government agencies n January 28 removed chrome stainless steel 
each year as compared to 41 reports 10 years from priority controls. It said at the same time 
ago. These reports involve a tremendous it is studying five other decontrol actions 


amount of statistical and financial calculation Prior to this action it was necessary for a stain 


th > | ¥ rncey t ‘ A rvere “eur ; . - 
On top of that, Lrle 4LAl 4 | A vv rK is. pay less steel y lr “naser:r to apy Ly T tne Cx vern 
once a very simple job, has become an in ment for permission to buy the product. The 
volved accounting procedure—straight time 1ction does not decontrol allocations of nickel 
overtime at time and a half rate—Sunday and bearina steel 
Holiday overtime at double time—average 


hourl y—living t adjustment—income The W 
F pl 1g en ® Revise Pay Increase Form. The Wage Stabi 
C ; ) Ol IGé pens I IT) ney R } 
tax deduction—old » wm lization Board has revised its form for the filing 
ployment taxes—hospitalization—union due: i netition n wage adjustments, r 
inst uctior retirement snsion NCOR 
irance ded 2 age — NSOEA. Entitled Form 100 it may be obtained 
funds, and so forth. These are just a few ex vaeee 
amples of how office work has increase: ao = 11¢ 
nple iow ed Wage and Hour Division of the U.S. Depart 
n tires moaochinerv it wn! } . 
Without modern machinery it would dink ah Be . This Recall 


{ 
form sh 
be impossible to carry the figure load under Te 


any of the regional or field offices of the 


made to the Wage Stabiliza 


today’s economy and manpower shortage , ; . % 
. ” rs ; “ d for wage or salary adjustments with 


AMLLIIS LLL 


the exception of requests for changes in health 


@ Supply Business Still Goes On. Paul W iS WONG Pras 


Cheney, sdles manager of the Southworth 


Company, in a recent bulletin 
fanfare or advance publicity, the 1952 conven 

x7} mm af NCOFA Pel, in ite 3 a Po 

All we can do is ft write Was hinaton and ion OF NOULA 46th in WS 1UuSTr1IOUS Se? 


hope that some attention is paid to our letters 1g 


mn 
but we, in the meantime, can protect our own nearly 1,000 rooms have been reserved at the 


sales volume if steel shortages deprive us ol Conrad Hilton (formerly The Stevens) H 
many vital products which are essential to our in Chicago for the October 4-8 dates. This is a 
industry ribute to General Manager Paul Burbank and 

Ries ania this be done? Here's Paul's solu his staff. The industry knows without being 
tion: 

“The supply end of our business has, in the 
past, proved a life saver to stationers wh ® Today's Farmer is a Businessman. Know! 
because of shortage r depressions, were edge of this fact has penetrated even the page 
unable to sell heavy goods. As this bulletin f such publications as Nation's Business 
has repeatedly stated, the ipply end of our There, in the February issue, appeared an 
business never dies, neither does it fade away irticle by Henry F. Pringle entitled The 
You can go into bankruptcy with an old desk Farmer Reaps Dividends.”’ He related 


un 


+ 


promises to be a ‘'sell-ou Already 


~ 
_~ 
+ 


tola that the convention wlll be wortnwnule 


but you must have me new papel en who grow the nations ! 1 have tound 
“The sale of a desk is a substantial one, a t new market—the stock market—and 

nice chunk towards our sales quota, but if we mented 

allow that customer's supply business to g The man who works the land is a capitalist 
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1cres. He probably has a fine house 

i an expensive automobile. He is a busi- 
; adding machines and other 

ng ran to his business 

as $1 in assets for every 
compared with 50 cents 

$1 in debts the last time he was 
juced prosperity. Now, he is invest- 
cks, and Wall Street solicits 


nmtc ; tort Yc 
ils A AD 


lealer in our industry who neglects the 
rce of business is wasteful of 

That farmer needs a safe to- 

cash on hand for everyday 

tions. He needs a typewriter, an add- 
set of loose leaf books, per- 

1 desk. To these can be added 

rdinary run of office supplies including 
tapler, stamp pad, clips, paper, and so 


@ What's Ahead in Purchases? A recent bul- 
etin of the National Association of Purchasing 
that defense business does not 

ilk large in the over-all production picture 
a worsening in the inter- 

purchasing agents do not 


k for a reversal of the over-all industrial 

wn trend in the next few months,"’ comments 
e puillet 

t is another indication that the “defense 


mething talked about in the 


a Our Bill Captnnen New York. In the hinter 
is, Bill Gove e personable sales develop- 
nt manager of the Minnesota Mining 4 
yompany, is pretty well known 
and downright pleasantry. 


Hence, it is a source of satisfaction to know 
tt the Gove manner has captured New York 

t The New York Sales Executive 
Weekly after Bill's talk at the SEC luncheon 
d that he “did all right. In fact, in 
w-busin¢ talk, he wowed ‘em. Young- 
king and handsome and endowed with a 
rder of wit that knows how to touch 


stener igination, he knows his show- 


r Bill. We recognize the descrip- 


good reading 





this month 


Page 15 . . . Individualization of the store is what 
keeps its identity engraved indelibly on the public 
consciousness, advises V. N. Vetromile. He tells how 
a stationery business can become famous within the 
boundaries of a trade area of considerable extent 


Page 16 . . . It's big business on a small scale. 
Fortune P. Ryan, president of Royal Typewriter Com- 
pany, Inc., writes an absorbing article about the 
success of Junior Achievement, Inc. These young 
businessmen organize and operate their own minia 
ture corporations. 


Page 18 . . . City Typewriter, Rochester, N. Y., has 
built up a volume business in typewriters. The secret 
is service. Sales bells ring and in this article is told 
how competent service puts the dealer in the skilled 
craftsman class 


Page 19 . . Fred Merish, business analyist and 
financial counselor, writes a down-to-earth article 
about bookkeeping. He explains how as a business 
expands the books must grow, too. Here’s a lucid 
explanation of why some bookkeeping systems may 
need changes in order to best serve a firm 


Page 21 . . . Bangs Stationers, Inc., Pocatello, Ida., 
has achieved success in office furniture and equip- 
ment without the use of outside salesmen. Unusual 
merchandising techniques are revealed 


Page 23 . . . The remodeled store of Egyptian Sta- 
tionery Company, Belleville, Ill., features a convertible 
window. The unusual display methods may furnish 
m inspiration to some other commercial stationer 
who doesn’t want his store “to stand still.” 


Page 25 . . . Employee turnover is no problem for 
the R. P. Andrews Paper Company, Washington, D. C 
This is an account of how profit sharing has brought 
loyalty and efficiency 


Page 27... Business is a top hobby for a man of 
many hobbies—R. C. Allen. Once again the Old 
Timers’ Party page presents an absorbing story about 
the life of a veteran in our industry 


Page 28 - » George D. Taylor, feature writer on 
modern display, submits several articles on his 
popular theme. His ideas can be profitably used. 


Page 32 . . . Easter promotion ideas are featured 
here. The tips can be used to good advantage 


Page 33... An office can match shop efficiency 
when furniture is properly selected. Read how a 
Waco, Tex., newspaper building was equipped for 
efficient and comfortable operation 
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Leaf, from the Logbook 


ATE, NOVEMBER 13, 1915. A 

pull of our latch string, enter 
president of the National Stationers 
Association—twelfth to hold the im- 
portant office, but first to be elected 
for a second term—who affixes his 
signature to the Guest Book 
Charles N. Bellman, president of 
the Franklin Printing & Engraving 
Company, Toledo, Ohio; one of 
many unresponsive, at first, to Or- 
FICE APPLIANCES’ insistance that the 
commercial stationer is the logical 
medium between manufacturer and 
user of office furniture, but who was 
an interested reader of the publica- 
tion. And then, one day a journal 
staff member, on business in Toledo, 
caliing to pay his respects, was 
greeted with, “Just the man! Come 
along I have something on the sec- 
ond floor to show you.” A good dis- 
play of desks and filing cabinets to 
which he directed attention with a 
wave of his hand and a smile, while 
putting the question, “Well! How 
does it suit you?” 

But we return to the starting 
point of this reminiscence to wel- 
come our old friend and to learn 
that the association “is coming 
along fine.” One factor in that con- 
nection being a service feature es- 
tablished upon the initiative of 
Mr. Bellman during his treasurer- 
ship in 1914—“Who’s Who in the 
Stationery World,” proving so use- 
ful that it was made a permanent 
feature. 

“But,” said the president, “I want 
to do something to increase the use- 
fulness of the organization; some- 
thing to increase its practical value 
to all members.” 

“Well,” came the suggestion, “how 
about a Bureau upon which mem 
bers call for a wide variety of in- 
formation which some other mem- 
ber might have discovered in their 
own experiences. OFrFIcE APPLIANCES 
is tapping such sources with re- 
markable result. As sources of other 
information it has lists which may 
be useful, of which you may have 
copies at the small expense of fees 
for the service of a typist brought in 
for the work.” 

“Will you give us that privilege?”’ 

“Sure, and get at the job within 
an hour.” 

“No,” remarked our old friend 
“within a few days Pittman will 
come up from St. Louis, arrange the 
material and employ the typist. The 
next day Bob will be here and so 
will I.” (“Pittman” being a relative 
of “Bob” and doing some field work 
for the organization. “Bob” being 
the late Robert D. Patterson, who 
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had been association president in 
1912, when connected with Buxton 
& Skinner, St. Louis, for several 
years later, general manager of the 
L. E. Waterman Company 

The Guest Book of the period re- 
veals the signature of W. D. Pitt- 
man and of Robert D. Patterson and 
Charles N. Bellman on December 9, 
1915, both having reached journey’s 
end some years ago. 

A satisfactory event in every way 
but why recorded here? For two 
reasons. First, a salute to two fine 
members for their contribution to 
the foundation of the industry’s or- 
ganization” and, also by way of a 
reminder of OFFICE APPLIANCES’ in- 
Sistance that the thousand (and 
more) trades furnishing most of the 
world its office utilities, constituted 
a great industrial entity, without 
the products of which, world com- 
merce, life stream of all nations, 
would cease to flow freely. Is that 
too high an estimate? Ask Mr. Her- 
bert Hoover, the man who knows as 
much about world commerce as any 
other individual! More, perhaps 


ANOTHER LOG BOOK LEAF 

Date, December 27, 1918. Place, 
La Salle Hotel, Chicago. Event, con- 
ference on surplus office equipment 
of U. S. Army at war’s end, called 
by OFFICE APPLIANCES at the request 
of and under the direction of Major 
C. J. Wagner, chief of the Miscel- 
laneous and Office Supply Branch, 
Surplus Property Division, Purchase, 
Storage and Traffic Department, 
War Department, Washington, D. C 
Digest of results achieved at 
conference: 
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Recommendation for the appoint- 
ment of committees of small num- 
bers from every branch of the office 
furniture and office equipment in- 
dustry to co-operate with the Mis- 
cellaneous and Office Supplies 
Branch of the Surplus Property Di- 
vision when surplus from any of the 
respective branches of the industry 
is up for disposal 

Major Wagner, as chief of the 
Miscellaneous and Office Supplies 
Branch of the Surplus Property Di- 
vision to receive from such commit- 
tees any recommendations they may 
suggest. 

Plans formulated for such recom- 
mendations for disposition of prop- 
erty to be submitted to the Govern- 
ing Sales Board for final action. 

Establishment of points of contact 
between the Miscellaneous and Of- 
fice Supplies Branch of the Surplus 
Property Division and the several 
divisions of the industry. 

Proposal to make the War Service 
Committee of the Typewriter Indus- 
try, the War Service Committee of 
the Automatic Office Machinery In- 
dustry and the Adding and Com- 
puting Machines Committee per- 
form for their respective industries 
the function of the committees 
mentioned above. 

Proposal of several manufactur- 
ers of important office machines to 
store the machines of their manu- 
facture now in the hands of the 
Government as surplus, put them in 
condition, and hold them subject to 
Government order, provided the 
Government will pay actual cost of 
the work and cost of transportation, 
the matter to be presented to the 
Government for consideration. 

The chairman pointed out that 
there are 16 groups under the Sur- 
plus Property Division; that there 
will be conferences of other groups, 
and that it is the object of the 
meeting to arrive at specific recom- 
mendations out of which a practical 
plan may be evolved for the disposal 
of this surplus material with the 
least possible disturbance to busi- 
ness, and also with the minimum of 
loss to the Government. The chair- 
man next briefly outlined the work 
which had been done in calling the 
conference, explaining that what 
had been done was on the initiative 
of Major Wagner 

Telegrams were sent to officers of 
the different associations in this 
field relating to the manufacturing 
end of the industry, including office 
furniture in wood and steel, the 
Typewriter War Board, the Auto- 
matic Office Appliances War Board 
and the National Association of Of- 
fice Appliance Manufacturers. The 
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chairman then introduced Major 
Wagner, who stated that the prin- 
cipal talk would come directly from 
Mr. Hartman, who reports directly 
to General R. E. Wood; he then sug- 
gested that the chairman read let- 
ters received from the heads of the 
different associations, outlining 
whatever plans and _ suggestions 
may have been made 


Salient Points from 
Speech of Mr. Hartman 


The disposition of surplus office 
equipment will be guided by the 
same policy which will control that 
of all other surplus in the hands of 
the Government. In this policy the 
Government is guided by three con- 
siderations—the effect upon the 
country, the effect upon labor con- 
ditions and the effect upon indus- 
tries. Surplus property will be dis- 
posed of at such time and under 
such conditions as will safeguard 
market conditions, being offered at 
such times and places as will en- 
able the market normally to absorb 
the goods without disturbance. 


Outstanding Ideas from 
Statements of Major Wagner 

This Surplus Property Division 
applies to the Army only; we have 
nothing to do with the surplus of 
other departments 

There are six principal avenues 
through which surplus property in 
our hands will reach the consumer: 

1. By transfer to Government de- 


Theodore Roosevelt 


The frontispiece of the January 
1919 issue of the journal, which 
carried the preceding story about 
the surplus office equipment con- 
ference held on December 27, 1918, 
was a portrait of Theodore Roose- 
velt over the line, “T. R.—His soul 
is marching on.” And on the editor- 
ial page was the following by the 
late Hobart Martin, associate editor: 

“From the moment the wires 
flashed the announcement of the 
death of Colonel Roosevelt, on Jan- 
uary 6, the words of a simple state- 
ment seen somewhere and never 
forgotten have been constantly in 
the writer’s mind: ‘A great life has 
gone into the tomb.’ 

‘Theodore Roosevelt was a great 


man. There have been greater 
Statesmen, greater soldiers, greater 
writers—but few men have ever 
measured up to greatness in so 


many ways as he. Roosevelt was 
constructively human. If sometimes 
he tore away the rubbish it was 


OFFICE APPLIANCES, March, 


partments and to state govern- 
ments; 2. To city and county mu- 
nicipalities; 3. To schools, institu- 
tional and charitable agencies; 4. 
To the manufacturer and dealer; 
5. To the consumer; 6. To salvage 
organizations. 

The following persons were pres- 
ent at the conference: 


Baker, William B., secretary, Office Chal: 
Manufacturers’ Association, Chicago, Ill. 

Bardwell, O. H., manager, Chicago office, 
The Globe-Wernicke Co., representing H. 
C. Yeiser, , OP. of that company 

Buswell, R. B., vice-president, Elliott-Fisher 
Company, y a Pa., representing 
P. Wagoner, president of that com- 
pany. 

Butenschoen, F. H., president, Imperial 
Methods Company, Chicago; member of 
Committee of the Wood Filing Division 
of the Office Furniture Manufacturers’ 
Association. 

Collins, Sidney E., representing E. C. 
Loomis, president of the Automatic Pen- 
cil Sharpener Company, Chicago, Il. 

Dodge, F. H., general sales manager, Bur- 
roughs Adding Machine Company, De- 
troit, Mich. 

Gilbert, J. A., assistant general manager, 
Office Appliance Company, publishers, 
OrFice APPLIANCES, Chicago, I 

Guest, J. A., Chicago manager, The Ham- 
mond ay Dewi eae Company, representing 
Neal D. Becker, president, Ham 
mond Ty ewriter Company. 

Harris, B. Bf general manager, typewriter 
and adding machine division, American 
Can Company, Chicago. 

Hartman, . chief, Surplus Properties 
Division, Purchase, Storage and raffic 
Department of the War Department, 
Washington, D. C. 

Isaacs, J. L., president, Milwaukee Chair 
Company, Milwaukee, Wis. 

Jarrett, R. H., representing H. C. Osborne, 
eee. The American Multigraph 
ompanv. Cleveland. O. 

Johnson, Evan, president, Office Appliance 
Company, = ishers, Orrice APPLIANCES, 
Chicago, Il 

Johnson, Jos. F., representing Nels John- 
son, president, Johnson Chair Company, 
Chicago, Ill. 

Kath, Erich W., secretary, National Asso- 
ciation of Steel Furniture Manufacturers, 
Cleveland, O. 

Lipman, Gabriel, sales division, Mailometer 
Sales Company, Chicago, Il 


always that he might get and pre- 
sent the truth as he saw it. He was 
not always right in his judgment, 
but he was right so astonishingly 
often that millions of men looked 
upon him almost as a seer and 
prophet. 


Gentle—A Fighter 


“He was all man. Had he lived 
in the olden times of chivalry he 
would have added imperishable 
glory to the days when knighthood 
was in flower. But it has been the 
privilege of our generation to know 
him, to be influenced by his power- 
ful personality, uplifted by his 
bravery and encouraged by his ab- 
solute faith in things that are 
righteous. He was gentle—yet a 
fighter in every fiber of his being. 
He was a charming friend—and a 
chivalrous, but implacable enemy. 
He was the foe of wrong and the 
champion of right, and within the 
limitations of human judgment we 


1952 


Lothrop, W. C., acting for W. C. Gookin, 
eneral sales manager, Barrett Adding 

Machine Company, iladel iF . Pa. 
iller-Bryant- 


Miller, S. E., president, 
Pierce Com ny. Aurora, > 
Mutschler, Charles, president, egy. 


Bros. Co., Nappanee, Ind.; member, Of- 
fice Tables Committee, Office Furniture 
Manufacturers’ Association. 

——, J. &., manager, ly 2 Neen 

ypewriter Company for the cago 

district, “oF that com Dr. C. W. Colby, 
president of that company, New York. 

Ogren, John W., chairman, Chicago Sta- 
tioners’ Association, National Loose Leaf 
Manufacturers’ Association, Chicago. 

Olson, Hugo L., secretary and treasurer, 
Sundstrand jaems Machine Company, 
Rockford 

Petri, G. i eiiees and general manag- 
er, St. Johns Table Company, Cadillac, 
Mich.; chairman, Office Tables Division, 
ig "Furniture Manufacturers’ Associa- 

Schaefer, A. G., secretary, Sengbusch Self- 
coming Inkstand Company, Milwaukee, 

Ss. 


Searles, G. W., president, National Desk 
Company, Herkimer, N. Y.; president, 
Desk Manufacturers’ Association. 

Sieber, C. J., representing Charles Sieber. 
resident of The Sieber ada A Manu- 

meeting Company, St. Louis 

Spalding, G. .. Yrailroad We Bur- 
roughs Adding Machine Company, 
troit, Mich. 

Stringe, A. H., president, Commercial Fur- 
niture Company, Chicago, Ill.; represent- 
ing the chairman of the Office Desk Divi- 
sion of the Associated Office Furniture 
— ee ee 

Struble, 


representing Eberhard 
Faber, LF 


ber, New York, 


Terry, E. B., sales manager, Mailometer 
Sales Company, Chicago; The Mallometer 
Company, Detroit. 

Van Hecke, C., sales department, ‘ype 
writer and office machinery division 
American Can Company, Chicago. 

Vaughn, T. F., president, The Wabash 
Cabinet Company, Wabash, Ind. 

Wagner, Major C. I., chief, Miscellaneous 
and Office Supplies Branch, Surplus 
Properties Division, Purchase, Storage 
and Traffic Department, War Depart- 
ment, Washington, D. C. 

Whitworth, J. Arthur, Michigan Desk Com- 
ny, Grand Rapids, Mich.;: manager, 
sk Manufacturers’ Association. 

Wilson, C. E., genera! sales manager, Shaw- 
Walker Co., Muskegon, Mic 

Wilson, W. W., representing Abram G. Nes- 
bit, president. The Adder Machine Com- 
pany, Wilkes-Barre, Pa. 


believe he never deviated from his 
conception of the right course. 

“Roosevelt was a great man be- 
cause he had what is finer than a 
great mind—a great spirit and a 
great character. H.W.M.” 

During World War I Colonel 
Theodore Roosevelt, returning from 
the West, spent a day in Chicago, 
devoting most of the afternoon to 
a meeting with trade journal pub- 
lishers. 

The representative of Orrice Ap- 
PLIANCES being well acquainted with 
members of the local association, 
was complimented by appointment 
of door keeper. That representative, 
John A. Gilbert, now president of 
the Office Appliance Company, has 
vivid recollection of the impressive 
personality of Theodore Roosevelt 
standing at the mantlepiece of a 
hotel special meeting room, ad- 
dressing and conversing with the 
group, giving the event the tone of 
a neighborhood conference. 
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Enroll in the American Red Cross! Become a 


ner 
iiGil id 


service to members of the armed forces and their 


families, in -community programs of health 


safety. A goal of $85,000,000 is set for the 1952 cam 
paign, to continue through March. “Answer 
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Call” generously so that lives may be saved 


sulfering alleviated. Now is the time for givin 


lor sharing in a worthy work 
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make YOUR store stand out 


by V. N. VETROMILE 


staff writer 


How You Can Lose 
Your Salesmen 


1. A cold attitude toward sugges- 
tions from employees—that is, 
no real interest in any plan or 
idea that involves more than 
$10.00 to try it out. 


2. No local newspaper ads for a 
considerable time during which 
competitive stationery stores 
were constantly advertising. 


3. “Fussy” store rules that have 
no real relation to selling effi- 
ciency, being more a matter of 
tradition than salesmanship, 
according to present-day stand- 
ards. 


4. Disinclination to order for stock 
certain new appliances or lines 
of goods for which an increas- 
ing number of calls have been 
received. 


5. An arbitrary or “narrow” pol- 
icy in the treatment of war- 
rantable complaints. 


6. Paying more attention to sen- 
iority in employment than to 
demonstrated ability when as- 
signing responsibilities and 
passing judgment upon re- 
quests for promotions or in- 
creased wages. 
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g@ ‘WITH THE EXCEPTION of the 
nationally operated “chain store” 
systems of retail distribution, there 
are probably only about a dozen 
retail business houses in this coun- 
try which have ever achieved such 
stature as symbols of mercantile 
development that they are known 
from coast to coast. 

This dozen, naturally, are in the 
department store field, and most of 
these units represent, individually, 
investments of several millions of 
dollars. 

From the very nature of its basic 
character, a retail stationery busi- 
ness would have to be most extra- 
ordinary to achieve any national 
publicity—that is, to say, any con- 
siderable universal or mass pub- 
licity. But there are, of course, some 
stationery firms that are national 
institutions, so far as their reputa- 
tion within the councils of the in- 
dustry is concerned. 

It is possible, however, for even 
a typical stationery business—the 
full-line establishment of reason- 
able size and average capital invest- 
ment—to become famous within the 
boundaries of a trade area of con- 
siderable extent. That is, IF the 
business is managed expertly and 
progressively by proprietors who 
realize what a force for achieving 
fame the right kind of individual- 
ization can be and then understand 
how to go about accomplishing it. 

The truth is that many station- 
ery stores do not have as widespread 
reputation and business—attracting 
power as they might have, especially 
those doing business in the few 
focal points of commercial activity 
in relatively sparsely populated 
states or counties. 
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Although much has been written 
about showmanship in _ business, 
which is a matter concerned chiefly 
with advertising and promotional 


devices, comparatively little has 
been written about the power of 
individualization which is a matter 
that is concerned principally with 
the physical equipment. 

Make a retail business different 
from all its competitors—that is, in 
a rational and constructive way, of 
course—and the store immediately 
begins to capture the attention and 
interest of the community whether 
the firm be a furniture store, a food 
market, or a stationery establish- 
ment. 


Individualize Store 


Dynamic and original advertising 
serves to put a business on the map, 
so to speak, but individualization 
of the physical store itself is what 
keeps its identity engraved indelibly 
on the public consciousness. 

The advertising and display are, 
of course, vitally important to the 
permanent success of the store, be- 
cause they are permanent mediums 
of business development. But nat- 
urally, they always produce the best 
returns for the business that is dis- 
tinctive in its physical set-up and 
in its methods of handling business. 

In every kind of retail business, 
successful firms are paying more 
attention to this idea, individualiza- 
tion, because they know that it 
means more than an unusual trade 
name or a specially designed store 
front. 

Accordingly, the leaders in each 
line of retail distribution are in- 
dividualizing their stores, inside and 

(Turn to page 149, please) 
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big business on a small scale 











by FORTUNE P. RYAN 
president, 
Royal Typewriter Company, Inc. 


@ TODAY, IN AMERICA, there are 
more than 1,200 corporations which 
transact their business using less 
than one-half a typewriter and 
about one tenth of an adding ma- 
chine! 

Impossible? No. An opportunity 
for an aggressive office appliance 
salesman? I’m afraid not. A dan- 
gerous precedent from the point of 
view of the office appliance indus- 
try? Not at all! In fact, these type- 
writer-starved enterprises are to be 
encouraged. Personally, I'd like to 
see 50,000 of them in operation every 
year. 

Why? Because these are Junior 
Achievement companies whose 
teen-age members are getting valu- 
able business experience and train- 


ing by running their own small 
scale firms. 

Junior Achievement, Inc., is a na 
tional non-profit organization 
which makes it possible for high 
school students to gain free, pre- 


business experience by organizing 
and operating their own minature 
corporations. 


Have Adult Guidance 


The members of the little 
panies sell stock, elect officers and 
work under the guidance of adult 
advisers to manufacture a product 
or sell a service, earn a profit or 
show a loss, and so get personal 
first-hand knowledge of business 
principles. 

Company membership averages 
15 boys and girls, capitalization 
about $100. Each junior company 
is sponsored by an adult business 
organization and advised by three 
employees of the sponsoring firm 
Members of the groups are recruited 
in public and parochial high school 


com- 
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through the co-operation of school 
authorities 

The nominal monthly rent each 
company pays entitles it to share, 
with other J.A. companies, the use 
of the office equipment at the 
Junior Achievement business cen- 
ters maintained by Junior Achieve- 
ment, Inc. Each center is under the 
direction of a paid staff director. 

This unique training program is 
currently teaching more than 15,000 
American youths the rudiments of 
business management. Under the 
guidance of their adult advisers, 
members of more than 1200 of these 
miniature companies are learning 
to go through all the steps required 
in the formation of a regular busi- 
ness 

The boys and girls themselves de- 
cide upon an article to manufac- 
ture or a service to perform, go into 
production, keep their own books, 
handle their own banking, adver- 
tising and selling. They serve as 
both executives and workers, and 





Junior Achievement in Action 


by Adviser Charles Farrington, 
Hartford, Conn., teen-agers are members 
ponsored by the Royal Typewriter Co 


OFFICE APPLIANCES, March, 


. Final touches are put c 
Achievers 
of the Fiber Glass Fishing Rod Products Co 


learn in miniature the problems of 
labor and management that are 
part of the business life of any 
company. 

The companies meet one night a 
week for a period of one year during 
which they go through the entire 
cycle of a corporate business, from 
creation of the original idea to the 
final liquidation of the business that 
was built on the idea 


Began in 1919 
Achievement 
Springfield, Mass., in 1919. Its 
founder was the late Horace A 
Moses, chairman of the Strathmore 
Paper Company, and his collabora- 
tors were the late Senator Murray 
A. Crane of Massachusetts and 
Theodore N. Vail, former president 
of the American Telephone & Tele- 
graph Company 

These pioneers wanted young 
people to get practical training out- 
side the schoolroom. They wanted 
them to take part in business and 
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Scholarships Available 
t mmittee of Junior Achievement, Larry Hart (left), examines a list of scholarships 
ible to Achiever Watching are Neilson Mathews, chairman of the project in 
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lustrial eration, and also to 
with their own 
aptitudes and lents so that they 

ight ' fidently into suit- 


pecome acquaint 


According! they were to learn 
needs, problems, and the atmo- 
sphere of business by creating and 
perating miniature enterprises of 


National in Scope 
This require help from adults 
course. Junior Achievement was 
le a tion in 1926 and 
is its aid to young people was 
on a more dependable basis 
6 headquarters were 
set up in Ne York City at 345 
Madison Ave nd a national ex 
pansion program was launched 
Member f the office applianc« 
lustry were among the first busi- 
ness firn sponsor Junior 
mpanies under the 
Today, from 
New York to Portland, Ore., they 
activel) nsoring teen-age 
enterprise part of their com- 
t relations pro- 
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. The newly-appointed chairman of the national execu- 


chairman of the J. A. program in Boston, 


Machine Company sponsors six 
Junior Achievement companies 
whose products include bookhold- 
ers, home utility racks, jewelry, 
photograph albums, flower boxes 
and picture frames Minnesota 
Mining & Manufacturing Company 
sponsors a group producing bulletin 
boards 

Three members of the industry 
are sponsors in Dayton. The Egry 
Register Company sponsors Erco 
Products, which makes wood items 
and novelties. Nu-craft Company, 
producers of an eight-sided plastic 
candy dish, is sponsored by the Na- 
tional Cash Register Company and 
the Standard Register Company 
sponsors a group of youthful ty- 
coons who are making wood house- 
hold novelties 


3M Helps J. A. 


Minnesota Mining & Manufactur- 
ing Company is very active in St. 
Paul, Minn., where it sponsors five 
J. A. companies in addition to the 
one in Detroit. The St. Paul enter- 
prises produce chemical products, 
job printing, plastic novelties, furni- 
ture polish and a radio program. 

In Springfield, Mass., the Strath- 
more Paper Company has long been 
active in its support of Junior 
Achievement and sponsors the 
Jamiss Company, which makes pot 
holders and holiday decorations. 

The W. A. Sheaffer Pen Company 
has underwritten the whole Junior 
Achievement program in Fort Madi- 
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son, Iowa, and provides the staff 
director in addition to sponsoring 
two junior companies. 

In Newark, N. J., the Thomas A. 
Edison Company sponsors Plasti- 
Company which makes plastic ci- 
garette boxes while International 
Business Machines Corporation 
sponsors the Lamplite Company, 
producers of wall lamps. IBM also 
sponsors a Portland, Ore., company 
which is making wooden ducks for 
the kindergarten-age market. 

Remington Rand Inc., supplies 
advisers for two companies in 
Brooklyn, N. Y., one making memo 
pad holders and the other produc- 
ing handsome plastic perfume 
atomizers. 


Use Plastic Materials 


In Bridgeport, Conn., employees 
of the Dictaphone Corporation are 
guiding the fortunes of a junior 
enterprise making plastic cigarette 
boxes while in Hartford, the Vee- 
der-Root Company sponsors the 
Plastic Company, which is produc- 
ing plastic comb and tie clips. The 
Junior Achievement business cen- 
ters in both Hartford and Bridge- 
port now possess time clocks do- 
nated by International Business 
Machines Corporation. 

Judging by previous experience, 
the majority of all J.A. companies 
will return a dividend to their 
stockholders at the end of the pro- 
gram year. Not all, of course, will 
make a profit and those who finish 
in the red will have the unpleasant 


(Turn to page 24, please) 





Stars on T-V ... Enrico DiPasquale, 
champion Junior Achievement salesman 
of the Greater New York area, demon- 
strates his sales technique on Arthur 
Godfrey's television show. Enrico took 
over one of Arthur’s commercials to the 
eminent satisfaction of Godfrey. 
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when typewriter service satisfies 


by R. C. STANTON 


staff writer 


g@ “SERVICE IS THE BIG THING 
in building up a volume business 
in typewriters,” says Stanley Glass- 
man, a partner in City Typewriter, 
Rochester, N. Y. 

In the portable field, Mr. Glass- 
man believes it is an office machines 
store’s reputation for satisfactory 
service which causes most custom- 
ers to buy a typewriter there in- 
stead of in a department store or 
other retail outlet. 


Service Does It 


Competent service puts the type 
writer dealer in the skilled crafts- 
man class instead of the mass-mar- 
ket, general merchandise field, rea- 
sons Mr. Glassman. 

Aside from the immediate profit 
from a healthy business in servic- 
ing all makes of typewriters, City 
Typewriter has found that a good, 
alert service department can in- 
spire many trade-ins and sell a 
large number of new portables 

And prompt, competent service 
builds a vast amount of good will 
for a dealer, the management has 
found. 

City Typewriter, “Rochester’s 
largest typewriter dealer,’’ was es- 
tablished in 1917 by Edward A 
Glassman, who still heads the firm 
His son, Stanley, with the store for 
several years, pointed out that two 
employes—the head serviceman and 
a saleman—have been with the 
store for more than 20 years. 


Bank on Typewriters 


While the store also sells adding 
machines, duplicators and check 
writers, it is typewriters which ac- 
count for most of the sales volume. 

Rentals are promoted aggressively 
and the store finds its location near 
Rochester Business Institute a help 
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in boosting student rental business. 

Stanley Glassman rates students 
as the best prospects for the sale 
of new portables also. As might be 
expected, portable sales are highest 
at Christmas and graduation time 
Small offices are also a fertile field 
for selling portables 


Firm Experiments 


A willingness to experiment char- 
acterizes the Glassmans, and this 
progressive spirit undoubtedly is re- 
sponsible for much of the firm’s 
success. City Typewriter is willing 
to try anything legitimate which 
conceivably will bring more busi- 
ness or a greater profit. 

About two years ago when easy 
credit was being stressed by many 
retailers, especially in appliances 
and furniture, City Typewriter ran 
a number of advertisements offer- 
ing typewriters for $0.10 down. 

“It was just an idea,” said Stan- 
ley Glassman. “We could have said 
‘no down payment,’ but we thought 
the figure of $0.10 would attract 
more attention.” 

Currently, in selling new port- 
ables, the store advertises: “Name 
your down payment, pay the bal- 
ance in 12 months, no interest or 
carrying charge.” 


Ads Pull Buyers 


Occasionally the store advertises 
used machines as low as $15. Such 
ads and window displays featuring 
cheap machines bring many people 
into the store, satd Mr. Glassman. 
A substantial proportion of these 
customers are sold on the advan- 
tages of buying a better machine. 

The store is a consistent user of 
newspaper advertising space, its ads 
appearing frequently in the even- 
ing and Sunday papers. Their size 
varies from one column by four 
inches to two columns by three or 
four inches and three columns by 
six inches 


Radio Has Appeal 

Radio advertising is being used 
with good results. City Typewriter 
uses spot announcements on Sta- 
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tion WSAY three times a 
These spots play up service, the fact 
that the store sells all kinds of re- 
built typewriters, and that it is a 
specialist in typewriters. 

The experimental attitude re- 
ferred to above manifested itself 
in an unusual way a year ago last 
July when the Glassmans, acting on 
impulse, took a flyer in modern 
furniture and placed a table and 
chair in one display window. Cus- 
tomers were immediately interested 
and bought the furniture. No at- 
tempt was made to confine the 
items to those used in offices 


Show Furniture 


The demand continued to grow 
until now the firm carries a stock 
valued at $5,000 wholesale. A front 
corner of the store and one display 
window are devoted to modern 
furniture, which is sold by “Con- 
tempora House,” which is just an- 
other name for the Glassmans 

The Glassmans learned at an 
early stage of the game that they 
could not merchandise typewriters 
and contemporary furniture in the 
same way. Different techniques are 
required, especially in advertising. 

The best customers for modern 
furniture proved to be, not busi- 
nessmen and students who consti- 
tute the bulk of office machine cus- 
tomers, but physicists and chemists 
associated with the University of 
Rochester and photographic and 
optical goods manufacturers. 

Architects and doctors, likewise, 
are good customers 


Space at Premium 

With inquiries concerning Con- 
tempora House furniture coming in 
from many cities in the East, the 
Glassmans are now confronted with 
a paradoxical situation. The furni- 
ture business has grown until now 
something must be done about it 
Space is at a premium. 

The answer seems to be its re- 
moval to a separate and larger 
store. The Glassmans have no in- 


tention of abandoning the type- 
writer business 
OFFICE APPLIANCES, March, 1952 
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by FRED MERISH 


business analyst and 


financial counselor 


mw MANY OFFICE APPLIANCE 
dealers, when they start in busi- 
ness, do not install the records 
needed for efficient management. 
In a small start, the owners can 
keep a weather eye open for defects 
in operation and sometimes are able 
to minimize resulting losses without 
a detailed accounting routine or 
an analysis of all elements of oper- 
ation when statements are pre- 
pared. Often, they have operating 
statements prepared only once a 
year. 

In time, many of these dealers 
erow larger and their businesses 
outgrow the recording methods 
they started with but they do not 
extend their bookwork to pace the 
enlarged area of operation. Their 


accounting systems fail to show a 


Why Bookkeeping 
May Need Changes 


e To give management an accu- 
rate picture of past operations 
as an aid in controlling current 
operations and as a guide in 
planning future policy. 


e To satisfy the needs of creditors 
and investors. 


e To provide information required 
by governmental agencies in 
connection with taxation and 
regulation. 


To provide the supplementary 
records auxiliary to the books, 
such as stock control cards, in- 
ventory forms, salesman reports, 
truck mileage records, deprecia- 
tion schedules, job costing forms 
on repair work, and so forth. In 
other words, adequate “extra” 
information is needed. 


e To check pricing methods for 
profitability and recommend 
changes if necessary. 
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clear picture of what goes on in the 
business. 

At this stage, they should mod- 
ernize their accounting practices to 
get the information needed to man- 
age their businesses efficiently. 

But in more than half the cases 
they fail to do this. Either the 
dealer balks at the expense of mod- 
ernization, or it doesn’t occur to 
him that he needs it and he never 
gets the most out of operations be- 
cause his records are below par. 

In stable times, an accounting 
system that is not comprehensive 
enough to cover the detailed opera- 
tions of a business is as unavailing 
as a young man trying to fit into 
the rompers he wore when a baby. 
The records will not cover opera- 
tions adequately. 


Times Different 


However, in stable times, the 
dealer who polices every little 
movement of operation may some- 
how manage to get by profitably 
even though his bookwork is bad. 
He could do better, of course, if his 
bookwork were adequate but that’s 
another story. 

What we want to emphasize here 
is this: In unstable times, such as 
these, the dealer who started from 
scratch and, by dint of hard work, 
long hours, and a yen and ken for 
barter, has been able to accumulate 
a good net worth after some years 
behind the counter, can find him- 
self in many difficulties. That is 
true if his bookwork covers the 
same system he started with, and it 
is certain he won’t earn the profits 
he would have earned had he 
brought his books up to date. 

Of course, by the time the dealer 
has built up his business to a sub- 
stantial increase, he will more than 
likely be employing a bookkeeper, 
but the average ledger mechanic is 
content to go along with the system 
he finds on the job when he gets 
there. 

Now and then, an enterprising 
bookkeeper will make adjustments 
in keeping with the development of 
more volume but these changes will 
be brought about piecemeal so that 
the system is badly synchronized or 
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see that your books grow, too 


it is strong in one way and weak in 
another. 

Sometimes, the dealer is too sat- 
isfied with his bookwork and throws 
cold water on any suggestions to 
improve it and the bookkeeper quits 
making suggestions. 

In other cases, a business may 
experience a high turnover on 
bookkeepers of the “floater” type 
and all of them may take only a 
passing interest in the work, they 
use the existing systems, make their 
entries and postings accurately, 
collect their pay and let it go at 
that. The bosses can’t complain. 
They get the bookwork they bar- 
gain for. 

So, it is up to the dealer to take 
the initiative in this matter. The 
best way is to employ a qualified 
accountant to check over an exist- 
ing system and recommend the 
needed changes. 

The dealer who finds that a qual- 
ified accountant’s services are too 
expensive may do the next best 
thing. He should employ a trained 
and experienced bookkeeper and 
see to it that he has the authority 
and facilities for making any need- 
ed changes in the system. 


Some Essentials 


A good bookkeeper should be able 
to appraise the fitness of a system 
to a business and make the neces- 
sary adjustments. He should be able 
to analyze and interpret business 
statements and the dealer should 
make a practice of learning as 
much as he can about the business 
facts behind his operating figures. 
The dealer should ask questions and 
get pointers on how the figures re- 
veal these business facts. 

In the event he loses the assist- 
ance of a first-grade bookkeeper, 
he could then get along with a less- 
experienced one and fill in the gaps 
with his own “know-how.” 

The dealer is at a big disadvan- 
tage if he knows little about the 
bookwork in his office and he leaves 
it to his bookkeeper entirely. We 
have known a number of cases 
where embezzlements have occured, 
or costly errors of one kind or an- 
other, just because the dealer left 








everything to his bookkeeper. 

There are part-time bookkeepers 
who will come in ever so often to 
check on the work or do it entirely 
themselves. This service is satisfac- 
tory if the dealer makes sure that 
all business paper is kept intact for 
the bookkeeper when he arrives to 
make entries. 

We have known too many cases 
where the dealer hired a part-time 
bookkeeper, and between his visits 
the invoices and other business 
papers were kept in such poor order 
that many items were never en- 
tered and the books could not be 
kept accurately. 

Keep all papers pertaining to the 
bookwork in a file and see that a 
part-time bookkeeper gets all thes¢ 
records when he calls, otherwise he 
cannot do a good job. Such part- 
time work is usable only by the 
smaller dealers and those starting 
in business. 


An Audit Pays 


If a dealer can afford it, he 
should have an audit made once a 
year. 

This gives him the benefit of im- 
partial criticism of his bookwork 
and suggestions for improving it. 
He also is assured of expert counse! 
on tax and with tax rates increas- 
ing, this service may save him far 
more than he pays for it. Here is a 
case in point: 

One dealer was buying a new 
truck, trading in an old one for it 
plus a cash consideration. The book 
value of the old truck was $900 after 
depreciation write-downs. Because 
the truck was in bad condition the 
best this dealer could get was a 
$400 trade-in allowance. He was 
about to make the deal when his 
auditor, who was there at the time, 
advised him to sell the old truck for 
cash, then he could write off the 
$500 on his tax return. Otherwise, 
he would have to add the $500 to 
the purchase price of the new truck 
and depreciate the total over the 
years, delaying the tax benefit on 
the $500 for some time. The imme- 
diate saving to the dealer on tax ex- 
pense was around $75. 

Besides tax, the dealer may need 
counsel on whether he is taking too 
much salary for the business done 
whether he is collecting in an effi- 
cient manner, whether his working 
capital is ample for his inventory 
“carry.” 

A high “carry” usually means 
heavy current obligations and the 
working capital should be high 
when the inventory is high, unless 
the dealer pays cash for everything 
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he buys. This is more the exception 
than the rule. 

A public accountant does busi- 
ness with many clients, he sees the 
books and operating ratios of many 
organizations during a year, hence, 
he has a big fund of business 
knowledge and can make practical 
suggestions that are based on the 
experiences and problems of many 
businessmen 

If the dealer is dubious about his 
own ability to interpret his records 
wisely, and he has no help that can 
do it, the counsel of an outside 
auditor or accountant is worth 
considering. His fee should be a 
good investment. 

The American Institute of Ac- 
countants has prepared a check 
list of seven questions which you 
can periodically ask your book- 
keeper or accountant in order to 
warn you of approaching danger. 
These questions are: 

1. Am I including all the items I 
should in my overhead and does my 


pricing formula charge each custo- 
mer with a portion? 


2. Am I giving too much credit? 
3. Am I accepting too much 
credit? 


€ 

4. Is my inventory too large? 

5. What percentage of profit am 
I making on my selling price? 

6. If I didn’t make the profit I 
expected, where does my trouble 
lie? 
7. Is there any other way in 
which my business does not seem as 
healthy as it should be? 

The hazards in this war economy 
are bad enough without adding to 
them by keeping a set of books that 
were adequate when your business 
wore swaddling clothes. As your 
business grows, your books should 
eTow. 

If a good system is installed and 
you have no bookkeeper you will 
be able to make the entries yourself 
with a little coaching or an office 
clerk can be taught to do the work 
readily. 


“extras” sell typewriters 


@ EXTRACURRICULAR services 
widen horizons for the typewriter 
dealer as for other businessmen 
practicing that “little extra” that 
puts them one-up on competition. 
A three-point extra program, or 
program of “extras”, is thus carried 
out in the selling of typewriters at 
Burt’s Typewriters, Seattle, Wash. 

In the first place, general extra 
touches include going after busi- 
ness with free home demonstra- 
tions where these are desired and 
convenient. There are some who 
would rather have the typewriter 
demonstration made at their houses 
rather than the large store on 
Second Ave., where windows are 
replete with office machines and 
placards 

Each of the well-lettered cards 
and each office machine is a point- 
of-sale persuader right on _ the 
firing line of that Second Ave. 
window into which office workers 
and shoppers gaze. Each is a 
dealer’s help that tells the cus- 
tomer something more about the 
typewriter than can be seen with 
the naked eye. 

The three main factors of Burt’s 
salesmanship are three free offer- 
ings with the sale of every type- 
writer, viz: 

(1) The name in gold, placed on 
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the machine without extra 
charge. 

(2) One year of service guaran- 
teed. 

(3) Touch typing instruction 
book. 


All of these are valuable adjuncts 
to the typewriter sale for the 
private owner. In dealing with 
individuals who wish a typewriter 
for their own use rather than 
buying one for the office where no 
name is desired on the machine, 
the above-mentioned three points 
are extra advantages to the sale. 

Also there is the offer for every- 
one to “Let us analyze your office 
machine problems,” bringing help- 
ful know-how to hundreds of office 
problems, with its chance to make 
multiple sales. These extra fea- 
tures show an appreciation for 
custom, and the customers like 
these extra services. 

In addition, windows are filled 
with messages that go along with 
the office machines, the typewriters 
and duplicators shown. Attached 
to one in mechanical operation 
there is a hand cut off at the wrist 
which shows the ease of operation, 
and how quickly a direct-by-mail 
postal campaign can be conducted 
and messages mimeographed, with 
name and address on the outside 
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“we don’t use outside salesmen” 


by MARIE GRANT 


special writer 


g BANGS STATIONERS, INC., Po- 
catello, Ida., has accomplished an 
unusual feat. It is unquestionably 
the most modern office furniture 
store within a radius of many miles 
The gross sales are substantial 

All this, however, is achieved en- 
tirely without salesmen in the field 
Direct mail dio advertising, ideal 
physical appointments, and bidding 
yn large projects have eliminated 
the necessity for office-to-office per- 
sonal contact 

This firm has been in operation, 
serving Pocatello and a large sur- 
rounding ars since 1929. It was 
felt that with the prevailing five- 
year lease program, a firm could 
not afford to incorporate the de- 
sired physical appointments into a 
rented buildin 

Through the 17 years in its last 
firm determined every 
desirable and 
ted and moved into 
new building 


( 


location, the 
feature considered 
ecently compl 


their exemplary 


Good Use of Space 
The brick building has an area 
35 x 70 feet on the main floor which 
ipa devoted to commer- 
ial stationery supplies with only 
small machines and_ typewriters 

ly incorporated 
The 20x20 foot basement area 
through convenient 
stairway acc¢ for customers and 
freight elevator for stock trans- 
ra developed into a 
10w place for office furniture and 
adjacent 18x70 
feet of warehouse space places ad- 

fingertips. 

for small appliance 
the rule throughout 
the modern selling space with de- 
to facilitate good 

ervice t istomers 
it ally believed that no 
in be thoroughly con- 
diversified stocks 


itional st 
Open shelving 


bo $i 
presentation 
artmentalization 
IS realistk 
saieS perso! 


versant witn tne 
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A Good Front Forward .. . Exterior view showing modern front and the novel 
neon sign in pencil design at Bangs Stationers, Inc. 


carried. For personalized customer 
attention, departmentalization is 
necessary, combined, of course, with 
a croess-play when circumstances 
warrant it. 

With no outside selling force, sell- 
ing within the store gains in sta- 
ture and becomes even more im- 
portant. 

Sales personnel is chosen and 
trained carefully. Mr. Bangs pre- 
fers to hire a person with a high 
school education to a college gradu- 
ate. His explanation is that, without 
college, people are aware of the fact 
that they must go into an organiza- 
tion and carve a future if they are 
to build security and high earning 
power. 

Each individual chosen must be 
alert, intelligent, and willing to 
learn. Physical characteristics are 
unimportant excepting in such fac- 
tors aS a clean, neat appearance 
and appropriate dress. These peo- 
ple, properly trained, become ex- 
cellent employees who remain with 
the firm for a great many years. 

The most revolutionary physical 
characteristic in the furniture sales 
room is the lighting. There is no 
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central fixture of any kind, the 
thinking being that central fixtures 
cast a shadow on some merchan- 
dise and result in sales people and 
customers casting shadows. 

A valance has been created 
against the wall and at approxi- 
mately an eight-foot height. Strip 
fluorescent lighting has been placed 
behind the valance and highlighted 
with indirect lighting within certain 
cases as conditions warrant. 


Sign is Effective 


The exterior, neon sign on the 
building exterior is extremely effec- 
tive. The form is with a pencil 
jutting forth from the building and 
the words, “Bangs Stationers, Inc.” 

Fixtures for small displays within 
the furniture sales room are in 
natural wood. Each foot of display 
space is utilized through wall pres- 
entation for small appliances; cen- 
ter usage for desk and furniture 
display. 

Careful planning was necessary 
in presenting a cross section of 
merchandise carried without creat- 
ing a cluttered appearance. This 
firm justifies its claim of being 


21 














the most complete office furniture 
and appliance company in the state 
of Idaho. 

Three men are employed full time 
within the firm offices bidding on 
equipment for schools, Government 
projects and so forth. While they 
are most often invited to bid, they 
carefully watch newspapers for new 


Office Machines and Furniture Departments at Bangs Stationers, Inc. 


projects going in and contact au- 
thorities requesting the opportunity 
to submit a bid. 

Mass sales of this type enable the 
firm to purchase directly from the 
factory, making a fair profit while 
meeting price competition 

Direct mail, advising customers 
of new merchandise in stock, sug- 





gesting purchases on the basis of 
highly selective lists, enables Bangs 
Stationers, Inc., to service custom- 
ers in outlying districts. Even those 
in the most distant sections come 
to Pocatello occasionally. 

When they do come, they study 
all stocks carefully determining 
their future needs. Combined with 
photographic reproductions in di- 
rect mail advertising the customer 
knows just exactly what he is pur- 
chasing. Postage return cards on 
which order forms have _ been 
printed are included with direct 
mail literature for convenience in 
order placing. Literature of a dif- 
ferent type is used in soliciting new 
business. 


Radio Utilized 

The mill rate on newspaper ad- 
vertising in the local newspapers 
was thought too high to make it 
a good media. The coverage is no 
greater than radio, on which a good 
return is appreciated 

While the radio stations try to 
sell the idea of a contract calling 
for $60.00 to $80.00 per month, the 
firm has found it preferable to use 
a lesser amount regularly with 
great concentration during season 
periods. Each year, $300.00 is al- 
located to radio advertising. News 
and sports programs have proven 
the most effective in reaching the 
store’s potential customers. 

The store’s repair shop represents 
a concrete customer service which 
contributes substantially to obtain- 
ing and holding customers. With 
regular customers the repair shop 
is operated on a non-profit basis; 
equipment purchased elsewhere is 
repaired at a profit, adding incen- 
tive to purchase from this firm 
originally. 

Unusual merchandising tech- 
niques are paying dividends each 
day for Bangs Stationers, Inc., Po- 
catello, Idaho. 





All Out of Doors 
George Matthew Adams tells of someone call- 
ing at the home of the naturalist poet, Wordsworth. 
The poet was not at home at the time. When the 
visitor asked if he might see his library, the maid 
replied that his study was in a certain room, but 
his library was the whole great out of doors. 
There is considerable pertinency to business 


management 


in this statement. 


An executive's 


headquarters may be in a room in an office build- 
ing, store or factory; but his real office is out 
where the people and problems of the business 
are. The closer he keeps in touch with these, the 


better managed the business is likely to be. 
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| valeleak store 





features convertible window 


gs A “CONVERTIBLE” display win- 


dow, composed of removable com- 
ponents which can be switched over 
from a complex display of small 
office supply items into a large 
model office is the outstanding 
feature of he newly-remodeled 
Egyptian Stationery Company, 
Belleville, Il] 

M. T. Weingaertner, veteran west- 


ern Illinois stationer and office sup- 
ply dealer, designed his store to 
keep it modern and has spent more 
than a year and $10,000 on the 
project 

We had gotten far behind the 
nfessed ruefully, “with 
the war and a rush of business af- 
venting us from get- 


times,” he ci 


terwards pre 


ing around to the remodeling 
which we knew was necessary 
However, about a year ago, we be- 


gan operations and by simply han- 
dling one aspect at a time, we were 
entire job, without 
shutting down the store at all.” 
As pictured, Egyptian Stationery 
Company has been provided with 


able to do the 


an “all-glass front” consisting of 
three huge panes of tinted glass 
framed in stainless steel, around 
which is a facade of rich maroon 
architectural lilding glass. 
Highly unusual] at the front is the 
outside display case” which flanks 


entrance into the 
tore. Supported on chromium legs, 
his “‘exte1 lisplay case” is ac- 
box-like display 


the right of the 


{ lally a 







Front (Inset) and Side 


Views of Remodeled 
Egyptian Staty. Co. 
Store in Belleville 
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Interior of Egyptian Staty. Co. Store Showing Window Curtains 


window, with two levels of glass 
Shelving, ideal for displaying small 
business machines, gift suggestions, 
fountain pens and desk-top acces- 
sories. 

Because every customer passes 
within a few inches of these items, 
the window has proven a powerful 
selling agent, and is deliberately 
left trimmed completely dufing the 
evening hours. 

“We have tried to follow a jewel- 
ry-store theme, in the use of this 
case,” Mr. Weingaertner said. “Be- 
cause the peculiar layout attracts 
so much attention, we find that al- 
most every day we make additional 
sales which were generated by a 
curiosity stop the night before.” 


EGYPTIAN 
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The entire interior of the store, 
which had operated unchanged 
since 1929, has been “psychologi- 
cally” done over. This was accom- 
plished by conversion to a soft pas- 
tel green which proves itself most 
conducive to calm, restful store op- 
eration and service. 

All of the fixtures throughout the 
store are done in various shades of 
the same pastel greens, with a sub- 
dued fluorescent lighting system 
above, providing a welcome source 
of even light. 

Many of the old fixtures have 
been remodeled, through removal 
of sharp edges and handles into 
cubistically modern-appearing dis- 
play units, and several new blonde- 
wood cases have been set up here 
and there. 

By far the most unusual angle, as 
mentioned above, is the “converti- 
ble” display window interior. Han- 
dling a complete line of office 
furniture, but considerably cramped 
for space, Mr. Weingaertner felt it 
wise to set up his window in such a 
way that it could be readily con- 
verted over from the usual “step 
type” to a large stage-like window. 
This offered far more space for the 
display of bulky desks, tables, files 
and larger items. 

In order to do this, three large 
“rollaway” platforms (with vertical 
panels at the back) have been con- 
structed. Each is five feet wide, and 
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consists of a platform six feet broad, 


with a panel at the rear rising to a 
height of five feet. 

Each can be moved out independ- 
ently when desired, and the three 
lock together by means of simple 
hooks to form a semi-closed win- 
dow and floor. 

“When we are displaying small 
items, we use all three of the mobile 
background and floor units,’ Mr 
Weingaertner said. 

“This lifts the floor up to the 
level of the bottom of the window 
panes. By covering the three sep- 
arate platforms with a single car- 
‘pet, or merely utilizing their 
finished linoleum tops, we have an 
excellent background on which to 
construct pyramids or built-up step 
displays of smaller items. 


Has Versatility 


“Any one of the units can be re- 
moved as desired, to provide space 
for large, bulky items, which would 
not fit easily into the window with 
an elevated floor. Thus, we can in- 
sert a bank of files in the center of 
displays of small items, the files 
standing on the real floor, while 
thé smaller items are elevated by 
the ‘artificial floor’ formed by the 
rolling platforms.” 

All three of these platform units, 
which are constructed of hardwood, 
mounted on silent, rubber-tired 
casters, form a smooth gray “wall” 
at the back of the window when in 
use. The plan provides an effective 
contrast for more “window dis- 
plays” which face inwards. Thus 
the easy versatility of the quickly- 
converted window has substantially 
simplified display operations for the 
store. 

Office furniture, when not on dis- 
play in the window, appears in a 
second-floor showroom. Here, there 
are two complete model offices and 
many “active displays” of other 
office equipment in use. 


Comfort Stressed 


Other features include a metallic 
acoustical tile ceiling, which keeps 
the noise level down to a bare min- 
imum, comfortable lounges here 
and there for customers, and a 
maximum-capacity air-condition- 
ing system, for contending with 
Belleville’s 100-degree summer 
weather. 

Now concentrating for the most 
part on the commercial stationery 
market, the Egyptian Stationery 
Company has expanded its business 
several times during the past five 
years, Mr. Weingaertner reports. 
RAL 
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Big Business on a Small Scale 


(Continued from page 17) 


task of explaining “why” to their 
stockholders. 

Preparing such a report, and an- 
alyzing the mistakes that cause 
faliure, often teach the Achievers as 
much as they might have learned 
from success. 

To encourage these youngsters to 
make most of their opportunities a 
number of prizes and awards are 
given by various organizations. The 
New York Stock Exchange annually 
offers a bronze trophy to that Ju- 
nior Achievement company which 
turns out the best financial] state- 
ments (irrespective of how the 
company’s fortunes have fared) and 
gives the president and treasurer 
of the company a four-day holiday 
in New York. 

Special prizes are given in wood- 
working, plastics, metal, journalism, 
services and radio by interested in- 
dustrial, business and professional 
groups. Last year, Junior Achieve- 
ment companies sponsored by mem- 
bers of the office appliance industry 
won more than their share of 
awards in these competitions. 

The J. A. Stenographic Service, 
sponsored by Royal Typewriter, won 
first place in the secretarial services 
award contest. The Jay-Craft Com- 
pany, sponsored by the Standard 
Register Company, won first place 
in the metals category from a field 
of hundreds of entries. Ourco, an- 
other Dayton J. A. company, was 
sponsored by the Egry Register 
Company and won second place in 
the wood products’ competition. The 
Plasco Company, sponsored by the 
W. A. Sheaffer Pen Company, won 
third place in the heavily competi- 
tive plastics products category. 


This Industry Aids 

In addition to sponsorship of 
Junior Achievement companies, 
members of our industry have been 
actively providing leadership in 
setting up and supporting the or- 
ganization in the 34 areas where it 
is now operating. 

Among those on the National Ad- 
visory Council are: Nelson Bridge- 
ham of the Strathmore Paper Com- 
pany, John H. Chaplin of Veeder- 
Root, Charles Edison of Thomas A. 
Edison, Inc., and Miss Ruth Leach 
and Thomas J. Watson, Jr., of In- 
ternational Business Machines Cor- 
poration. 

Members of local Junior Achieve- 
ment boards include: John S. Cole- 
man and Homer G. Hanke of the 
Burroughs Adding Machine Com- 
pany, Robert R. Brooks of the 
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Dictaphone Corporation, William R. 
Diehl of the Diehl Office Equipment 
Company, Charles R. Kendrick of 
the Kendrick-Bellamy Stationery 
Company in Denver, Wilbur M. Ben- 
nett of the Minnesota Mining & 
Manufacturing Company and Craig 
R. Sheaffer of the W. A. Sheaffer 
Pen Company. 

When the teen-agers have served 
their period of business apprentice- 
ship, they have learned a great deal, 
often without realizing it. Talks 
with young Achievers indicate a 
good general understanding of busi- 
ness with particular emphasis on 
the following: 
1. A genuine 
economics. 
What it takes to make a profit. 
3. The necessity for departmental 

co-ordination between produc- 

tion and sales. 
4. Vital importance of product ad- 
vertising. 
The fact that sales do not make 
themselves but must be made by 
salesmen. 
6. An understanding of vocational 
aptitudes and adult employment 
standards. 


Benefits Told 

By actual testimony of individual 
advisers who have contributed to 
the development and operation of 
Junior Achievement companies, 
many benefits have accrued to the 
sponsoring firms themselves. 

One is that sponsorship has con- 
tributed very largely to the develop- 
ment of improved local public rela- 
tions, because the young people 
carry to their home firesides the 
business principles upon which en- 
terprise is founded 

Experience has shown that young 
people who participate in the oper- 
ation of these miniature companies 
sincerely appreciate what has been 
done for them, by the sponsoring 
companies and by the expert ad- 
visers supplied by the sponsors. 

In practically all cases, this ap- 
preciation is more than adequate 
reward for the time and effort con- 
tributed by business adults to the 
work of this most deserving move- 
ment. 

Another benefit is that manage- 
ment has found both in concen- 
trated urban centers and in isolated 
industrial communities, that this 
relationship with young people is an 
excellent opportunity to promote 
the development of future business- 
men and women for their “parent” 
companies. 


understanding of 


tS 
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s ro if sharing plan 





eliminates employee turnover problem 


by BEATRICE MILLER 


special write: 


eg A PROFIT SHARING PLAN that 
has brought a practically negligi- 
ble labor turnover through em- 
ployee loyalty and has increased 
efficiency due to length of service 


has been in effect at the R. P. An- 
drews Paper Company of Washing- 
ton, D. C., since March 17, 1944. 
Setting aside a share of the prof- 
its in a trust fund to be used for 
retirement benefits for employees 
with at least two full years of serv- 


ice, the R. P. Andrews Paper Com- 
pany regards the plan as an incen- 


tive to greater production by giving 

employees a stake in its success. 
The plan covers at the present 

time 70 employees, or seven-eighths 


of the entire staff 


Realize Security Need 

‘As a company we have always 
been conscious of the desires and 
rights of employees for some meas- 


ure of security against the vicissi- 
tudes of life,” stated Francis Yates, 
vice-president and treasurer. 

Back in the 1900s, employees of 


the R. P. Andrews Paper Company 
had a group insurance plan which 
supplanted by a volun- 
tary group pension plan in 1931. 
The outgrowth of the profit sharing 
plan followed the abandonment of 
the group pension plan when too 
few employees participated to con- 

rm to Government requirements.” 


was later 





Win Employee Loyalty ... A profit sharing plan at the R. P. Andrews Paper 
Co., Washington, D. C., has brought employee loyalty and increased efficiency as 70, 
or seven-eighths of the entire staff participate. Twelve employees have been with the 
company more than 25 years, 18 over 10 years and 40 under 10 years. 


The amount contributed to the 
trust fund yearly by the company 
comprises a certain percentage of 
the profits before income taxes have 
been deducted. 

The law limits the amount to no 
more than 15% of the total payroll 
of participating employees. Each 
employee has approximately 15% of 
his year’s basic pay set aside to his 
account. Employees contribute no 
money whatsoever to the fund. 

The longer an employee has been 
with the company the larger the 
accumulation of money paid to his 
account. In order to benefit under 
the plan an employee must be in 
continuous service for at least five 
years except in case of death, in- 
capacity or retirement. In such case 
the employee or his beneficiary is 
entitled to the full benefits of the 
plan provided the two-year employ- 
ment qualification was met. 

Where an employee who has com- 
pleted five years of continuous serv- 
ice leaves for any reason other than 
death, incapacity or retirement, he 
is entitled to 25% of the amount 
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credited to him in the trust fund 
and an additional 5% for each ad- 
ditional 12 months of continuous 
service. 

For example, an employee who 
leaves after 10 years of employment 
would be given 25% for the first 5 
years of employment, 25% for the 
second five years, making a total 
of 50% of the amount credited to 
him. 

The balance of the money on his 
account would be divided among 
the employees’ accounts at the end 
of the year. 


Share at 65 


Upon retirement at the age of 65, 
the total amount credited to an em- 
ployee’s account is paid in cash or 
by paid-up insurance company an- 
nuity contract or a combination of 
both. 

In the event of death, the sum is 
paid to a beneficiary named by the 
employee. 

Payment in cash or paid-up an- 
nuity contract is determined by 
needs of the individual employee 

(Turn to page 58, please) 


$500 for 50 Years... At a R. P. An- 
drews Paper Co., social gathering held 
recently for long-time employees, President 
William N. Schaefer presents a check for 
$500 to Richard L. Genus on his 50th anni- 
versary with the firm. Looking on (left to 
right) are Walter M. Ford, 44 years of 
service; James D. McLaughlin, 43 years; 
Richard L. Genus, 50 years; President 
Schaefer, 28 years; Miss Emily M. Jame- 
son, 39 years, and William M. Walsh, 45 
years. 
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how to run a small business 


@ OF FIRST importance is to 
check on customer attitudes toward 
you. Do customers believe that 
their orders are slighted and other 
purchasers get first deliveries; your 
service or credit rules are oppres- 
sive? 

Organize to sustain customer 
good will. Make sure your corres- 
pondence is carried on in such a 
way as to do a selling job for the 
future. And do this: 

Be sure the character of your 
handling of deliveries, orders 
credits, and remittances is in 
keeping with changed condi- 
tions. 

Express appreciation for prompt 
payments. 

Be sure complaints are dealt with 
promptly and humanly. 

Thank good customers for busi- 
ness—don’t let cranks monop- 
olize your attention. 

Make friends of all who contact 
you even in the humblest way. 

Keep studying lost sales and lost 
customers. Don’t depend on other 
people to keep you informed of cus- 
tomers’ preferences. 

Find out for yourself. That as- 
sures a continuous tabulation of 
reasons given for lost sales. It 
assures a review of the score, made 
frequently and open-mindedly, to 


NOTE .—All of the ideas in these 


articles (final in a series which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts 
The U. S. Department of Commerce 
was so interested in the work Mr 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,’ Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 
in his course, plus much additional 
material. 

If you would like to reduce your 
business risks and organize and 
maintain your business operations 
for greatér profits, these articles are 
custom-tailored for you. 
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ascertain if: your popularity is slip- 
ping in comparison with competi- 
tion; users are alienated by your 
selling, service, or credit policy. 

How do you guard against the 
easy-to-acquire tendency to under- 
estimate the quality of competitors’ 
merchandise, the ability of their 
salespeople, the sales appeal of their 
advertising? 

Part of the job, when others are 
competing with you, is to make 
open-minded comparisons. Part is 
to organize a system warning you 
when you are losing an account 
particularly one ensuring that you 
will be notified when a “star” cus- 
tomer’s account shows signs of ta- 
pering off. 

As soon as it is evident that an 
account has stopped buying, try to 
find out exactly why. Move this 
way: 

If what you find out suggests that 
you, or your sales method, may 
have been at fault, offer resti- 
tution promptly and pleasantly 

If you have no reason to question 
the buyer’s sincerity, give him 

or her—the benefit of any 
doubt, the first time. 

It is usually better policy to let a 
habitual shyster crook you once 
than to take a chance that an 
honestly disappointed customer 
can criticize you to his asso- 
ciates and friends. 

If you suspect that a salesperson 
was the reason for the lost sale, 
consider assigning the account 
to another representative. 

Study carefully the collection 
record and correspondence over 
the last few months before the 
breakoff. Resentment over col- 
lection policies and methods is 
a frequent cause, but one which 
the lost customer will rarely 
offer as the reason 

If direct action won’t get the 
reasons for lost sales, maybe an ad- 
vertising agency, not identified with 
your company, can get the infor- 
mation. If not, here are some ideas: 

Put lost customers’ names on 
follow-up ticklers to get spe- 
cially dictated letters—the more 
personal the tone, the better. 

Use every opportunity to send 
letters with a “news flavor’— 
news items, new policies, new 





by J. K. LASSER 


small business consultant 


personnel, new services, new 
floor space. In other words, 
build up a definite impression 
of progress and improvement. 

Have someone other than the 
salesman write letters at in- 
tervals, asking if they were in 
any way at fault for the cus- 
tomer’s discontinuance of the 
account. 

Try “anniversary” letters on 
date of customer's first pur- 
chase from you, on your firm's 
birthday, just before New 
Year’s, and so forth. 

Try handwritten letters from 
yourself, a blank monthly state- 
ment with question mark or 
query as to why it is blank, let- 
ters with stamped return en- 
velopes, and so forth. Be as in- 
genious and original as you 
please — you have nothing to 
lose but much to gain. “Stunts,” 
by amusing the recipient, may 
accomplish what the dignified 
approach fails to achieve 

Offer some useful premium for a 
frank statement as to why the 
customer has stopped buying 
memo book, special calendar, or 
Suitable novelty. 

When you have a selling piece for 
mailing, attach a handwritten 
memorandum carrying your 
name or initials, and address 
the mailing to a definite indi- 
vidual in the organization 

If the lost customer is a business 
house, watch for opportunities 
to be of unexpected service 
mail them sales tips, clippings 
of articles, or news items which 
should interest them but which 
they might not see in their own 
reading. 

At intervals give a lost account an 
opportunity to “pick up a bar- 
gain” of some item of which 
your supply is too limited to 
make a general offering 
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Old Jimers’ Party 


R. C. Allen—business is top hobby 


@ HE WORKS as hard at his 
business as he does at his hobbies 
and that’s really hustling. 

Friends and associates of R. C. 
Allen, president of R. C. Allen 
Business Machines, Inc., say he’s 
the kind of a fellow who gets a 
big kick out of showing you the 
pictures he took on his latest 
trip, or swapping ideas about the 
best kind of lure to use when -go- 
ing after a rainbow trout 


He “’Relaxes”’ 

His favorite recipe for the clear 
thinking which has marked his 
business career is relaxation and 
that’s where, paradoxically, his 
hobbies come in. 

“Some of the most progressive 
moves I have ever made,” he 
‘were inspired during an 
interval while fishing, hunting, 
or studying my pictures. Hobbies 
are a business, and one’s business 
is a hobby, and binding them to- 
gether is the true secret of per- 
sonal happiness.” 

Photography, hunting, fishing, 
camping, stamp collecting, dogs, 
boats, or aircraft—“R.C.” could 
give a lot of good pointers on all 
of them 


says, 
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He Believes 
in Teamwork 


Much of the success of the R. C. 
Allen Business Machines, Inc., or- 
ganization is declared due to the 
sound ideas of “R.C.” 

if there is any single factor most 
important to the success of any en- 
terprise,”” he points out, “it is team- 
work. 

Teamwork is giving your time, 
energy and ideas to your associ- 
ates. 

When production is not clicking, 
it means the team is getting its sig- 
nals mixed. Fortunately for us, we 
have most generally had our sig- 
nals and plays working precisely.” 


But it doesn’t take long to find 
that the production of business 
machines bearing the Alien label 
takes top priority on his enthu- 
siasm. 


Began in 1904 

He’s been that way about busi- 
ness since April 1, 1904, when he 
began his life’s work in charge of 
the Burroughs Adding Machine 
Company’s exhibit at the St. 
Louis World’s Fair. In the four 
years succeeding, he was em- 
ployed in the Burroughs engi- 
neering and development depart- 
ment. 

After that it was sales and 
sales promotion in the field, 
working in northeastern Iowa at 
first, then district manager at 
Kansas City, Mo. (April 1, 1914). 


Worked in East 

From there, he was brought 
east to New York and Philadel- 
phia, in charge of a group of 
eastern states. 

During all this time, R. C. Allen 
was fascinated with the possi- 
bilities that lay ahead for busi- 
ness machines. 

By 1924 he was ready to strike 
out on his own and after resign- 
ing from the Burroughs Company 
in good standing he purchased 
the importing rights to a small 
calculating machine called the 
Brunsviga, buying the business 
from a Carl H. Royter of Phila- 
delphia. 


Merged Companies 

On January 1, 1927, he merged 
the Peters Adding Machine, man- 
ufactured by the Morse chain, 
with the Wales Adding Machine 
Company, forming a new com- 
pany called Allen-Wales Corpora- 
tion. This company was later 
purchased by the National Cash 
Register Company. 

In January, 1932, he purchased 
the Add-Index business from the 
American Can Company, which 





R. C. Allen 


business later became and still 
operates as R. C. Allen Business 
Machines, Inc., with headquarters 
in Grand Rapids, Mich. 

This company now occupies 
five plants in Grand Rapids, be- 
sides the typewriter factory lo- 
cated in Woodstock, Ill. The 
former Woodstock Typewriter 
Company was purchased in Jan- 
uary, 1950. 


Home in Tucson 

Mrs. Allen maintains the resi- 
dence in Tucson, Ariz., where she 
has several racing horses. 

There is one daughter, Abigail 
Allen Greene, and three grand- 
children, all of whom occupy a 
very important place in Mr. 
Allen’s life. 

These grandchildren are Mar- 
jorie R. Greene, 18, a freshman 
at the University of Arizona; 
Ralph Allen Greene, 13, and 
Alexander “Mac” Macomb Greene 
II, 5. 
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MOVERN 
DisPli! 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George BD. Taylor 


P.O. Box 542, Long Beach, Calif. 


don’t make a “hot dog’ last stand 


@ FOR THE PURPOSE of illustrat- 
ing this article I would like to tell 
an old, old story. It is about a very 
industrious elderly man who was 
desirous of being independent. He 
started a hot dog stand and, being 
of a progressive nature, he did 
those things which he thought 
would help him to build a success- 
ful business. 

He advertised his cleanliness by 
means of fresh paint on the second- 
hand stand he had purchased. He 
bought a new range (on time), 
rented a few moderately-priced 
spots near the industrial district 
and placed signs calling attention 
to his ‘venture. 

He purchased the best commodi- 
ties and hired two attractive girls 
to wait on the trade. After a few 
months he was doing a splendid 
business and then a tragic thing 
happened: His son came home from 
college. 

The son took note of what his 
father was doing and then threw up 
his hands in horror. “Dad” he said, 
“Don’t you know that things are 
not as good as they used to be. We 
are likely to have a depression at 
any time, you had better retrench 
and be on the safe side.” 

Now the father, thinking of all 
the money he had spent on the 
boy’s education, listened to him. He 
cut out his advertising, fired one of 
the girls, purchased cheaper com- 
modities and concentrated on every 
means he could think of to save 
money. 

In a few months he had no busi- 
ness at all. He said to his son, “You 
don’t know how happy I am that I 
spent that money on your educa- 
tion. We surely do have a depres- 
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sion just as you said when you 
came back from college.” 

There are many businessmen in 
America today who have developed 
their own depression just because 
of such short-sighted procedure as 
this 

Sounds ridiculous doesn’t it? This 
fact is just as correct however, as 
it is true that there are many out- 
side salesmen who are without 
business because they spend all 
their time hoping for it, instead of 
making calls and working for it. 

To be successful you cannot make 
an unpretentious attempt to mer- 
chandise any line of goods. 

You must plan, you must work, 
you must spend a= reasonable 
amount of money wisely in order 
to make more money 
Budget Advertising 


It is important to the success of 
any business that advertising in all 
its forms be budgeted. Some firms 
do no advertising and take a de- 
featist attitude of their situation. 

“Business is bad,” say the man- 
agers. “It won’t be long now,” “It 
isn’t a bit like the old days.”’ 

They haven’t made a new store 
arrangement in months. They never 
buy anything new and modern to 
show their customers in the win- 
dow. They haven’t had a sales 
meeting since their incorporation 
and have failed to learn the many 
important things that progressive 
merchants learn from their em- 
ployees. They have never had a pep 
meeting and have allowed their 
clerks to assume a don’t-care— 
watch-the-clock attitude that bodes 
no good at all for their business 


Like the old man of the hot dog 
stand they admit, “Yes, we really 
have a depression don’t we? It will 
be wonderful when things get back 
to norma! once more.” 

Many young men with a great 
deal of aptitude and talent are con- 
stantly discouraged by employers 
who maintain such an attitude as 
this. 

In display work many profitable 
ideas can be worked out if in some 





George D. Taylor 


Office Appliances’ feature writer 
on modern display, George D. 
Taylor, has severed his connection 
with the Western Office Furniture 
Company and has accepted a posi- 
tion in a promotional capacity with 
Belcher & Schacht, dealers in office 
equipment and supplies at 25] 
American Ave., Long Beach, Calif. 

By the combined operation in 
this new field, Mr. Taylor will be 
able to present a more compre- 
hensive and better-illustrated study 
to Office Appliances readers on 
the subject of modern display. 
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manager of the store could 
only be brought to see the impor- 
tance of a budgeted program to his 
promotional success 

Too many employers look upon 
REASONABLE expenditures for 
window display as an expense that 
afforded due to the “bad 


way the 


cannot be 
times.” 


Meili 


, 
at 
<= 
o 

f 

S 
T. 
44 
@ 
@ 
| 
~ 
~n 
_ 
© 
ios 
ao 
2 
© 
= 


don’t cut down 


for goodness sake 
on your window promotion either 
financially or in effort. 

Watch the detail a little closer 
than usual to be sure that the 
money you spend is not wasted, 
but increase the effort so that the 
volume may be increased accord- 
ingly 

Make more frequent changes 


showing a greater variety of lines 


from time to time 


Attracts Customers 


been unusual, in my 
rience, after I have 
completed a planned window dis- 
play featuring various lines, to have 

ny people come into the 


It has not 


business expt 


and make such statements as 
his, “I have been in this town for 
two years and have always gone to 


Los Angeles for this material. I 
never knew this store carried these 
items. I am certainly glad to find 
ill save me many hours 


traveling tim«e 


this out 


Yes, it will save them many hours 

traveling time but think what 

means to the merchant. Volume 
is added because of his common- 
sense approach to his promotional 
problem 


experiencing a loss of 
isiness and wonder why this is so, 


I you are 


ion’t give up. Broaden your view- 
point, talk things over with people 

1ined in m iddern display and ad- 
ertising. There is no such thing 


the business warrior 
every front. 


U a iCKA 
To the victors belong the spoils.” 
If your isiness guns’”’ are loaded 


ind pointed the right direction, 


you cannot help but win that vic- 
tory and reap the reward that is 
istly yours 

When trade is slow, INCREASE 
THE EFFORT. Use every workable 
idea, every you can possibly 
think of t bring in that much 


eededa ou 


IT CAN BE DONE, IT IS BEING 


DONE EVERY DAY, but it won't 
be an actuality in your business if 
insist assuming a blind 
on’t spend all” attitude that 


| block the blood stream of your 

ess life d tie up every effort 
it woul e induced the public 
eek place of business 
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Selling Qualiton . 
Co., Los Angeles, Calif., to sell Qualiton products. 


. . A window setting prepared at Grimes Stassforth Stationery 


good disp ay Oo 





desk pads en masse 


g@ ONE OF THE TOUGHEST dis- 
plays to design is a mass display of 
desk pads and accessories. We have 
the permission of R. A. Thomas, 
general manager of Grimes Stass- 
forth Stationery Company, to re- 
produce this splendid display of 
“Qualiton” products. 

With the co-operation of Piltzer- 


Qualiton Products, Inc., 2401 5S. 
Main St., Los Angeles, manufac- 
turers of “Qualiton” products, a 


splendid display of these products 
was set up in the Grimes Stassforth 
windows at 737 S. Spring St., Los 
Angeles, Calif 

The display was made on an im- 
provised platform camouflaged with 
a full hide borrowed for the occa- 
sion. The hide was fastened to the 
ceiling of the window and draped 
to the floor covering a board ele- 
vated to simulate the platform. 

A large frame was slanted from 
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the edge of this “platform” to the 
floor of the window and the larger 
pads were staggered in the frame. 
It was possible to show nine of the 
pads in this manner. 

A sample of each kind of desk 
organiser was shown on the floor in 
front of the desk pads. On the plat- 
form were easels, each of them 
carrying a smaller desk pad. 
Smaller items were shown in with 
the display. A large legible sign 
featuring the brand name centered 
the top of the display. 

Mr. Thomas said that the display 
resulted in many sales of desk ac- 
cessories and served as a reminder 
that his store carried a great va- 
riety of these products. 

We are grateful to Mr. Thomas 
for his contribution to the display 
section of Orrice APPLIANCES. Thus 
we add another valuable idea to 
our collection 
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sell readily through clever display 


@ FINDING THAT LITERALLY 
thousands of people throw away ball 
pens, after the ink supply is ex- 
hausted, totally unaware of the fact 
that a refill unit may be inexpen- 
Sively purchased—and setting up a 
special display for the purpose—has 
led to a record sale of such refills at 
Aaron Stationery Company, Denver, 
Colo. 

Many people have found the ball 
pen a handy, dependable writing 
instrument, particularly salesmen, 
deliverymen and department store 
salespeople. They become attached 
to a ball pen, and are dismayed 
when it eventually runs out of ink, 
according to Harry Aaron, store 
head. 

By far the largest percentage of 
such people, it has been found, 
throw the ball pen away, and buy 
another—even though a refill might 
have been purchased for only a 
small percentage of the total cost of 
the pen. 

Thinking along these lines led 
Aaron Stationery Company to cre- 
ate a clever, eye-appealing display, 
which has sold a huge number of 
ball-pen refills, and which likewise 
has considerably built sales of 
standard fountain pens and acces- 
sories in the fountain pen depart- 
ment. 


Here’s Display Plan 

The display consisted of a white 
square of cardboard, laid on the 
window floor, on which were shown 
refills for a dozen popular types of 
ball pens. 

A “mass display” consisting of 
scores of every type of refill car- 
tridge or cylinder, was made up and 
in the rear, a sign urged “Don’t 
throw your ball pen away!” 

Below, copy stated: “Restore its 
usefulness with one of these guar- 
anteed refill cartridges.” Arrows at 
each corner of the sign pointed to 
the wide variety of ball pen refills 
carried by the store, ranging all the 
way from heavy cylinder types for 
larger ball pens, down to slender, 
match-stick thin types for memo- 
pencils and key-ring ball pens. 

The display began taking effect 
immediately after it went into the 
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window, according to the Denver 
stationer. 

Many people passing the store 
were reminded of ball pens cast into 
a drawer at home, after refusing 
to write. They came in to point out 
a duplicate of the pen in the store’s 
new ball pen stock, and to ask for 
a refill which would “fit that one.” 

A surprising number of people 
were attracted who had ball pens in 
their pockets which were writing 
sporadically as the last ink in the 
cartridge was being exhausted. 

Still more customers were told of 
the display by passersby, such as 
one businessman hearing another 
complain of his ball pen “letting 
him down.” 

The net result was a quick sell- 
out of almost every type of ball pen 


make an art 


@ AMONG THE DIFFICULT items 
of stationery merchandise to han- 
dle from a display angle is the ac- 
cordion file. It certainly requires 
some imaginative treatment in 
order to make the result pleasing 
to the eye. 

Such imagination was used by 
Hans Andres, display manager for 
Stationers Corporation, in a recent 
display in which he featured Smead 
files. 

The center of the window claimed 
the spotlight with an attractive 
frame placed on an artist’s easel. 
The frame carried a poster board 
which had been treated with a 
pleasing “wash” effect. Several 
Similar frames occupied key spots 
on the wall and pinned to each one 
of them was a different style Smead 
accordion file. 

The balance of the window was 
effectively arranged with a com- 
plete assortment of these popular 
files grouped in sizes with a descrip- 
tive card on each group. 

A reader carried the message, 
“Smead ma&es an art of filing.” 
The complete arrangement of the 
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refill carried in the store, and con- 
siderable “enlightenment” of the 
ball-pen-using public. 

Sales of all types of pen carried 
by the Aaron store have been in- 
creased since this display went into 
effect, and it will be used from time 
to time for the same purpose. 

“Apparently, thousands of people 
buy ball pens and use them, well 
pleased with their writing efficiency, 
but never take the pen apart, to 
find how the ink supply is deliv- 
ered,” it was pointed out. 

“We were greatly surprised to 
learn of the number of people who 
were absolutely ignorant of the fact 
that a refill could be purchased to 
restore the writing usefulness of 
their ball pens at low expense.” 
RAL 


display was very effective and a 
distinct “stopper” for the store. Mr. 
Andres is to be congratulated on 
this progressive display. 

We pass this on to our readers for 
their file of ideas. Here is a perfeci 
treatment either for a complete 
display of accordion files in a large 
or small window or as a “unit cen- 
ter” for a mixed display of assorted 
office supplies. 

A display using this idea is not 
hard to carry out even if the frame 
contains just colored cardboard and 
one accordion file pinned to it and 
opened so that the compartments 
are in plain view 

The reader could be contained in 
another smaller file at the base of 
the easel and a group of accordion 
files arranged around it. In a real 
small window the frame could hang 
on the wall and the files and reader 
arranged on the window floor. 

If you want a different display 
that is easy to install use this idea 
It will pay dividends and attract 
people to the items you are featur- 
ing, which, in this case, are ac- 
cordion files. 
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by Irving Settel, authority on retail advertising 


_ 18. how to make an inexpensive catalog 





@ WHILE THE utilization of catalog advertis- 
ing and promoting is still far from extensive, it 
has proven its worth for the retail office appli- 
ance trade. Merchants all over the country are 
adapting this excellent medium and getting 
results. 

A catalog can be classed as a publication in 
which merchandise is listed for ordering. It 
usually contains pictures and descriptions of 
items. Its purpose can be twofold ... one to 
stimulate business within the store and/or to 
build a substantial mail order business. Conse- 
quently, it might be profitable for us to con- 
sider some of the basic problems involved in 
catalog production. 


Construction and Design 

The construction of a catalog for an office 
appliance retailer requires first a consideration 
of its ultimate objectives. It must be decided, for 
example, for what purpose the “mailing piece’”’ 
will be distributed. Is its main purpose to create 
traffic in your store? Will it be designed to 
solicit orders by mail? Your decision will great- 
ly affect the basic construction as well as the 
cost of the project. 

Important too, is a decision related to the fol- 
lowing subjects: 

Merchandise to be pictured and listed. 
Lists available. 
Size required for effective presentation. 
Method of distribution. 
Type of printing, paper and binding. 

6. Money available. 

MERCHANDISE TO BE PICTURED AND 
LISTED. If the catalog is for a “gift season” 
such as Christmas or Easter, choose items which 
have gift value. 

For any time of the year, your merchandise 
must be attractive both in design and in price. 
These items should be representative of your 
eeneral stock. Be sure that your catalog repre- 
sents stock which you can supply to any and all 
interested customers. 

LISTS AVAILABLE. There are a number of 
sources of good lists. For example, you can use 
your own customer list. This is probably the 
best you can get because these people know you 
and have made purchases in your store. They 
can expect fair treatment in future business 
ventures 


ue. Ne 


Many Sources of Lists 

You can also obtain lists from non-competi- 
tive stores in your town, from list companies, 
from classified directories, and so forth. If pos- 
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sible, try to include people living outside of 
town, especially those who find difficulty get- 
ting to the main shopping areas. 

SIZE. The size of your catalog will be deter- 
mined by the amount of items to be represented 
plus your available budget. 

Unless you are selling as a mail order business, 
size should be kept to a minimum. Of course, 
available paper stock may help you decide and 
it is wise to consult the printer regarding this 
factor. 

DISTRIBUTION. There are a number of 
methods of distribution, each effective in its own 
way. Probably the best, is to mail the catalogs 
to names on your list. This is fairly expensive 
but effective. 

It is also possible to hire a few men or boys to 
deliver the books personally to every door. A 
third method would be to run advertising in 
newspapers and on the radio soliciting requests 
for the free catalog. 

TYPE OF PRODUCTION. You can have your 
catalog produced by letterpress or by offset 
lithography. Both of these methods of reproduc- 
tion are effective and have their individual ad- 
vantages. The choice, however, depends upon 
many factors such as: 

1. Available printing processes in town. 

2. Number of pages to be printed. 

3. Type of copy (illustrations or typography) . 

4. Kind of paper you want. 

Your cost varies with the type of work you 
want printed. Illustrations, for example, will 
raise the cost of a letterpress job while a great 
deal of type matter will sky-rocket your offset 
prices. In any case, it is wise to get estimates 
from a number of printers before you decide. 

MONEY AVAILABLE. This must be deter- 
mined by you alone. If you have done this work 
before, you probably know how much to put into 
a new catalog. However, if you are a newcomer 
in the field, it is wise to start small and see what 
results can be obtained. Then build upon a solid 
foundation of experience. 


Preparing the Catalog 


One of the best ways to start your catalog, is 
to prepare a dummy. Ask your printer for a 
dummy form, or blank sheets of paper bound 
in catalog form. With this, you can determine 
the basic structure of the book. It is possible to 
determine the position of elements by roughly 
sketching the items in place. Here, all changes 
can be made without charge and decisions as to 
type and amount of illustrations determined. 


(Turn to page 122, please) 
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office equipment for Easter promotion 


@ EASTER IS TRADITIONALLY a 
period when the little woman comes 
into her own. For that reason, many 
office furniture merchandisers are 
wooing “the female of the species” 
in deadly earnest this Eastertide 

Let’s consider a few of the many 
merchandising notions utilized with 
considerable success by office equip- 
ment retailers from coast to coast 

One office furniture merchant 
realizes that Eastertime is also 
foodtime and that the holiday din- 
ner is a very important topic of the 
day for the housewife. 

This merchant, therefore, pre- 
sents a window dedicated to ‘“mak- 
ing your kitchen a_ businesslike 
place.” 


Shows Recipe Files 


Recipe files, of all different 
shapes, designs and sizes are shown 
in the window interspersed with gas 
ranges, toasters and other kitchen 
equipment donated by a co-opera- 
tive electrical appliance dealer 

Window cards proclaim that 
“Keeping a Recipe File Makes Pre- 
paring an Easter Dinner Just That 
Much Easier’. The same window 
incorporates fountain pens and 
automatic pencils with scratchpads 
which Milady can use to good ad- 
vantage in copying down recipes 
heard over the kitchen radio 

This same office equipment store 
has an equally enterprising Easter 
merchandising tidbit in that it 
sends colored Easter eggs to each 
and every business executive and 
every store owner in the commun 
ity. Actually, the firm sends a 
voucher to every store owner who 
is a member of either the Junior or 
Senior Chamber of Commerce and 
to all professional men and women 
as well. 

The voucher explains that if said 
piece of paper is presented at the 
office equipment store it will be re- 
deemed for one _ brightly-colored 
Easter egg. 


An Egg Promotion 


In a number of Easter eggs are 
hidden certificates worth $1.00 on 
any equipment costing $15.00, or 
more, and purchased within 30 days 
following Easter. 

Easter eggs which contain noth- 
ing are still ideal for the business- 
man or woman to take home to a 
child or children in an immediate 
family. 

Another office equipment mer- 
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chant has a slightly different item 
on the Easter merchandising pro- 
motional parade. 

This dealer asks that housewives 
go through their attics, cellars and 
other hiding places and bring in any 
antique typing machines dating 
back to the beginning of the type- 
writer 

Many families have in their pos- 
session an ancient Oliver or Corona, 
and are willing to loan it for an 
intriguing interior display of old 
typewriting devices. 

For the very oldest typewriter 
brought in and loaned for the dis- 
play a $5.00 cash award is given 
And a trade-in allowance is put 
in writing for any typewriter of any 
age brought in for inspection—be 
it portable or standard 

This office equipment dealer has 
a companion Easter double feature 
in that a letter goes out to all 
churches in the city, irrespective of 
denomination. The letter mentions 
specific office equipment for the 
parsonage, the church or Sunday 
School—from stationery to dupli- 
cating equipment 

Every church ordering $15.00 
worth of merchandise during the 
Lenten period receives a special 5% 
discount on such purchases 

Moreover, and equally to the 
point, this dealer has a special win- 


dow display showing equipment es- 
pecially adaptable for church and 
Sunday School usage. In the win- 
dow is placed a placard listing all 
churches and the time of the Easter 
Sabbath services 

The Easter bunny incidentally is 
a typical pet extolled during this 
season. One stationer is offering a 
dozen live Easter bunnies to chil- 
dren who submit the best letter on 
the subject, “Why I’d Like a Type- 
writer for My Summer Vacation.” 


Accent on Clothes 


The final item to be chronicled 
in this review of what Easter can 
mean to the enterprising office ap- 
pliances dealer concerns an estab- 
lishment that considers Easter an 
ideal time to accent clothes. 

This sounds a wee bit on the 
unique side, but merits considera- 
tion, for this dealer co-operates 
with a clothier to have placed in 
his window the latest in suits, top- 
coats and briefcases for the Easter 
parade. 

Wallets, pocketbooks, and brief 
bags of all descriptions are shown 
in the Easter window. 

What the well-dressed business- 
man should wear and carry in the 
form of such bags, pens and pencil 
sets, wallets and overnight kits 
is demonstrated in this window 








Hangs From Paper 


. A safe, suspended by a single sheet of ledger paper in 


the window of the Stuebe Binding & Printing Co., Green Bay, Wis., featured the window 


display which the firm used 
national advertising campaign 
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during January in co-operation with the Mosler Safe Co 
The public was invited to guess the weight of the safe. 
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when furniture is properly selected 


g ONE OF THE LARGEST all-steel 
office furniture installations in cen- 
tral Texas history has earned much 
commendation for Hill Printing & 
Stationery Company in Waco. 

Incorporating in its installation 
many of the advantages which nor- 
mally are expected only from wood, 
the big job was engineered and in- 
stalled by Raymond Goddard, presi- 
itt Hill, vice-president, 
of the half-century-old Texas office 
supply firm 


dent, and Sex 


Site of the installation was the 
Waco News & Time Herald’s new 
building, which desired equal effi- 
ciency in its furnishings as one of 
the most modern and completely- 
equipped small newspaper plants in 
the Southwest 

The big job 1 steel throughout, 
involved n only desks, tables, 
hairs, and filing equipment, but 


all-steel shelving as well. This was 
particularly interesting, inasmuch 
as every shelf installed in the 
“morgue” or dead file room, has 
been so arranged that it is adjust- 
able both in height and in width 
to allow elasticity and additional 
storage space in the event that 
varying loads are placed upon the 
file room. 

The “morgue,” by installation of 
the adjustable, all-steel wall shelv- 
ing, utilizes practically every square 
inch of available wall space, with a 
huge battery of drawer-type files 
occupying the center of the room. 

Featured in the _ installation, 
which the Texas office furniture 
firm engineered, were “semi-pri- 
vate” want-ad department desks, 
which, although they are installed 
in batteries of six in the interest 
of compactness and space utiliza- 





Over-size Desks Were Installed in the Newspaper General Offices 
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tion, offer each telephone-using 
newspaper ad space salesman a 
comparative degree of privacy and 
quiet by means of slanting, heavy 
plateglass partitions between each 
desk. 

As shown, this degree of privacy 
was executed through the installa- 
tion of square bronze posts, at the 
outer corners of the rectangle 
formed by the six desks, plus a 
taller post, bridging the interstice 
between the two rows of three. 

The posts serve as supports and 
guides for wedge-shaped slanting 
panes of glass, separating each desk 
from its neghbor, as well as a hori- 
zontal pane, dividing the individual 
desk away from that directly oppo- 
site. 


Barrier to Noise 

Even though the traditionally 
constant buzz of noise in the news- 
paper office may be at peak, want- 
ad salesmen are able to hear 
clearly, to keep their attention fo- 
cused on the sale at hand, within 
the confines of the plateglass en- 
closures. 

The new “want-ad sales battery” 
occupies less than half the amount 
of space devoted to it before the 
recent remodeling of the news- 
paper’s building, yet far more calls 
may be handled efficiently through 
the day. 

As shown, the big director’s table, 
with its Formica top, seats 12 per- 
sons, is burn-proof, stain-proof, 
readily adjustable, and may easily 
be moved from point to point. 

Dealers Goddard and Hill believe 
that this is probably the only ali- 
steel conference table in use in the 
southwestern newspaper publish- 
ing industry. Incidentally, repre- 
sentatives of other newspapers have 
visited the Waco publication plant, 
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in the interest of adding some of 
its forward ideas to their own or- 
ganizations. 

The business managers’ offices, 
likewise on the executive level, fea- 
ture ultra-modern stainless steel 
design, with extended, beveled and 
rounded-edge tops, which provid 
far-more-than-usual working space 
—felt essential due to the need for 
large amounts of flat, open space in 
handling newspapers. 

Of special interest are the square, 
individual filing cabinets, located 
at the right-rear corner of each 
desk, with the same Formica top as 
the executive desks themselves. 

This provides space for telephone 
and odd accessories when the desk 
tops are cleared for newspaper ex- 
amination or handling. The largest 
such desk ever installed by a south- 
western newspaper, the executive 
models have likewise shown a tend- 
ency to influence newspaper office 
design. 


Desks Fit Tasks 


Throughout the general offices, 
over-sized desks, narrowing down 
to standard sizes, have been as- 
Signed, according to the type of 
operation carried out. 

As shown in the photograph, each 
wall of the general offices is flanked 
by batteries of extremely wide files, 
in bronze and gray, while desks are 
varied in size from position to posi- 
tion, according to the nature of the 
work to be performed at each sta- 
tion. 

Wastebaskets, chairs, files, desks 
and odd tables throughout the 
rooms all conform in color and de- 
sign. 

Hill Printing & Stationery Com 
pany, which maintains one of the 
largest first-floor office furniture 
displays in Texas, is capitalizing to 
the extreme on “photographic pro- 
motion” through the making of 
such outstanding photographs as 
these included with this article 

“Going after the big customer,’ 
the company maintains a complete 
engineering service, available to of- 
fice furniture buyers who are ex- 
periencing difficulty in setting up 
a work flow, or similar considera- 
tions. 


Newspaper Plant Uses Steel 

Three views showing all-steel office furni 
ture installations by Hill Ptg. & Staty. Co 
in the offices of the Waco News & Times 
Herald newspaper plant. TOP—Want-ad 
desks installed to gain both privacy and 
quiet; CENTER—Steel desks with individ 
ual filing cabinets designed to meet the 
needs of the business manager's offices 
BOTTOM—tThe all-steel table seats 12 per 
sons in the directors’ conference room 
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Ideas, Inc., opens new showroom 








@ IDEAS, INC., business furniture division 

formally opened its new showroom to De- nerves i 2 —. bs C. or ge system 

troit businessmen with a buffet supper and pena ye ve . a 

refreshments on Friday evening, December Set RS, CO, Sh Fae 

1 1951 . . P contract sales; Fred Austin, The 

21, 195 Globe-Wernicke Co. Detroit rep- 
x The new showroom shares the same build- resentative; Don Mortrude. 
. ing as the firm’s manufacturing facilities at owner; George Thom, Jr., 
ee 1095 Beaufait Ave. The design division is owner; Elmer Rahe, 


located at 1606 Fisher Building. G-W representative. 
Ideas, Inc., was established 5% years ago 
é% as a sideline for its two owners, George 
Thom, Jr., well known to the office equip- 
ment industry, and A. Don Mortrude, noted 
industrial designer. The first years were 
spent in designing and installing only cus- 
tom offices, lobbies and conference rooms. 

The company has designed and installed 
more than 50 lobbies for one of the leading 
automobile manufacturers as well as nu- 
merous auto dealers’ showrooms, library 
lounge rooms and conference rooms. 

A complete service is given including color 
co-ordination of carpeting, drapes, wall 
colors or paneling, as well as furniture. 

In August, 1950, Ideas, Inc., took over the 
Specialty Cabinet Company, Detroit, to 
manufacture custom designed furniture. 





Below: 
Bud Hitchcock, Herman Miller representative, and George Thom, Jr., Ideas, Inc 
Curved desk designed and built by Ideas, Inc. 

Office furniture in an attractive setting. 
4. Ideas, Inc., own offices in Globe-Wernicke Techniplan. 


yf 
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new office design increases business 


@ THE NEW BUSINESS home of 
the Greenville Finance Company, 
Grand Rapids, Mich., shows what 
can be accomplished by good office 
planning. Here, is combined maxi- 
mum office efficiency with unusual 
customer convenience. 

These quarters were designed to 
elminate as much lost motion as 
possible and still portray maximum 
friendliness to patrons. 

Efficiency was obtained by group- 
ing the various departments into 
compact units, and arranging them 
so that work could be processed 
quickly without criss-crossing and 
back-tracking. Browne-Morse Plas- 
tite top desks and counter-high files 
provide the utility and convenience 
needed for an orderly work flow. 

The coldness of the average 
banking office has been removed. 
This has been accomplished 
through the use of the friendly two- 
tone color scheme of sage-brush 
green and Santa Fe brown. 

The diagram of the floor compli- 
ments these colors and helps direct 
patron traffic to the counter. From 
here, the visitors can be sent to 
“deal” rooms or executive offices 
where they have privacy of inter- 
view. 

Office furnishings were supplied 
by the Strauch Office Supply Com- 
pany of Grand Rapids, Mich., with 
planning assistance by Frank Morse, 
Jr., of the Browne-Morse Company, 
who served as consulting and de- 
signing engineer. 


Designed for Efficiency .. . Views 
of the new quarters of Greenville Finance 
Co., Grand Rapids, Mich., where careful 
planning resulted in efficient operation 
TOP—Rear view of the customer service 
counter showing the compact stenographic 
area equipped with Browne-Morse Plastite 
top desks. Convenient location of counter 
high 30-inch wide files has reduced lost 
motion to a minimum; CENTER—Discount 
managers are located at one end of the 
office and small loan managers at the other 
where they are readily accessible to the 
public; BOTTOM—Upper left, the book- 
keeper's office is equipped with a Model 
3060 Browne-Morse desk, a Mode! 3460 
Browne-Morse table and three Browne 
Morse aluminum chairs; lower left, one of 
eight “deal” rooms where transactions can 
be made in privacy; upper right. even the 
pictures on the walls are made to serve a 
useful purpose. Early American autos 
adorn the office where auto loans are 
made. It has a Browne-Morse Model 3580 
desk; lower right, furnishings in the de- 
benture office consist of a Model 3460 
Browne-Morse table, a Mode! 2580 Browne- 
Morse desk and four of the aluminum 
chairs from the same manufacturer 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE COUR. 
AGE .. . CO-OPERATION 


gs MARCHING FORWARD into 
March, it is our pleasure to report 
the following seven Mr. I. Will Pep- 
per-Upper awards, each of equal 
snap-and-go as you'll readily note 


and agree so here is Mr. I. Will 
stepping smartly to the OA tele- 
screen, holding aloft the first of the 
seven with the associate six lining 


up directly below 


“Perchance 
United Na- 
tions need 


UNITED 
NOTIONS!” 








No. 1 above is from a New York 
State stationer and here in rota- 
tion are the other six co-ideas for 
Mr. I. Will: 

* “SEE THAT YOU AND YOUR 
ASSOCIATES MAKE EVERY 
SALES-PRESENTATION — SEE- 
WORTHY!” (From the sales man- 
ager of a Kansas stationery firm.) 

* “USE THE USERS OF YOUR 
PRODUCTS AND SERVICES TO 
SELL NEW USERS OF SAME.” 
(Creative thought from an Idaho 
Stationer.) 

* “TEST every sales-promotion 


plan with the time-proved adage, 
If the principle is right, it will ob- 
tain’.” (This given to you by an 
experienced office outfitter, well 
known in Indiana 

* “Before a man marries he looks. 


After he marries he listens.” (This 
in a little lighter vein comes to you 
courtesy of a genial Californian in 
our field.) 

* (And No. 6 is not to be taken 
too seriously either according to an 
Oklahoma office outfitter, who is en- 
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titled to a Will Rogers cryptic 
right.) HE notes: “A pessimist is a 
person who happens to live with an 
optimist.” 

*In presenting properly No. 7, 
it is my privilege to share with you 
a sample of the inspirational letters 
we receive regularly from our very 
own editor, Walter S. Lennartson, 
when we quote verbatim from his 
letter to us of January 3 that gives 
credit to the nine-word inspira- 
tional message line in the con- 
cluding paragraph: “Having just 
finished reading the January 4 issue 
of the U. S. News and World Report, 
I am beginning to feel a bit op- 
timistic about 1952 despite some of 
the unpleasantness and difficulties 
it will present. The dire prognos- 
tications for 1953 have me worried, 
but I’m going to try to be a practic- 
ing optimist and lean on the saying, 
‘MOST OF THE THINGS WE 
WORRY ABOUT NEVER HAPPEN’.” 








I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 

* > © 7 * 7 > 

Ask immediately for Business 
Builder No. 3-1952-1 from a Con- 
necticut business machine and office 
outfitting concern’s president to 
give you an important treatise in 
even exchange for your idea. He 
formulated this report: “Some basic 
rules of good selling practice I 
arrived at in 40 years in our im- 
portant profession.” 

Ask immediately for Business 
Builder No. 3-1952-2 released to you 
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by a Baltimore stationer compara- 
tively new in the trade, but many 
years in allied fields. His thoughts 
are under this bannerline he se- 
lected: “Long Range Sales Planning 
for Your Firm and Mine.” 

Ask immediately for Business 
Builder No. 3-1952-3 entrusted to 
us by a most interesting advertising 
and display manager in Cincinnati 
put in this practical form: “Twelve 
seasonal promotions of last year 
that produced, plus the dozen 
themes this year that should prove 
effective.” 

Ask immediately for Business 
Builder No. 3-1952-4 from the treas- 
urer of an important Cleveland of- 
fice supply headquarters, who puts 
it this way: “Your credit depart- 
ment should be one of your top- 
notch direct sales producers, too. 
Ours is—AND I'LL TELL WHY AND 
HOW IT FUNCTIONS ALONG 
THESE LINES!” 


. * + . * - > 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:— 






— 


~ 


-_—_ 


Pd 





“not hours put in 
. . HOW MUCH 
YOU put into hours.” 











This 10-word recipe is from a 
Vermonter. Send us your candidates 
from your own hat for the next 
month! 


Again we emphasize: 

“TERSE TRAILERS 
PRODUCE FOR YOU!” 

So send in your TERSE TRAILERS 
and there’s a prize for each one 
used... . 

“Hardening of the heart makes 
one grow old faster than hardening 
of the arteries.” A Maine stationer 
gives credit line to “The Better 
Way” for this Terse Trailer. 


3b, 38, 3B 


Office-efficiently yours! 
RALPH B. ORTEL 
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recent 
installations 


The photographs on this page reveal the 
dignity and utility of wood and leather 
in a large installation of furniture for 
the Senate offices of the state of California. 
Recently completed, this installation worth 
more than $100,000 was made by the 
Rucker-Fuller Co. of San Francisco, Calif. 
Fine wood furniture was used throughout 
with chairs by W. H. Gunlocke Chair Co., 
Wayland, N. Y., and desks by Standard 
Furniture Co., Herkimer, N. Y. The entire 
decorating service was handled by Rucker- 
Fuller Co. through their planning and de- 
sign service. 


Above ... Luxurious leather in chairs 
and settees and the use of fine furniture 
in wood enhances the Senate lounge 


Center .. . The beautiful offices of Sen 
ator Powers, president pro tem of the 
California State Senate. 


Lower Left... An array of leather 
backed and seated chairs in the Sencte 
Hearing Room. 


Lower Right . . . The offices of Senator 
Powers’ secretary where utility and beauty 
in furnishings were sought. 
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Police Use Y and E Desk ... The 
Rochester, N. Y., police department has 
found a novel application for an executive 
moc desk made by Yawman and Erbe 
Mfg. Co. As illustrated, it is used as a 
base for radio t itters. The police 

und this Y and E desk was of advantage 
to the radio operator in that it allowed 
him easy access to any record reference 
he might need while in contact with a 
patrolling vehicle. Compact files are kept 
in the six spacious drawers. Ample space 
is provided for ncealed wiring 


B. L. Marble Chairs for Bank 
The Alice Bank & Trust Co., Alice, Tex., 
selected B. L. Marble chairs for this attrac 
tive installation of modern furniture by 
The Stafford-Lowden Co., Fort Worth, Tex 
The chairs include a number of B. L 
Marbl ] 4012\2AF executive 
3 hick, soft foam rubber 
sats and backs. All 
walnut, covered in 
leathers of various 
wden handled all de- 
irpeting and furniture 
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Setting for Imperial Desk .. . The 
matched soft-toned oak paneled walls, 
exactly the same shade as that of the oak 


Imperial conference desk which dominates 
the room, create an attractive office in the 
new building of the Lubbock Auto Co., 
Lubbock, Tex. The arm chairs are made 
by Stationers Manufacturing Co., Ft. Worth, 
Tex. The executive swivel chair is a B. L. 
Marble number. The office was planned 
and furnished by Thomas Bros. Co., Lub- 
bock, Tex. Photograph courtesy of Im- 
perial Desk Co., Evansville, Ind. 








More "Guns" and More Butter’ 


@@ A COMMON FALLACY today is that the 
United States, rich in productive genius and 
materials, can’t produce both “guns” and “but- 
ter.” Let’s look first at the record: 

During World War II 45% of the total na- 
tional production went to military materials. 

In 1951 only about 10‘: of production was of 
military usage. 

Barring all-out war, no more than 20‘. of 
the production will be military in 1952 or any 
future year of preparation. 

These figures are all the more noteworthy con- 
sidering that our total productive capacity has 
increased since World War II. 

There’s plenty of room, apparently, for both 
“guns” and “butter,”’ more of each. 

The same reasoning is used by Arno H. John- 
son, vice-president and director of research of 
J. Walter Thompson Company, advertising 
agency, in his survey, “The 1952 Market—A Pre- 
view.”’ He declares: 

“We have the ability to produce enough goods 
and services to supply over $55 billion in 1952 
for defense and at the same time provide at 


least 10% more than in 1951 for advancing 
the real standard of living of the American peo- 
pie... 
“To utilize this productive ability means a sell- 
ing job to expand the market for those products 
or services which can be produced in greater 
quantities without really interfering with critical 
war needs. And this is a huge classification rep- 
resenting about 90‘. of all the items that make 
up our standard of living. It includes, for ex- 
ample, shoes, textiles, soaps, rugs and other 
house furnishings, lumber, furniture and most 
food products.”’ 

Figures are quoted by Mr. Johnson to show 
that in terms of constant 1940 dollars our per 
capita productivity increased from $770 in 1940 
to $1,235 in 1944... . A similar per capita pro- 
ductivity for our population in 1952 could mean 
a gross national product of $193 billion in 1952 
in terms of 1940 dollars . . . and could provide 
the purchasing power for a standard of living 
approximately 10‘% above 1951. 

The stationery and office equipment industry, 
naturally, has a part in the “butter” category. 
And now is no time to believe that only “guns” 
will be made—and sold—in 1952. 





here and there 





RECORDS (BOWLING) NEVER SAFE 
WHEN VICTOR GIRLS ARE AROUND 


Bob Murray of the Murray Safe Com- 
pany, New York City, has, for more than 
30 years, been internationally famous as 
an expert on safes. More recently, his 
name has become increasingly familiar 
in bowling circles throughout the nation 

He is known as an ardent bowling fan 
and a sponsor of top-notch bowling teams 
that have represented his well-established 
business in several ABC tournaments and 
in many intercity matches and televised 
exhibitions. 

For the last two years he has conferred 
a definite compliment on the Victor Safe 
& Equipment Company, Inc., manufacturer 
of many of the safes that Mr. Murray dis- 
tributes. 

So proud is he of his association with 
Victor that he has assigned the name 
“Victor Safe Girls’ to the championship 
team he sponsors in the Ladies Major 
League in New York City. 

The well-known Victor shield, a trade 
mark that has represented Victor during 
the 64 years of building fire-resistant de 
vices, has been embroidered in brilliant 
color on the back of the girls’ uniforms 

National recognition was gained re 
cently by two of the “Victor Safe Girls 
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Gladys Fuchs became one of the very few 
bowlers of her sex to score a perfect 300 
game, and Mrs. Ann Noga turned in a 
brilliant 690 for three-game series during 
recent league play. 

At the time this article is written the 
girls, as a team, are tied for first place 
in their league. They are shown in the 
accompanying picture (left to  right)— 
Libby Rochford, Marion Turash, Ann Noga, 
Mae Salvato, Gladys Fuchs, with Sponsor 
Bob Murray. 

Mr. Murray has a fine appreciation of 





Victor Safe Girls and Sponsor 


the importance of advertising and sales 
promotion and uses his hobby, bowling, 
as a means to this end. Several times 
members of his ‘Victor Safe Girls’ team 
have appeared on television and recently 
he offered as a prize for such a match a 
Victor Treasure Chest, an insulated one- 
hour record protective chest for use in the 
home or office. 

In addition to its other activities, his 
team bowls exhibitions for the benefit of 
various charities such as the March of 
Dimes. 





LLEWELLYN DIRECTOR OF 
SAVINGS INSTITUTION 


Rhys Llewellyn, president of R. H. Llew- 
ellyn Company, Inc., office equipment en- 
gineers of Manchester, N. H., is rightfully 
proud of the record made by the Man- 
chester Federal Savings & Loan Associa- 
tion. The stationer serves as a director of 
the institution and the figures speak for 
themselves. 

A gain of $3,800,000 in savings was 
shown in the annual report for 1951. And 
that wasn’t the only good news. The asso- 
ciation’s reserves were increased by 14% 
and the dividend raised to 3'%%. The 
trend in savings ran counter to that of 
the city and surrounding areca 
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BERT HALLIN NEW PRESIDENT OF 
CHICAGO’S DARTMOUTH ALUMNI 

There must be quite a number of men 
in the industry to whom Dartmouth Col- 
lege is their alma mater and it will no 
doubt interest them a good deal to know 
that Bert Hallin, B. H. Hallin & Associates, 
inc. has been elected president of the 
Dartmouth Alumni Association of Chicago. 

The group numbers more than 1,500 
members, many of them leaders in the 
professional and business life of the city. 

Although not an “old time Chicagoan,” 
Bert has lived there long enough to have 
made many friends in the industry. He 
moved to the city from western Michigan 
shortly after resigning his army captain’s 


Bert Hallin 





commission at the close of World War II 
He served as store manager for Horder’s, 
Inc., for a few years, then left to start a 
company of his own 

Bert is one of the youngest of his Dart- 
mouth class of 1924 to achieve the distinc- 
tion of becoming a grandfather. One son 
is with the marines in Korea. 

With his office near the North Western 
and Union Depots, Bert invites any of his 
industry and college friends passing 
through Chicago to stop and say “Hello.” 
He promises not to flash his Phi Beta Kappa 
key at any of these visitors, since he claims 
he bought it in a pawn shop in his home 
town of Athol, Mass. Close friends say, 


however, that it came to him as a result 
of lots of the same kind of hard work that 
he now devotes to his office equipment 
business 





RED CROSS LOOKS TO 
ALL FOR SUPPORT 

The 1952 Red Cross fund appeal comes 
at a time of continuing world-wide crisis 
that demands a great voluntary effort on 
the part of each one of us. 

Few people realize the humanitarian 
activities carried on daily by the Red 
Cross. Among these activities are blood 
collecting for both civilian and military 
use; assisting servicemen and women in 
many ways and giving emergency care to 
victims of disaster 

Other important, although less dramatic, 
programs of service include training 
nurse’s aides, home nurses and first aiders. 
Thus the Red Cross has a far reaching 


effect upon the life of each American, 
and it is our responsibility to help it to 
answer the needs of the nation. 


Answer the call of the Red Cross today 
so that the Red Cross can answer the call 


f Americans tomorrow 
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A LITTLE INGENUITY PAYS OFF 
For years two Grand Rapids (Mich.) 
city employees took three weeks twice a 
year hand-stamping ledger numbers in the 
city’s tax billing books. 
It just didn’t make sense, so City Treas- 
vrer Charles Lawyer, and William Van 





Saving Time at Grand Rapids 


Prooyen, an enterprising stamp manufac- 
turer, put their heads together. 

Here's the answer: two Bates number- 
ing machines operated by foot pedals. 
Now, one operator can number the ac- 
counts in one tax book every day—the 
city has 13 tax books. 

The saving is 10 weeks of an employee's 
time a year. 





GILBERT H. BOSSE AGAIN 
ELECTED THRIFT, INC., HEAD 

Gilbert H. Bosse, Imperial Desk Com- 
pany, Evansville, Ind., has been re-elected 
president of Thrift, Inc., along with all 
other officers and directors of the savings 
association. 

This is the 23rd term for the prominent 
office equipment manufacturer. 








Hawaii Vacation 
enjoying themselves at Waikiki Beach 
in Honolulu, Hawaii, are Mr. and Mrs. 
Earl H. Prentzel, Speed Products Co., 
Inc. The Prentzels were guests at the 
Moana Hotel and were enthusiastic 
over the islands’ beauties and climate 
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Dear Editor: 


The birds in Birdland today are of sturdy 
stock. If we must build a nest, we build it; 
if we must construct a flyway, we do the 
work ourselves; if we have crops to plant 
and harvest, we do the job and store 
away the seed in winter granaries. We 
dig cold storage plants underground to 
deep-freeze our bugs and worms for win- 
ter sustenance and we always manage to 
feather our nests, fly high and fill the 
woodlands with joyous song. We have a 
“stand on your own feet’ form on govern- 
ment here. 


But it wasn't always so. Years ago, the 
birds elected a town council whose slogan 
was, “We'll do it for you better than you 
can do it yourselves.” The birds figured 
that this would take a lot of work off their 
wings and give them more time to make 
merry. Soon, however, they were squawk- 
ing, “The flyways are a menace to life and 
limb, they ought to do something about it. 
The price of seed is high, they ought to do 
something about it. They ought to ration 
worms because worms are getting scarce. 
They ought to build new bird baths, the 
old ones are over-crowded. They ought to 
do this, they ought to do that,” was the 
only song they sang while they sat around 
waiting for the council to do for them what 
they had always done for themselves. 


In time, we developed a new species of 
bird called ‘‘Leaners.” Instead of a “stand 
on your own feet” philosophy, they had a 
“lean on the other bird” credo. The in- 
evitable happened. Their gay song 
changed to a raucous squawk for some- 
body else to feather their nests; they soon 
had no legs to stand on and they were an 
easy prey to every hunter and predatory 
animal in the woodlands. 


Birdland was almost wiped out by the 
plight of the Leaner birds. We were saved 
only when a new town council was elected 
with the slogan, “You can do a lot of 
things better yourself than we can do them 
for you.” 


I understand that a lot of human beings 
are inviting the same fate as the Leaner 
birds by crying, “They ought to do this,” 
“They ought to do that,” when anything 
goes wrong instead of adopting a “We 
ought to do this,” “We ought to do that’ 
attitude and doing it themselves. 


If you don't stand on your own feet, 
you'll soon lose your head. 


Very wisely yours, 


OLLIE THE OWL 
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DRIVERS’ ROTARY DEPOSITORY 


Mosler Safe Company, 
Hamilton, Ohio. 


Designed to give maximum protection 
to cash collections turned in by driver 
salesmen, this new drivers’ rotary de- 
pository has been developed by the 
Mosler Safe Company. Drivers can in- 
sert deposits at any time through the 
upper door, while cashiers may collect 
total deposits once a day through the 
lower door. Featured is dual-control 
lock for added protection against hold- 
up and burglary. It is claimed that 
firms using this depository will be en- 
titled to lower rates on safe-burglary 
insurance premiums 


900 SERIES 


Riteform Chair Company, 
2300 Ellis Ave., St. Paul 4, Minn. 


is the new No. 945 swivel executive chair. 
900 Series chairs have steel frames 
aluminum base. 





The firm has just announced its new 900 Series 
executive chairs, swivel and side chairs in a 
populor price range to supplement the deluxe 
1600 Series aluminum frame suites. Illustrated 


No. 75-S SAND URN 


Valco Company, 
1311 Ann Ave., St. Louis 4, Mo. 


This new Valco receptacle is 20 inches high 
and 10 inches in diameter. It has an alumi- 
num bottom and a satin aluminum sand pan. 
To complement the finishings of any office, 
the sand urn is available in gray, black, 
dark green and maroon. The urns are packed 
individually for shipment. 


GEORGIAN SERIES DESK 8500 


Myrtle Desk Company, 
High Point, N. C. 


A new executive desk, the 8568-F, has been announced by this company as a 
feature item in its 8500 Georgian series. The matched butt grain walnut has 
a natural finish. The drawer pulls are sqlid cast brass drop bail type in Eng- 
lish antique finish. The file drawer is suspended on ball bearing glides and is 
fitted with rails for suspension type files. All other drawers employ the Myrtle 
design of side rail suspension. Measurements are 68 inches x 36 inches. Inter- 
ested dealers are invited to write for pertinent literature 





SUSPENDED FILE FRAME 


Victor Safe & Equipment Company, Inc., 
N. Tonawanda, N. Y. 


A suspended file frame, adjustable in length and 
width to fit almost any size of letter or legal filing 
drawer, is offered by this firm. The folders are 
equipped with a beaded-edge, crimped angle tab for 
ease in assembly and serviceability. The manufac- 
turers claim that use of the new file saves time and 
reduces employee fatigue. Frames and folders are 
now available for delivery through Victor's dealer 
outlets. Further information may be obtained from 
the firm 
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VORNADO AIR CONDITIONER 


O. A. Sutton Corporation 
KFH Blidg., Wichita, Kans 
The new Vornado air conditioner, recently introduced, departs from conventional ap- 
peorance with its twin air directors permitting directional flow of cool air to different 
parts of a room at the same time. This is claimed to give a penetration of 30 feet into 


room with more complete air movement but without drafts. The conditioner has a 


variable cooling contro! accomplished by a pressurized exhaust system. While a three- 
quarter ton unit will be produced initially, long range plans, depending upon the avail- 
ability of materials, call for units varying from one-third to one and one-half tons. Con- 
servatively styled and finished in neutral two tone gray-green, highlighted with burgandy 
and gold, the Vornado projects only nine and one-half inches into the room. It is in- 
stalled quickly and easily and is available for operation on either 110 volt or 230 volt 


current 


IMPRESS DUPLICATING INK 
Print-O-Matic Company, Inc, 
Merchandise Mart, Chicago, Ill. 


DUPLICATING INK The new Impress Print Dry duplicating Ink, 
formula 27, is being distributed by the Print-C- 
Matic Company. It comes in a dispenser-type 
eight-ounce plastic squeeze-bottle which feeds 
the exact amount of ink desired to the cylinder. 
The ink is waterproof, dries quickly and is 
claimed not to harden the cloth pads of 
duplicating machines. 
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PRESIDENTIAL GROUP 


Murphy Chair Company, 
Owensboro, Ky. 


In the No. 290 (left) and No. 291 (right) chairs of 
the Presidential Group, this company claims to have 
“size and luxury to please the most exacting and 
important customer.” Featured are tailored, rich 
leather upholstery with comfort and positive posture 
support. The No. 291 chair of pecan hardwood is 
finished in walnut and mahogany and beneath the 
leather upholstery of the seat is a 1'-inch rubberized 
curled hair pad over No.-Sag springs. Height of 
back is 16 inches and seat is 22 x 21 inches. The 
arms are upholstered over l-inch rubberized curled 
hair. The No. 290 chair is of similar construction 
and finish with overall height of 34 inches. Height of 
back is 16 inches and the seat is 22 x 21 inches. 





LINE MAGNIFIER 


Rite-Line Corporation, 
12025 15th St., N.W., Washington, D. C. 


A new line magnifier attachment hos been 
announced for use with the standard Rite-Line 
copyholder. With this new device, made of 
unbreakable lucite, the manufacturer claims it 
is easier for the typist to copy from much 
smaller type or from documents which are not 
readily legible to the normal eye. It is also 
suggested thot it facilitates the reading of 
ordinary copy and is restful on the eyes. Re- 
tail price of the attachment is $4.00. 
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SCHOOL TABLE 


Ideal School Supply Company, 
8312 S. Birkhoff Ave., Chicago, Ill. 


This new type of table for school use features the Melmac Perma-Top as a smooth and 
tough writing surface. Melmac is the trade name of the plastic compound (made by the 
American Cyanamide Company) with which the laminated top of these tables is manu- 
factured. This surface is applied to an extremely dense core of wood fibres and phenolic 
resin. The materials are then welded at high temperature in hydraulic presses into one 
homogeneous piece with a hard surface which, it is claimed, even ball point pens can’t 
mar. The top has natural wood grain pattern and moulded-in blond satin finish. Spilled 
ink and doodles with pen or crayon are said to wipe off easily. The table has smooth, 
rounded edges. 


ALUMINUM ARMCHAIR 


Ohio Chair Company, 
28 W. Madison Ave., Youngstown 4, Ohio. 


An aluminum straight armchair, the Confer- 
ence, model 950, is the latest addition to the 
Rest-all line of aluminum posture chairs manu- 
factured by this company. Built with welded 
joints throughout and a stretcher bar assem- 
bly the model is claimed to offer long-lived 
durability. The saddle type seat is thickly 
cushioned and all aluminum parts are hand- 
finished in satin natural finish with a final 
plastic coating. It is available upholstered in 
any color or pattern of U.S. Naugahyde and 
Goodall fabrics to match other Rest-All models, 
or in a complete range of the brighter hues 
of these materials. 





SELF-ALIGNING DATERS 


William A. Force & Company, !nc 
64 White St., New York 13, N. Y. 


Claimed to be self-aligning, the Monarch and Regent 
lines of daters and numberers are being manufac 
tured by the Force company. Handles of both new 
models are of modern functional design for easy 
gripping and are marked with type size for rapid 
identification. Frames are nickel plated and drums 
are made rd i gee ot minimum ink corrosion PLASTIC BASE CALENDARS 

Doters are built with two-day drums of larger than 

usual diameter to a ellen annie The Ever Ready Calendar Mfg. Co., 
Regent is a high quality dater and numbering device, 160 Maple St., Jersey City 3, N. J. 
individually boxed, while the Monarch is a general 
utility item. Samples are sent upon request 





This firm has announced the addition to its 
line of two new calendars with gray plastic 
bases. These will be known as style No. 57 
for pad size 5 x 8 inches and No. 47 for 
pad size 4 x 6% inches. These calendars 
are designed to harmonize with modern 
trends in office decor. They are patterned 
after and priced the same cs the widely 
used No. 55 and No. 45 calendars. 
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ANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 


There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 


for a specific purpose, is planned and 





produced by skilled technicians working to 
a careful formula. These are PRECISION 









ribbons and carbons... and that is why 


their national popularity grows. 








MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N.Y. 
Coast to Coast Distribution 


CARBON PAPERS » HECTOGRAPH - UNI: MASTERSEEUINKED  RISBONS.. 
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SERIES 300 SENSIMATIC 


Burroughs Adding Machine Company, 
Box 418, Detroit 32, Mich. 


Burroughs has expanded its accounting machine line with the addition of a new multiple 
register Series 300 Sensimatic which remembers as many as 11 different figure totals at once. 
The machine, which features automatic control of its operations through a “sensing unit,” was 
engineered and designed specifically to handle complex accounting work. As the carriage 
moves, the “sensing unit’ transmits a series of rapid fire instruction to the 7,000-part working 
mechanism. It tells the machine to add or subtract, to select certain columns for printing the 
answers it has computed, to retain 11 totals simultaneously, and to print in red or black. 
For businesses with less complicated accounting problems, Burroughs manufactures the Series 
100 Sensimatic, which has two memory dials, and the five-total Series 200 Sensimatic 





SIDE CHAIR 


Emeco Corporation, 

Hanover, Pa 

The Emeco Corporation has announced the addition of a 
new model No. 1022 slat-back side chair to its line 
This new chair was designed expressly for use in dining 
rooms, reception rooms and offices. It has all-welded 
aluminum frame and features the lifetime Emecoated 
finish, a protective anodized coating. Both seat and back 
pod are foam rubber filled and upholstered in either 
supported plastic simulated leather, or popular woven 
fabrics in an assortment of colors 





MORRIS PHONE REST 


Bert M. Morris Company, 
8651 W. Third St., Los Angeles 48, Calif. 





“As modern as your telephone” is the 
claim made for the new Morris phone rest. 
This comfortable device has been modern- 
ized to fit the new model square-type 
phones. One model will now fit all types 
of cradle phones with no crimping or 
cramping of the shoulder, claim the manu- 
facturers. The phone rest is completely ad- 
justable up and down for long or short- 
necked people. The device has no carbon 
black in any of the rubber parts and is 
said not to damage clothing 





OFFICE CHAIR CUSHION 


Chicago Desk Pad Company, Inc., 
9 N. Jefferson St., Chicago 6, Ill. 


In addition to its line of desk pads, this firm has now 
introduced an office chair cushion available in four different 
styles sized 17 x 18% inches, 15 x 17 inches and 14% x 15 
inches. Of one- and two-inch thickness these cushions 
are filled with foam rubber (carrying a five-year guaran 
tee) and covered with gabardine, corduroy, twill or a fibre 
material. They may be obtained in single edge and box 
border. A stool cushion is also available. The office chair 
cushions are cellophane wrapped for merchandising 
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PAGE GAGE takes the guesswork 
out of page-end typing! 


Exclusive Sintth-Corond FEATURE 








WORLD'S FIRST...WORLD’S FASTEST 


Smith-Corona is the greatest success story in 
portable history. And now with Page Gage—it's 
greater than ever. Many exclusive features for 
s-m-0-0-t-h typing, top performance—plus the 
touch and action of an office typewriter. 


TYPEWRITER DEALERS VOTE 
SMITH-CORONA 2 TO 1 FAVORITE 


In a recent survey, typewriter dealers were asked 
which portable was best. The answer was 
Smith-Corona — 2 to 1. See it demonstrated. 
Ask about easy terms—as low as $1.25 a week. 
Including smart, new Silver Birch color carry- 


ing case. At Smith-Corona dealers everywhere. 
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SEE this 9-Ib. 
baby brother— 


( Shyilth, 
Smith-Corona =: 
4c PAGE GAGE 


A BRIEFCASE! 
I C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY 


Canadian factory & offices, Toronto, Ontario. Makers also of famous Smith-Corona 
Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons & Carbons 
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FLAT TOP DESK 


Doro Manufacturing Company, 
220 W. Institute Pl., Chicago, III. 


Added to the extensive line of this firm is this new single 
pedestal flat top desk, No. 4230S. The top is 42 x 34 
inches in size, 14-inch thick. Panels and drawer fronts are 
of rift oak and sliced walnut and bases are of plain oak 
and gumwood. The drawers are 12'2 x 23 inches, 5 inches 
deep, of full dovetail, framed-in bottom construction with all 
oak interiors. Desk finishes are oak, walnut and mahogany 
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FLEX! BOOKCASES 


American Metal Products Company, 
5959 Linsdale, Detroit 4, Mich. 


Dealers have been invited by this company to join its organization 
to carry a line of Flexi metal office furniture products including the 
illustrated bookcase No. 4212 (left) and the bookcase No. 8412. 
A principal feature of these bookcases and a Storcase No. 4219 
not illustrated) is the fact that the sliding shelves are adjustable 
without bolting. The No. 4212 bookcase has a height of 42 inches, 
width of 38 inches and depth of 12 inches. The larger bookcase is 
84 inches high, 38 inches wide and 12 inches deep. Dimensions of 
the Storcase No. 4218 are the same as for the bookcase No. 4212. 
Top, bottom, shelves and uprights of all cases are 18 gauge steel 
and backs and trim side panels are 20 gauge steel. All cases are 
finished in gray or green baked enamel 





DROP FRONT FILE 


Goodfriend Metal Products, 
6852 Indiana Ave., Chicago 37, Ill. 


The new Goodfriend new drop front file is equipped with 
full hinged cover and front card holder with pull handle 
The dimensions of 124 x 10 x 7 inches provide extra large 
capacity. Baked enamel finish is available in gray or green 
These files are shipped without folders, six per carton 


RAPID DESENSITIZER 


Minnesota Mining and Manufacturing Company 
900 Fauquier St., St. Paul, Minn. 


A new rapid desensitizer for short-run use with 3M brand sensitized 
aluminum photo-offset plates was announced in January. It is designed 
especially for short runs of up to 5,000 copies, and permits the process- 
ing of plates in a matter of seconds. The thin colorless liquid is applied 
with a soft sponge and flushed off with fountain solution on the press. 
The invisible image picks up ink rapidly, becoming visible once the 
press is in action. Distribution is through lithographic supply houses 
Retail price is $2.00 per pint bottle. 


ELECTRIC DUPLICATING MACHINE 


Hart Manufacturing Company, 
St. Paul, Minn. 


This recently developed electric duplicating machine Model HM 249E, 
features fast and automatic hairline registration, full ream paper 
capacity, efficient feed assembly and built-in counter. It is streamlined 
in appearance and finished in hammered office grey 
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Vode-Maker 
ancients hae ee 
Mode Maker 
Super-Filer Desk No. 1760F 
5-drawer Cabinet 
No. 55051 
WHAT’S THE MATTER WITH THE OFFICE: 
iy RICA’S industrial production the efficiency of office workers by as productivity, improved employee 
leads the world because of con- much as 50%! health and morale, and greater public 
stant improvement mr thes tools and As long as this situation exists. GF pa Phe General Fireproofing 
methods. But America’s offices have distributors can do a real service to Company, Youngstown, Ohio. 
not kept pace with its factories. business and industry by showing GENERAL 
here are still too many companies management men that the best office 
zed that will pay a clerical worker equipment, such as GF Metal Busi- FI REPROOFING 
ess $3.000 or more a year, and then ness Furniture, will cost as little as 
_ buy that employee only the cheap- 3% of their annual investment per é ¢&> = 
the est sort of equipment. Yet good, office worker. And such equipment Beremect ta Metal Business Pusnitare 
modern office equipment can increase will quickly pay for itself in increased DEALERS THROUGHOUT THE WORLD 
There is a complete line <— 
of GF metal furniture— 
. desks, tables, chairs, files 
per and shelving 
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View of Chalfont-Haddon 
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Hall in Atlantic City, Scene of NOFA Convention 


Sell all NOFA exhibit space; 
announce more convention speakers 


Exhibit space at the National Office Furniture Asso- 
ciation’s 6th annual convention has been completely 
sold out. Executive Director John R. Gray has an- 
nounced that over 100 exhibitors have already taken 
up every inch of available room of exhibit space, there- 
by insuring the greatest exposition of office furniture 
and equipment ever assembled under one roof. 

At the same time, Mr. Gray announced that advance 
reservations have passed the 500 mark. With every 
room in the Haddon Hall Hotel set aside for convention 
attendance, expected to exceed 2,200, and additional 
accommodations reserved in nearby hotels, Atlantic 
City will take on the aspect of a town devoted almost 
exclusively to office furniture during April 23, 24 and 25 

Mr. Gray also released the names of three more dis- 
tinguished personalities who will address the gather- 
ing. Earl Godwin, nationally-known news commenta- 
tor and journalist will be present, along with Norman 
Cousins, editor of the Saturday Review of Literature, 
author, and an outstanding student of public affairs 
and political science. 

Of particular interest to the ladies is the announce- 
ment that Dr. Kathryn Spencer will speak to them on 
“New Trends in Home Decoration.” Dr. Spencer is dean 
of the School of Retailing at New York University, and 
an eminent authority in her field 

Despite the unusually varied and interesting lineup 
of speakers, which now includes Governor Theodore R. 
McKeldin, of Maryland and former U. S. Senator Josh 
Lee, in addition to the Messrs. Godwin and Cousins, 
and Dean Spencer, Mr. Gray’s announcement stressed 
the importance of the sell-out 

“If any proof were needed of the desire of our manu- 
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facturers to get together with our dealers,” he stated, 
“this convention will certainly provide it. When all 
exhibit space is taken well in advance of the event, it 
can only mean that the exhibitors have something to 
sell, and they are more than anxious to show it at the 
dealers’ own convention. 

“Never before have so wide a variety of lines and 
styles been shown as will be on display at this conven- 
tion-exhibit. Never before has the office furniture 
dealer had such an opportunity to inspect the very 
life-blood of his business at first hand. And never be- 
fore will the members of our industry have had such a 
truly outstanding group of national figures on hand 
to address them.” 

Earl Godwin, of course, is more than just familiar on 
the American scene. Currently newscasting over NBC, 
his folksey, down-to-earth news summaries are de- 
livered without pompousness, a fact which has helped 
create his huge audience. Few men are more familiar 
with the Washington scene, or as capable of analyzing 
it without talking down to his listeners. 

It might almost be said that Mr. Godwin was born 
into his journalistic career, for his father was city and 
managing editor of the Washington Evening Star. He 
was born in the nation’s capitol, on the site of what is 
now the Supreme Court Building. Except for a short 
apprenticeship on small New Jersey papers, he has 
been a Washington correspondent throughout his 
adult life. 

One of the few outsiders allowed on the floor of the 
House of Representatives when that body is in ses- 
sion, Mr. Godwin’s sources for news are unsurpassed. 

Turn to page 146, please 


OFFICE APPLIANCES, March, 1952 
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_..on entire WELLS LINE OF CHAIRS-help yourself THE DEBONAIR 


* PREPAID 
TO DESTINATION 

















THE SECRETARY 


Another 
Wells Feature 


Genuine 
Latex Foam 
Rubber Seats 
Over Springs 





NO. 4270 
WELLS POSTURE-RITE 


‘42> 
ALUMA- STEEL er 





$67° in DURAN 
EA. LIST 
illustrated FEATURING THE TILT-BACK 
in DURAN 

















FEATURING THE TILT-BACK 





PRICED SLIGHTLY HIGHER IN ZONES 2 AND 3 
*IN SHIPMENTS OF 100 LBS. OR MORE 


ORDER NOW—ORDER TODAY 
‘We Make Every Chair We Sell and We Sell Every Chair We Make” 


MANUFACTURED BY 








GENERAL OFFICES 


MICHIGAN CITY 
INDIANA 





CABLE ADDRESS 
WELLOFF, MICHIGAN CITY 


CHAIR CORPORATION 
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National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 








Miami Scene of Equipment Display and 
NOMDA Directors’ Mid-Year Meeting 


@ PRACTICALLY ALL PHASES of the office machine 
and equipment industry were represented at the four- 
ring circus conducted effectively in Miami, Fla., from 
Thursday evening, January 10, through Monday eve- 
ning, January 14. The events were a hospitality hour 
in the McAllister Hotel on Thursday «vening; the first 
annual office equipment show in the Bayfront Park 
Auditorium, sponsored by the Office Equipment Dealers 
of Southern Florida on Friday, Saturday and Sunday; 
the annual mid-year meeting of the board of directors 
of the National Office Machine Dealers Association in 
the McAllister Hotel on Saturday; a general business 
session conducted in the McAllister Hotel by the South 
Florida Office Machine Dealers Association on Monday; 
a cocktail hour, dinner, water show and dance in the 
Roney Plaza Hotel, Miami Beach, on Monday evening. 
In total, the program involved dealers, manufacturers, 
association executives, and the business public 


Despite the number of business and special enter- 
tainment events, arrangements for which were made 
under the general chairmanship of Charles S. Meyers 
of Miami, plenty of time was available to those in at- 
tendance to indulge in sightseeing, boat riding, deep 


Pol 


WE 





Shown in attendance at the NOMDA board of directors’ session during 
the Mid-Year meeting in Miami, Fia., are: FRONT ROW—Frank 
Blocker, T writer Exchange, Durham. N. C.; Jack Macon, Ames Sup- 
ply Co., Atlanta, Ga.; Ivan Fifield, Waterloo Typewriter Exchange, 

aterloo, Iowa; Harry Van Zant, H. C. Van Zant Typewriter Co.. 
Dayton, Ohio, treasurer; Liston Jackson, Typewriter Supply Co., Fort 
Worth, Tex., president; Jack Weiner, Belmont Typewriter Sales & 
Service, Chicago, vice-president; Harold Mann, executive secretary 
oes Ritchie, pewriter Distributors, Inc., New York, N. Y.; EXTREME 
FRONT—J. S. Gladney, Dictating Machine Service Co., Philadelphia, 
Pa.; N. H. Von Soosten, Von Soosten & Co., St. Louis, Mo.; James P. 
Ward, Ames Supply Co., Chicago; W. R. Shilling, Fort Pitt Typewriter 
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sea fishing, swimming, golfing, night clubbing, and so 
forth. 

Promptly at noon on Friday the office equipment 
show was opened. Visitors were relatively few at first, 
but by evening every one of the 28 exhibitors was busy 
showing and demonstrating office utilities to interested 
visitors. The flow of traffic continued at highly satis- 
factory levels through the Saturday hours of 10 A.M. 
to 10 P.M., and the Sunday hours of 1 P.M. to 9 P.M. 
Exhibitors were unanimous in their satisfaction with 
results and in their desire to participate in future 
shows. 

Following are the names of exhibitors in this year’s 
event: 


Barnetts, Inc. Business Machines Agency 


NOMDA Board of Directors in Session at Mid-Year Meeting in Miami, Fla. 


Beach Typewriter Com- Dade Typewriter Com- 
pany pany 
Boorum & Pease Company Dictaphone Corporation 
Bryant Office Supply Diebold, Inc. 
Company Elliott Addressing Ma- 


Business Furniture Cor- 
poration 


chines Company 
Eversharp, Inc. 


(Turn to pages 54 and 56, please 








Co., Pittsburgh, Pa.; REAR ROW—Wilbur Walker, Wilbur E. Walker 
Co., Wichita, Kans.; Ed McHale, Peter Paul Service, Cincinnati, Ohio; 
Ed Knecht, Peter Paul Mechanical Service, Cleveland, Ohio; M. Tes- 
chion, A.A.A. Typewriter Co., St. Paul, Minn.; C. W. McLane, McLane 
Sales Agency, Elko, Nev.; Charles Meyers, Charles S. Meyers, Inc., 


Miami, Fla.; C. Elmer Anderson, Anderson Typewriter Co., 
Calif.; Harold Steinke, H. E. Steinke, Upper 


asadena, 
Darby, Pa.; Edward Pfit- 


zenmaier, Suburban Typewriter Co., Ardmore, Pa.; Charles Chappell, 
Peter Paul Mechanical Service, Pittsburgh, Pa.; Elmer Beutler, The 
Typewriter Specialists, Chicago; Sam Stein, Quality Office Equipment 


Corp., New York, N. Y.; Herbert Toussaint 


writer Co., Camden, N. J 
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(Story appears on pages 52 and 56) 


OA Camera Visits Mid-Y 


vre 


Charles Meyers, Chas. S. Meyers, Inc., Miami 

C. F. Runge, Underwood Corp., Charlotte, N. C., gets his 
credentials from Registrar John Davis, Business Machines 
Agency, Miami. 

Jack Weiner, Belmont Typewriter Sales & Service, Chicago. 
Ed Knecht, Peter Paul Mechanical Service, Cleveland, Ohio. 
Harold Mann, Los Angeles, Calif., executive secretary of 
NOMDA, and E. J. McHale, Peter Paul Service, Cincinnati, 
Ohio, holding what was left of Harold's railroad tickets after 
making the journey from California. The remaining “yards” 
cover transportation up the Atlantic Coast to New York and 
New England and then back to Los Angeles 

Elmer Beutler, Curta Calculator, Chicago; James Hackney, 
Remington Rand Inc.; H. C. VanZant, VanZant Typewriter Co. 
Dayton, Ohio. 

H. C. Toussaint, Central Duplicator & Typewriter Co., Camden, 
N. J.; Irving Ritchie, Typewriter Distributors, Inc., New York, 
N. Y.; E. Pfitzenmeier, Suburban Typewriter Co., Philadelphia, 
Pa.; J. S. Gladney, Dictating Machine Service Co., Philadel- 
phia, Pa.; H. E. Steinke, H. E. Steinke Typewriters, Upper 
Darby, Pa. 

Bill Steiner and Ray Bartlett, both Underwood Corp.; Jerry 
Wooton and Jim Hackney, both Remington Rand Inc.; E. J 
McHale, Peter Paul Service, Cincinnati, Ohio; C. F. Runge, 
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ear Meeting of NOMDA at Miami, Fla., January 11-14 


to 
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sodall Typewriter Co., 
Miami; H. C. VanZant, VanZant Typewriter Co., Dayton, Ohio. 


Underwood Corp.; Leon Woodall, W 


Russ Brown, Typewriter Service, Evanston, IIl.; Dal Marvil, 
Ames Supply Co., Chicago, Ill.; George Simpson, Austin Type- 
writer Co., Chicago. 

H. C. VanZant, VanZant Typewriter Co., Dayton, Ohio; Jim 


Ward, Ames Supply Co., Chicago; Sam Stein, Quality Office 
Equipment, New York, N. Y.; Frank Bloucher, Typewriter Ex- 
change, Durham, N. C.; Wilbur Walker, Wilbur E. Walker Co., 
Wichita, Kans.; Jack Macon, Ames Supply Co., Atlanta, Ga.; 


C. W. McLane, McLane Sales Agency, Elco, Nev.; N. H. Von 
Soosten, Von Soosten & Co., St. Louis, Mo. 
Pete Carroll, Globe Typewriter Co., New York, N. Y., (retired); 


James Treanor and Tony Dopke, both Peerless-Imperial Mfg. 
Co.; C. L. (Rocky) Jones, Springfield, Mo 

Mrs. E. M. Stemp, Stemp Typewriter Co., Madison, Wis.; Mrs. 
Harriet Shuck, Pittsburgh, Pa.; Mrs. W. R. Shilling, Pittsburgh, 
Pa. 

Sam Stein, Quality Office Equipment, New York, N. Y.; Ivan 
Fifield, Waterloo Typewriter Exchange, Waterloo, Iowa: Liston 
Jackson, Typewriter Supply Co., Fort Worth, Tex., president of 
NOMDA; M. Teschion, A.A.A. Typewriter Co., Minneapolis, 


Minn.; C. Elmer Anderson, Anderson Typewriter Co., Pasa- 
dena, Calif.; Charles Meyers, Chas. S. Meyers, Inc., Miami 
OFFICE APPLIANCES, March, 1952 





j 


. ee eo 


Ohio. 
arvil 


Type 


ffice 


Ivan 
ston 
nt of 
polis, 
Pasa- 


mi 


1952 





Whoa! 


More customers ask to see 





Royal Portable than any other make!* 


That’s the happy story from the field, and . . . promotion, and sales-help program in the 
with such a preference for Royal Port- portable field. 

able a matter of facts and figures, how are The up-and-coming dealer pushes Royal— 

you cashing in? What are you doing to make in windows. on the counter—in tans and 

money grays. The profit opportunity is inviting. Are 


Royal gives you the greatest advertising, you letting it pass you by? 


Te ne. 





*As reported by typewriter 
dealers handling all four 
leading makes of portables, 
Royal was voted first by 
4% tol margin over nearest 


UYAL WORLD'S NO. 1 PORTABLE — 


Made by the World’s Largest Manufacturer of Typewriters 
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Foster, Inc. 

Friden Calculating Ma- 
chine Company 

Lanier Company 

Long Office Supply Com- 
pany 

May, J. L., Company 

Meyers, Charles S., Inc. 

National Office Manage- 
ment Association 

Olivetti Corporation 

Pitney-Bowes, Inc. 


Seminole Paper & Print- 
ing Company 


Short Typewriter Com- 
pany 

Skagseth Stationery Com- 
pany 


Tiffany Stand Company 

Underwood Agency 

Weber Addressing Ma- 
chine Company 

We Sell Office Equipment 
Company. 





In addition to the commercial displays, there were 
two special exhibits of model offices that attracted 
considerable attention. One revealed an office of yes- 
ter-year and the other showed a modern office fur- 
nished with beautiful and efficient equipment of today. 

Beginning at 10 o’clock Saturday morning, the 
NOMDA board of directors mid-year meeting, under 
the guidance of President Liston Jackson, Typewriter 
Supply Company, Fort Worth, Tex., continued through 
the day, except for a luncheon hour. Association af- 
fairs were discused in detail and plans were made to 
expand NOMDA activities and services in the coming 
months. The 1952 NOMDA convention, scheduled for 
Dallas, Tex., in June, was an event given primary con- 
sideration. Out of the deliberation came a number of 
suggestions that point to an outstanding assembly. 


Thanks All Who Co-operated 

The meeting of the South Florida Office Machine 
Dealers Association was called to order on Monday 
morning in the Biscayne Room of the McAllister Hotel 
by Jack Neahr, president of the organization. Mr. 
Neahr thanked all those who had shared in the work 
that made the events of the preceding days successful, 
mentioning especially Charley Meyers, general chair- 
man, and C. M. Long, Long Office Supply Company, 
Miami, president of the Office Equipment Dealers Asso- 
ciation of Southern Florida 

Charley Meyers took over as chairman of the meet- 
ing and introduced Jerry Wooten of Atlanta, Ga., who 
challenged those present to have the courage to stand 
up for the things in which they believe, whether it be 
city, state, lodge or association. From an experience of 
48 years in the office machine business, Mr. Wooten 
asserted that a dealer can’t make money on service and 
repairs only. He must sell merchandise, not low prices 
in order to earn genuine profits 

Executive Secretary Mann presented a report on the 
deliberations of the NOMDA board. After pointing 
out that a new membership roster will be printed this 
year, he referred to the NOMDA Spokesman and then 
put in some strong plugs for the June convention in 
Dallas. He commented on the NOMDA group insurance 
plan and explained the difficulties encountered in at- 
tempting to launch it. 


Approve Guarantee Policy 

One action taken by the board, Mr. Mann reported, 
concerned a guarantee policy form to be supplied to 
NOMDA members to certify that repair services were 
up to a national standard established by NOMDA. 

Recognizing the fact that there is a shortage of well 
trained office machine mechanics, the board approved 
a program involving close co-operation with trade 
schools in an effort to produce more and better trained 
repair and service men. 

On the subject of government controls, it was stated 
that a questionnaire would soon be circulated among 
office machine dealers by NPA. NOMDA will have sug- 
gestions to offer anent filling in the forms 

Mr. Mann concluded his report by saying that the 
Liston Jackson Membership Contest was a success and 
that the winners of the trophies would be announced 
soon. 

The U. S. Government Office Machine Service Con- 
tracts were discussed briefly, with particular reference 
to a wide discrepancy in rates paid 

C. L. (Rocky) Jones was called on to tell something 
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about his new information service on electric type- 
writers. Mr. Jones made the interesting point that 
manual machines had to be maladjusted in order to 
fit the idiosyncracies of operators, while electric type- 
writers need only be adjusted according to the stand- 
ards of the designer. This fact, he asserted, actually 
makes the adjusting of electric machines easier than 
manual typewriters despite the somewhat more com- 
plicated mechanisms of the former. 

Just prior to adjournment for lunch, Jim Ward, Ames 
Supply Company, spoke briefly. 


Hear Office Appliances Editor 

The only formal address of the day was given after 
the luncheon by Walter S. Lennartson, editor of OFFIcE 
APPLIANCES. For the first few minutes of his presenta- 
tion. Mr. Lennartson dealt with such factors as ma- 
terial shortages, governmental controls, retail opera- 
tions, mechandising and salesmanship. Then he 
switched from the mechanics of business to the men 
who conduct the business of the country. He challenged 
those present to engage in some self-analysis, to seek 
out the errors in themselves rather than to join the 
chorus of those who lay the blame for troubles on 
others, especially competitors. Just as our physical 
muscles become weak from lack of use, so do our moral 
muscles, he asserted. When our standards are low we 
may stay within the letter of the law and be far be- 
low the level of ethics which we demand from others. 

Pointing out that the one thing possessed uniquely 
be each individual in his personal influence, the 
speaker emphasized the great responsibility each one 
has to exercise that influence with care. He concluded 
his address by quoting the short poem made familiar 
to the commercial stationery industry a few years ago 
by Paul Burbank, general manager of the National 
Stationery & Office Equipment Association: 

Isn’t it strange that princes and kings 
And clowns that caper in sawdust rings 
And common folk like you and me 

Are builders for eternity? 

To each is given a bag of tools, 

A shapeless mess and a book of rules, 
And each must make, ere life has flown, 
A stumbling block, or a stepping stone. 

During the afternoon on Monday, the choice of ac- 
tivity was left to each individual. In the evening the 
group assembled at the Roney Plaza Hotel in Miami 
Beach for a delightful program, including a cocktail 
hour, dinner, a water show and dancing. 





Harold Mann Addresses New York OMDA 


The regular monthly meeting of the Office Machine 
Dealers Association of New York was held on Tuesday 
evening, January 22, in the Baroque Room of the Brass 
Rail Restaurant, New York, N. Y., with President David 
C. Silvers, American Business Machines, Inc., New 
York, N. Y., presiding. 

President Silvers introduced the following new mem- 
bers: Herman Zegoria, Ajax Typewriter Company; Ed- 
ward Singer and Leo Levitan, both of Abbie Office Ma- 
chine Company; Nat Levy and Irving Levy, both of 
Nationa! Office Equipment Company; Harold Bennett, 
H. Bennett Company, and Walter Daily, General Busi- 
ness Machine Company, all of New York, N. Y. 

He extended a hearty welcome to Joseph Cohen, J. 
Cohen & Company, one of the association’s charter 
members and then introduced the New York associa- 
tion’s new secretary, David Port, who was appointed at 
the last board meeting. 

Next to be introduced was Harold Mann, NOMDA 
executive secretary who was making a cross-country 
tour visiting the local associations 

Mr. Mann complimented the New York group for 
past aid to the National Office Machine Dealers Asso- 
ciation. He told of his trip across the country and the 


Turn to page 121, please 
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ONLY Clary OFFERS YOU THIS 





MONEY-MAKING [i LINE! 





Et | DESIGN: YEARS AHEAD OF OTHER MAKES 


New in design from the desk up, the revolutionary all- 
electric Clary Adding Machines and Cash Registers are 
actually years ahead of ordinary machines...engineered 
on an entirely new principle that makes them up to 48% 


faster than other machines. With Clary you have two 
basic lines of machines—double profit opportunity. Sleek 
styling — plus amazing performance and many exclusive 
features — make the (¢ lary easiest to sell. 


Clary ‘= 


lAaity 


ofl 








FRANCHISE: BIGGEST MONEY-MAKER OF ALL 


Clary’s revolutionary Profit-Sharing Franchise has in- 
duced more dealers to switch to the Clary family — and 
stay with it—than to any other make! Here’s why: In addi- 
tion to a normal trade discount plus a cash discount and 
plus sales bonuses — Clary actually shares with you its 
profits on your ove r-quota sales. And because the easy-to- 
sell Clary is the most quickly accepted machine in his- 


ory, you're sure to make more money! 


... mail this coupon today ——_— 
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fF PROMOTION: REACHES MILLIONS MONTHLY 


Clary Adding Machines and Cash Registers are backed by 
powertul advertising which reaches millions of readers 
every month in the pages of Saturday Evening Post and 
Collier's. The continuous Clary promotion program also 
provides a unique manpower development plan and many 
other sales helps such as direct mail material, new sales 
development incentives, and local advertising on a gener- 
ous cooperative basis. 


only Clary sells as fast 


as easily 
with as much profit 
and security 


Cla Multiplier Corporation, Dept. A-1 
San Gabriel, California 
Please send me immediately full information about the many 


advantages of a Clary franchise. 


Name 





Slore 





{ddre ‘Ss 





City ( ) State. 
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Stanley Berkebile of The Hall’s Safe Company, Inc., 
visited with the publisher of this journal January 21. 
Mr. Berkebile has been active in the office equipment 
industry for 28 years, although for some two or three 
of those years he was handling steel equipment ad- 
vertising while connected with an advertising agency. 


His Chicago trip was strictly one of business. He is well 
sold on the opportunities for increased sales volume on 
the company’s systems and protective equipment. 


Roger Lambert, manufacturers’ representative of Los 
Angeles, registered with the office of this journal by 
telephone from the headquarters of Maso Steel Prod- 
ucts, one of the companies he represents in the western 
states. He was returning from a trip which had taken 
him east to New York, N. Y., and Fall River, Mass. He 
has been operating in the West for a number of years 
and is well known in the trade in that area. 


Harold W. Mann, executive secretary, National Office 
Machine Dealers Association, took time between trains 
to register by telephone on Tuesday, January 29. He 
was en route to Kansas City, Mo., from the East, where 
he had been in the interests of NOMDA, following the 
mid-year meeting of the association’s board of direc- 
tors in Miami, Fla., on January 12. Affable and ener- 
getic, Harold has the executive touch that gets things 
done. He was bubbling with enthusiasm about the 1952 
NOMDA convention and promised great things for the 
assembly in Dallas, Tex., next June 





personality 


HAROLD RICHARDSON — This 


man has known only one business— 


that of a stationer—since he took a 
job in 1916 as a delivery boy and 
janitor. It was evidently the right 


yne for him, for today he is Governor 
Harold Richardson of the !Oth Re- 
gion, NSOEA. Meantime, Harold has 
pursued an interesting career. Prior 
to, and after graduation from Colorado College, where 
he was a member of Kappa Sigma and Alpha Kappa Psi 
fraternities, he worked for E. Frank Winfield, a stationer 
n Grand Junction, Col. In April 1933, he launched his 
wn business, which he operated as sole owner until 1950. 
. that year he formed a partnership with two employees 

o had been with him for many years—Albert Ellington 
a Thoe Berneau. Harold is very proud of a recent 
honor —his appointment as a 32nd degree Mason 
K.C.C.H. He is also a past master of the Lodge of Per- 
fection of Scottish Rite Bodies, past president of both 
the Rotary Club and the Grand Junction Forum Club, 
and a former director of the Chamber of Commerce. 
Another of his interests is The Goodwill Industries, of 
which he is a director and was treasurer for eight years. 
He is a trustee and chairman of the finance committee 
of the First Methodist Church in Grand Junction. A 
27!/>-inch mounted trout hanging in his private office is 
skill in fly fishing, his favorite hobby. 
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Profit Sharing Plan 
(Continued from page 25) 

and his family. Trustees of the 
fund consult him regarding manner 
of payment. 

Termination of employment for 
dishonesty, misconduct or insub- 
ordination terminates an employee’s 
participation in the profit sharing 
plan and his rights to benefits. 

The funds set aside yearly are 
invested by the trustees in Govern- 
ment bonds, or deposited in savings 
and loan institutions where deposits 
are guaranteed by the Government. 

Controlled by trustees, the re- 
tirement funds are not available to 
the company for use or as a loan 
In the event of the company’s lig- 
uidation, each employee will be 
paid in full the amount of money 
credited to his account. 

Despite the highly-competitive 
labor market in the District of 
Columbia with Government oppor- 
tunities for employment at attrac- 
tive wages, employees of the R. P 
Andrews Paper Company continued 
their wholehearted loyalty during 
the war years and carried an in- 
creased workload efficiently 

Witness the employment records 
of many of its employees: 12 have 
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been with the company over 25 
years, 18 over 10 years, and 40 under 
10 years. 

The profit-sharing plan, Mr. 
Yates believes, is largely responsible 
for this devotion even though their 
wage scale compares favorably with 
paper companies all over the coun- 
try and in many cases has been 
even higher than that of other 

Rates of pay at the R. P. Andrews 
Paper Company for similar work 
elsewhere in the District of Colum- 
bia have proven as high and even 
higher. 


A Satisfied Employee 

Here is what one employee, Emily 
Jameson, a secretary who has been 
with the company for over 40 years, 
had to say about the profit sharing 
plan: 

“There was always something of 
a family spirit here from the very 
first day I started. I have always 
enjoyed coming to work here each 
day. We employees get along well 
with each other. The company was 
always concerned about our inter- 
ests. The retirement plan gives an 
employee a wonderful feeling of 
security. It is a deep satisfaction to 
know that when your time comes 


to retire, you will have something to 
fall back on. We have other bene- 
fits— group hospitalization, group 
insurance, but the retirement plan 
makes added provision for future 
needs.” 

In the eight years the profit shar- 
ing plan has been in effect, there 
have been three retirements and 
two deaths of employees participat- 
ing in the plan. In one instance, the 
employee’s widow received a fund 
of $9,700. 
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From time to time there are social 


get-togethers of 
company 25 years at which tokens 
of appreciation for long service and 
devotion are made. 

At one such social gathering re- 
cently Richard L. Genus was pre- 


sented a check for $500 on his 50th = 


anniversary with the company. 
President William N. Schaefer made 
the presentation. 

A brochure of the 50 years of the 
company’s operations recently put 


those with the § 


bd 


- 


out is well illustrated with the roles | 


played by loyal employees in the 
growth of the company. 
pany lists with pride on a bronze 
tablet near the entrance of the 
building the names of employees 
with long records of service 


The com- =F 
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Why INVINCIBLE Desk and Table Tops 
are “Tops” for Beauty and Durability 





INVINCIBLE METAL 
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Careful attention to so-called “minor details” are major 
factors in the superiority of Invincible office equipment. 
The drawing at the left shows details of steel tops on tables 
and desks in “MODERNAIRE” — the up-to-the-minute 
line of steel furniture. Note how the linoleum is molded 
around the attractive curved edge . . . how it is protected by 
the stainless steel binding, from being scuffed by contact 
with chair backs or movement of objects through aisles. 
Corners — where tables and desks are subjected to greatest 
wear — are protected by stainless steel caps. The entire top 
and binding fit into the desk rim of angular, heavy-gauge 
material which is securely bolted to the corners of each 
pedestal. Rim easily may be removed in case user desires 
to change the top size of desk at some future time. For 
detailed information on other construction features which 
help convince users that Invincible furniture is a wise invest- 


ment ‘‘for better business living’’ — write the factory direct. 





COMMERCIAL OFFICE EQUIPMENT 


cO. = MANITOWOC, WISCONSIN 
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MODEL 210 
Store Model 


@ Two of the complete line of 18 R. C. Allen Cash Registers 


“America’s Best Values... 
Best for you, the customer, because when you “buy R. C. Allen” you know you're 


> Best for you, the dealer, because with R. C. Allen you can handle a complete line 
"Of business machines . . . adding machines . . . bookkeeping machines . . . cash 
registers . . . and typewriters. 
Hundreds of dealers are already attracting new customers, building business and 
increasing profits with R. C. Allen products. It will pay you to find out how you, too, 
can profit by selling the complete line of R. C. Allen Business Machines. Write today 
. « « full information will be sent by return mail. 





























The New 1952 R. C. Allen Typewriter 
Setting the Pace in Style and Performance 


R.C.Allen Business Machines, Inc. | 


680 Front Ave., N. W., Grand Rapids, Michigan 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, February 9 


Exhibitions are again coming into the news in 
Britain with the announcement of exhibitors at the 
B.LF. But before then — indeed due to have been held 
before these notes appear —is the huge Office Equip- 
ment Exhibition scheduled for Birmingham and open 
for a fortnight, closing on February 29. 

All in all, there were 75 exhibitors scheduled for this 
and one of the biggest of Britain’s car organizations 
was showing new equipment which enabled it to: — 
(a) halve the staff it previously employed in com- 
pleting export documents and to bring its clerical 
output into line with its factory production. Before 
this firm’s equipment was installed it had taken an 
expert typist eight minutes to fill in the forms for 
the vehicles which were leaving the assembly lines 
at the rate of one every 1°4 minutes. Another exhibitor 
had enabled release papers for each automobile pro- 
duced in a vast new Midlands’ assembly plant (b) to 
be completed before the actual vehicle had passed its 
final test. 

On show, too, were the first British electric type- 
writers. 

This was the 38th Business Efficiency Exhibition. 

A comprehensive description will be sent for the 
next issue of OFFICE APPLIANCES. 


* + . 


Office machinery and appliances follow their record- 
making appearance at the British Industries Fair of 
last year with an even bigger presentation at Olympia 
which will allow of a more varied display of goods for 
world markets. 

The B. I. F. is to be opened on May 5 and exhibitors 
of office equipment include: Gestetner, Ltd., Aldwych 
House, London. W. C. 2. (incidentally the company 
claims it was the first British firm of any kind to be 
placed upon the United States Government Federal 
Bureau Supply List). 

Of interest is a new model 180 which will duplicate 
in all sizes from single postcards measuring 5 x 3 inches 
up to papers measuring 16%, x 1854 inches. 

Hadley Sound Equipments, Ltd., 72, Cape Hill, Smeth- 
wick, Staffs. New for the B.I.F. is a Multicom equip- 
ment which, the firm states, “is a loudspeaking inter- 
communication system considered to be in advance of 
any other system either here or in America. British 
and American patent rights have just been granted.” 

Mooreslip Bindings Export, Ltd., 20, Farringdon St., 
London. E. C. 4. The “Mooreslip” is an entirely new 
invention of binding cases for self-binding printed 
matter such as periodicals, sectional catalogs, house 
journals and advertising literature. It is claimed that 
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the cover will hold at least twice as many pages as 
ordinary type of looseleaf file. 





Two highly flexible strips of steel are passed through © 
the wire staples of periodicals and then tucked into 7 
covers. When the case is full it looks like an ordinary | 


bound book and when cpen it lies perfectly flat. With 
this method no punch is needed, there is no mutila- 
tion of sheets and the case holds up to 1,000 pages in 
half the space of an ordinary file. It looks and works 
like a fast-bound book. 


The chairman of the company, Beecher Moore, and ~ 


the managing director, James Stewart, have had many 
years of experience in the manufacturing and market- 
ing of the many types of loose-leaf binders made by 
Moore’s Modern Methods. Because they considered that 
the new binding case fills such a long-felt need, and 
has such a wide potential market, they formed the 
new company of Mooreslip Bindings to handle the 
product as a special line. 

Moore’s Modern Methods, Ltd., 19-21, Farringdon 
St., London. E. C. 4. To be shown will be a wide range 
of loose-leaf systems, visible records, catalog covers 
and machine accounting equipment. 

The Shannon, Ltd., Shannon Corner, New Malden, 
Surrey. 

The Shannon Visicopier will be new and the firm 
tells me: — ‘‘Visicopier is new and literally makes his- 
tory in that it is the very first time ever that the 
copying-plate method had been adaptable to visible 
records.” 

Included among some 60 exhibitors in this section 
are: Adana (Printing Machines), Ltd., 15, Church St., 
Twickenham, Middlesex; Bar-lock Typewriter Com- 
pany, Ltd., Basford, Nottingham; British Typewriters, 
Ltd., Queen St., West Bromwich; British Vacuum 
Cleaner and Engineering Company, Ltd., Goblin Works, 
Leatherhead, Surrey; F. C. Brown, Ltd., Queen’s Road, 
Bisley, Surrey; Burroughs Adding Machine Company, 
Ltd., Avon House, Oxford St., London. W. 1.; Chubb 
and Sons, Ltd., 40, Oxford St., London. W. 1.; Com- 
munications Systems, Ltd., Strowger Works, Liverpool, 
7.; C-operative Wholesale Society, Ltd., Leman St., 
London, E. 1.; Cox and Company, Ltd., Watford By- 
Pass, Watford, Herts; Dare-Inglis Products, Ltd., 
Du-Al House, Harrow, Middlesex; English Numbering 
Machines, Ltd., Queensway, Enfield, Middlesex; Frank 
R. Ford, Ltd., Sydenham Road, Birmingham 11; James 
Howden and Company, Ltd., 195, Scotland St., Glasgow, 
C. 5; Imperial Typewriter Company, Ltd., East Park 
Road, Leicester, Kingsbury; Components, Ltd., 352, 
Oxford Ave., Trading Estate, Slough, Bucks; The Let- 

(Turn to page 203, please) 
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New “Autopoint’ Companion 
Matching Ball Point Pen and Pencil Set 
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New “Aufopoint”’ 
""VINYLITE” BILLFOLDS 





Simulated 
Pin Seal, 
Lizard and 
Alligator 
grains 





Be. 
@ FAST-MOVING 







SURE-FIRE 
REPEATING 


Culopotnt 


PRODUCTS! 
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Get Your FREE COPY Now! 


In this “Autopoint” Catalog, you will find the key to 
PROFITABLE SELLING .. . because between its 
pages, you literally will find 101 fast-moving, tried and 
proved “Autopoint” products that repeat. . . “in demand” 
products that pay off for you across the counter. 

For many, many years, the “Autopoint’’ Catalog has 
been the “buying source” of thousands of dealers. They 
refer to it, and buy from it, with confidence and enthusi- 
asm. Because they know durable, reliable and attractive 
“Autopoint”’ products offer maximum profit to them, and 
maximum satisfaction to users. 

So we urge you to send for this catalog. It shows many 
new items that will add to your volume and help you beat 
last year’s figures .. . plus the favorite “Autopoint” stand- 
bys you and every dealer knows are as good as “money in 
the bank”. Mail coupon for your free copy. 








TRADE Mark 


BETTER PENCILS 
“Autopoint™ is a trademark of Auvtopoint Compeny, Chicage 


aaa aac ——_—— — |] 


AUTOPOINT COMPANY, Dept. OA-3, 
1801 Foster Ave., Chicago 40, Ill. 


Please send me free, your Catalog of PROFITABLE 
SELLING “Autopoint” Products. If additional copies 
desired indicate number here - 

O Check here to have representative call. 

Name 

Company 

Position 


Street Address 
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Golden State Travelers Club Sales Rally 
Attracts More Than 600 to Auditorium 


The sales rally of District No. 14, NSOEA, set a new 
mark for the industry on the evening of Monday, Jan- 
uary 14, in the Rodger Young Auditorium in Los 
Angeles, Calif. 

Sponsorship of the dinner and the sales session 
following was under the sponsorship of the Golden 
State Travelers Club, District Ne. 14, NSOEA, with 
the co-operation of the Stationers Association of 
Southern California. 

Dealer members of the association sent their out- 
side and inside sales personne! in large numbers and 
the attendance was more than 600, including 564 
for dinner. 

It was the largest crowd ever assembled for an 
evening business meeting on the Pacific Coast. Man- 
agement and sales personnel of the dealers were well 
satisfied with the dinner and the speakers. 

There were about 50 members of the Golden State 
Travelers Club in attendance, participating in a rally 
which had as its theme, “Better Selling for 1952.” 

The idea of having the sales rally originated with 
Ralph V. Maneval, A. W. Faber-Castell Pencil Com- 
pany, who was personally commended by General 
Manager Paul Burbank of NSOEA and District No. 14 
Governor Russell W. Davis, Alhambra Office Supply 


refreshment period, and the sales rally closed at 10:30 
p.m. Dinner fee was $3.50, the only charge of the 
evening, enabling the dealers to bring in their entire 
sales forces for informative and inspiring discussions 
of sales problems and sales methods. Governor Davis 
presided at the meeting. 

The speakers and their subjects were as follows: 
Don Buehrig, senior buyer of Lockheed Aircraft Cor- 
poration, “Selling from the Buyer’s Viewpoint’; Don 
Belding, chairman of executive committee, Foote, Cone 
and Belding, “Psychology of 1952 Selling’; NSOEA 
General Manager Paul Burbank, “The Stationers’ 
World”, and W. H. “Bill” Gove, sales development 
manager of Minnesota Mining & Manufacturing Com- 
pany, “Don’t Just Build a Better Mouse Trap—Do 
Something About It.” 

The national president of NSOEA, Grant Howard 
of Howard & Stofft, Tucson, Ariz., conducted a round- 
table discussion at the end of the meeting. 

Some of the out-of-town dealer contingents were 
from Bakersfield and San Diego, Calif., Tucson, Ariz.; 
Sante Fe, N. M., and other cities in the district. 

The general committee of the sales rally was headed 
by Ralph V. Maneval with the following assistants: 
Co-chairman William Knapp, Russell W. Davis, Reg 
Holliday, Ernest Daniels, George Hatten, William Jen- 
kins, Charles Evans; publicity, William Jenkins, Peter 
C. Masterson, Charles Evans and Ralph V. Maneval; 





tickets, Walter C. Melvin, R. A. Thomas, Herman 


Company. 
Hirdler, Irving G. Satrang, William Knapp, Vernon 


The dinner was served at 6:30 p.m., after a half-hour 





Southern California Sales Rally Banquet Held in Rodger Young Auditorium 
in Los Angeles, Calif., January 14 








Left to Right: 
Russell W. Davis, governor) 
Ernest R. Daniels, Bert Morris Co.; 4 District No. 14; J. Grant Howard, 9 
R. A. Thomas, Grimes Staty. Co.; Bill Gove, NSOEA president; Don Buehrig, Lockheed Air 
Minnesota Mining & Mfg. Co.; Don Belding, Foote — é craft Corp.; Ebenezer Wallace, Sr.. S. California ® 
Cone & Belding; Paul Burbank, NSOEA general manager Stationers; William Knapp, SASC president; George Hatten, 
Ralph V. Maneval, A. W. Faber-Castell Pencil Co. president, Golden State Travelers. 7 


Left to Right: 
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1952 








YOU MU 


TO GREATER PROFITS 


You'll find it more economical to order . . . and 


more profitable to sell . . . this combined line of 


recognized products available from one source. 








REMINGTON Quiet-riter 

feature for feature, dollar for 
dollar — by any standard of 
comparison—no other port- 
able typewriter can equal 
Quiet-riter for sales appeal 


and customer approval. 
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TOPflight Adding Machines 


Unmatched for sales and 
profit because they are the 
fastest selling . . . the largest 
selling line of dealer model 
adding machines found on the 
market today. 








Line-a-time Copyholders 


Everywhere there is a type- 
writer there is a spot for 
Line-a-time. Think of the 
number of typewriters in your 
area—then think of the poten- 
tial sales of Line-a-time. 
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Valliet, George Hatten, Walter Waldvogel and Ernest 
R. Daniels. 

The meeting was started with an inspiring invoca- 
tion by Ebenezer Wallace, Sr., Southern California 
Stationers. 





Texas Travelers Mark 25th Anniversary 
During NSOEA Regional Meeting 


Plans for the silver anniversary party of the Texas 
Travelers have now been made, the date for the fes- 
tivities having been set for March 26. This will be on 
the evening prior to the regional meeting of the Ninth 
District of NSOEA, to be held at the Baker Hotel in 
Dallas, on March 27 and 28. 

Chairman of the party will be O. D. Mann, assisted 
by Dick Lowe, Ben Garlinghouse, Art Pfister, Dan Mac- 
Dougall and Art Carrow. It will be a past-presidents’ 
gathering. 

Past-presidents of the Texas Travelers are: *Phil 
Webster, 1927 and 1928; *Horace Hamilton, 1929 and 
1930; *George Cunningham, 1931; L. H. McDaniel, 1932 
and 1933; *Bill Elliott, 1934; O. D. Mann, 1935; Tom 
Hanson, 1936; Ward Silliman, 1937; *C. R. Wakefield, 
1938; R. F. Lanham, 1939; James D. Pryor, 1940; *Jack 
Mathews, 1941; Fred Deutsch, 1942; W. F. Gigliotti, 
1943; Tom Riley, 1944 and 1945; Fred Deutsch, 1946; 
R. C. Gage, 1947; A. M. Carrow, 1948; Philo H. Leonard, 
1949, and Charles H. Wallace, 1950 

*Deceased. 

The first annual meeting of the Texas Travelers was 
held at the St. Anthony Hotel, San Antonio, March 28, 
1927, and the first officers to serve were Phil F. Web- 
ster, president; Tom C. Riley, vice-president and treas- 
urer, and George M. Cunningham, secretary. 

Herb L. Beckman was the first corresponding secre- 
tary. Herb was then with the Wilson Stationery & 
Printing Company in Houston, later with Boorum & 
Pease Company, and is now operating his own business 
in Houston. 

The charter members of the Texas Travelers were: 


Jack Autry, Cooke & Cobb Co.; E. B. Allen, Globe-Wernicke 
Co.; Earl H. Brown, American Lead Pencil Co.; E. V 
Bogart, broker; Walter B. Buschardt, Eaton-Crane & Pike; 
O. F. Bordelon, The Wahl Co.; W R. Brummett, Dennison 
Mfg. Co.; Carrol R. Burkhart, Graff-Underwood; A. E. Besser, 
Shaw Blank Book; George W. Bacon, Miller-Bryant-Pierce; 
George M. Cunningham, The Carter's Ink C Tom Connelly, 
The General Fireproofing Co.; A. O. Cole, Irving-Pitt; L. H 
Colomb, Weis Mfg. Co.; Fred C. Christensen, S. E. & M. Ver 
non, Ine. 

L. L. Dorsey, Dennison Mfe. Co William Elliott, Conklin 
Pen Co.; E. E. Edwards, Exclusive Co.; H. J. Frey, Gibson 
Art Co.; J. F. Finnegan, Art Metal Construction Co.; O. E 
France, broker; C. E. Gowdy, Richard Best Pencil Co.; Bill 


. 
> the 


TON TITS 


~~ 


Hoge, The General Fireproofing Co.; J. B. Hoag, Jr., Bugg; 
Co.; Horace T. Hamilton, Reyburn Mfg. Co. Inc.; Char} 
H. Hyatt, Defiance Mfg. Corp.; J. H. Joch, Rand McNally; 
Ben Jaffrey, Art Metal Works; Bert P. Jackson, Bainbridge, 
Kimpton & Haupt, Inc.; L. R. Klein, Yawman & Erbe Mfg, 
Lo 

B. C. McKay, broker; W. E. McCain, Wilson Jones Co; 
O. D, Mann, broker; P. F. McLaughlin, F. 8S. Webster Co; 
W. R. Owens, broker; F. M. O’Brien, Clauss Shear Co.; E. F, 
Perry, Wilson Jones Co.; E. E. Parrette, Henderson Litho; 
L. J. Prues, Joseph Dixon Crucible Co.; J. C. Peddyoord, A. & 
Davis Co.; Frank Plee, Eaton-Crane & Pike; Pete Reitzel, 
Boorum & Pease Co.; Tom C. Riley, Eberhard Faber Pencjj 
‘o Roscoe Rodgers, Brown-Morse Co.; R. B. Randall, The 
‘arter’s Ink Co.; J. C. Runnels, Jaclin Stationery Corp.; John 
(}. Rix, Meilink Steel Safe Co.; H. B. Reynolds, National Fibre 
Stok Envelope Co.; F. M. Ryan, Milwaukee Chair Co.; L G, 
Rush, Sanford Ink Co. 

H. H. Schierloh, Eastern Tablet Corp.; F. A. Schaeffer, 
Dixie Cup Co.; Monroe Strauss, Berler & Morton Stein; R. E, 
Spaeth, McMillan Book Co.; C. B. Van Leer, Spencerian Pep 
(‘o EF. M. Von Ritter, Stationers Loose Leaf Co Courtney 
(. Wall, Irving Pitt: Phil F. Webster, broker, and H. Nor- 
man Waddington, Mittag & Volger, In 


The general committee for the Travelers for the 
Ninth Regional meeting is composed of: Julian Bailey, 
Eagle Pencil Co., chairman, and Charles H. Wallace, 
Parker Pen Co., co-chairman. 

Members of the reception committee are: George 
Tarrant, The Carter’s Ink Co., chairman; J. Forrest 
Jones, Dennison Mfg. Co.; Harrison M. Cooper, Asso- 
ciated Stationers Supply Co.; Art Buchanan, Carpen- 
ter Paper Co.; Ray Howard, Esterbrook Pen Co.; Doyle 
May, American Pencil Co., and Norman Snider, Boorum 
& Pease Co. 

The entertainment committee comprises: Gene Col- 
lins, Hesse Envelope Co., chairman; Ed. Jungbluth, 
White & Wycoff Mfg. Co., and Art Pfister, Smead 
Mfg. Co. 

Publicity committee is composed of: Art M. Carrow, 
Speed Products Co., chairman; Jack C. Kern, manu- 
facturer’s representative, and Scott D. Denny, Ennis 
Tag & Salesbook Co. 

On the golf committee are: A. L. Dabney, Montag 
Bros., Inc., chairman; Ernest M. Stewart, Jr., manu- 
facturers’ representative; Jack P. Moore, Jr., Minne- 
sota Mining & Mfg. Co.; Pat Whitesides, manufacturer’s 
agent, and Alvin G. Blakey, Le Page’s, Inc. 


On the registration committee are: Jack P. Fleming, 
secretary and chairman; Charles C. McDaniel, Ennis 
Tag & Salesbook Co.; Ben Garlinghouse, Globe-Wer- 
nicke Co., and C. B. (Cliff) York, Eberhard Faber Pen- 
cil Co. 

In charge of the Friendship Room arrangements are: 
W. F. Gigliotti, chairman, manufacturer’s representa- 
tive; Fred Richardson, Minnesota Mining & Mfg. Co, 
and W. L. Rogers, Markwell Mfg. Co. 





: 


District No. 8 NSOEA Pre-Planning Meeting in Hotel Muehlebach, Kansas City, Mo. 


SEATED AROUND LUNCHEON TABLE (directly in front of camera 
Chester A. Kennedy, Wm. J. Kennedy Staty. Co., St. Louis, Mo.; Alex 
J. Bartens, Shallcross Staty. Co., St. Louis, Mo.; Jos. D. Landes, Schooley 
Ptg. & Staty. Co., Kansas City, Mo.; I. Voda, Wallace Pencil Co.; 
Leonard B. Wilcox, Roberts Ptg. & Staty. Co., Hutohinson, Kans.; George 
Rocker, Gunlocke Chair Co.; Barrett Mitchell, Invincible Furniture Co.; 
Dick Fuller, Smead Mfg. Co.; STANDING IN REAR—Al Cook, Cook 
Office Furniture Co.; Tom Seward, Speed Products Co.; W. B. Bohart, 
Eberhard Faber Pencil Co.; Art Reed, Latsch Bros., Lincoln, 

Fred Pitt, manufacturers’ representative, Kansas City, Mo.; W. Lee 
Gamel, Bates Mig. Co.; Bill Cromwell, Eaton Paper Co.; STANDING 
AGAINST RIGHT-HAND WALL—Geo. Wilkerson, Elkins-‘Swyers Co 
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Springfield, Mo.; Jack emany Business Equipment Co., Kansas City, 
°. 


Mo.; Joe Rock, Wilson Jones ; E. J. Shelpman, Shelpman Co., Spring- 
field, Mo.; SEATED—-Earl Scott, Bauman Office Equipment Co., Wichita, 
Kans.; Dan MacDougall, Stationers Loose Leaf Co.; John Brain, Jr. 
Brain's Staty. Co., Omaha, Nebr.; Dave C. Neuhaus, manufacturers 
representative, Kansas City, Nebr.; Fred Pfaff, Governor District No. 
8, NSOEA, Omaha, Nebr.; Ray Baldwin, Gallup Map & Staty. Co. 
Kansas City, Mo.; SEATED AT REAR TABLE—Bill Froehle, Boorum & 
Pease Mig. Co., St. Louis, Mo.; Clinton Cooper, Esterbrook Pen Co.j 
Vic Agee, Midland Staty. & Supply Co efferson City, Mo.; Bob 
Krohne, American Lead Pencil Co.; Vaughan Williams, Schooley Ptg. 
& Staty. Co., Kansas City, Mo. 
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METAL TABBED 


PRESSBOARD 


GUIDES 











Printed, easy-to-read tabs —Alpha- 
betical 25 to 3000 A-Z, Daily 1-31, 
Months, States. Also available with 
blank inserts and celluloid windows. 





Metal tabs are finished in green or 
black baked enamel for neat appear- 

ance and lasting protection. Large 
i window areas for index inscription. 





Sizes for all standard filing requirements 

letter, cap, invoice, ledger, document, 

| check and card. Non-regular sizes on 
special order. Guides are furnished with 
or without bottom tabs. 


Recommend slanted tabs to your 
customers. Index inscriptions are 
easier to see—especially in file 
drawers at lower levels. 










hout sacrificing quality will instantly recognize the superiority of Weis 
A tal Tabbed Pressboard Guides. Proof of their remarkable endurance 

_ will be confirmed after years of service in busy files. Made of attractive 
pear ll gray pressboard and sturdy one-piece metal tabs, these guides are 
perfect combination of scientific design, durable materials and careful 
ion. Users will want them for more and more files. That means 


. . profit for you. See our Price List for complete details. 

















Aas 


METAL TABBED 


PRESSBOARD 


FOLDERS 
























Choice of three widths of metal tabs 

r both folders and guides. Special 
yositions and combinations according 
to order. Green enameled tabs are 
ent unless black is specified. 


Printed tabs, alphabetical 25 to 3000 
A to Z or blank tabbed folders to 
fit customer's indexing needs. Made 
in letter and cap sizes. 





Note the long-wearing fabric gusset 
allowing for a full inch of folder expan- 
ecommend slanted tabs to your : z . 
ustomers. laden lnscsigtlens on sion. Distributes weight of contents even- 
easier to see—especially in file ly over flat bottom. Wider gussets may 
jrawers at lower levels. be obtained on special order. 





Metal Tabbed Pressboard Expansion Folders are made of the same 
smooth pressboard and durable metal tabs as the time-tested Weis 
guides. Ideal for the cae ee 
a desk drawer or regular file drawer. Any folder and the 
be quickly removed for sii aelesecice sari lias aise 
cabinet. Be sure to have these folders in stock. Be ready to 
the many important advantages thet will Sites: <oaeeeane 
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METAL TABBED 
PRESSBOARD 
CARD 


GUIDES 


Guides are made in sizes for 
all standard file cards. 
Printed—-NOT STAMPED tab 
inserts 25 to 3000 A-Z, 
Days 1-31, Months or States. 


Metal tabs for card guides are 
made in three widths and are 
spaced on stock guides in appro 
priate positions to meet normal 
Also blank tabs for cus- filing requirements. Other 
tomer’s written, typed or | | I | | positions or combinations on 
lettered index inscriptions. IAA i special order. 














See our Price List for complete information on all types of card guides. 











| The Weis Manufacturing Company 
| — 
a 1892 fj (ley 1952 


Monroe, Michigan 


NEw YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


BosTON 10: Adams, Cushing & Foster, Incorporated 





Carpenter Paper Company 


OKLAHOMA CITY 1 FORT WorTH 1 HOUSTON 2 
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ACELINER 
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STAPLING EQUIPMENT 





GIVES YOU A 


Happier Customer 
WITH EVERY SALE! 
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Keeping customers “happy” is the surest way ' 
to build a large and profitable business. You can 
make them happier than ever by handing them ', 
an ACE, every time they ask for “a Stapling ' 
Machine,” “Staples,” or “Staple Remover.” * ! ACE STAPLE 
Fastening and wnfastening papers, with greater 1 REMOVER 
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speed and efficiency, has been our specialty for 
more than 20 years. Millions of ACE Staplers 
and Staple Removers have served in every part 
of the world. * Dealers everywhere prefer to 
push ACE above all other Stapling Equipment. 
They know from long experience that ACE will 
give more satisfaction .. more actual value.. 
more years of unfailing service. You'll have 

eal happier customers too. . customers who come 
back again and again for more ACE products .. 
if you'll feature and push the sale of this top 
quality line. Free material for display and 
distribution is always available. 





SOLD THROUGH DEALERS EXCLUSIVELY 


HOW THE ACE PROCESS MAKES ACE STAPLES STRONGER 





FIG. 1 FIG. 2 


f 
; ACE engineers have developed a process which gives ACE Staples 
the exact degree of hardness and rigidity needed to insure greater 
* tensile penetrating strength. FIG. 1 shows a cross-section of oan 
j ALL-ROUND steel wire. Ace uses only premium, precision-made, 
5 occurotely drawn-fo-size steel wire. FIG. 2 shows the all-round 
steel wire after being treated by the ACE PROCESS. This gives 
maximum strength on the outer edge where if is needed most. 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE « CHICAGO 
IN CANADA e ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 


OFFICE APPLIANCES, March, 1952 71 











Sales 


Se 5 










Cy german emeescan see 


l 





Old Town 


SUPER-KLEEN 


oe 


(INS HANDS DOWN 





Spirit Carbon 


Super-Kleen turns ‘“‘thumbs down" on carbon copy hands! 


Write today for Dealer 
Franchise Information 





This truly amazing spirit carbon, with the sealed in ink, 


doesn't rub off on fingers and clothes. 


Make this test. Pick up a sheet of Super-Kieen. Rub your 
oS hands across the smooth, clean surface. RESULT: Your 
hands will not show the faintest trace of ink. Even the 


edges are sealed. 


Insert Super-Kleen in typewriter and start typing. The 
pressure of the keys breaks through the moisture-proof, 
protective covering and the brilliant Old Town carbon ink 
gives you hundreds of high-quality copies on your OLD 
TOWN SPIRIT DUPLICATOR in a matter of minutes. 


Ole Town 


Manufacturers of DUPLICATING MACHINES 
CARBON PAPERS - RIBBONS 





750 PACIFIC STREET @ BROOKLYN 17, NEW YORK 


‘Ferfeatly Mated 


BECAUSE THEY'RE MADE FOR EACH OTHER 


Old Town 010 Town 
Super ~Kloow, « G pint” 
Spirit Carbon Duplicator 


Together they reproduce hundreds of brilliant, high- 
quality copies in a matter of mere minutes. 
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Great Lakes Travelers Club Holds “Selling—Here’s How” Meeting in Hamilton Hotel, Chicago 


Beach, Consodine Address GLTC 


“Selling —Here’s How” Session 

The Grand Ballroom of the Hotel Hamilton, Chicago, 
was the scene of a simulating “Selling—Here’s How” 
clinic under the sponsorship of the Great Lakes Trav- 
elers Club Wednesday evening, January 16. 

A total ticket sale of 458 was reported for this event 
inder the chairmanship of John Smythe, Geyer Pub- 
lications, assisted by a committee of GLTC members. 
Don Sharpe, Reyburn Manufacturing Company, Inc., 
president of ths velers, welcomed the audience and 
eclared the clinic was another evidence of closer 
‘o-operation between manufacturers’ representatives, 
dealers and dealer employees. 

The three-part program was opened by a new Illinois 
Bell Telephone Company movie which graphically 
portrayed to salesmen and others how they can im- 
prove their telephone personalities. 

The speakers were Frank H. Beach, professor of mar- 
keting at the University of Illinois, and Charles G. 
Consodine, honorary member of GLTC and NSOEA, 
now a sales executive with Miller High Life Company. 

His audience was charmed with the humor and the 
sales philosophy expressed by Prof. Beach, a personable 


former Big Ten athlete and sports official. His talk 
linked salesmanship and the game of golf based on 
the usual temperament of the golf pro that he is 
always dissatisfied with his game, and like the sales- 
man, wants ntinually improve it. Some of the 
telling shots he made were these: 

If you can put a smile or a laugh on the face of 
your customers you will be more successful... . 

A salesman, like a golf pro, should have a scientific 


approach to hi b 





. Don Sharpe, Reyburn Mfg. Co., 


Saghents « on 8 Selling . 


president of t Lakes Travelers Club, with Speakers Frank 
Beach and Charles Consodine at “Selling—Here’s How” meeting 
n Hamilton Hot icago, January 16 
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“Sell the buyer on the fact that it will be of profit 
to listen. That’s your tee shot... 

“In golf you don’t rattle your opponent. It is just 
the same in salesmanship. Play a polite game. Be a 
good listener. ... 

“Take divots in the form of turf while doing your 
sales demonstrations. Seeing is selling as well as seeing 
is believing... . 

“A sales pro can avoid traps by anticipating ob- 
jections. ... 

“Selling is going to get tougher before it gets easier,” 
he concluded, “and the salesman who expects to get 
by on a Slapstick approach will have a jolt. Don’t be 
just a golfer. Be a pro. Roll up your shirt sleeves and 
shoot for the moon in your sales game in 1952.” 

Charles Consodine recalled with pleasure that some 
16 years ago he had participated in a like gathering 
in Chicago. 

Speaking in a philosophic vein he advised salesmen 
to ponder on “Who are you? Where are you and what 
are you going to do about it? .. . I think we will have 
to solve our own problems. 

“We all know there are two kinds of sales,” he 
declared, “Creative sales and developed sales. The 
1950 census showed these facts: The United States had 
15% of the world’s population and 15% of the world’s 
national resources yet produced 35% of the world’s 
goods. We produced 50% of the heavy goods and more 
agricultural products than all other nations put to- 
gether.” 

Selling this productivity, the speaker stressed, was 
up to the salesman, the responsibility he undertook 
when he decided to join that occupation. “You belong 
to one of the oldest and most honored professions in 
the world,” he asserted. 

“Are you going to accept that responsibility? Many 
of us loved and knew Stevens, Horder and Gibbs, men 
who gave their lives and many hours to make this 
industry what it is today. You are their successors. 
Are you carrying on under the conditions they set 
down. You alone can answer that... .” 





Friden Awaits International Sales Convention 


Record sales in 1951 and continuing heavy sales 
volume point to new attendance marks for annual in- 
ternational sales convention—Fiesta de los Conquista- 
dores—being held by the Friden Calculating Machine 
Company, Inc., San Leandro, Calif., May 5-10 at Vir- 
ginia Beach, Va. 

General Sales Manager L. B. Taylor reports that with 
the final quarter of the sales contest now underway 
there are 262 salesmen from 41 states, Hawaii and five 


73 























Farewell Affair .. The scene at 
farewell dinner party given in New York 
City to Joseph A. Johanson, sales repre 
sentative upon the occasion of his recent 
resignation from the Wilson Jones Co. Pic- 
tured (left to right) are: FRONT—D. Morris, 
A. Hoagland, M. Dobkin, J. Behr, S. Patrick, 
E. Dooley, H. Graves, J. Johanson; SECOND 
ROW—R. Miller, M. Marlin, L. Madans, J. 
Wexelbaum, E. Healy, L. Epstein; THIRD 
ROW—E. Gross, J. Paul, C. Thomas, M 
Manupelli, J. Cook, B. Saltzman. 








foreign countries nearing qualification for the reward 
trip. Last May there were 227 who attended the first 
Fiesta session at Del Mone on the Monterey penin- 
Sula. 

Business sessions for Friden salesmen and managers 
will be held this year at The Cavalier, Virginia Beach, 
with a complete program of entertainment scheduled 
for after-meeting hours. 

Hosts for the convention with Mr. Taylor will be 
President Walter S. Johnson, Vice-President and Gen- 
eral Manager John M. Lund, Export Sales Manager 
Stanley M. Friden and General Chairman Norman S 
Jones. 





Standard Furniture Holds Regional Meeting 


One of a series of regional conferences of Standard 
Furniture Company dealers was held in the Egyptian 
Room of the Hotel Bond, Hartford, Conn., on January 
14 with those attending having an estimated Standard 
Desk merchandising experience of more than 500 years. 

This conference, comprising a dinner and merchan- 
dising meeting, was for dealers of western New Eng- 
land, Vermont, New Hampshire, western Massachusetts 
and western Connecticut only. Total attendance was 87. 

A similar meeting for Providence and Boston area 
dealers was held in Boston last fall and a session is 
planned for June or July at Bangor, Me., for Maine and 
eastern New Hampshire dealers. 

Prior to the dinner, W. E. Kelsey & Sons, Hartford 
Standard Desk dealers, held open house for the visitors 
in the firm’s new salesroom 

Sam Earl, president of Standard Furniture Company, 
was unable to attend because of unforeseen business 
developments. Executives present, however, included 
Glenn Elwood, general sales manager; George Stocker, 


advertising and sales promotion manager and D. A 
Towle, Jr., New England regional sales manager. The 
latter presided at the session. 

An interesting sidelight is that Mr. Towle, who served 
as an Army officer in both world wars, introduced a 
Standard dealer, Dwight Phelps of Richmond, Vt., who 
in World War I saved Towle’s life by going into the 
German lines and dragging him back after he had 
been badly wounded. After 34 years, Mr. Towle was 
able to publicly thank Mr. Phelps before his native 
New Englanders for what he did in 1918 to Save a 
fellow soldier’s life. 

Two new Standard desk groups were introduced to 
dealers and they were made acquainted with new sales 
promotion and advertising aids. George tocker 


D. A. Towle, Jr. 





showed color photos of dealer window displays and 
the new desk models. 

Sales Manager Elwood delivered the principal address 
of the evening, discussing Standard plans for 1952 
Mayor John F. Previdi of Danbury, Conn., a Standard 
dealer, responsed with humorous remarks following 
presentation of a little red kerosene lantern with 
special bearing on his political activities. 

Entertainment was provided by the Arch Daley 
Agency of Hartford through the presentation of a New 
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ERELLENCE 


74 





Standard Furniture Co. Sales 


Meeting ...Two views from the Standard 
Furniture Co. regional dinner and sales meet 
ing held in the Hotel Bond, Hartford, Conn 
January 14. TOP—More than 140 years of 
Standard merchandising are here represented 
Left to right: Perc. Jacobs, R. E. Rembert Co. 
New Haven, Conn.; E. P. Gowdy, Pittsfield, 
Mass.; W. E. Kelsey, Sr., W. E. Kelsey & Sons 
Hartford, Conn.; J. E. Feeley, Springfield OF 


fice Supply Co., Springfield, Mass George 
Stockner, advertising manager, and Glenn 
Elwood, general sales manager, Standard 


Furniture Co.; W. N. Block, Walter N. Block 
& Son, Norwich, Conn.; C. H. Demond, C. 
Demond & Co., Greenfield, Mass.; Sid Challen 
ger, Fargo’s, Bridgeport, Conn. BOTTOM 
General view of the dinner for western Massa- 
chusetts and western Connecticut Standard 
desk dealers 
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YAWMAN*? FRBE MFG.(O. 








Invite a man into this office... 


and he'll try to buy it from you! 


Experience of seventy-two years has gone 


into the design of this office. 


When you show it to an executive, it makes a solid 
impression even before you point out the detailed advantages 


of each piece of “Y and EF furniture. 
This impression makes sales. 


*Y and E” leadership in planning office equipment 
for successful men puts the “Y and E” dealer first in his 
field. Look for the mark of suecess—“*Y and E”— 


to keep you ahead in years to come. 


The franchise that means quality merchandise 


Also Makers of Quality Filing Systems and Supplies MARK OF SUCCESS 





ROCHESTER 3, N. Y., U.S.A. 
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Diebold Branch 
Managers Confer 


York City and Hartford young artist, Miss Gweneth 
Gilbert. 

Dick Whiting, Northern Office Supply Company, 
Littleton, New Hampshire, received the award for the 
dealer traveling the most miles to attend the dinner 





Printers and Stationers Plan Convention 


The board of directors of the Printers & Stationers 
Association of Louisiana met in New Orleans on Janu- 
ary 12, to make plans for the annual convention, which 
will be held at the Charleston Hotel, Lake Charles, La., 
on May 17 and 18. Thirty members were present at the 
meeting. 

The Graham Paper Company, The D. & W. Paper 
Company and E. C. Palmer Company were the hosts 
at a luncheon which was held at the Monteleone Hotel 

Bob Burns, president, (Bob Burns Printing Company, 
Monroe, La.) called the meeting to order with the fol- 
lowing in attendance: L. W. Tabb, Lake Charles Office 
Supply, Lake Charles; Mrs. Inez Land, Franklin Press, 
Baton Rouge; H. C. Kuhlman, H. C. Kuhlman Com- 
pany, Baton Rouge; E. C. Arceneau, General Office 
Supply, Lafayette; Claude Latil, Latil Stationery Com- 
pany, Baton Rouge; Edgar Jordan, Sr., Standard Print- 
ing Company, Alexandria; Marvin Drake, The Drake 
Company, Shreveport, La.; Virgil Jones, Alexandria 
Office Equipment, Alexandria; Roland Rogers, Henri 
Petetin, Inc., New Orleans; Tom Kreiter, T. J. LeBlanc, 
H. N. Connay, Paul Mule, J. E. Joly, Alfred Page, Clem 
Bernard and Nick Wolverton, all of New Orleans. 

The hosts were Russ Shaw, D. & W. Paper Company; 
J. E. Blazek and A. C. Colomb of E. C. Palmer Com- 
pany, and Al Shands of Graham Paper Company. 

All travelers are invited to attend the convention 





Chi-Co Again Host to Stationers 


Chi-Co, an organization of stationers in the area 
outlying the Metropolitan section of Chicago, was 
again host to a delightful holiday party on Wednesday 
night, January 9. 

This is an annual feature and once again Ernie 
Lund, Englewood Blue Stationers, was the generalis- 
simo of the party at the Hamilton Hotel. The 150 at- 
tending gathered early for cocktails and following the 
banquet enjoyed an evening of cards and other pas- 
times. 

The new president of the organization is Joe Mc- 
Shane, Jr., Northern Indiana Stationers, Hammond, 
Ind. Mrs. Matilda Klein, Auburn Park Stationers, con- 
tinues as secretary. 





Diebold Holds Branch Managers’ Conference 


Canton, Ohio, was the site of the Diebold, Inc., an- 
nual January branch managers’ conference. In attend- 
ance for the two-day session were branch managers 
and assistant branch managers of Diebold’s 32 national 
direct sales branches located in major cities from coast 
to coast. 

Chairmaned by W. K. Wilson, sales manager of the 
systems division, the two-day program featured talks 
and discussions on sales prospects in 1952, a complete 
review of the company’s extensive selection and train- 
ing program for salesmen, and a comprehensive pres- 
entation of the sales promotion and advertising pro- 
gram. 

Highlight of the “It’s Up to You in '52” program were 
a group of skits enacting typical sales situations and 
branch operations. 

Immediately following this meeting at Canton, the 
branch managers traveled to their respective regional 
“kick-off” meetings held in conjunction with the sales 
organization in Los Angeles, Dallas, Atlanta, Chicago 
Canton, New York and Philadelphia. 

Mr. Wilson, speaking at the closing banquet of the 
meeting, outlined the increasing potential for the 
company’s record handling systems and protection 
products as well as Diebold’s microfilming equipment 
Flofilm. 

In addition to a national direct sales organization, 
Diebold maintains a dealer organization of 300 
throughout the United States 





Plastic Coatings Group Elects Officers 


Ernest S. Kulp, member of the board of directors 
and of the executive committee of The Masland Dura- 
leather Company, was elected president of the Plastic 
Coatings & Film Association at the annual meeting, 
held in January at the Waldorf Astoria, New York City 

He succeeds J. W. F. Young, secretary of The Federal 
Leather Company. Mr. Kulp also serves as Masland’s 
director of market research and of government pro- 
curement. 

G. H. Callum, sales manager of coated fabrics di- 
vision, United States Rubber Company, was named 
vice-president of the group which represents manu- 
facturers of 80% of national production of all plastic 
sheeting over 10 mils and 62% of plastic coated fabric 
output. 

The association’s new executive committee includes 
Mr. Kulp, Mr. Young, Mr. Callum; J. R. Buckley, E. I. 








Boosting Ink Sales .. . Congregated 
on the steps of the main office building in 
Boston, Mass., are members of The Carter's 
Ink Co. sales force. The men in this group 
representing Carter throughout the eastern 
half of the country, attended a sales con- 
ference the theme of which was “Planned 
Selling and What It Can Do in 1952.’ 
Carter salesmen from the southern and 
western states attended separate group 
sessions in Dallas and Los Angeles 
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Harter quality is the kind that pleases customers 

not only as they buy but also for years to come. It 
avoids kickbacks and builds your reputation as 

a dealer handling dependable office equipment. Good 


example is the E-Line of rigid back posture chairs. 


I 


They have precise fingertip control of all posture 
adjustments, permanently comfortable foam rubber 
cushions. fine steel construction and rich 


upholsteries. No compromise here with quality! 


Harter Corporation, 325 Prairie Street, Sturgis, Michigan 
& § 


HARTER 


POSTURE CHAIRS 


MICHIGAN 


STURGIS, 
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E-LINE BASE 





SERVICE LIFE— UNLIMITED! 


Formed and welded into a permanent one-piece base 


of functional modern design, this base identifies 
the E-Line. New reinforcement plate gives 


extra strength where needed most. 


E-LINE QUALITY 
MODEL E-I15R 


Secretarial 
Posture Chair 
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duPont de Nemours & Company; Elmer French, Fire- 
stone Plastics Company; J. P. Houghton, Joanna West- 
ern Mills Company, and J. D. Lippmann, Textileather 
Corporation. 

Paul F. Johnson continues as executive secretary 





OFAC Members Hear Sales Talk 


At the first meeting of 1952, held in the Harrison 
Restaurant on Monday evening, January 7, 30 men 
were present to listen to an excellent address on sales- 
men and selling by J.G. Shiffman, sales manager of the 
Century Metalcraft Corporation. Abe Golden, Royal 
Metal Manufacturing Company, activities secretary, 
introduced Mr. Shiffman, whose talk was titled, “Vol- 
ume Equals Pressure Divided by Resistance.” 

Asserting that a salesman is a vital factor in the 
total picture of any business, the speaker said that a 
salesman can function at his best only if he has a good 
knowledge of all the phases and inter-relationships of 
the business with which he is connected. On that 
premise, Mr. Shiffman showed a chart revealing the 
structure of a business from the manufacture of an 
item to its delivery to a consumer. 

Although a salesman is no more important than any 
other key man in a business organization, he some- 
times thinks that he is, Mr. Shiffman pointed out, be- 
cause he is the last in line. The genuinely successful 
salesman is the one who knows the importance of all 
the factors in an organization 

Answering his own query, “Who gets the order when 
goods, services and prices are the same?” the speaker 
said that is the salesman with ideas, the one who can 
Overcome sales resistance by exerting the right kind 
and amount of pressure. When that pressure is studded 
with ideas, resistance goes down and sales volume goes 
up. 
The address made such a strong favorable impres- 
sion that a spontaneous demand developed for copies 
of it to be made available to all OFAC members. 

Under the chairmanship of Norman Ginsburg, Jos. 
Ginsburg, Inc., president of the association, a business 
meeting occupied the remainder of the evening. 





Associated Stationers Salesmen Convene 


Congregating in Chicago during the holidays, as has 
been the custom, salesmen of the Associated Stationers 
Supply Company held a sales meeting with Sales Man- 
ager C. B. Horr. 

The men attending, and their respective territories, 
were: 

A. C. Burton—Ohio, Kentucky, West Virginia, west- 
ern New York and Pennsylvania 

William T. Leineweber—Illinois ‘except the City of 
Chicago) and Wisconsin. 

Owen Doss—Iowa, Missouri, Minnesota, Nebraska, 
North and South Dakota. 

A. H. Spafford—City of Chicago 

C. B. Horr—Home office. 

H. M. Cooper—South and Southwest 

Walter Levora—Home office 

F. E. Booth—Rocky Mountain territory and Kansas 

B. L. Beeler—Indiana and Michigan 
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Best Wishes ... E. C. Mcwley (left), who has been an out. 
standing salesman of Underwood Sundstrand and Underwood 
Elliott Fisher accounting machines in New York City, accepts a 
remembrance from his associate, George A. Werner, at a luncheon 
held recently in his honor. Mr. Mawley, who is retiring from the 
company’s New York sales organization, will, after an extended 
trip, take residence in Florida where he plans to resume his busi- 
ness machine association. 





Dallas Convention Plans Move Ahead; 
Committees Named for March Event 
REPORTED BY ART CARROW 


Committees for the District No. 9 NSOEA regional 
meeting have been formed and present plans indicate 
that the 1952 convention will surpass all previous ones. 

A Past Presidents’ Party on the evening of March 
26 will launch the convention. This will also mark 
the Texas Travelers Club 25th anniversary, which will 
be celebrated by a banquet. 

Names of the speakers for the meetings on the 
27th and 28th of the month have not yet been received, 
but the officers are confident that the group will 
present a constructive program 

Many special features are being planned for the 
ladies in attendance and other entertainment plans 
include a golf tournament on the afternoon of Friday 
March 28, the same day that the convention banquet 
will be held. The Friendship Room will be open at 
all suitable hours. 

Master of ceremonies for festivities following the 
banquet will be Bill Grant, “The Gloom Chaser.” 

The troupe of talent will number among it the 
Joan Frank Dancers and other entertainers whose 
acts were enjoyed at previous conventions. 

The complete list of committees for the convention 
1S 

Officers—Gus Trahan, Lafayette, La., governor; H. 

Turn to page 129, please 


Sales Session Pictured at a recent 
sales meeting of the Associated Stationers 
Supply Co. in Chicago are (left to right in 
rear): A. C. Burton, William T. Leineweber, 
Owen Doss, A. H. Spafford, C. B. Horr, H. 
M. Cooper and W. LeVora. Seated in the 
foreground are F. E. Booth and B. L. Beeler. 
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In the few months since M & V Silk Spun @ It's More Durable—Finest imported tissues 


Curl-Less carbon paper was introduced to and superior ink formulas assure longer life, 
Stationers, its popularity has grown tremen- more service, which means greater economy 
dously—and for good reasons. Silk Spun is a in the long run. 


superior carbon paper. Once they use it, cus- 


@ It's Eye-Appealing—Silk Spun’s MIRACLE- 
TONE velvety gray back, colorful back im- 
@ It's Cleaner—Silk Spun’s CLEAN EDGE print, and attractive packaging, catch the 
helps to eliminate smudged fingers and soiled customers’ eyes. 
carbon copies through ease of handling. 


tomers are satisfied with nothing less, because: 


Write or call your nearest M & V branch office 
@ It Has Better Manifold Ability—Improved for a demonstration of this amazing new carbon 
carbon formula gives extra writing strength paper. See for yourself why it’s bringing more 





In oOut- 
wood for many more clear, readable copies. business to dealers everywhere. 
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7 7 MITTAG & VOLGER, INC. 
re V Park Ridge, New Jersey 


Fine Carbon Papers and Inked Ribbons Since 1881 


eceni 
ners 
ht in 
eber 


: the NEW YORK 7, N.Y. BOSTON 10, MASS. CHICAGO 6, ILL. 
eler 261 Broodway 75 High Street 558 W. Washington St. 


BRANCH OFFICES: 
KANSAS CITY 6, MO. SAN FRANCISCO 5, CALIF. LOS ANGELES 13, CALIF, 
1013 Grond Ave. 591 Mission Street 406 So. Main St. 
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Trust Suit Charges IBM Monopoly; 
Charges Denied by Thomas J. Watson 


The Government on January 21 announced the filing 
in Federal Court of a civil anti-trust suit against the 
International Business Machines Corporation, charg- 
ing violation of the Sherman Act. 

The complaint charges that IBM has unlawfully 
restrained and monopolized the tabulating industry in 
the United States and presently owns more than 90% 
of all tabulating machines in use in this country. It 
owns 95% of all tabulating machines used by the Fed- 
eral Government, the suit charges, and it is also 
claimed that IBM manufactures approximately 90% 
of all tabulating cards sold in the United States. 

The Government’s complaint alleges specifically that 
IBM has excluded other manufacturers and potential 
manufacturers of tabulating machines and tabulating 
cards from entering the industry in the United States 
and that it has restrained the development and growth 
in the United States of independent service bureaus. 

In the complaint the Government asks the court to 
require IBM to give the present and future users of 
tabulating machines the option either to purchase 
them, or to lease them on a non-restrictive basis. The 
court is also requested to grant relief with respect to 
IBM’s patents and patent rights, and to take such ac- 
tion with respect to IBM’s business and properties, in- 
cluding its tabulating card and service bureau business, 
as the court may consider necessary to dissipate the 
effects of alleged unlawful activities. 

In a statement to the press on January 21, Thomas 
J. Watson, as chairman of the board of IBM, said: 

“The Department of Justice has filed a complaint 
against IBM alleging that it is a monopoly. We deny 
the charge. 

“The fact is that IBM is one of many business ma- 
chine companies in a highly competitive field. Our 
machines are used to perform a small percentage of 
the accounting and record keeping work of American 
business and government. There are numerous other 
machines on the market which are advertised, sold, 
and used to do the same work that IBM machines are 
used to do. To allege that IBM is a monopoly in view 
of its position in this competitive field is to disregard 
the facts. 

“IBM has adhered to the highest standards of con- 
formance to all laws and business ethics. We have 
never employed any measures to eliminate or restrain 
competition. We reject as unfounded any construction 
of our business conduct as in violation of the anti-trust 
laws, and intend to vindicate our position in the 
courts.” 





Riteform Chair Company Occupies New Plant 


The Riteform Chair Company, Inc., recently an- 
nounced a major expansion move. This firm is now 
in a larger and more modern plant at 2300 Ellis Ave.., 
St. Paul, Minn., located in the heart of the Midway 
District of the Twin Cities. 

John C. Holton, president, states that “growing 
pains” necessitated the tripling of production space. 

Latest conveyor equipment, new type of bake oven 
and metal cleaning conveyorized operation now pro- 
vide top operating efficiency to meet greatly increased 
demands for Riteform chairs. “In just a few short 
years Riteform has achieved a position of major im- 
portance in the office seating field,” says President 
Holton. 
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Announce Managerial Changes Within 
Royal Typewriter Selling Organization 
A new series of managerial appointments within the 





Royal Typewriter Company, Inc., selling organization} 
has been announced by D. B. Starrett, vice-president? 


in charge of sales. 

Heading operations at Royal’s New Orleans branch 
is R. L. Briggs, formerly district manager at Mont- 
gomery,. Ala. Mr. Briggs takes over the post vacated 





John Schultz 


R. L. Briggs H. N. Swift 


E. P. Kennington 





by W. J. Creger, who is retiring from the company after 
36 years of service. 

Joining the company in 1941 in Birmingham as a 
salesman, Mr. Briggs was named to manage Royal 
typewriter operations in Montgomery June, 1949, the 
position from which he steps up into the New Orleans 
managership. 

Succeeding Mr. Briggs is H. N. Swift, who has been 
chosen to take over the duties of district manager in 
Montgomery. Mr. Swift started selling typewriters in 
1948 when he joined Royal at Raleigh, his post until 
his current appointment. 

Another new addition to Royal’s managerial ranks 
is John Schultz, formerly a typewriter salesman in New 
York City. Mr. Schultz has been named as one of the 
two group managers who supervise the activities of 
Royal’s New York City typewriter sales force. 

E. P. Kennington has been chosen from among 
Royal’s large distributor organization to head the com- 
pany’s new office in Mobile, Ala. He has had much 
experience in both the management and selling aspects 
of the typewriter business. He started his career work- 
ing for one of the company’s distributors and shortly 
thereafter, in September, 1948, took over the manage- 
ment of this company which was located in Winston- 
Salem. 





Marcus Salzman, Jr., Named by Waterman 


Marcus Salzman, Jr., formerly merchandising execu- 
tive with R. H. Macy & Company and subsidiaries, has 
been named merchandise manager by the L. E. Water- 
man Company. 

Mr. Salzman, who has been active in merchandising 
and marketing fields for the past 20 years, is well 
known in the stationery, drug, drug sundries and de- 
partment store fields. 
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a Clerical Office can be 
attractive as well as efficient 

















Vi. ARE PROUD of the fact that JASPER DESKS participated in the impressive 
installation pictured above. This is a section of the Fraser Mortgage Co.’s newly 
outfitted offices in the Union Bank of Commerce Bldg., Cleveland, Ohio. The Ohio 
Desk Co. of Cleveland acted as counsel in furnishing and decorating these quarters. 


The JASPER DESKS are in the popular Softone Oak finish and harmonize effectively 


with the pine green upholstered chairs as well as the walls and drapes. 


4 complete line of Jasper Desks are available for every business requirements. Dealer 


inquiries invited. 


Ww The JASPER DESK Company 


JASPER, INDIANA 
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are designed to speed and efficienize all office work. 
Top quality items for everybody at remarkable low 
prices — St chi {F> is the originator of the All-in- 
One Series—The-Build-Up-As-You-Go-Along-Line — 
and many other stationers items. 


you can ADD and ADD and ADD 


“ = MolbmeasEe 
Uftlll glido 
ESPECIALLY executive i cost glido executive 
FOR YOU stationery ee card cabinet 


Shechnastr cabinet in America (3x5, 4x6 cards) 
CB-1 CB-2 

safer-at-home 
office units 

“‘combo-lock” 


card cabinets 
“build-up-as- 
you-go-along” 


fast-action 
steel 
letter trays 


Stechnasser 


tidy-desk 
master orderly 


ae ae Oe ee | : 
Mee S echnasers * 170 w. 233rd fe 6 


new york 63, n. y. 
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MODERNIZE 
eee to lighten and 
brighten office 
work 


PERSONAL FILE 


Beauty and function joined together 
to produce the most outstanding mod- 
ern Personal File made of plastic and 
steel— it's beautiful—oOriginal design 
by FUTURA. Black plastic—Grey steel 
housing. 


PERSONA FILERETTE 


Heavy duty ‘‘Persona” filerette for low 
cost portable filing. Made of best- 
grade furniture steel—precision engi- 
neered, electrically welded throughout 
for strength. Finished in Futura Grey 
lustre lite. 


TIDY DESKMASTER 


A modern desk-work organizer —the 
original ‘Tidy-Desk'' that keeps desks 
orderly, efficient, organized. 5 spacious 
work compartments (2 wide) to 
house all working records, books, re- 
ports, forms, etc. Made of best grade 
furniture steel. 
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—__ 
ROLL-TOP 
STATIONERY CABINET 


The most beautiful roll-top Stationery 
Cabinet in America. In plastic and steel! 
—for functional service at fingertip 
control—Original design by FUTURA 
Black plastic——Grey steel housing 


The most functionable roll-top card 

cabinet for 3x5 cards. in plastic and 

steel-—Fingertip 

design by FUTURA. Black plastic, Grey 

steel housing. Capacity 750 cords. 
GL-46 (4x6 cords) 


[a 


FUTURA LETTER TRAYS 


This modernly designed low-priced 
letter-legal tray affords complete ac 
cessibility to contents from all sides— 
with finger holes to expedite the quick 
removability of all papers and con 
tents. Available in Silver-Grey lustre 
lite 


Lele) 


SECURITY BOX 


Safer-At-Home extra duty, extra 
service, extra-heavy security vault 
type strong box with individual com 
bination lock. Only you know your own 
secret combination. Finished in Futura 


Grey 


CARD CABINETS (DOUBLES) 


This world standard, top quality low 
priced card cabinet is designed to meet 
every requirement for card filing facili 
ties for 3x5, 4x6, 5x8 or 6x9 cards 
Equipped with instant compressor fol 
low-block and build-up featur: 
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Gunlocke Observes 50th Anniversary 


The W. H. Gunlocke Chair Company of Wayland, 
N. Y., is observing its 50th anniversary this year. Any 
of those who witnessed its beginning would hardly 
have gambled on its chances for survival and growth 
to its present mammoth size. 

Few businesses have commenced in more humble 
fashion. Originally, it was housed in a small factory 
abandoned by a manufacturer of incubators. The new 
company took it over from the village with the under- 
standing that should the pay roll in 10 years equal 
$50,000, then the plant would become the company’s 
property. That sum was paid off within the first 
three years of operation 

A rather doubtful distinction of the company is 
that it made not a single one of the items that it 
was originally organized to produce. The intent of 
the original company was to produce cases for Grand- 
father clocks. However, the first samples weren’t 
completed before the intended customer for them went 
broke. That meant a scrabble to find other items for 
the new venture and chairs were finally chosen. 

The company’s history has been marked by a slow, 
but steady, growth which has accelerated in the last 
15 years. Today, with 178,000 square feet of floor space, 
the company claims to be the world’s largest manu- 
facturer of wood office chairs. Additions to the plant 
and equipment, all made in the last five years, make 
it a modern plant, indeed. 

No special events are planned for the year. “The 
anniversary simply serves as a reminder of the prin- 
ciples of service and sound value that continue to 
guide the management in the conduct of the busi- 
ness,” declares W. H. Gunlocke Chair Company 





Change Name to Saxon Paper Corporation 


The Saxon Paper Products, Inc., recently announced 
a change of name for the firm to Saxon Paper Corpor- 
ation. 





For Better Selling in Alaska 
The modern stationery layout of the new 
J. B. Burford Co. store in Juneau, Alaska. 
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Home of 50-Year-Old Firm 





Modern plant building of W. H. Gunlocke 
Chair Co., in Wayland, N. Y., providing 
178,000 square feet of floor space 


Caddo Business Machines Changes Ownership 


The office and furniture supply division of the Caddo 
Business Machines Company, Shreveport, La., has been 
purchased by Fred Nackley. He will operate at 429 
Crockett St., as the Caddo Office Supplies, Inc-—EEG 





Dealer Realizes Life-Long Dream, 
Opens New Juneau, Alaska, Building 


J. B. Burford, native of Juneau, Alaska, realized a 
lifelong dream in December when he formally opened 
the new Burford Building in Juneau. 

Mr. Burford, who has been in the trade for 29 years, 
is an office equipment dealer. His business now occu- 
pies the main floor of the reinforced concrete building, 
named for him on Fourth St. 

The proprietor invited friends to “mug-up” and 
home made cookies, at the formal opening. More 
than 1,000 cups of coffee were served that day. Flowers 
arrived from other Juneau businessmen congratulating 
him on the new store. 

Mrs. Burford was hostess assisted by staff members, 
namely, Jean Talkington; Florence Kramer, clerk and 
bookkeeper; Vern Seeman and Gene Hehn, typewriter 
and office machine repair mechanics; Ray Hegstad, 
apprentice typewriter mechanic, and Robert Murray, 
errand boy. 

The store has a modern all-glass front with a full 
length section for display of office furniture. The side 
walls are colored a bronze-green, while the back is a 
cheerful colonial yellow. All counters and display racks 
are made of blonde birchwood, while overhead slim- 
line lights and a tile floor complete the attractive 
interior. 

The basement houses the heating plant, the type- 
writer and office machine repair department and pro- 
vides storage space. 

Mr. Burford, who is expanding his stock to include 
more gift items, started the business 27 years ago 
when he bought out the H. F. Dott Company. 
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™ a at ay Retail customers won't buy unless they‘re offered 
vunloches ¢* well-styled, quality merchandise of known and de- 


an pendable value. That’s why more and more Stationers 


makes Mascon are concentrating on Nascon. 


Here are new items — and already-best-sellers 
from the Nascon line. Feature them... they'll bring 


ship Nascon you volume beyond your expectations .. . that’s their 











Caddo - 
s been selling record. 
at 4% maxes saies 
EEG The complete line of Nascon Record Books for 
It's the leading line of Record Books Home, Office and Personal Use is shown in the new 
for Home, Office and Personal Use 1952 catalog. Send for your copy today. 
ized a 
pened 
years, 
OcCU- 
iiding, 
and 
More 
Owers 
lating 
nbers, 
kK and 
writer 
ystad, 
urray, 
a full : 
» side Auto Record Assortment No. 130 AR — Sturdy, Guest Books Nos. 275 G and 375 G — Hand- Birthdays At-A-Glance, No. 140 B — 
- isa pocket sized books (page size 6” x 334”) with somely styled in two practical sizes. Hand turned, Indexed by months for permanent record 
racks ndexed sections for GAS AND OIL CONSUMPTION fine fabric covers with floral pattern silk-screened of BIRTHDAYS. Pages give birthstones, 
slim. BRICATION RECORD, REPAIRS AND ACCESSORIES, in gold on Wine, Green and Gray. Concealed flower of month and signs of zodiac. 
ctive TIRE MILEAGE, TR ARY. A boon to those who Wire-O binding. Page size 5” x 8”. Retails at Simulated leather covers, cushion edged 
must keep records of tax deductible items. Simu- $3.50. Page size 9” x ,”. at $4.00. Both indi- in Red, Blue, Saddle, Black. Page size 
type- lated leather covers of Blue, Saddle, Red, Black. vidually boxed. (Not refillable). 6” x 33,4". Individually boxed. Retail 
Dro ot refillable). 12 assorted books in counter unit at $1.25. 
for ready sales. Ret at $1.25 each. 
clude 
ago 


Nascon Selling Unit with Recommended Assortment No. 51 


This Nascon point-of- 
sale merchandiser in- 
troduced in 1951 has 
produced fabulous re- 
sults for stores every- 
where... . Write for 





complete information 


NASCON 
FOR HOme RECORD BOOKS ~ NASCON RECORD g000s — about it today. 





Grr 
: Or PERSONAL ust 








Week-At-A-Gilance, Assortment No. 1— 12 desk 








to retail at $1.75 2 pocket size (to retaii at 

1 5 Ook packe n tur : 4 ; 

$ =o) SONS | jin sturdy gray and maroon Prices subject to your usual discount 
self-service display. Fine simulated leather covers 

in assortment of Black, Saddle, Blue and Red. Both 

sizes (8° x 5° and é x 3°," pages) provide a full 7 a, NASCON PRODUCTS 
week of appointments and memoranda on the dou ~AT-AGLANCE~ division of Eaton Paper Corporation 
ble page spread. Present and following month cal ‘Products 

endars are clways in view. Other features — a nina A PITTSFIELD, MASSACHUSETTS 
current year and a three-year calendar and aipha- vai _— 

Detical address section. Not refillable. 
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Thomas J. Watson, Jr., Heads IBM 

Thomas J. Watson, Jr., was elected president of In- 
ternational Business Machines Corporation on January 
15 at a meeting of the board of directors. 

Mr. Watson, who was previously executive vice- 


Thomas J. Watson, Jr. 





president, succeeds John G. Phillips, who was elected 
vice-chairman of the board and chairman of the exec- 
utive and finance committee 

Thomas J. Watson, Sr., chairman of the board, con- 
tinues as chief executive officer of the corporation. 





Bud Mallory Joins Wilson Jones Sales Staff 


Bud B. Mallory is the latest addition to the Wilson 
Jones Company sales staff. He will cover the Texas 
territory and will make his home in Dallas 

Mr. Mallory’s entire business career has been in the 
sales field. For the past few months he represented 


Bud B. Mallory 





the Standard Diary Company and was selected for his 
new assignment because of an unusual capacity for 
establishing fine relationship with the dealers 





“Dex” Farrell Named APSCO Vice-President 
A. D. “Dex” Farrell, formerly director of sales for the 

Automatic Pencil Sharpener Company, has been pro- 

moted vice-president in charge of sales. He will have 


A. D. Farrell 





marketing activities of 


complete charge of sales and 
the company. 

Before joining the organization in 1947 he was 
associated with Nutritional Research Laboratories, 
Chicago, Ill 
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Curtis 1000, Inc., Observes 70th Year 


Now observing its 70th anniversary year, one of the 
pioneer envelope companies in the nation, Curtis 
1000, Inc., is recalling its start in business in 1882 
in St. Paul, Minn. Coincident with the anniversary, 
the company has reviewed the history of envelope 
making, as follows: 

The average layman thinks of an envelope the way 
the dictionary defines it—‘A piece of folded, gummed 
paper to enclose a letter.”” That sounds simple enough; 
in fact it makes it difficult to imagine that the en- 
velope business would be very complicated or involved. 
Yet today, an envelope is more than a container for 
man’s written communication. Complex business pro- 
cedures make it a package for his manufactured goods, 
the holder for his weekly pay, a part of his filing and 
collection systems, and fills a multitude of other uses. 

The first envelope was developed in ancient Babylon, 
at a time when letters were not written on paper, but 
inscribed on tablets of clay. A sort of pie crust roll 
of clay was wrapped around the tablet to protect the 
baked-clay message inside. 

The development and general use of gummed paper 
envelopes, however, came only a little over a century 
ago, with the establishment of organized postal services 
and low cost prepaid postage. Until 1840, the unor- 
ganized postal systems were too uncertain and expen- 
sive for general public or business use. Only the 
wealthy could pay the rates for postage. The charge 
was figured according to the size of the letter and the 
distance it had to travel. For example, it cost Samuel 
Adams 22c just to send a “single letter” from Boston 
to Philadelphia. A “single letter” consisted of one sheet 
of paper—a “double letter” was made up of two sheets, 
and so on up the scale. 

The number of sheets was easy to determine, because 
envelopes were rarely used. The letter was composed 
of one sheet of paper, written so that when it was 
folded, the writing was on the inside and the outside 
was blank. The loose edge of paper on the back was 
then sealed with wax or a “wafer” (a small disc of 
adhesive), and then addressed and mailed 

Important or official communications were wrapped 
in protective sheets, which then were sealed. Such 
enveloped” letters were subject to double or even 
higher rates of postage. Naturally, their use was con- 
fined to those who could afford the extra charges for 
such a “luxury” item. 

It was not until 1840 that Great Britain introduced 
the first “penny” postage without restriction upon the 
distance involved. This was the beginning of the postal 
system, which has enabled the mails to become such 
a major instrument of business. Again in England, a 
year later, the famous Mulready prepaid envelope was 
introduced, the ancestor to all stamped envelopes. 

Up to this point, stationers had been making en- 
velopes in their shops as a “sideline,” something to 
keep the clerks occupied on rainy days or during a 
slack season. One boy would cut out blanks of paper 
25 at a time, by using a tin form to guide the sharp 
knife. The other clerks then folded the flaps one at a 
time. Production was slow and the envelope produced 
was crude and apt to be of irregular shape 

With the establishment of regular postal systems 
and low cost service, the demand for envelopes grew 
by leaps and bounds. The hand method of manufac- 
ture could not possibly keep up with it. In the 50 years 
from 1850 to 1900, postal receipts increased over 20 
fold. So, machines were developed to supply the de- 
mand. 

Progress in the industry has been steady since that 
time. 

One of the early improvements in envelopes made 
by Curtis 1000, Inc., was the development of an un- 
usually strong, lightweight envelope known as the 
Curtis Fibre Big Flap style. This was an unusually 
roomy envelope with a big, deep, well gummed flap 
which would seal easily over bulky enclosures. Be- 
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Enginected WAYS TO BETTER BUSINESS 


smart modern 
appearance 


V,-turn for full 
work efficiency 


always complete — 


privacy whorever ln 
never final 


desired 


rearrange at will 
without special 
tools or skill 


special work 
facilities 
as needed 


18% up to 43% saving 
in floor space 


In a dozer 
daily ways 


You SAVE SPACE-TIME-MONEY 


~ DEI 


the ORIGINAL modular office 


IMMEDIATE ACCEPTANCE has greeted the in- 


troduction of TECHNIPLAN, confirming 

he ad pr ve ed £ ic iy 

the widespread practical need or this mod ntitten of Ge tecmeenit- an 
ular office system. Actual installations can rangement in main illustration. 
be seen in most parts of the country. 


STANDARD UNITS comprise the TECHNIPLAN 
office. They are interchangeable, inter- 
locking, to form 
arrangements. To meet changing needs re- 


ountless combinations and 


arrangement readily accomplished with- 
out special tools or skill. TECHNIPLAN 


is always compl te—never final. 


HIGHEST EFFICIENCY results from job-fitted 
facilities for each work station, and the 
time-saving '4-turn work position. All work 
surfaces and facilities are within easy reach, 


ample, without waste. 


PRIVACY, WITH SOUND BARRIER, is provided by 
standard partitions, as desired, either all CHECK thi 

is LIST for 
wood or wood and glass. 
SMART, MODERN appearance is assured by 
traditional G-V, 
fine woods, superbly finished in rich walnut. 


craftsmanship devoted to 


promptly furnished : 
[] TECHNIPLAN Facts 
[_] Modern Filing Methods 
[_] Visible Record Facts 


[] Special BIG Papers System 
2-OA 


Check above, attach 


KNOW THE FACTS—use the convenient Check 
List Request. 





Engineering Specialists 
in Office 
Equipment 
Systems 


and Visible Records 


Cincinnati 12, Ohio 
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Another TECHNIPLAN arrangement, 
with partitions, fitted to its area. 


wanted information— 


to your letterhead— 
and MAIL—TODAY! 





TECHNIPLAN 
SNAPS BUSINESS 
TO “ATTENTION” 


The first dealer to display Techniplan 
conducted several thousand business 


men through his displays. His large sales 
staff is swamped with leads. 





Other dealers are reporting similar 
experiences; speak with unchecked 
enthusiasm of *“*the most exciting ex- 
perience in our business history.” 


Techniplan advertising (note the accom- 
panying advertisement) is bringing in a 
flood of requests for Techniplan informa- 
tion. Consistent schedules in BUSI- 
NESS WEEK, NEWSWEEK, TIME, 
FORTUNE, OFFICE MANAGE- 
MENT AND EQUIPMENT, AMERI- 
CAN BUSINESS and METHODS, are 
keeping the Techniplan story before the 
entire business market—generating in- 
terest, and inquiries. 


The only way this surging sales power 
can be converted to profits is by the 
action of Techniplan dealers. The first 
step is to introduce Techniplan to 
your local business market. An out- 
line of a complete introductory pro- 
gram based on actual case-history of 
a dealer’s success with Techniplan has 
been sent to G/W dealers, and is avail- 
able to other interested and qualified 
dealers. The program is tried and 
tested—we know it works. 





If you have not yet received your out- 
line of the Techniplan Introductory 
Program, write for it at once—put it to 
work—and watch it work for you! 








Sincerely, 


yk 


Elmer G. Rehe 
Vice President 
Sales 
Globe-Wernicke 


87 

















cause of its unusual strength and light-weight, post- 
age-saving qualities, banks all over the United States 
started ordering these envelopes by mail 

That was just the beginning! From then on, scores 
of new products were developed which would save 
banks and business houses time, labor and postage- 
bring in more returns from their advertising—and in 
general help business mail users to operate more ef- 
ficiently. 

In order to serve its ever-growing list of customers 
more effectively, the company has salesmen in nearly 
all the sizeable cities of the country as well as men who 
cover the smaller towns that surround the major mar- 
keting areas. 

To bring its products as near to its customers as 
possible, the company operates five widely scattered 
plants in St. Paul, Hartford, Cleveland, Atlanta and 
Houston. 





Luckett Loose Leaf Creates New Post 


J. S. Luckett, Sr., president of Luckett Loose Leaf, 
Ltd., Toronto, Canada, has announced the creation of 


J. S. Luckett, Jr. 





a new post in the company. It is that of vice-president 
and will be filled by J. S. Luckett, Jr 

Mr. Luckett, Jr., who is now assistant general man- 
ager, has been with the company for 18 years. Active 
in association work, he is a past chairman of the 
Toronto Stationers Guild Club and of the Toronto Sta- 
tioners Association. He is also a member of the Pur- 
chasing Agents Association and a director of the 
Toronto Executive Association 

He received his education at the University of To- 
ronto. 





Postpone World Trade Fair to August 2-17 


The Chicago International Trade Fair, scheduled for 
March 22 through April 6, has been postponed to Au- 
gust 2-17, I. S. Anoff, president, announced January 
17. He said that the action was prompted by unsettled 
world conditions and the dollar shortage problems of 
prospective European exhibitors 

The postponement is the second for the Fair, which 
was originally to have been held last September 8 
through 23 but was put off because of world unrest. 
The first International Trade Fair was held at Navy 
Pier in 1950 and was attended by 250,000 persons. The 
Pier has also been selected for this year’s exposition 

President Anoff said exhibitors throughout the world 
have been notified of the change in dates. He said 
the dollar shortage in Britain, France and Italy has 
been particularly acute recently and that businessmen 
in these countries requested more time to plan their 
exhibits. 





Acco Products Appoints Representatives 


Three traveling representatives have been named 
by Acco Products, Inc. 

Jim W. Cooper, Jr., for many years the Acco repre- 
sentative in the south, is now to travel in Oklahoma. 
This state was formerly part of the company’s west 
central sales territory. 

Jim will be assisted by Bob Strafford, III 

Named to the New England and New York states is 
Arthur V. O’Hara, who, for several years, represented 
Acco in the central western states. This area will now 
be traveled by Merrill D. Hasty 








V. H. Davidson C. F. Brown 


E. L. Smith 


The board of directors of L. C. Smith 4 
Corona Typewriters, Inc., recently an- 
nounced the election of Elwyn L. Smith as 
president, Victor H. Davidson as executive 
vice-president, Samuel G. H. Turner as 
chairman of the board, Carleton F. Brown 
as member of the executive committee and 
Warren L. Hoagland as a director. The 
story appeared in the February issue of 
OFFICE APPLIANCES. 





W.L. Hoagland 





Sev Laskowski Elected to Guild Board 


The Stationers’ Guild of America recently elected 
Sev Laskowski to serve on its board of directors. Mr. 
Laskowski is president of Cotterel Company of Harris- 
burg, Pa., Cotterel Company of Reading, Pa., and of 
Ream’s Inc., Lancaster, Pa. 

He brings to the Guild board long experience in 
the stationery industry, as well as promotional experi- 
ence gained as an advertising manager for Marshall 
Field Company, Chicago. Mr. Laskowski’s election will 


Sev Laskowski 


fill a vacancy left by the death of Norman Stockett of 
the Stockett-Fiske Company, Washington, D. C 

Other directors are Jesse G. Kaufman, Baltimore, 
Md.; William P. Kelly, Louisville, Ky.; A. W. Gill, 
Trenton, N. J.; William H. Patterson, Johnstown, Pa.: 
Richard D. Pomerantz, Philadelphia, Pa.; E. R. Ashley, 
Bridgeton, N. J.; S. R. Rosendorf, Richmond, Va., and 
Dan Smith, Jr., Williamsport, Pa 





Cel-U-Dex Bonus Plan Pays Off 

Factory employees of the Cel-U-Dex Corporation had 
good reason to celebrate this past December. The in- 
centive bonus system which was introduced by C. R. 
Chamberlin, president, paid off in bonuses equal to 
their salaries. 

The plan was conceived and put into practice in 
1945. The employees were to receive a supplement to 
their weekly wage in the form of a bonus based on 
efficiency of production and extent of sales. Con- 
sultants devised a scale which applied simply to the 
productivity of each person. Each worker then, de- 
pending upon his production capacity, received a per- 
centage of monthly sales as his bonus. 

Time studies have proved that this incentive bonus 
has increased efficiency some times as much as 200%. 
In a similar manner consistency of quality has been 
maintained because the employees have a personal 
interest in sales. 

The successful results of this incentive program have 
given rise to consideration of a similar system to be 
applied to the efforts of Cel-U-Dex salesmen. 
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NOW... The BIGGEST CHAIR 
VALUE...in the 


_ Popular Price Range! 





’ 
y 
p Check Jasper Chair Co. Chair Line from every 
angle .. . you'll see why we say they are today’s 
biggest chair Value. 
and 
Phe Quality is apparent as only the best of basic 
— materials are used in their construction and Jasper 
rris- Chair Co. craftsmen are constantly alert to the 
1 of ‘ : , 
present day trends of design, creating chairs that 
aia the majority of customers want... and MOST 
shall customers BUY. 
will 
It's todays BEST VALUE Chair Line in its 
field... a chair line that will produce outstand- 
ing profit opportunities for YOU. 
“The 
tt of 


ore RIGHT CHAIR 


Gill 
Pa.;: 


— at the 
RIGHT PRICE” 

had 

1 & 


il to 
\ modern plant manufacturing Quality 











e in ; s 
it to Chairs of dependable WOOD. 
d on 
Con- 
| the 
de- € e e 
onus ( 
00%. c JASPER, INDIANA 
been REPRESENTATIVES: Geo. A. Litehfield, Saice Mer. 
sonal Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
avg Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. 
have James S. Fowle. (Seuthern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
o be 327 Sunset Drive. North 2925 Revere Ave. 538 E. 9let St., 
St. Petersburg, Flerida Oakland. Calif. Seattle 5, Wash. 
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dates to 


VLE 


March 2-7. Wholesale Stationers Ass yt ent i National Trade 
Show, Hotel New Yorker, New York, N H Whitt re. genera 
manager, 250 Fifth Ave., New York |, N. 

March 17-18. District No. 5, NSOEA, Brown Hot ville, Ky. lt 
O'Connor, regional governor, O'Connor & F e ville 
March 20-21. District No. 8, NSOEA hase Hote f s, M 
Pfaff, regional governor, Omaha Printing f sha et 
March 27-28. District No. 9, NSOEA, Baker Hot silas, Tex 
regional governor, General Office Supr pany fayette 
April 3-4-5. District No. 4, NSOEA, Vinoy Park 

Allen B. Cammack, Sr., regional gove 

lington, N. C. 

April 21-22. District No. 6, NSOEA riot vist Milwaukee vis 
Napp, regional governor, Napp Office & I ipply me 
itowoc, Wis. 

April 22-25. National Associat ye i 
Coiumbus Hotels, Miami, Fla. Russ Re is. ex tiv ecretary, Box 58 
33 W. College St., Oberlin, Ot 

April 23-25. National Office Furniture A yt s 6th a ; nvent 
and exhibit, Haddon Hall, Atlantic ty, N "y, execut 
director, 175 Fifth Ave., New York 10, N. Y 

April 24-25. District No. 7, NSOEA, St 

Parrot, regional governor, Waterloo Off 

May 2-3. District No. 10. NSOEA, Hot 

B. Creer, regional governor, Utah Idal 

City, Utah. 

May 8-9. District No. 14, NSOEA, Huntingtor 
Russell Davis, regional governor, Alhambra 
Alhambra, Calif. 

May 12-13. District Uo. 12, NSOEA, Ah» Hot Y te Valley ylif 
Tom McWhorter, regional’ governor W ter-Y ' , ‘ lif 
May 18, 19-20. «District No. 11, NSOEA, Hote ; k, Yakima, Wa 
Herbert Peterson, regional governor, R &, tton. Yakir W as 
May 18-21. National Office Manag t Ass t 33rd 
onference, Civic Auditorium, San Fra if. W Eva 
secretary, 132 W. Chelton Ave., Philade » 44 

May 19-20. Illinois Booksellers & Stat 4 f Ma 
Hotel, Peoria, Ill. Jack Marke secret k 
Joliet, Ill. 

May 25-28. Stationers Guild of ynada + ; eting. Roy 
Alexandra Hotel, Winnipeg, Manitoba. Ff R rt etary snaat 
53 Yonge St., Toronto, Ontario, Cana 

June 2-3. District No. |, NSOEA, Wentworth-by-the ' th N 
Charles P. Anderson, regional gove f ’ & pany 
Boston, Mass. 

June 16-17. Districts No. 3 and 1!3, N EA. Hadd } Atlant 

N. J. Samuel S. Rosendorf, Jr., regional! a r N +} 

& Stationery Co., Richmond, Va., and R 

nor No, 13, R. E. Wahrman, Inc., New k, N. 
June 16-18. National Office Machine , As 
tion, Baker Hotel, Dallas, Tex.. Harold W. Manr 
N. Wilton Pl., Los Angeles 38, Calif 

June 19-20. District No. 2, NSOEA, Hote tesaga perstow N 
Vernon R, Evans, regional governor, Verr R. Eva yny, Utica. N. Y 
October 4-8. Nationa! Stationery E t t 4 
annual convention, Conrad Hilton 
Paul Burbank, general manager, 740 Investment Building, W sans 
October 20-25. Nationa! Business Show snd tral | New 
N. Y. Rudolph Lang, managing d t W. 42 t+ WN York 18 N 


@o-n 


formerly Steven 





Ames Offers Ready Reference Service 

A new ready reference service is offered to office 
machine dealers by the Ames Supply Company. The 
assistance includes information and ideas of impor- 
tance to the dealer, such as ages of machines, manu- 
facturers’ trade-in-allowance schedules, information 
covering office machines such as mode! illustrations, 
and shop hints contributed by experts 

The material is published monthly in conjunction 
with the Ames Supply Company’s magazine, Your Man 
Friday, the first appearing in the December, 1951, 
issue. Extra copies and a special folder are available 
to dealers who wish to keep a separately-bound book. 

Luis de Olazarra, vice-president in charge of sales 
for Ames and supervising editor of Your Man Friday, 
is declared to be well acquainted with the need of the 
office machine dealer for information of this nature 
He is directing the compiling and presentation of the 
office machine dealer ready reference 
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Philo Leonard Appointed by Globe-Wernicke 
to Succeed John Hibbard in California 


The appointment of Philo H. Leonard as district sales 
manager in the northern California sales territory 
has been announced by Elmer G. Rahe, vice-president 
and director of sales, The Globe-Wernicke Co. 

This territory was formerly serviced by John B,. 
Hibbard, who retired in January 

Mr. Leonard joined the sales staff in 1939 as a dis- 
trict sales representative in the Texas-Oklahoma ter- 


Philo Leonard 





ritory; he was later named to the executive post of 
manager of the systems division in Cincinnati, Ohio, 
which position he leaves to assume his new duties in 
California 

Prior to joining the company, Mr. Leonard was as- 
sociated with the Consolidated Printing & Stationery 
Company, Salina, Kans., and with the Stationers Cor- 
poration, Los Angeles, in the retail sales department. 

Mr. Leonard has been actively interested in the 
Texas Travelers Club, of which he was president in 
1949, while Mrs. Leonard is known to many dealers as 
the former correspondent for the Texas Travelers. 

The Leonards have already moved to northern Cali- 
fornia, and reside in the San Francisco area 

Henry Fuller, assistant to Mr. Hibbard in southern 
California for several years, has been named by Mr. 
Rahe as district representative for that area. He will 
continue to make Los Angeles his headquarters. 

W. C. “Bill” Aylward, who has been in charge of the 
visible records department in the systems division in 
the company’s executive offices in Cincinnati, has been 
appointed supervisor of the department 





C. E. Williams Joins Bates’ Board 

Clarence E. Williams was recently elected a member 
of the Bates Manufacturing Company board of di- 
rectors. 

Mr. Williams was graduated from Williams College 
in 1943 and served in the Navy as a lieutenant in 


. 





Clarence E. Williams 


. 


charge of a crash boat around Bougainville and the 
Philippines. After his foreign service he taught navi- 
gation in the Navy R.O.T.C. at the University of 
Rochester. 

The new director has been with Bates since October 
1946 and apparently is following the trail his father 


blazed before him. 





George Wall Joins Smead Organization 

A new member of the Smead Manufacturing Com- 
pany sales organization is George Wall, who began his 
new work on January 1. 

Mr. Wall was previously employed by Art Metal 
Construction Company and Remington Rand Inc. 

With Smead, the new salesman covers the states 
of California, Nevada, Utah and Arizona 
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> Now! Important New Features 


make PRINT OUI 
BETTER THAN EVER! 


CES 









FULLY-ENCLOSED 
NEW DRUM 


has Flanged Ends and Ball! Bearings 
ee) 


FEED ARM 


insures accurate printing register 
positive one-at-a-time feed! 


SURE-GRIP 
\ STENCIL CLAMP 
holds stencil firmly, gives greater effi- 
ciency and cleanliness! 


NF CONSTANT-PRESSURE ) 


STREAMLINED 
NEW oeston 


provides greater customer eye- 
appeal, increased efficiency! 


Mo PRIN OAC 


AUTOMATIC, SELF-FEEDING, CARD-SIZE MIMEOGRAPH PRINTER 


The BEST has been made even BETTER! Improved 








RETAIL PRICE 
Hundreds of Money-Mak- Model A-2 PRINT-O-MATIC brings you new opportu- COMPLETE WITH SUPPLIES 
mai WoneySeving Cirect = nities for fast turnover and BIG profits. STILL ONLY 


(Fed. Tax 
nests — every organization S$ | 5 7 
' e Incl.) 


PLUS ALL the regular features that have made Model 





A-2 Print-O-Matic “the world’s biggest little money Unconditionatly guaranteed 

maker”: Prints perfectly on thinnest paper or heavy 

cardboard ... any size from 3” x 5” index card, U.S. a ew TO BUY! 
Government post card, up to 4” x 6”... more than pares i 
2,000 copies per hour .. . clear, legible, professional CALL YOUR JOBBER 
work ... up to 4 colors with replaceable, easy-to-clean or Write Direct TODAY! 











drums. Attractive Print-O-Green hammertone finish. 


Moving parts of hardened steel for long wear. THE Print-O- Watic 








Print-O-Matic makes your selling job easy with FREE COMPANY, INC. 
‘ advertising, counter displays, literature, and other pro- Merchandise Mart + Chicago 54, Iilinois 
wrnt mane te motional materials. Stock up now . . . “help yourself” Pioneers in New and Better 
to more sales — bigger profits ! Stencil Duplicating Equipment 
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L. R. Addington Gets Art Metal Post 

L. R. Addington was recently appointed manager in 
charge of the wholesale division of the Art Metal Con- 
struction Company. Announcement was made by Algot 
J. E. Larson, president of the company 

E. A. Keeling, formerly vice-president in charge of 
this division, left the employ of the Art Metal Construc- 
tion Company December 31, 1951. Upon his departure, 


L. R. Addington 





President Larson said, “In leaving us now we, in the 
Art Metal, wish him continued health and happiness 
and success in getting established in a good town where 
there is a warmer climate and he can again become a 
part of Art Metal.” 

From 1944 to 1947, Mr. Addington was vice-president 
and general manager of the Wabash Filing Supplies, 
Inc., of Wabash, Ind., a subsidiary of the Art Metal 
Construction Company. 

Until recently, when he moved to Jamestown, he was 
active as president and general manager of Wabash 
Filing Supplies. He started in the office equipment 
business in Buffalo in 1926. In 1935, he was appointed 
branch manager of the Detroit office of Yawman and 
Erbe Manufacturing Company and spent eight years 
there, subsequently joining Wabash Filing Supplies, 
Inc. He is the vice-chairman of the manufacturers’ 
division of NSOEA. 





Charles D. Hilles, Jr., Named Royal Director 


Charles D. Hilles, Jr.. of New York, N. Y., has been 
elected a director of the Royal Typewriter Company, 
it was recently announced by Allan A. Ryan, chairman 
of the board. 

Mr. Hilles is vice-president and secretary and a di- 
rector of International Telephone and Telegraph Cor- 


C. Hilles, Jr. 





poration and an officer and director of a number of 
its affiliated companies. 

He is also a director of the Beekman-Downtown 
Hospital, a director and secretary of The American 
Cancer Society, a director and treasurer of the Rip 
Van Winkle Foundation, and a trustee and chairman 
of the executive committee of Lingnan University. 





Kellnai Systems Occupies New Quarters 
Kellnai Systems of Columbus, Ohio, recently moved 
from 236 E. Long St., to 196-198 E. Gay St., thereby 
inceasing floor space to 8,000 square feet. 
This is a firm of wholesalers, jobbers, manufacturers, 
printers and commercial stationers. 


92 








A Publicity Adventure That Paid Off 

With the January, 1952, issue, Typing Tips began its 
30th year of continuous publication. Typing Tips is 
published by Miller-Bryant-Pierce of Aurora, Ill., man- 
ufacturers of Miller Line inked ribbons and carbon 
paper. Fred C. West of Aurora conceived the idea of 
this type of house organ and he is still its editor. 

Thirty years have brought changes to Typing Tips 
but it is still devoted to its original purpose of provid- 
ing its readers with authentic information on develop- 
ments in inked ribbons and carbon paper and their 
application to specific needs. 

Varied features of general interest have added to 
the popularity of Typing Tips. For example, this pub- 
lication “scooped” the popular magazines by at least 
a year when it began its series of articles about lead- 
ing cities. Continued effort to learn what readers like 

and then giving them what they like—has main- 
tained a high degree of reader interest. Frequent polls 
and contests have resulted in friendly personal contact 
with readers, and the contribution of valuable ideas. 

About 45,000 copies of each issue are mailed and 
distributed to users and prospective users of Miller 
Line products throughout the United States and 
abroad. Evidence of the popularity of Typing Tips is 
the constantly-growing mailing list and the many com- 
pliments received from its readers—and the anxious 
inquiries when delivery of copies is delayed. 

Typing Tips is truly an adventure in publicity that 
paid off. 


A. C. Spangler Named Staff Director for NOMA 

A. C. Spangler has been appointed senior staff direc- 
tor for the National Office Management Association, it 
was announced by the association in January. 

The position is a new one, recently established by the 
board of directors. 

Formerly director of the field services division, the 





A. C. Spangler 


appointment has advanced Mr. Spangler to the position 
of NOMA’s No. 2 staff man, according to W. H. Evans, 
executive vice-president. 

Mr. Spangler has been in charge of directing NOMA’s 
annual international conferences and office machinery 
exposition for the past five years. His new responsibili- 
ties will continue to include the direction of the con- 
ference and exposition, also the advertising program 
of the Office Executive magazine and the association’s 
new business equipment directory. 

Currently he is directing plans for the association’s 
33rd international conference to be held in San Fran- 
cisco next May. 

Before World War II, Mr. Spangler was associated 
with the Philadelphia Gas Works Company, remaining 
in the public utilities field for 15 years. He volunteered 
with the American Red Cross for overseas duty during 
the war years, and was named director of supplies for 
the Pacific area. He joined the staff of NOMA in 1946 
after terminating his Red Cross activities. 

Mr. Spangler has recently been elected vice-president 
of the National Association of Exhibit Managers, after 
serving on the group’s board of directors. He has been 
a member of N.A.E.M. for two years 


OFFICE APPLIANCES, March, 1952 








n its 
ps is 
nan- 
rbon 
a of 
Tips 
»vid- 
plop- 
their 
d to 
pub- 
least 
lead- 
; like 
lain- 
polls 
itact 
deas 
and 
filler 
and 
ps is 
com- 
k10us 
that 
MA 
irec- 
yn, it 
y the 
the 
‘ poo find that STEEL AGE quality has a habit of making friends and building 
sales right from the start. Take this Secretarial Desk, for example. Its beautiful 
finish and modern lines are sure to put a sparkle of pride in any secretary’s eyes. And 
it’s so downright pleasant to work at . . . with its eye-easy corroleum top . . . its big 
roomy drawers that glide open at a touch... its handy convenience tray and its adjust- 
anne able gliders that tailor every STEEL AGE desk to the individual’s most comfortable 
ones working height. 
MA's And to remind office people of all these advantages, you'll find STEEL AGE adver- 
inery tisements appearing each month in many of the country’s leading business magazines. 
ibili- Is it any wonder then, that more and more office furniture dealers are saying, ‘Sell 
to STEEL AGE and you sell the finest in steel office furniture!” 
yn’s 
, CORRY-JAMESTOWN MANUFACTURING CORP. 
ion’s Corry, Penna. 
ran- 
lated 
ining 
ered 
ring 
s for 
1946 
= Call on us at Booths 112-113 
— NOFA CONVENTION 
been Haddon Hall Hotel, Atlantic City, April 24-26 





1952 OFFICE APPLIANCES, March, 1952 93 


Be 

















Ivan Allen-Marshall Promotes Techniplan 


“We're really sold on Techniplan,” was the comment 
of Ivan Allen, Sr., president of Ivan Allen-Marshall 
Company, Atlanta, Ga., after the country’s first big 
promotion of The Globe-Wernicke Co.’s new office 
equipment. “In fact,” he added, “we’re one of our 
own best customers, as we are planning to install 
Techniplan units in our bookkeeping department.” 

More than 3,500 invitations were sent out to business 
firms throughout the company’s area, announcing a 
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Ivan Allen-Marshall Advertises Techniplan 














special showing of Techniplan from November 12-17 
at its showrooms, 29 Pryor St. 

This invitation was followed by an announcement 
letter on a special letterhead, lithographed in black 
and gold, to match a folder on Techniplan supplied by 
Globe-Wernicke. 

Prior to the showing, the company’s salesforce was 
present at a meeting conducted by Al Howard, presi- 
dent of The Globe-Wernicke Co.; Elmer Rahe, general] 
sales manager, and Bob Sprott, assistant sales man- 
ager. Also on hand were Ronnie Rumph, district repre- 
sentative and Mrs. Norma Hinds, filing consultant. 
Techniplan was introduced to the sales force and a 
demonstration of assembling and disassembling the 
units was given. 

At the beginning of the opening week, a full page 
advertisement in the Atlanta Journal and Constitution 
told the Techniplan story with the theme “Techniplan 
Saves Space, Time and Money.” 

More than 200 executives and purchasing agents 
were received on the first day, when a buffet luncheon 
was served in the company’s clubrooms. Afterwards, 
Hayden Jones, Bill Harris and Wyatt Johnson of the 
furniture department gave an explanation of the “way 
and wherefor” of Techniplan. 

Visitors were invited to try out the numerous units 
which were arranged in several layouts around the 
showrooms. Furniture department representatives were 
on hand throughout the week to answer questions, 
demonstrate units and to arrange appointments for 
making surveys. 

Complete literature on Techniplan including folders, 
catalogs, and price lists, was packaged and given to 
visitors upon entering the showrooms. Posters em- 
phasized the theme of “Saves Space, Time and Money,” 
while a sign at the door read “Techniplan Presents 
the Office of Tomorrow—Today.” 

One complete unit displayed in the store’s street 
window attracted much attention. 

Larry Rice, G-W representative, was on hand during 
the week of the showing and the week following. 





Buffalo, N.Y. Business Incorporates 


Articles to incorporate the Buffalo Business Forms, 
Inc., manufacturers’ agent for the sale of business 
forms and machines, paper products, and so forth 
have been filed with the New York secretary of state 

Capital stock is listed at 200 shares, no par value. 

The directors are Fred D. Ferguson and William Fer- 
guson, both of 67 Reist St., Buffalo, N. Y., and Holland 
V. Williams, 58 Clarendon Plazza, Buffalo, N. Y.—EEG 





Stressing Techniplan Visitors 
at Ivan Allen-Marshall Co. have an op 
portunity to see Technipian units in sev- 
eral layouts such as this. 
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Well-established office appliance dealers 


are invited to write for details of an extra-attractive sales- 


hntaliggs. | making, money-making agency proposition. 


me The BALL'S Safe Company, Ine. 


Door Safes 
808 10th Street., N. E, CANTON 5, OHIO’ 
Successor to The Halls Sage Company, Cmcmna 
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Royal Assigns Brodersen, Miller 


W. H. Beckwith, portable sales manager for the 
Royal Typewriter Company, Inc., has announced the 
addition of two new men to his staff of portable district 
representatives. 

F. J. Brodersen will cover the Minneapolis area for 
Royal, and W. R. Miller has been assigned to the Pitts- 
burgh territory. 

Mr. Brodersen comes to Royal with many years 





F. Brodersen W. R. Miller 


selling experience and with a World War II record 
as a Navy carrier fighter pilot. His broad knowledge 
of selling and sales promotion will lend valuable as- 
sistance to Royal retailers in the Minneapolis area. 

Mr. Miller, a resident of Pittsburgh, attended Du- 
quesne University and, during the war, was with the 
China Task Force under General Chennault. His 
extensive selling experience and familiarity with the 
Pittsburgh territory, after selling there for a number 
of years, give him the highest qualifications for his new 
post with Royal in the Tri-State area 





Diebold Names New Orleans Manager 


Diebold, Inc., has announced the appointment of 
Royse Akin as branch manager in New Orleans, La., 
according to W. K. Wilson, sales manager of the sys- 
tems division of the company 

Mr. Akin’s duties will include supervision of the sales 
force and related company activities in the area. He 


Royse Akin 





is well qualified to assume the post, having spent two 
years with the Diebold dealer, Office Supplies, Inc., of 
Jackson, Miss., and five years with H. C. Parker Com- 
pany in New Orleans. 

A graduate of the University of Oklahoma, Mr. Akin 
has had a total of eight years experience in the office 
equipment field. 





Announce Cosco Spring Promotion 


The Hamilton Manufacturing Corporation has an- 
nounced plans for a special spring promotion of Cosco 
office chairs .. . to encourage sales by offering Cosco 
chairs on a free, 10-day trial basis 

The promotion will feature two-color advertisements 
in six leading business and management publications 

Consumer advertising will invite management to use 
Cosco Office chairs without cost for a 10-day trial 
period. All ads will be couponed to stimulate inquiries, 
and all inquiries will be referred to dealers who will 
make the trial installation of chairs 

Complete information about the promotion will be 
circulated to the trade through full-page, two-color 
insertions in the March issues of Orrice APPLIANCES and 
other stationery trade journals. 

To back up this advertising, the Hamilton firm will 
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provide each dealer with a complete promotional kit, 
including self-mailers featuring the two-page adver- 
tisement; easel-mounted reprints; special hang-tags 
for point-of-sale use on merchandise; suggestions for 
effective window displays; complete ad mats, product 
mats, or electros, and suggested copy for the dealer 
newspaper advertising. 

Officials of the Hamilton firm said that the spring 
promotion will be conducted similarly to the “Cosco 
Week” promotion which met with such dealer en- | 
thusiasm last November. ; 

Dealers are invited to write the manufacturer for | 
information. 


1 
: 





Morrison Appointed Friden Division Manager 


Frank B. Morrison, Friden Calculating Machine 
Company, Inc., agency manager at Springfield, Mass., 
during the last five years, was recently named New 
England division manager. The appointment was 
made by L. B. Taylor, general sales manager. 

In his divisional territory, Mr. Morrison will be in 
charge of company sales activities in Maine, New 
Hampshire, Vermont, Massachusetts, Connecticut, 
Rhode Island and eastern upstate New York. 

Mr. Morrison was appointed Springfield manager 


Frank Morrison 





on January 1, 1945, and pioneered establishment of 
Friden business in southern and western Massa- 
chusetts. 

As a former pilot for Northwest Airlines, manager 
of a flying school and sales promotion manager for 
airplane equipment in one of the largest electrical 
companies, he has been an avid booster for air ship- 
ment of Friden calculators and has gained wide pub- 
licity through this effort. 





New York State Business Incorporated 


Articles of incorporation have been filed with the 
office of the secretary of state, Albany, N. Y., for the 
James Cashmore Furniture Corporation, furniture and 
office equipment dealers. 

Capital stock was listed at 100 shares, no par value. 
The directors are given as Lillian E. Shafferman, Elsie | 
Giebel and Seth Rubenstein, whose addresses are 50 | 
Court St., Brooklyn, N. Y.—EEG 





Corry-Jamestown Names Representative 


The Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., has announced the appointment of Harry 


Harry J. Detwiler 





J. Detwiler of Denver, Col., as its factory representative 
in Colorado, Wyoming, Utah and New Mexico 

Mr. Detwiler is well known by the trade in these 
states, having called on office furniture dealers in this 
territory for many years 
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The American Metal Products Company of 


Borroughs Manufacturing Division 


amy 


The symbol of a quality product 

















Wou are tnetted to join our dealer organization 
to carry our quality line of 


“Flexi” Metal Office Furniture Products 


SLIDING SHELVES 
adjustable without bolting 


& 


SLIDING SHELVES 
adjustable without bolting 





amp “FLEXI’’ Bookcase 4212 


amp “‘FLEXI”’ Storcase 4218 
Height 42” — Width 38” — Depth 12” 


Height 42” — Width 38” — Depth 18” 





amp “FLEXI’’ Bookcase 8412 
Height 84” — Width 38” — Depth 12” 


Top, bottom, shelves and uprights of all cases are 18 gauge steel; backs and trim side panels, 20 gauge 


steel. All cases finished in top quality gray or green baked enamel. Sizes given are outside dimensions 





Gentlemen, these are quality products manufactured by a nationally known company that produces only quality products. 
its know-how created these outstanding cases to sell at attractive prices, with a good profit to you. You are urged to get 


acquainted with the amp line without delay . . . it may prove to be one of your greatest sales opportunities. 


Write today for more details 


AMERICAN METAL PRODUCTS COMPANY 


5959 Linsdale, Detroit 4, Michigan 
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, Precision Locked 
STANDARD HEAVY DUTY OFFICE STAPLER 


Preferred in | 
modern offices | 
everywhere | 











ae ARROW FASTENER COMPANY, (NC. 


ONE JUNIUS STREET, BROOKLYN 12, N. Y. 
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Mosler Launches Its Largest Ad Campaign 


The sale of fire-resistant safes during the first quar- 
ter of 1952 will break all records, Edwin H. Mosler, Sr., 
president of the Mosler Safe Company, predicted re- 
cently as he revealed the company’s plans for a large 
advertising campaign 

The promotion, launched in January in the United 
States and Canada, is featuring the sale of the com- 
pany’s “A” label fire-resistant safe. It will also empha- 
size the need for protecting important business records 
against fire 

The compaign is described as one of the most in- 
tensive ever conducted in the office equipment field. 

An estimated 32 million readers will see the Mosler 
full-page message in 13 major national consumer and 
business magazines. This is the heaviest schedule at- 
tempted by the company, according to Langdon Little- 
hale, director of advertising. 

To aid local dealers, numbering more than 1,000, to 
tie-in at local levels with the national promotion, the 
company is providing them with newspaper mats, en- 
velope stuffers, window display material and scripts 
for local radio and television programs. 

Mosler is charging each dealer $7.50 for the promo- 
tional package, but will cancel all charges as soon as 
the dealer sends in a photograph of his window display. 
Cash prizes will be awarded for the best displays. 

A teaser headline spearheading the Mosler campaign 
is, “Which of these four dangerous ideas do you have? 
Any one of them can put you out of business.” Sup- 
porting copy points out that: 

1. It is dangerous to take your records for granted 
because 43 out of 100 businesses that lose their records 
by fire never reopen 

2. It is dangerous to rely on old-fashioned, untested, 
heavy-walled safes. Such safes often cremate records 
when the temperature exceeds 350° F. “They act as 
incinerators 

3. It is dangerous to depend on fireproof buildings for 
record protection because such buildings wall-in an 
ffice fire and actually make it hotter. 

4. It is dangerous to think you can collect fully on a 
fire insurance policy unless you can submit written 
proof of loss, such as inventory records. 





E. B. Keller Serves Goodrich for 40 Years 


E. B. Keller, for the past 11 years in charge of sales 
f rubber bands and other stationers’ supplies for the 


‘ 


E. B. Keller 





B. F. Goodrich Company, completed 40 years of service 
with the organization in January. 

Mr. Keller started his career as a stenographer in 
the sundries department, but after a year became a 
sales correspondent in sundries sales until he assumed 
his present post in 1941. 





Fifth District Travelers Get Roster 


A new membership roster has been made available 
for members of the Fifth District Travelers Club “Serv- 
ing the Industrial Heart of the Nation.” The territory 
comprises Indiana, Kentucky, Michigan, Ohio and West 
Virginia 

This is a handy roster of members and affiliated com- 
panies and is dedicated to the dealers of the area. 

Complete information is furnished regarding meet- 
ing places and dates for the chapters in Cincinnati, 
Cleveland, Columbus, Detroit and Indianapolis 
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his executive posture chair 
practically sells itself! 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 
position. 

Thick, soft “cushions” of mold- 
ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 


Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 





101 





























Buy WITH CONFIDENCE Sell WITH PROFIT 





Whether it is our upholstered line or 
our wood office desk line, Worden 
furniture is made of selected materials, 
so that when the article is completed it 
is worthy of your good name and rep 


resentation. 
































No. 1260 Davenport 


SEND FOR OUR NEW CATALOG 


The WORDEN § Company 


200 E. 17th Street Holland, Michigan 
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Underwood Personnel Tests Prove Successful 


A 38.5% reduction in sales personnel turnover is 
the record established in a three-year period by 
Underwood Corporation. This turnover reduction ac- 
complished during unsettled business cycles resulted 
from the use of “Underwood Sales Aptitude Inventory,” 
a psychological testing device developed by the Execu- 
tive Analysis Corporation of New York City. 

The psychological test device, similar in appearance 
to aptitude tests familiar to veterans of the armed 


W. F. Arnold 


forces, contains 600 questions dealing with everyday 
happenings, which the sales applicant is required to 
answer. 

The test is based upon personality factors which 
make for success or failure in selling Underwood’s 
office machines. 

In announcing the results of the three-year test, 
W. F. Arnold, Underwood's vice-president and gen- 
eral sales manager, termed the decline in turnover, 
“a very substantial and enduring progress made on 
the problem of turnover among salesmen.” 

He pointed out that the aptitude inventory enables 
the hiring manager to know the probable level of sales 
productivity of the applicant, whether the applicant 
has the necessary personality traits, and whether he 
is likely to resign voluntarily within a period of nine 
to 18 months after employment. He added, “Ordinarily, 
these three items of crucial information are available 
only after working with a man for many months or 
even years. Being able to employ with a more than 
reasonable expectation of having the right man repre- 
sents a considerable economy in overhead.” 

Mr. Arnold also referred to a report by the Executive 
Analysis Corporation on the “Psychology of Selecting 
Underwood Salesmen.” This 28-page analysis brings 
out the fact that the Underwood Sales Aptitude In- 
ventory is “a precision psychological tool” tailor-made 
for the company and applicable only to the company’s 
unique selling operations. 

Among the characteristics of ‘Underwood resignees” 
listed by the report were the inability to derive the 
same job satisfaction as the man who stayed, less 
desire to develop new prospects by canvassing, 4} 
tendency to concentrate on one product, only, a lack] 
of patience and a “service mindedness.” 

The best producers are punctual, have confidence in 
their job knowledge, are systematic and sociable not | 
only as part of their work but also in their personal 
lives. They also have a certain team spirit and wel- 
come managerial criticisms. 

The report makes the point that the more-productive 
Underwood salesmen “enjoy selling to women and 
teaching them to use office equipment.” 

The company expects even further reduction ip 
turnover since “the effects of selecting a more stable 
type of salesman from the standpoint of job tenur@ 
tends to have a cumulative effect.” 

Among the three sales operations for which the 
inventory has been in use, typewriters, accounting 
and adding machines, the turnover decrease among 
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SMEAD’S TELL-I-VISION SYSTEM 


REG. VU. SS. PAT 


















READS LIKE A 800K 
LEFT TO RIGHT - 
GROWS AS NEEDED / | 





By using Smead's Tell-!-Vision filing system, you can 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 


ee ne Som Fant, ond Colorful Plastic Jabs 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


ime Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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typewriter salesmen has been the greatest. This group 
constitutes almost half the total Underwood sales 


force 





Rem-Rand to Expand in Marietta, Ohio 


Plans for expansion of the Marietta, Ohio, plant of 
Remington Rand Inc., including about 100,000 square 
feet of additional floor space, have been announced by 
R. J. Roach, general manager of the company’s steel 
equipment section of its manufacturing division. 

B. F. Anderson, assistant vice-president of Reming- 
ton Rand, and Mr. Roach on January 9, visited Mari- 
etta to confer with B. P. Bragg, local plant manager, 
on the proposed expansion project. 

Mr. Roach said the company has applied to the Fed- 
eral Government for permission to build additional 
manufacturing facilities in Marietta, to cost approxi- 
mately $1,500,000 

Further action locally must await the government’s 
action on this application. 

The proposed additional facilities are to be con- 
structed on lend owned by the Pennsylvania Railroad, 
near the present Remington Rand plant. Arrangements 
have been completed with the railroad for acquisition 
of this property 

The proposed expansion would increase the Rem- 
ington Rand payroll in Marietta by about 35 percent, 
adding between 200 and 300 employees. 

Mr. Roach pointed out that the plans for expanding 
the Marietta plant follow a pattern of expansion begun 
in 1940, when the first small addition was built at the 
Remington Rand plant 





Speedry Products Occupies New Building 


With the completion of a new structure providing 
10,000 square feet of floor space, Speedry Products, Inc., 
has been able to assemble all departments under one 
roof. Formerly, general offices and factory were sep- 
arated 

The new building, located at 91-31 121st St., Richmond 
Hill 18, New York, N. Y., has among its facilities a com- 
plete machine shop, research laboratory, ink manufac- 





Speedry Products, Inc., is now occupying 
New York City. 


turing, mixing and bottling departments, assembly de- 
partment, shipping room, warehouse and storage space, 
and an executive suite. Employees’ rest rooms, showers 
and a lunch room with cafeteria are also among the 
features of the plant 

A spokesman for the company, which pioneered the 
drying marking methods, said that the 
new plant was designed as a model of factory efficiency 
and working conditions. 


Carilest instan 





Chicago Firm Takes New Location 


The Halverson Specialty Sales Company, manufac- 
turers of stationery racks and other office accessories, 
has moved from 2821 Belmont Ave. to 1221 W. Chestnut 
St., Chicago. Larger quarters will enable the firm to 
increase manufacturing facilities. 
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Every business 
needs this 


SURE FIRE 
PROTECTION 


for valuable records 
combined with the 


CONVENIENCE 


OF A FILE 


Herring: Hall- Marvin 
presents the H. H. M. 


SAFE RECORD 
FILE 






Made in both legal and letter 
sizes—each drawer an individ- 
ual safe with One-Hour Fire 
Protection Certified by the 
Underwriters’ Laboratories. 


Catalogue and prices on request. Please 
ask for Catalogue No. 180-014. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 
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Faith and begorra! Trust Irish luck to spot 
a good thing like Weldon Roberts Erasers, 
that whisk away mistakes as easy as a leper- 
chaun can disappear. The name “Weldon 
Roberts” means smooth, clean erasing to 
folks everywhere. Weldon Roberts Erasers 
“Correct Mistakes in Any Language.” 


Stock this world-famous line for your cus- 
tomers who know that Weldon Roberts Eras- 
ers have ALL the extras in quality and per- 
formance at no extra cost. 








930 ENSEMBLE. Pink & Gray Rubber) A combina- 
tion eraser that does most everything. Handy, bias- 
beveled shape. Soft, pink pencil rubber joined to 
soft, gray ink eraser. For ink, pencil and crayon 
erasing. All of your customers can use it. 





JET ERASER. Convenient cylindrical stick eraser in 
attractive, transparent plastic holder. Top unscrews 
so eraser stick can be moved outward. Red rubber 
for pencil erasing, gray rubber for ink. Pocket clip 
style for general use. Brush whisk style for typists. 
Refills. Tops for typing, accounting, drafting, pro- 
fessional and student use. 


WELDON ROBERTS RUBBER CO. 


6th Ave. & No. 13th St., Newark 7, N. J. 
World’s Foremost Eraser Specialists 





Y Weldon Roterts 
Eran 


Correct Mistakes in Any Language 





















Personnel Changes Announced by Burrough 


A number of appointments and a retirement 
been announced by W. E. Morgan, general sales mg 
ager of Burroughs Adding Machine Company. 

J. Fred Kuhn has been named manager of ft 
Philadelphia branch to suceed Henry H. Loomis, w 
will go to the Columbus, Ohio, office. 

Mr. Kuhn joined the Burroughs organization 
Hagerstown, Md., in 1928. He was a member of 
Baltimore, Lima and Toledo branches before appoin 
ment to the Evansville branch in 1944. In 1948, he we 
to the Toledo branch as manager and goes to P 
delphia from there. 

Succeeding Mr. Kuhn is Willard H. Zentgrebe, y 
joined Burrough’s Detroit sales organization in 19} 





Henry Loomis 















F. W. Perrin 


V. J. Ford 


J. W. Finn 


following graduation from the University of Michigan 
He became senior salesman in 1933 and a zone manage 
in 1944. 

Mr. Loomis joined the company in 1918 in Lexington 
Ky., and has been a member of the Columbus, O 
Detroit and Philadelphia branches, and on the sale 
staff in Memphis and Nashville, Tenn. 

Frank W. Perrin, whom Mr. Loomis is succeeding, 
retiring from the company, with which he has worke 
since 1912. He was a salesman in Buffalo prior to b 
coming manager of the Wheeling, W. Va., branch iagg 
1915. He was manager of the Cleveland branch inj Ye 
1918 and again from 1924 to 1947. 

Harry L. Carey, appointed to the Wilmington, Del.) / 
branch, is replaced by V. James Ford as supervisor of ~~ 
the home office financial sales promotion section of 1 
the company. He has been assistant in the department 
since 1949. 

Mr. Ford has been with Burroughs since 1946 when 
he was named a junior salesman in Cincinnati. In his 
new position he will supervise financial sales promo- 
tion activities in this country and in Canada. 

John W. Finn, former branch manager at Scranton, \ 
Pa., has been appointed manager of a new branch} \ 
opened at 128 Elmora Ave., Elizabeth, N. J \ 

Mr. Finn, who attended Newark business college, \ 
has been a member of Burroughs company since 1936 
and has served on the sales staffs of the New York City 
and Newark, N. J., branches. 

Formerly regional sales promotion representative for 
microfilm in the southeast region, Maurice H. Austin 
has been named supervisor of the home office microfilm 
section, sales promotion department. He joined the 
firm as a junior salesman in Miami, following gradua- 
tion from the University of Florida in 1940. For two 
years he was a senior salesman in Winston-Salem and 
was a member of the home office sales promotion staff. 

Appointed general regional sales promotion repre- 
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Osterbrook - 


AMERICA’S MOST-ADVERTISED 
DESK PENS... 

















! I \ 
Advertised nationally... ; | | 
Advertised consistently i l 
in Saturday Evening Post . : 
Collier's , , 
| Time 
Newsweek ! I \ 
Business Week ! 1 i 
Pathfinder | i é 
American " " t 
National Geographic ' MODEL 4410 , MODEL 4810 ‘ 
Burrough’s Clearing House 
Purchasing | Maroon,green,orwalnut. | Maroon, green, or walnut. f 
Office Management & Equipment I Permalite base. l Permalite base. C 
Se a a sas a ae ee ee ST! a 
I I 
l I 
I I ‘ 
: 
I I 
I 
l I 
I I 
| | ‘ 
MODEL 407 ! ! 
Black Plastic base. Glass reservoir. ! MODEL 4420 ! MODEL 4820 
Holds two full ounces of ink ! Black Carrara marble base. | Black Carrara marble base. 
I l 
eee #——-— —- —- ——— — ~~ $f —H— H— — — 
I I 
I 1 
I ! 
! I 
I I 
I I 
! ! 
i 
maa - > | Nee l 
MODEL 112 MODEL 113 ! 7 l 
FOUNTAIN PEN DESK SET FOUNTAIN PEN ! I 
Gracefully tapered fountain DESK SET I MODEL 4430 I MODEL 4830 
pen held ready-for-use in ’ ; ~~ Genuine Onyx base. ! Genuine Onyx base. 
permanently lustrous black Same as Model 112 
porcelain base. Model 116. but with pen chained | I 
Same as Model 112, but with to base i | 
red, gray, green, or brown 
| hase. ! I 
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(ONLY A FEW OF THE MORE POPULAR POINTS SHOWN) 





WITH THE WORLD’S LARGEST 
VARIETY OF POINT STYLES 





Esterbrook 444 
desk pen sets 


For MORE SALES, MORE PROFITS .. . this 
vear feature Esterbrook Desk Sets. Esterbrook 
gives you the biggest sales feature desk sets can 





have... the world’s largest variety of point 
styles so each customer can choose the right point 
for the way he writes, the right point for the job he 
does. In addition, Esterbrook 444 Sets are backed 
by an all-out advertising campaign in a long 
list of national magazines and business papers. 


So, in fifty-two, hitch your wagon to Esterbrook 
144 and listen to the merry tinkling of your 


cash register 


MODEL 445 
\; ‘ s Mod 








AMERICA’S PEN NAME SINCE 1858 


The Esterbrook Pen Company, Camden 1, New Jersey 


The Esterbrook Pen Company of Canada, Ltd. 


92 Fleet Street, East; Toronto, Ontario 
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Choose your 
Own individual 
point style from the 
worlds largest 
selection 


Point 
instantly 
renewable in 
case of 
damage 


“Ink-Locked 
against accidental 
spillage. Can't leak 

Won't flood 


Base holds 
40 times more 
ink than ordinary 
fountain pen desk 
sets. As easy to 
clean as a 
saucer 


MODEL 444 
Heavy glass base in 
black, clear, green, 

MODEL 484 
Heavy glass base in 
black, clear, green, 
gray, or maroon. 


gray, or maroon, 
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| 
better than ever 


VUL-COr 


TRAOE MARK 


| 
| 
Waste | 
| 
| 







Baskets 


——-reduce_— +. — 
waste receptacle 
costs! | 


| 
| 


New Vul-Cots give you life- 
time service—colors don't 
chip off, rims don’t break. 
Made of hard vulcanized 
fibre they are light weight, 
noiseless, durable and at- 
tractive. Our exclusive 
bonded seam construction 
gives added strength—improves appearance. Easy to 
handle—easy to clean—they don't crack, splinter, dent, 
rust or corrode—are guaranteed for 5 years. Vul-Cots 
cut your maintenance and replacement costs. Write 
today for catalog price sheet —Dept. OA-3. 





The Squore Taper—oa distinctive 
style, popular with executives 
and ideal for reception or 
meeting rooms. One size, No. 5. 


The Round Taper—most popular 
of all Vul-Cots for general use. 
Takes up small space, is neat 
and attractive. Two sizes. Nos. 


| 
2 and 3. 
| 
| 
| 


Colors—All sizes made in 
standard colors — maroon- 
brown and olive-green. Gray 
also available for use with 
gray office furniture 


The Round Straight—specially 
designed for washrooms, base- 
ments and supply rooms. Two 
sizes, Nos. 9 and 10. 














sentative in the Atlantic region is Charles F. Fag 
formerly a salesman for the company in Binghamptoy 
N. Y. Mr. Fagan has been with Burroughs since 19% 
when he graduated from Cornell University. : 

Robert W. McLeod replaces C. E. Black as superv 
of the home office industrial sales promotion sec 
where his duties will consist of supervising activities 
the United States and Canada. 

He joined the organization in 1946 as a junior saleg 
man in Houston, Tex., and went to Burroughs hor 
office last September. 

Mr. Black will become manager of the compan 
Flint, Mich., branch. i 

In Montreal, Que., Kaj Dichow has been name 
manager of the Burroughs branch. Mr. Dichow, y f 
started with Burroughs in 1934 in Montreal, has begg: 
assistant manager since last April. i 





SoundScriber Promotes Two on Sales Staff 


R. W. Davidson, vice-president of the SoundScri 
Corporation has announced the appointments of N 
son Eyles and James Woodhull as distributors for ri 
company’s products. rt 
Mr. Eyles, who has been associated with Sound 
Scriber Corporation since 1945, started as a servicer 
‘ 





J. Woodhull Nelson Eyles 


in New York City. He has been promoted to distributor 
in charge of the Louisville office from the sales ané 
service staff of the Newark, N. J., headquarters. 

He is an alumnus of the RCA Institute and Newark 
College of Engineering. He received his sales and man- 
agement training at Long Island University and took 4 
business administration course at Rutgers University 

Mr. Woodhull, a graduate of Yale University, has 
been with the corporation in a sales capacity for the 
past two years. He was formerly affiliated with the 
Dayton sales office of the National Cash Register Com- 
pany, and is a member of the Dayton chapter ol 
NOMA. 





Royal Makes Accounting Appointments 

E. T. Quinn, comptroller for the Royal Typewriter 
Company, Inc., has announced two new appointment 
within the comptroller’s division. 

E. S. Osenberg, formerly cashier at Minneapolis, hai 
been named district auditor. He joined Royal in Chi- 








E. E. Osenberg F. W. Bowers 


cago in 1937, and was named assistant cashier there i 
1948, credit manager in 1949 and in 1950 took over the 
cashier’s duties in Minneapolis 

F. W. Bowers, formerly assistant, cashier in Minne 
apolis, has been selected to succeed Mr. Osenberg. He 
has been a member of the company since 1949, ant 
became assistant cashier in 1950 


OFFICE APPLIANCES, March, 1953) 


( 





Fagan 
mpton 
e 199 


ervisgy 
Section 
ities ip 
’ Sales: 
| home 
\panys 
nameg 


Vv, Whe 
S beep 


ff 


Scribe 
of Nek 
for the 


sound 
cemai 





ro ao oe Ba - 
ee at <a a : £. Foetal a 
a a : - ee x +s, id > 

; ae 





— - ‘ 
ra t 





. 


Thomas Furnitur vered with Kalistron—Green-Griff ord Motor Co., Norfolk, Va. 


‘ibutor 
PS and 


eal MORE SELLING POWER Jeccausc... 
| man- 


took & ar ; 
— NO OTHER furniture LIKE IT! 
y, has 
or the 
th the One look shows customers that Kalistron-covered Thomas Furniture 


| Com- is different. For Kalistron* color, fused to underside of extra durable 

=a Vinylite sheet creates a “third dimensional” depth of color unlike anything 
ever seen before. And color on underside means nothing can ever touch 
Kalistron’s beauty. It never shows wear—brings customers back for more! 


Kalistron resists scuffs, scratches, spots . . . waterproof, yet cleans easily 


Writer 
with damp cloth. Won't chip, peel, crack or check. 


ments 
is. has See and Test Kalistron for yourself. Send coupon below for Nail-File 
n Chi proof test and complete information. 


*TRADEMARK 


@ SEND FOR FREE “NAIL-FILE” PROOF TEST 


Thomas Furniture Company, Dept. T-15 
High Point, North Carolina 





Please send me FREE nail-file test (sample of Kalistron 
ere I and actual nail-file) and other information. 


=“ FURNITURE COMPANY | 
NAME 








Ainne- 
-o. He HIGH POINT, NORTH CAROLINA 
y, ane ADDRESS. 
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and 
ve LEGAL 
Sizes 














Keystone Steel offers you a commer- 
cial type (C Grade) Suspension File, 
engineered for smoother action, long 
life in operation. 


SPECIFICATIONS: 
e 2514" Deep — 52” High — 15” Wide 
e 10 heavy duty rollers to each drawer 
e Compressor Type follower blocks 
e Beautifully matched hardware 
e Full Depth, wide workable drawers 
e Baked enamel finish (Green or Grey) 
e Six reinforced Uprights 
e Spot and Oxy-Acetylene welded 
e Available in all sizes, letter and legal 
e Locks, Paracentric, plunger types 
e Fabricated of heavy furniture steel 


Solves 
the 
Storage 
Problem 









SET-UP AND 
INDIVIDUALLY PACKED 


IN CUSHIONED CARTONS CATALOG AND 


PRICE LIST 
UPON REQUEST 








- NOTE . | 
New Mailing Address 
KEYSTON- — 


STORAGE EQUIPMENT | 


Liisa STEEL EQUIPMENT CO., INC. 
1914 S. WATER ST. e@ PHILA. 48, PA. 








FACTORY 
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Field Division Sponsors Traveler Club Trophy 

F.C. “Chet” Williams of Yawman and Erbe Manu- 
facturing Company, vice-president of the field division 
of NSOEA, announces new recognition for the impor- 
tant role the traveler clubs play in the district activi- 
ties of the industry 

Wishing to bring its appreciation into sharper focus 
nationally, the distributors’ (field) division has placed 
in compe tition a magnificent cup to be known as the 
Traveler Club Trophy. It will be presented each year, 
1t the annual banquet of NSOEA, to the president of 
the winning traveler club 

Acceptable new memberships in the Nationa] Sta- 
tionery & Office Equipment Association secured by a 
member of a traveler club will be counted for that 
traveler club in the following manner: 


eptable membership in the field 


each acceptable membership in 
nanufacturer division (Former 
lapsed for two years will be 


hours spent by a traveler club 
x sales meetings or working with 
the NSOEA training courses were 


raveler club showing the largest 
the field division memberships 


ulation of the points accumu 
i th the committee the first week 
Sept t bonus to each club that reports 


lubs are eligible for the cup 
ind Travelers Clul 
State Traveler Clut 
\ Travelers Clul 
: fr, 


Travelers Club 
I velers Club 
Mountain Travels 

‘rail Travelers 


rs Club 


ember division—Stationers Asso 
f Northern California 
State Travelers 

three members will be appointed 


ers Trophy will take place at 
the association when the other 
ill be presented to the president of 
i or his designated representa- 
t of the field division 


s possession for one year and the 
be engraved on the cup. It must 

r permanent possession 
ind end September 1 of each 





E. C. “Cliff” Clifton Joins W-J Staff 

E. C. “Cliff” Clifton, widely-known among stationers 
hroughout the South, has joined the Wilson Jones 
sales staff. He will cover Texas territory 
n Houston, Tex 


Company 


i make his hom«e 


E. C. Clifton 


Cliff” has spent more than 30 years in the station- 
indust He knows the dealers’ viewpoints and 
ems, |} een associated with the retail field 

ra imbe! I years 

He native of Birmingham, Ala., and has covered 


ithern territo1 s; a manufacturers’ representative 
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A BEACON GUIDE 


For Faster 
Filing and 
Finding 









SAVES FILING SPACE 
Wd ah ol hay 


WELL PROVE /T TO YOU 















z& 
a 
Ss site AGMIFIED VISIBILITY 


g BARKLEY Zé TAB | 






7 


For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the “trick.” Available 
in all standard sizes 3x5, 4x6, 5x8. Special arrangement 
of tabs for any special system—do it with color. 


They spell improvement in any card file 


Write for Illustrated Literature 





Patent No. 2248355—D128118 


Established 1921 


L. 1. By, AL EY & CU. 


i baling Supplie 


7 tT 
| 


Chicago 7 


1220 W. Van Buren St 
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TAMPERPROOF 


Safety Express Style 


ENVELOPES 


FOR REGISTERED MAIL 
FLAT OR EXPANDING TYPES 


Available in either 1“ 





2” - 3” or 4” expansion 
for mailing bulky en- 


closures. 











0 





Your bank customers use these 
safe mailers. You will also find 
prospective buyers in insurance 
companies, financial institutions 
and every firm which has currency, 
stocks, mortgages, abstracts, re- 
ports or other valuable papers to 
mail, 

Tamperproof envelopes are ready 
for your trade in all sizes from 





4V2x7TY2 to 10x15. Durably built =; 
with double fold top and bottom. 
Extra heavy gumming on the flap. 


FOR MORE INFORMATION 
ACT NOW ON THIS ENVELOPE LINE 
USE THE COUPON BELOW 








Northern States Envelope Co. 


The Justrite Envelope Line 
CHICAGO — ST. PAUL 











NORTHERN STATES ENVELOPE Co. 
300 E. Fourth St., St. Paul 1, Minn. | 
We are interested in the sale of Tamperproof Envelopes. Please | 
send dealers price list to | 
| 
Name oS ae —— | 
OO cine nesta 
City pede on Sta a 
> ce ce ce ce cm er = ES EC CC EE a 








Y. and E. Announces Personnel Changes 


Two of a series of personnel changes, made to exp@ 
the company’s service to its dealers, were annour 
recently by Yawman and Erbe Manufacturing C 
pany. 

Edward W. Murphy has assumed the post of man 
supplies division, while Russell B. Williams who 


E. W. Murphy 





i 
merly held that position, along with his duties 
superintendent of paper production, will devote 
entire time to the latter job. 

Mr. Murphy’s duties in the agency dealer departme 
will be taken over by Wayne S. Stevens. | 
In a letter to the field force announcing the chang 

Hugh L. Smith, vice-president in charge of 
declared, “Both Mr. Williams and Mr. Murphy 
more than 30 years of experience with our suppl 
line. It will be their aim to make the Y. and E. 
more attractive.” 





Bob Fredrickson Joins Autopoint 


Bob Fredrickson has been named district sales : 
ager for Autopoint Company for the states of Io 





R. Frederickson 





= 


and Illinois, excluding Cook County. He succeeds 
father, Richard R. Fredrickson, now retired, 
covered the same territory for 30 years. 

He commenced his new duties in January. 





Diebold Names Dealer Supervisor 


The appointment of Ralph M. Autra as dealer super- 
visor has been announced by W. K. Wilson, sales man 
ager of the systems division of Diebold, Inc. He ha 
served in the Atlanta office of the company, also a 
branch manager of the Memphis office. 

A native of Evansville, Ind., he was educated a@ 


Ralph M. Autra 


Evansville College. Prior to joining Diebold in 1946| 
he spent three years in the Army Air Corps. 

Mr. Autra, who lives at 1396 Smythe Ave., Memphis! 
Tenn., will make the Diebold home office in Canton) 
Ohio, his headquarters. 
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Many a successful stationer has travelled the 
Columbia highway and they'll tell you—it takes you 
straight to Profit! 


It’s a well-paved road and there’s no speed limit. Once 
you're on it, the sky’s the limit. What’s more you can 
count on Columbia for relief drivers—factory schooled, 
field trained, ribbon and carbon specialists backed up 
with the best dealer assistance program in the industry. 


The Columbia Sales Cooperation Plan doesn’t try to 
hog your sales staff. Its purpose is to help you make big 
bbon and carbon sales and to train 
very latest selling techniques. But, 
in, as many a leading stationer will 


business out of 1 
your men in the 


it's a generous p! 


¢- | 
Brand Names that | 
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tild Business: CLASSIC + SILK GAUZE + COMMANDER + PINNACLE + MARATHON - 





be glad to testify.* It breaks the ice on new accounts 
—puts new business on your books—with a big plus for 
you in other office supply and equipment sales. 


So step on it! Write for a copy of the C.S.C. Plan. 
We'll send it to you just as soon as we get the coupon— 


no strings attached. 
*Names and statements on request. 


@ Cotumsra Rippon & Carson Mpc. Co., Ine. 
102.3 Herb Hill Road, Glen Cove, L. I., New York 


Cotumsta Risson & Canson Manvuracrunine Co., Inc, OA-3 
102-3 Herb Hill Road, Glen Cove, L. I., N. Y. 


Please send me a copy of the Columbia Sales Cooperation Plan. 




















Name 
Company 
Address 
City Zone. State 
D.H.&D. + RAINBOW 
115 
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| EILINK eee 7 
| i 
| | 
Sales volume need never drop—especially 
| if you smooth out the seasonal 
low-spots in your profit structure with 
MEILINK “large unit” sales! : 
} rer “DOTIT Ea 
MEILINK and HERCULES safes, home A 
vaults, security chests, and business 
machine stands give you a profit advantage st 
hard to beat. You get a larger unit sale tic 
with a full dealer discount that boosts your sti 
dollar volume and leaves you with a 
a bigger profit dividend. he 
If you're minus MEILINK, you're | 
missing a golden opportunity for big- be 
volume sales that keep your profits Py 
) steady every day in the year. M: 
i ry? ; TL ¢ “ 
Write MEILINK ... today! Co 
| M 
. 
of 
ca: 
' 
' Put this under your hat! " 


You'll see the TOP line at 


BOOTHS 20, 21, 22 
NOFA CONVENTION 


APRIL 23, 24, 25 
HADDON HALL — ATLANTIC CITY 

















AE ERSTE EG nee eoreneee 


| MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio = 
WAREHOUSES and DISTRIBUTORS in: NEW YORK—Export Dept. e PHILADELPHIA : BOSTON ; wa: 

WASHINGTON, D. C. e CHICAGO e DETROIT e FORT WORTH e SEATTLE e LOS ANGELES e SAN FRANCISCO ; I 

) Of) 

A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: A, B, C-LABEL SAFES, HOME VAULTS, | = 

CARD AND LETTER FILES, BUSINESS MACHINE AND TYPEWRITER STANDS ; 
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J. R. Geller Opens New Showroom 


J.R. Geller celebrated the formal opening of his new 
showroom at 1133 Broadway, New York, N. Y., on 
Thursday afternoon, January 10. Refreshments were 
served to a host of customers, resident buyers, friends 
and members of the industry. who came to participate 
in the celebration and wish him well. 

The new showroom is tastefully decorated in modern 
style with fluorescent lighting throughout and the 
numerous products were conveniently arranged for 
easy inspection and selection. 

The line consists of steel desks, one and two-drawer 





A Section of J. R. Geller’s New Showroom 


steel filing cabinets, steel index boxes, steel combina- 
tion files, steel storage cabinets, steel assorting racks, 
steel and aluminum chairs, smoking stands, transfer 
cases in drawer and collapsible types, wooden type- 
writer and utility tables, wood costumers, steel letter 
trays and binders 

Mr. Geller is exclusive national and world-wide man- 
ifacturers’ sales agent for the following firms: Durable 
Metal Products Company, Wells Chair Company, All 
Purpose Metal Equipment Corporation, Stellar Tool & 
Manufacturing Company, Inc., Will-Ray Products 
Company, and The Kay-Dee Company. 





Mosler Names Cronin New York Sales Manager 
Appointment of George G. Cronin as sales manager 
of the Mosler Safe Company’s New York records and 
cash protection division was recently announced by 
Edwin H. Mosler, Sr., president. 
Mr. Cronin will take over the key executive post re- 


G. G. Cronin 


cently vacated by John Mosler, vice-president, who 
was appointed national director of sales a year ago. 

In his new capacity, Mr. Cronin will direct the sale 
of Mosler products in the Greater New York area, in- 
cluding Connecticut and part of New Jersey. He lives 
with his family at 1595 Unionport Rd., Parkchester, 
N.Y 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD... a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


ACT NO 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 





Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 


“aac mm ee 

| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. O. A.-352 

| | am interested in the new Victor Champion line of adding machines. 
Please send details to: 

] Address : ¥ Lee een 

| Gi iineinnintiionmmnin | 

, Territory where | am now selling :.. 


VICTOR ADDING MACHINE CO. 























No. 103 Revolving Arm 
Chair ond No. 101 
Matching Side Chair. 
Finished in Walnut or 
Mahogany on Pecan. 
Upholstered in Tolex 
Plastic Leathercloth, Top 
Groin Leather, or deep 
Buff Leother 


For the dealer, Gregson chairs are a well tailored and 
well proportioned line, reasonably priced to sell at a profit. 
They're constructed to stand up under hard usage. Yes . . . 
you'll make money with Gregson chairs. 


In the office, Gregson chairs add a prosperous look. 
And they're comfortable too. They help the busy execu- 
tive do better and more profitable work. Yes .. . he'll 
thank the dealer who sells him Gregson chairs. 


DEALER INQUIRIES INVITED 


























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Sharing .. . Capt. William M. Gourlay (left) of the Salvatiog 
Army public relations department, New York City, accepts a check! 
and more than 100 gifts from Miss Catherine Browne, as Unde,! 
wood Corp. New York District Manager Gred A. Greis looks on) 
The employees of Underwood New York regional and general 
offices provided these gifts for the annual Christmas party gives 


by the Salvation Army in New York City. 





West Coast Manager Named by York Safe 


The appointment of R. H. Polgrean as west coast! 
district manager of York Safe and Lock Company, has} 
been announced by H. L. Broadwater, assistant sales) 
manager. 

Mr. Polgrean’s duties as dealer supervisor will keep) 


i 
' 


: 


R. H. Polgrean 





him in California, Nevada and Arizona, states with] 
which he is already well acquainted. He was formerly) 
branch manager on the west coast for Art Metal Con-| 
struction Company for five years and was district) 
manager of the Herring-Hall-Marvin Safe Company) 





Cadel Chosen Pomerantz General Manager 


A. Pomerantz & Company, Philadelphia, Pa., has an- 
nounced the addition of Herbert Cadel to the staff as 
general manager of the retail store. 

A graduate of Cornell University in business and 


Herbert Cadel 


industrial management, Mr. Cadel was formerly asso 
ciated with Bloomingdale’s in New York City and then) 
with Gimbel Brothers in Philadelphia as the buyey 
of stationery. During World War II, he was a captaib} 
in the Air Transport Command in India, serving 4 
communications, signal, supply and intelligence officer 





7 


David Peebles Named by Burroughs 

David C. Peebles has been named manager of Bury 
roughs Adding Machine Company’s Cleveland, Ohi 
branch. He replaces Kenneth S. Larrance, managé 
in Cleveland since 1947, who is now in charge at t# 
Chicago branch.—AK 
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Rock aPile 


Office Furniture 
and Equipment 


Now it’s a fact! Office furniture and equip- 
ment that combines efficiency, comfort and 
beauty—Rock-a-File Modular Office Furniture 
and Equipment. Engineered for efficient use, 
solid working comfort and warm beauty, Rock- 
a-File Modular makes any office a more at- 
tractive, pleasant place in which to work. 
Gone is the old-fashioned, cluttered look of 
unmatched pieces. Rock-a-File Modular units 
—desk, file, bookcase, waste receptacle, type- 
writer cabinet, drawer cabinet and shelf stor- 
age cabinet—in wood or steel construction— 


For comp é 
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te details, write today for catalog and price list. 







are designed to fit available space with the 
maximum in efficiency. Each unit easily con- 
nects to companion units in any desired ar- 
rangement—making a complete and harmo- 
nious furniture layout. 

Everybody, from executives to stenogra- 
phers, will appreciate the efficiency, economy 
of space, comfort and beauty of Rock-a-File 
Modular Office Furniture. Available in steel 
or wood, Rock-a-File Modular steel units are 
furnished with gray or walnut finish; wood 
units in genuine walnut only. 


ROCKWELL-BARNES COMPANY 


35 East Wacker Drive Chicago |], Ill. 
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FINAL-LINE 
Carbon 


That's the opinion of Secretaries 
who find that PEERLESS IMPERIAL 
FINAL-LINE Carbon makes their 
work easier;r, shortens their days by 
FINAL LINE avoiding I eedless re-ty ping 

Crobou Bors That's the opinion ol Dealers who 
find that the exclusive features of 
FINAL-LINE sweep away sales resis 
tance. It’s a confident feeling when you have something new 


and better to offer. 


FINAL-LINE Carbon corrects the most serious error in 
typewriting ee es typing too far down on the page. Three 


unch holes at the top and bottom of an uncoated extension 
I 











edge tell the Typist where to START — warn her where to 


STOP. This saves unnecessary retyping, helps in the proper 


spacing of letters 


CLEAN TO HANDLE 


The uncoated edge of FINAL-LINE makes it clean to handle 
and avoids finger-smudging. The uncoated edge can be used 
on either side of the page — making it possible to turn the 


carbon around for added wear and usefulness 


FINAL-LINE, a distinctively packaged product, is avail- 
able in all weights and finishes, and for all requirements. Use 


FINAL-LINE to open up important accounts. Yes — its 


terrific. Write for samples and prices today 









PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7, 321 Broadway * Chigago 2, 179 W Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 





Hye dll 





“ ° ” 
A Great Name WH Carbons Ribbons, carbons, spirit and gelatin duplicating carbons, 


master units, carbon ribbons, carbon rolls for every business need. 
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Mann Addresses New York OMDA 


Continued from page 56 
fine receptio1 orded him at each local association 
meeting 

He went on to tell of the numerous services and ac- 
tivities of the National Office Machine Dealers Associa- 
tion for its members. He urged participation in the 
new national membership contest ending May 15. 

Mr. Mann stressed the importance and value of the 


“Who's Who” now in preparation and gave details of 
the national group life insurance plan. He also stressed 


the value of publicity materials such as decalcomanias, 
blow-ups of the NOMDA code of ethics, display cards 
and envelope stuffers, and the guarantee service policy 
certificate for portable typewriters, provided by 
NOMDA 

He urged dealer members to merchandise their mem- 
bership by using these devices and displaying them 
prominently. Attention was called tothe Spokesman 
publication of NOMDA and he strongly urged all to 


read it for the interesting and important material it 
contalns 

In conclusion, Mr. Mann gave his listeners an out- 
line of the program to be presented at the NOMDA 
annual convention to be held on June 16-18 in Dallas, 


Tex., and urged that a New York delegation attend. 
Considerable interest was shown in Mr. Mann’s ad- 
iress and numerous questions were asked at the end 
of each topic cussed and at the conclusion of his 
talk 
The remainder of the meeting was devoted to topics 
the association and the industry. Among 


oI interest to 


the topics discussed were closed dealer meetings and 
whether or not dinner meetings should be held. 
After considerable discussion it was decided to hold 


the next five meetings through June in the meeting 
room of the Governor Clinton Hotel on the second 
Tue sday of each month. 





NCR Plans To Sell Adding Machines 
On Nation-Wide Basis 


Adding machines will be sold by the National Cash 
Register Company for the first time on a nation-wide 
basis, it was announced by Stanley C. Allyn, president. 


Previously, NCR branches had been authorized to sell 
ind service adding machines in only about 55% of the 
United States, Mr. Allyn pointed out, but as of Janu- 

1 certain restrictions were removed. This has made 
ossible new 1 expanded sales and service facilities 
approximate 150 of the 213 branch offices operated 
this country 
The company 


nas peen making 


with headquarters in Dayton, Ohio, 
business machines for over 67 years 
adding machine field in 1943 with the 
Allen-Wales Adding Machine Corpora- 


and entered t! 


purchase of t 


n I of this purchase, Allen-Wales deal- 
ers could continue distribution of the adding machine 


but NCR branch offices could handle it only in 
ertain territories 
A year ago the name of the adding machines was 
hanged from Allen-Wales to National and at the same 


were introduced. Most of the former 

lealers continued as dealers for the Na- 

ial machin Manufacturing facilities were and 
Ithaca, N. Y 

les of adding machines wiil round out 

| products, which previously had in- 

ided cash registers and accounting machines. 


ers will be appointed in those cities 
where there no NCR branch office headquarters, 
while all existi National adding machine dealerships 


ll be co1 whether or not they are located in 
aaquarte ies 
Service on Allen-Wales, as well as National adding 
nachines, v ntinue to be available from National 
branch office nd from the authorized National deal- 
rs, Mr. All 


OFFICE APPLIANCES, March, 1952 











B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


GR i rf if vase 
GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphic 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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KNOCKS AGAIN: 





TO VISIT 


N.O.F.A.’‘S 6TH ANNUAL 
CONVENTION and EXHIBIT 


APRIL 23-24-25 
HADDON HALL ATLANTIC CITY, N. J. 
e 


THE 3 MOST IMPORTANT DAYS OF 
THE OFFICE FURNITURE INDUSTRY 
© 


AN OPPORTUNITY for DEALERS 


to join the crowd and attend the largest exhibition 
in the world devoted exclusively to office furniture, 
equipment and accessories. 


AN OPPORTUNITY to see at first hand a 


large variety of products displayed to best advan- 
tage under one roof in more than 100 booths in 
less time than is possible any other way. 


AN OPPORTUNITY to hear famous speak- 


ers presenting facts about business and the office 
furniture industry. 


AN OPPORTUNITY for leading dealers and 


prominent manufacturers to hold numerous informal 
conferences on problems of the trade. 


° 
DON’T MISS THIS OPPORTUNITY! 


Make a note of the dates and send in your registra- 
tion now. 


NATIONAL OFFice FuRNiTURE AssociATION 
175 FIFTH AVENUE 


OPPORTUNITY J 


NEW YORK 10, N.Y. 
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The Ad-Viser 


(Continued from page 31) 


ILLUSTRATIONS AND COPY. It is often possible to 
obtain from your manufacturers and jobbers free 
photographs, illustrations, type matter, and so forth, 
all of which can be used in the catalog. Get as much 
“copy” from your sources of supply as possible. This 
will save you a lot of money. The cost of art work and 
photography is extremely high these days. Illustrations 
both in line and in halftones are good. It is also pos- 
sible to obtain free material from your mat services 
and from your newspaper office files. 

COPY AND TEXT. Your copy should consist pri- 
marily of descriptions of items and prices. Some in- 
stitutional copy can be included. Order blanks and 
coupons are always desirable. Be sure to give simple 
instructions if they are required for ordering. An in- 
dex is helpful. 

PAPER, COVER AND INSIDE PAGES. Try to obtain 
a good quality paper for the inside of the catalog and 
a heavier stock for the cover. The exact type of paper 
should depend upon the context, folding, method of 
printing, post office requirements, weight, and so forth. 

COLOR. If you can afford to use an extra color, it 
will add tremendously to your publication. The cover, 
in at least two colors, will attract people to open the 
catalog. Within the book itself, extra colors can be 
used for emphasis, prices, certain items of merchan- 
dise, and so forth. Care should be used, since this too 
can be overdone. 

THE CATALOG. The catalog should be a handy 
book, designed for extended use. Produce it so that 
the customer will save it for future ordering and as 
reference material. If the catalog is easy to read, easy 
to use, easy to order, it will accomplish its purpose— 
that of creating additional business. 





Meilink Advertises Over 50-Year Span 


Three ads, dating back to 1902, mark 50 years of 
continuous advertising by the Meilink Steel Safe Com- 
pany of Toledo, Ohio. 

According to these ads published in Everybody’s 


mettinl 


a portent to 











aabesto* 
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pe er sdacted for ane oom , J0,.000 in use; 


Send tor Feee Niuatrated Catatogwe SS Pages 
ch-w re . 
Was 

MELINA MANUFACTURING ©O_ 001 Dectece Se Tetete Ghee 

















These Sold Meilink Safes .. . Meilink Safe Co. used 
these ads in the yester years—Saturday Evening Post (top), 
Everybody's Magazine (center) and McClure’s (bottom). 
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Matched Gunlocke Executive Chairs 


Jop. Wanagement 


Sit up or relax with easy comfort in this Gunlocke 
‘Executive’’ adjustable chair. You get a new idea of 
what office chair comfort can be when you sit into 
the deep, foam rubber mounted cushions of the seat 


and back. 


Another unique feature is that the seat tilts with 
the back. But you avoid the customary irritation of 
having your feet rise from the floor, because although 
the seat tilts, the rise at the front is not perceptible. 


A custom fit is assured by four separate hand adjust- 
ments. Genuine top grain leather, with the exception 
of the seat, which is of hard-wearing fabric in match- 


ing color. 


The "Executive" line guest chair is styled to accom- 
pany the swivel chair. It is conservative with the built-in 
comfort of coil springs in the seat and back. The arm 
interiors are of foam rubber. 


riety YEaes OF 


PROGEESS (NH MAKING 


OFFICE CHAIRS _ 


Lv 


H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 




















Here are Carter’s answers to your problems 


A wide range of Duplicator Carbons.., 





And a brand-new 


Carter’s Cleancoat . . . Sensibly priced for short runs. 





Protective coating and sealed Units keep carbon factory- 
fresh—no offsetting, easy erasures 
In Flat Sheets and Masterfold Units 
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DUPLIC ATOR 


Carbor f ap er 
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ee 


STERFOLD UNITS 


Pm if 4 Bes 










Carter’s Commercial . . . Carter's most economically 
priced Duplicator Carbon, for volume users. All 
the features of Cleancoat less protective coating. 


In both Flat Sheets and Masterfold Units. 









Carter’s Long Run... For runs up to 400 
twice as many copies as Cleancoat or Commercial! 


copies 


Gives ideal performance for most Spirit Duplicating 
jobs. In Flat Sheets and Masterfold Units; 
special finish for electric typewriters 


as well as regular finishes. 
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1s jin this FASTEST growing field... 


ee An Improved Duplicating Fluid... 















wi Hand Cleaner .ece 











Carter’s Duplicating Fluid 


Quality where quality is important: 
Carter’s Duplicating Fluid transfers com- 
plete impress to paper in less than .01 
second. Draw i ist enough color to 
produce sharpest copies—dries in just 
the right time to produce brilliant copies! 


Carter’s Super Quality ... A superior 
quality Duplicator Carbon styled for 
eptionally long runs up to 600 copies! 
Available only in Masterfold Units 

with protective gold-sealed edges. 


For those who want the best... Carter’s Silvercoat 
top-quality carbon—no equal at any price! Metallic 
protective coating means easier corrections —cleaner 
handling. In both Flat Sheets and Masterfold Units 
with gold-sealed edges. Available in five brilliant colors 
for runs up to 400 copies. 


Carter’s Waterless Hand Cleaner: This remark- 
able Hand Cleaner removes all kinds of ink stains 
thoroughly . . . quickly without water. And it 
contains /anolin to soften hands and prevent chap- 


’ . 
ping! It is applied as easily as a soothing hand i 7) 


ART Te tte 


ULM 
cream and removed with paper towel or tissue. 
Stains made by duplicator carbons, regular car- 
bons and ribbons, ball-point pens, ink, etc. vanish 
without a trace! 


THE CARTER’S INK COMPANY 


CAMBRIDGE 42 @ BOSTON, MASSACHUSETTS 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 


niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


a Mail Coupon Today 
: “THE COLSON CORPORATION 


ELYRIA, OHIO 

Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 


Name_ 

Company 

Address_ 

ea Zone State 


‘ ‘¥ 1 
ELYRIA, OHIO 
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Magazine, January, 1902; McClure’s, January, 1908, 
and The Saturday Evening Post, June, 1908, adver- 
tising copy in the early part of the century differed 
little from that used to sell safes and home vaults 
today. Then, as now, protection of valuables from the 
hazzards of fire was the dominating theme. 

Emphasis was also placed on Meilink construction 
at this early date. Double steel walls, fire-resistive in- 
sulation and quality of lock mechanism were high- 
lighted. 








Celebrating the firm’s 100th anniversary, the Morris 
Sanford Company uses the booklet here illustrated as 
a customer mailer. The job performed on this historical 





plece is extremely well done. The cover has been 
printed on coated stock in two colors, making it at- 
tractive, yet subdued. 

The inside pages have been printed on an antique 
stock, giving the appearance of “oldness.” Choice of 
typography and interesting line drawings which re- 
semble wood blocks, add dignity and impressiveness 
to the piece 


Copies of dealers’ ads, mailing 
pieces and particular advertising problems 
will be analyzed by Mr. Settel. Letters and 
other material should be addressed to him 
in care of OrrIcE APPLIANCES. This service is 
free of charge 





OFFICE APPLIANCES, March, 1952 





f 

















108, 
er- 
red 
ilts 
the 


ion 
in- 
zh- 


rris 
as 
cal 


een 
at- 


que 
» of 


1eSS 





















? 


& 
; 
Re 
; 
- 
= 
= 
iF 
- 
oe 
x 
Fe 
r 
& 
: 





S. 





eeerrrrerts 
BACK SUPPORT 


ANOTHER 










VALUE POINT 


Let the girl lean back, reach to either 


side—and the Sturgis Follow-Flex J X 
Back Support moves with her, giving : 


firm support to her back — auto- \\ 





| 





matically. Made of high carbon spring 
steel, it is instantly responsive to 
every movement. Follow-Flex is pat- 
ented. Only Sturgis Posture Chairs _~ 


have it. 























follows the beck Ne 
ADVANTAGES automatically 


OF STURGIS flexes for comfort 
OLLOW-FLEX yet gives firm 
support 








Your customers can’t see all the 
quality that’s engineered into Sturgis 
chairs but it’s there in full measure 
—and because it’s there Sturgis 
dealers find it easy to build repeat 
business for the complete line of 


Sturgis chairs. 
You can’t see all 
y the quality that's 
engineered into 
Sturgis chairs. 












‘The Sturgis Posture Chair Company 
Vurgn Mochigen 












OFFICE APPLIANCES, March, 1952 127 






| 
| 

















uality ark 





REMEMBER— 


~ an age Champion pred — , the names of these 
sell satisfaction to customers who want adde QUALITY Products 


protection for mailing catalogs, samples, 
booklets. Champion Clasp Envelopes have by QUALITY PARK 


three-way strength — the strength of durable ° 

Quality Park stocks . . . the strength of wide LEATHEROID EXPANDING 
gummed seams and reinforced flaps . . . WALLETS 

the strength of strong, secure fasteners (clasp VERTICAL 

or string tie). Quality Park Champion Clasp FILE POCKETS 
Envelopes are now available in 23 sizes in 

either Parkraft or Cameo stock . . . packed BLUE LINE 

100 to the box, 1,000 to the carton. AIR MAIL 


. and STRING TIES, TOO... BAERS MAP 
String and button fasteners AIR MAIL EXPRESS 
available on all sizes at FLAT MAILER 

slight extra cost. 











SOLD ONLY THROUGH DEALERS 


ey 


Ne Ev VEKODE CO Quai Ra 


General Office and Factory, Quality Park, St. Paul 4, Minnesota = 
e ee —" 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Meetings, Dinners, Conventions 
Continued from poags 


Tate, Columbus, M It. governor; Dave N. Reed, 


Dallas, Tex., lt. governor; W. E. Lowe, Fort Worth, Tex.. 
treasurer; W. Neill Stewart, Jr., Dallas, Tex., secretary. 
Convention mmittee—Dave N. Reed, general 


nan; W. Neill Stewart, Jr., co-chairman, and 


Entertainment—Arthur Hopkins, chairman; Charles 
G. Ferrell, Artl A’Mell, Tom Rose and Jack P. 
Fieming 

Program—Dave N. Reed, chairman; W. Neill Stewart, 
Jr. Paul Burbai nd Gus Trahan. 

Hotel reservatio1 Russell White, Jr., chairman: 
Paul Fiske, Bill P |. Bob Gray and Nelson Green- 
1€ia 

Registration—J K. Vaughn, chairman; B. B. Webb, 

Roy Shelby Fred Johnson. 
Publicity—Ben Brannon, chairman; D. L. Keeney 


nd Dave Sederauist 


Golf—J. Harold Cude, chairman; F. B. Thaggard, W. 


Dusty Rhodes and Roger Barrett. 

Ladies’ hospitality—Mrs. J. Harold Cude, chairman; 
Mrs. Jack P. Fleming, co-chairman; Mrs. Richard A. 
Buchanan, co-chairman; Mrs. Dave N. Reed, co- 
hairman; Mesdames Paul Fiske, Burl McGilvray, Rus- 
sell White, Jr., Roy Shelby, Joe Suggs, David Peeler, 
A. A. Hopkins, Chas. G. Ferreil, Ben Brannon, Robert 


Gray. Chas. A. Wilhide, B. B. Webb, Jr., and William 


Powell 


Men’s hospit: Bill Powell, chairman; Chas. A. 
Wilhide, Minto Frierson, James Rich, Amos Shafer, 
Richard A. Buchanan, Charles Shelby, John L. An- 
irews, Robert Silli an, George Fowles, Frank Bush, 
Robert S. Cox, James L. Parker, Robert C. Brashear, 
Harold Ulrick, Dale Hensley, Mack Nelson, Al Wigha- 
man. Jim Justice, Hugh Moore, Les Hutson, Burl Mc- 
Gilvray, Woody E n, Dave Hilburn and Patrick L 
cceune 





Stationers 12:30 Club Greets New Members 


Despite an ¢ f snow, sleet and rain, 70 mem- 
nd guest nded the regular monthly meeting 
f the Stationers 12:30 “Club of New York, N. Y., on 
Monday evening, January 28, at Rosoff’s restaurant, 
New York City. President Philip G. Tagley, Consoli- 
ited Loose Leaf, I presided. 
President Tag! nnounced the recent death of two 
Arthur J. Hirsh, Union Card & Paper Com- 
Dé d Ben §& trayson, Ace Fastener Corporation 
All stood with 1 heads while Mortimer Libien, 
Libien Press, It ffered a prayer 
The president announced that Harry Fenster- 
S. E. & M. Ver n, Inc., is recuperating from a 
Jt avi 
isurer Dwig! N. Briggs, Sun Rubber Company, 
riving the irer’s report, announced that the 
foll lg were n¢ embers: Harry Brody, Paramount 
Stationery Col Hy Klugman, Townley School 
Supply Compa Philip Koss, Saxon Paper Corpora- 
I Epstein, W n Jones Company; Frank Shee- 
i Edwa G. Deren, both of Eberhard Faber 
Compal Albert Seidman, Mutual Sta- 
Sup] n, Inc. All received a hearty 


ni er Brigg’s reports were those con- 
he B Hospital Service, the club’s 
ef pl he group insurance program 
ibse! secretary, Mr. Briggs read a 
nJ.J.V er expressing his regret in resign- 
the e to making his permanent resi- 


Frank May, J M Company, made a stirring ap- 
Boy Scout drive for funds, urg- 
enerously to this worthwhile 


A re rt of g committee given by chairman 
Pom< 4. I. Goldberg, told of the activi- 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e TIME STAMP 
BOOKKEEPING MACH. e@ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM e CORRECTION PENCILS 


OV Co YOU Ly 


INCREASED SALES 
AND VALUE 


(oo- MFG. CORP. 


564 W. Monroe St 401 Wood St 270 Lafayette St 
Chicago 6, Hil. Pittsburgh 22, Pa. New York 12, N.Y 
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\ A\\\\ L//// ties of the committee in seeking a suitable place t@ 
\ hold the club’s annual outing next June. After con 

MT My) siderable discussion it was decided to defer the matte 

7] WV) i] until the next meeting when announcement will bg 

made of the time and place selected. b 

WH // : 


TRADE MARK Johnston Heads New York O. A. Managers 


Meeting in the spacious club rooms of the Canadig 
THE QUALITY LIME OF FILING SUPPLIES AND GUMMED SPECIALTIES Club in the Waldorf-Astoria Hotel in New York City, om 

January 11, the New York Office Appliance Managem 
Association elected D. J. Johnston, Pitney-Bowes, Ines 
as its president for the ensuing year. Illness of seve 
members, and in their immediate families, caused the 
group to be somewhat smaller than usual. 

Fellowship and story swapping was the vogue w 
the group was assembling to enjoy a fine dinner car 

















TRANSPARENT 


NOM INFLAMMABLE 


INDEX TABS 


8Y THE F007 








4 
4 


Seen at New York 0O.A.M. Session 


E. J. Ferris, retired, and H. Carl Avery, Addressograph Multi | 
graph Corp. 
Harvey Thompson, Diebold, Inc 

E. A. Maloney, Moore Business Forms, Inc.; John A. Noonan 
Kee-Lox Mfg. Co.; Walter A. Lindsay, Remington Rand Inc. 

L. M. Bonnewell, Todd Sales Co.; H. L. Maley, Remington Ran@ 
Inc.; F. A. Greis, Underwood Corp. 

C. A. Zeller, Felt & Tarrant Mfg. Co.; R. H. Fisher, Internationa 
Business Machines Corp.; C. Lyttle, Dictaphone Corp 


THE WARSHAW MFG C0 INC 6. G. C. Woosley, Yawman and Erbe Mfg. Co.; W. Schulof, The 
° **% ° Office; H. C. Anderson, Anderson Mimeograph Corp 
George C. Wheeler, OFFICE APPLIANCES, was the photog 


[weewe CST. CROCRLVO 6. OT rapher. 
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LIKE YOUR SALES FAST AND EASY ? 


YOUR CHOICE OF 
4 LONG WEARING 
COVERINGS 


MOLDED _ FF 


ARM RESTS 


~ 
nw 


Se AL ARO ORIN REC 8 Se me O 


FOAM RUBBER 
CUSHIONS 


-. 


Ale) = 
ROOMY 
SEATS 


NEW STREAMLINED 


BASE 
i 


—" 
NEW RUBBER on ~ 
—— % 
NEW SHU-GUARD: af 


SCUFF GUARDS 
LW - 


gt 26 INCH SPREAD WIDEST 
OF ANY METAL-BASE CHAIR 





JUST POINT OUT THE FEATURES OF THE Yew 


Shepherd ‘'800O’’ SERIES 


AND YOU’LL POINT YOUR WAY TO PROFIT! 


Here are all the features your customers want most ... in the most beautiful, most com- 
fortable line of chairs on the market today. Your choice of coverings . . . Dupont 
Fabrilite, Clairmont, Gros-point or top grain leather . . . in a fine selection 

of colors. The “800” series is finished to match desks and files of 

most popular lines. It’s bound to be a sales leader . . . so 

WRITE NOW for complete information including prices. 


onan / Ne. 830 (Main Illustration) Ex- 
c. ecutive swivel arm cheir. 
Rand Ne. 815 Side Chair—4” cushion. 
: Ne. 820—Side-erm cheir—with 
nal? Z 3 , smooth, modern swedged legs. 
tional § I 


No. 810 Side chair — 22" 


The CHAIR COMPANY .* is gles cushion. 
om) OFFICE AND FACTORY 1916 MAIN STREET, MELROSE PARK, ILLINOIS 


- 
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RIGHT NOW —in America’s most widely 
read business magazines— ads like this 
are building prestige, prospects AND 
PROFITS for Jackson Desk dealers! 


RIGHT NOW, your customers are reading 
these action-inspiring messages . . . are 
being solidly sold on the importance of 
efficient office layout . . . 
phasis on good planning with good desks 
from a good source—the Jackson Desk 
dealer. 


with the em 


SO, RIGHT NOW is the time to line up 
with the Jackson Desk line — complete in 
scope — backed to the hilt by powerful 
advertising and sales helps—for ready 
sales, steady sales, EVER-BETTER SALES! 


Write now, for full information. 











< 
( 


a ae 


INVESTMENT CO., 
Chicago, tli 

Installation ef 25 Jackson 
Desks by SPITZER'S Office 


Furniture House, Inc 







KEEN JUDGES OF INVESTMENTS 


Selec? Guckson Desks 


Chicago 






—— 










For this leader in the financial world, 
Jackson ‘Office. Master'’ Desks were a 
doubly logical choice: (1) Their re- 
strained but distinctive styling invites 
the confidence of discriminating clients. 
(2) Mastercrafted for endurance, they 
stay handsomely serviceable long past 
the average “retirement age.’ Add the 
extra comfort and work-speeding qual- 
ities of these fine wood desks — and 
this installation totals up to a _ truly 
profitable investment. It typifies benefits 
you, too, can gain by planning for 


JASPER OFFICE FURNITURE CO. 


Take 2S, PS 0 1 At: ee ae 62 Bs 


greater office efficiency now, with your 
capable Jackson Desk dealer. You may 
find him temporarily short of desks, but 
you'll never find a shortage of inter- 
ested cooperation. 


FREE GUIDE TO LOWER OFFICE COSTS! 
Helpful, informative — send today for 
your free copy and name of your Jack- 
son Desk dealer. W:ite Dept. N1. 


w MEMBER OF WOOD FFICE PURNITURE INSTITUTE 
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JASPER OFFICE FURNITURE CO. 
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ul hosen and planned by John A. Noonan, Kee-Lox 
Manufacturing Company. It was a meal which fully 
ustified the words of appreciation extended to him by 

1is fellow membDe ind guests. 
The gavel v ed adroitly by Harvey Thompson, 
plained that he was doing triple 


the chairman ir 


, the absence of both the presi- 


lent ana vice-pre ent 


itine business of the association 


vas mpleted v dispatch, the chair asked Gordon 
C. Woosley, Yav and Erbe Manufacturing Com- 
pany, as chair ff the nominating committee to 
submit his report. The following slate was recomend- 
i inanim : *hosen: 
President—D. J. Johnston, Pitney-Bowes, Inc. 
Vice-president—-W. Harvey Thompson, Diebold, Inc. 


Secretary-tre Harry C. Anderson, Anderson 


Mimeograph Corporation 


Walter Lindsay, Remington Rand Inc., was in rare 
form as he carried the ball in humorous vein to the de- 
light of his listens Finding many a funny incident 

his long and varied career, he kept his audience 
amused for some time. Switching to the serious, he 
aid John Noonal fine tribute for his loyalty and 
steadfastness in his service to the group 

H. C. Avery, Addressograph-Multigraph Company, 
was asked to int! ice the next speaker which he did, 
as he said, “with great delight,” E. J. Ferris, retired, 


rk Office Appliance managers. 

sincere, kindly and inspirational 
me of his early days as a New York 
manager. He cited the many advantages he received 
this group, of which he was one 


the dean of New Y 
Mr. Ferris, it 


fashion, recalled 


from associatiol 


if the founders. In his own words, “This association 
means more to me than any other organization to 
which I have ever belonged.” 


job the association has done and 
g i them to keep on the good work 
that all might benefit 

William Schulh The Office, and George C. Wheeler, 
OFFICE APPLIANCES, expressed their appreciation to their 
hosts with hopes for a prosperous year. 

John Noonan acknowledged the thanks of the group 
and in his gracious manner invited them to return 
again next yeal 

Another highl) ‘essful annual meeting was then 
adjourned that the members might enjoy their fellow- 


informally 


Recognizing the 


is doing, he charges 


ship 





Joe Meek Addresses Office Furniture Group 
The Office Furniture Association of Chicago in 
regular meetin the Charles Harrison Restaurant 
evening of February 4 heard a dynamic address 
by Joseph T. Me head of the Illinois Federation of 
Retail Associat 
You! 


n tne 


mpetition is not from the guy 
from the tax collector,” Mr. Meek 
the office furniture men as he pointed out how 
day tl llar i rth but $.48, shorn of purchasing 
power because of inflation and taxation 

The speaker flays the apathy of businessmen to 
iblic affair efined himself as a lobbyist—‘I 
Olitically potent in the district 
ch they their votes.” 
th: j ok but a short time to go from 
f the f ind the home of the brave to the 
yf home of the knave,” Mr. Meek 
the busin¢ to be alert, “because if we go 
this planne nomy a few years more we are 


greats 


it Lee Lit 


denounced as “doing nothing 
off from the market and lead 
racketeering.” 

g not either political party, Mr. Meek 
price rols would be extended because “no 
an emergency begins and when 
“The Republican party lacks 
the lie about price controls 


except to drive is 


Alicia 


ten and |! erted 
1952 
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this sells 
every fime 


rom 


— 







i WAN OLe) 


DRAFTING 
; EQUIPMENT 


sai 


STEEL 


CONSTRUCTION 


IW 
> 


nC 










Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand- 
ard sizes. 


Sectional Planmaster 
Filing Cabinet in Sta- 
cor's exclusive ‘‘All- 
Purpose” design made 
in 5 and 3 drawer units 
—in 3 standard sizes 


The most durable steel construction, the most prac- 
tical modern design, the most economical in cost. . . 
that's STACOR, the drafting room equipment which 
dealers find the easiest and most profitable to sell. 


You'll get the BEST soles results when you feature draft- 
ing equipment in STEEL by STACORI 


Write today for illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Ave., Brooklyn 3, N.Y. 
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In these chairs too... 


JASPER SEATING CO. 


shows unmistakable evidence 


of outstanding chair craftsmanship 





No. 400 


Pictured here are two num- 
bers from our No. 400 line 
—No. 400 and No. 401. 
Your customers can always 
bank on these chairs .. . 
they're always right where 
sturdy, rugged seating 
needs must be filled. 
They’re really built to “take 
it’. Fair price. Comfort. 
Quality Construction and 
Finish (quartered oak, wal- 
nut and mahogany finish 
on Northern Birch). There’s 
always an ample measure 
of these qualities in Jasper 
Seating chairs. Jasper 
Seating Co. builds a chair 
for every commercial use. 
Dealer inquiries invited. 


_ 


JASPER SEATING COMPANY 


JASPER « INDIANA 





No. 401 


Send Jor information ... 
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the longer American people will lose their fredom.” 

His listeners were warned that they are at fault for 
losing freedom when “we are willing to turn over 
to some bureau what we should do for ourselves... . 
Every time we ask the government to do something 
for us we are doing more than Joe Stalin can do in 
1,000 years.” 





N.Y. Jewish Philanthropists Hold Annual Dinner 


Bernard H. Nemlich, treasurer of Regan Furniture 
Company, and Richard E. Wahrman, head of the firm 
bearing his name, were the guests of honor at the 
annual dinner tendered by the Office Furniture and 
Stationery Division of the Federation of Jewish Phil- 
anthropies of New York, on January 9, at the Hotel 
New Yorker. 

H. A. Clemetsen, Office Furniture Warehouse Com- 
pany, co-chairman of the division, presented a testi- 
monial scroll to Mr. Nemlich for his philanthropic 
and civic activities. 

Henry Levy, Silver Stationery Company, co-chair- 
man of the division, made a similar presentation to 
Mr. Wahrman. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, and Mr. Wahrman were among the principal 
speakers of the evening. 

After announcing that the contributions pledged at 
the dinner exceeded $40,000, the three chairmen, in a 





Federation Leaders .. . Representing the office furniture 
and stationery division in the Federation of Jewish Philanthropies 
of New York drive for funds are: SEATED—-Moe Turman, Metwood 
Office Equipment Corp.; Mrs. Sadi Clemetsen and her husband, 
H. A. Clemetsen, Office Furniture Warehouse Co.; STANDING— 
Henry Levy, Silver Stationery Co., Inc.; Irving M. Levy, Art Steel 
Co., Inc.; Richard E. Wahrman, Richard E. Wahrman Co.; Bernard 
H. Nemlich, Regan Furniture Co. 


joint statement, said that because of the Federation 
crisis, they would make every effort to surpass the di- 
vision’s quota. 

Other industry leaders who expressed the same atti- 
tude were honorary chairmen Irving M. Levy, Art Steel 
Company, and Moe Turman. 

Among the committee members who have also 
pledged to follow through on the division’s all-out ef- 
fort to surpass previous drives are: 


Ralph Barnett, Blaisdell Pencil Co.; Chick Blank, A. Blank, 
Inc.; Irving Brause, Brause Desk Co.; Harvey Bright, Bright 
Chair Co.; Joseph Burger, Art Steel Co., Inc.; Godfrey Dallek, 
Dallek Desk Co.; Sig Engelberg, Eagle Pencil Co.; Morris 
Ennis, Ennis Desk Co.; E. E. Gilbert, Metwood Office Equip- 
ment Corp.; Edwin Golden, Kalmus-Golden, Inc. 

Henry Hirsch, Silver Stationery Co., Inc.; John Kalmus, 
Kalmus-Golden, Inc.; Charles Karasik, Jaclin Stationery Co.; 
Sam Katz, Art Steel Co., Inc.; Nat Klein, Jaclin Stationery 
Co.; Irving Kramer, National Desk Co.; Benjamin Krauss, 
Royal Office Supply Co.; Irving Kremsdorf, Guide System & 
Supply Co.; Harry Lakow, Samuel Lakow & Sons, Inc.; Wil- 
liam I. Lampel, Art Steel Co., Inc.; Mortimer C. Lazarus ,M 
C. Lazarus, Inc.; Ben Levin, B. & L. Office Equipment Co.,; 
J. S. Libien, Libien Press; Jack Linsky, Speed Products, 
Inc.; William Lowenthal, A. W. Faber, Inc : 

Frank May, J. L. May Co.; Seymour Nathan, Charles §& 
Nathan, Inc.; Arnold Neustadter, Zephyr American Corp 
Martin Pollack, Supreme Steel Products, Inc.; Joseph Ruben- 
stein, Addressing Machine & Equipment Co.; Sidney W. Saks, 
Saxon Paper Products; Benjamin Sandner, LePages, Inc.; 
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‘The Challenge 


To keep ahead, rather than following the pack 

. to insist on higher and higher engineering 
and manufacturing standards, rather than to use 
current conditions as an excuse for lowering 
quality .. . to refuse to compromise customer 
relationships for temporary gains that turn into 
future dissatisfactions . . . these are the things 
that have enabled A-S-E and A°S-E dealers to 
conquer former_obsfacles . . . thatmhaye kep 
A-S-*E and_A®S-E dealers in the front of ghe 
parade “ . this is the challenge which wif be 
met if keeping A°S°E aad B~dealers ig their 
position of leadgrShip. 








D> 








A-S-E Storage, Combination, 
and Wardrobe Cabinets. A 
variety of sizes and styles. 


The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 
vertibility and flexibility. 


— 


A-S-E Files are made in a size 
r style for every need — all e— 
the finest in their class. 


ry 









































ALL-STEEL EQUIPMENT INC. 
— ES TT 


600 CLEVELAND AVENUE AURORA, ILLINOIS 
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ECISION- BUILT 
TION CONTROLS 


© When your chair manufacturer designs a new chair 
— for improved working efficiency and comfort — 
he usually finds a Seng Chair Action Control all ready 
to fit his needs exactly. For Seng research in “seating 

engineering” is a continuing program dedicated to 
greater progress in office chair design. 


So, when you point to the SENG Chair Action 
Control on your office chairs, you're offering your 
prospect the final proof of performance — the means 
i by which all the exclusive built-in body-fitting comfort 
is possible. 
Use this vital sales feature to your profit. Be sure 
the chairs you sell are equipped with 


| senc Chacr réctiou (Cautrols 


The SEM Comaany 


1450 NORTH DAYTON ST + CHICAGO - 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 





Victor Scheinman, Cole Steel Equipment Co.; Abe Scholgg 





berg, Perry Printing & Stationery Co.; J. Howard Shoe >makep 
Jr., Eberhard Faber Pencil Co.; Louis Wac mts el, Americag 
Lead Pencil Co.; Joseph Wallace, Myrtle Desk Co., and Ge rar 
I). White, Acco Products, Inc 





New England Travelers Elect President 


Edward F. Stockwell, American Pencil Company, 
was unanimously elected president for 1952 by mem. 
bers of the New England Travelers Club when they 
met at the Hotel Puritan, Boston, on January 7. Thirty ' 
members were present. 

With Nat Blish, Reyburn Manufacturing Company, 
ex-president, wielding the gavel, the group discussed 
and acted on a number of questions pertinent to the 
operation of the club. 

The complete slate of new officers for 1952, all q 
whom were elected unanimously, is: 

President—Edward F. Stockwell, American Penge 
Company. 

First Vice-President—Philip G. Powell, Automat 
Pencil Sharpener Company. 

Second Vice-President—John T. Wilson, Jr., Este 
brook Pen Company. 

Secretary & Treasurer—Ralph Gerard, Sanford I 
Company. 

Auditor—Bernard Hartwell, Minnesota Mining 
Manufacturing Company. 

John F. Nackley, Adams, Cushing & Foster, Inc., 
persuaded to continue in his important post as edite 
of the New England Travelers Club News. The gro 
was loud in its praise of his efforts under trying c 
cumstances and pledged their efforts in assistance. 

The gavel having been turned over to the new presi 
dent, Ed Stockwell expressed his appreciation for th 
confidence of the members. He reminded them 
the success of the club depended upon the member 








































New York OED Hears Harry Hofherr 


Guest speaker at the monthly meeting of the Offie 
Equipment Dealers of New York, held on January 14, 
the Brass Rail Restaurant, New York, was NOFA Pre 
dent Harry Hofherr, who told his audience of the ac 
ities of the organization. 

Dan Waldner, D. Waldner Company, Mineola, L. = 
who was acting chairman in the absence of the presk 
dent, Ben Itkin, and the first vice-president, Wi 
Sproul, first introduced Moe Turman, Metwood Offie 
Equipment Corporation, New York, N. Y., past presider 
and a founder of NOFA. 

Mr. Turman briefly outlined the progress and growt 
of NOFA from its inception six years ago, saying, “Wi 
who dreamed of NOFA can be justly proud of 
growth and service to the industry.” 

He pointed out that the duties of NOFA presiden 
are arduous, involving much travel and responsibili® 
which can be accomplished only by a capable and dé 
voted person. He declared that after diligent search fe 
such a man, he had been found in the person of Ha 
Hofherr. 

Mr. Hofherr, Kendrick Furniture Company, Chica 
Ill., remarked that without OED there never woe 
have been a NOFA, and expressed his admiration of 
the way in which OED conducts its business session 

He reminded his listeners that NOFA was establishe 
for the promotion of better business co-operation b 
tween dealers and manufacturers and for the better 
ment of the industry in every possible way. 

Mr. Hofherr noted the remarkable growth of the o 
ganization, membership in which had increased 300 
in the last three years. 

He went on to tell of its successful sales trainin 
courses, insurance program, management articles an 
their value to dealers, and of other services to mem 
bers. He also told of the work of John R. Gray, exect 
tive director and of the NOFA executive office in N 
York, citing the numerous details involved in the mane# 
agement of NOFA’s affairs. 

The speaker also mentioned the success of area col 
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COLE’S new INVENTION 


Dial Locks aH 


4 ch FOUWET, (7 automatically 


Used in 
Government 
Offices 





Used for 
Top Secret Work 
in Many Plants 





Your records are as safe in Cole's ‘DOUBLE SAFEGUARD” 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade *'A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 
last a lifetime. 


No. ‘con® I 06” 


FOUR DRAWER FILES 








No. Wide High Deep Bg 


1004Y .. Letter Size..14%" 51%” 28%” $106.90 
8004Y .. Legal Size..17%" 51%” 28%" 118.75 
Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 


Lm 
TWO DRAWER FILES nm 
Green 


No Wide High Deep or Grey 


1002Y .. Letter Size..14%"” 30%” 28%" $ 79.50 
8002Y .. Legal Size..17%" 30%" 28%" 84.75 
Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 
Prices slightly higher in Zone I! and Zone III 


95 STEEL EQUIPMENT COMPANY 
©) & = 285 Madison Avenue, New York 17, N. Y 





COLE STEEL EQUIPMENT 








for drawers, 
No. 478PL $81.00 


$360 
Capacity 
1600 cards 


hs 
Capacity 
3200 cards 





ee 


ee) & -  f Ee week oe): hv See) | a we Cm, ( 
Esto Me halelelixelaMeWactalel= New York 17, N. ) 





| | 
| AU STEEL EQUIPMENT 


No. 54261 


594% 
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PRONTO FILE CORPORATIONE 


285 Madison Avenue New York 17, N. Y. 








White: 


; helps you pull 
for profit 






Ever need a hel ping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer, 
W ouldn’t give you special packing, or an imprint, or 





av) information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


, 
vilt § That doesn’t happen when you deal with W RITE, 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 





" We sell you stock ... but in addition we give you service. 
gh We’re growing big, but any dealer can reach our management 
and get service right away. 

wy o Everybody knows we make excellent carbon papers, typewriter 
ribbons, Typ-Rol type cleaner. Ask around and Ask 
you'll find out about our excellent service to dealers... us today 

bec and how hard we work to keep a dealer’s goodwill. for 

J more 

information. 











write 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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sets the pace 


for style, quality and value 























2k fabulous seating comfort 


2k new trend in metal styling 





* super-value posture chair 


MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 
these add up to incomparable value. METAL-LUX on 
your sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUX profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. «© CHICAGO 3, ILLINOIS 








ferences, the first of which was held jointly by NOF4 
and the Boston Office Furniture Association in Spring. 
field, Mass. This area conference proved so successfy 
that it had been decided to hold two meetings each 
year. 

The next NOFA area conference, said Mr. Hofherr, 
would be held on March 10, in Lancaster, Pa., and g 
second would be held either in Cleveland or Cincinnatj 
Ohio, sometime in April. 

Mr. Hofherr said that the 1952 NOFA convention, to 
be held April 23-25 in Haddon Hall, Atlantic City, N. J, 
would be the biggest ever staged by the association, and 
gave his listeners an outline of the program to be 
presented. 

In conclusion, Mr. Hofherr spoke of his travels 
around the country attending NOFA chapter meetings. 
He ended with a strong plea for ideas from local chap- 
ters in order that NOFA might use them in solving 
problems to help the entire industry. 

At the business meeting preceding the talk by Mr. 
Hofherr, Mr. Waldner announced that the association's 
2lst anniversary party held in December had been 
most successful. He expressed the thanks of the asso- 
ciation to President Ben Itkin and the entertainment 
committee for the fine arrangements and called for a 
vote of thanks to the manufacturers who had donated 
gifts. 

The subject of increase in annual membership dues, 
from $15.00 to $25.00 was discussed, and a motion that 
OED dues be $25.00 annually, to take effect in 1952, 
was passed. 











Diebold Conference ... “Accelerated Dealer Aid” was 
the No. 1 subject of discussion at the recent dealer supervisors’ 
conference held at the Diebold, Inc., offices in Canton, Ohio. 
Shown in attendance are: STANDING W. K. Wallace, Joe 
Gutheinz, sales promotion and advertising manager, Rod Saun- 
ders, H. L. Broadwater, W. R. Snavely, Loyal E. Eddy, J. H. 
Thompson, S. P. Flenniken; SEATED—Alice Roush, W. I. Thomp 
son, Ralph Autra, Jon Poast, D. T. Ryce 





Harold Graves Guest of Boston Stationers 


Boston Stationers Association held the regular 
monthly meeting on January 7, at the Hotel Puritan, 
in Boston. More than 70 members and travelers en- 
joyed a fine dinner and the preceding fellowship. 

President John W. Murray, The John W. Murray 
Company, Boston, Mass., called the meeting to order 
and extended his thanks to all who braved the incle- 
ment weather to be on hand for the meeting. He then 
introduced the notables at the head table and the 
guests. 

Bob Slate, Cambridge, Mass., vice-president and head 
of the program committee, gave a brief preview of 
what the members and friends could expect at the an- 
nual banquet to be held on February 6 at the Hotel 
Sommerset in Boston. 

The chairman then introduced the speaker of the 
evening, Harold Graves, vice-president of Wilson-Jones 
Company, who gave some helpful thoughts on “Train- 
ing Salesmen in the Stationery Industry.” 

Mr. Graves told his audience that the effects of the 
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| “it doesn’t take ‘pull’ to open this file =” 


“Nowadays, it sometimes helps to have a little ‘ pull.’ But you don’t need 

pull with a Browne-Morse Glider File. Drawers in this file can be opened 

with the finest thread. They can be opened and closed a hundred times a 
day without effort—a fact that’s mighty important as you're scurrying about 
ms trying to keep track of today’s defense orders. When you want something 
in a hurry, you'll thank your lucky stars for your Browne-Morse Files and Filing Supplies.” 
We have no pull and therefore are not getting all the steel and ma- 
terials necessary for producing such high quality files in the quantity 


er 

e- you would like. So, if often we are unable to satisfy your needs, 

n a : , oe : 

remember it takes more and better steel to produce files with features 
like the Browne-Morse Glider File. 

id 


Architects of Efficiency for America’s Offices 


, Browne-Morse 


y MUSKEGON MICHIGAN 


. MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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No. 100 


quiet rolling. 


No. 101 
1-LEAF, either side. 
Basy rolling casters. 


nt 


CASTERS for easy 


. 16x18" 
HEIGHT .. HT ay 








TOP 
LEAF SIZE 
HEIGHT 





No. 103 
TYPEWRITER TABLE 


Dome glides or 
smooth-rolling 
casters. 


A inten 
HEIGHT .. 


144 











A 


No. 104 


TELEPHONE STAND 


Dome glides. 


TOP 16”x! 
3 


HEIGHT 





als 


ae 


“| 


Opprorlunt € 


i 


Hi-Lo PEDAL TOUCH 


TYPEWRITER STAND 


Amazing new device makes raising, loweri 


really easy! Touch right pedal to raise—f 
smooth, swift rolling. Touch left pedal to dr 
and lock into firm typing position. Construe 
tion: heavy gauge, welded furniture stee 

up, ready to use. Two spacious, piano-hing 
side leaves steady, absolutely level 16" x 36% 
working space. Four handsome finishes: walnut 
maple, gray, green. 


Other style METALSTANDS for every office use! 


afg Write today for illustrated circular showing com- 
oe ~< 


74% plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c 


7516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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sellers’ market of the past few years had left a definite 
imprint salesmen. He reminded them that the situ- 
ation would reverse itself at some future date. Pre- 
the bounden duty of every sta- 
lared 

attention to the benefits some stationers 
m regular sales meetings of their 
staffs and offered helpful hints on the conduct of such 
meetings. Mr. Grav closing his speech, charged 

t ww for the days ahead 


paring for that time 
tioner, the speaker 
He called 
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' Announce GLTC New Committees 


President Don Shi: Reyburn Manufacturing Com- 
S pany, Inc., has annou i a number of new commit- 
tees for Great Lakes Travelers Club activities during 
5 1952 
These committees are as follows: 


Me é ( yn Kickels, C. L. Barkley & 
ind Russell Ragan, Amer- 








Pul Allen, American Pad & 

uper = r Publicat } Walter Len 

arts FFICE Ben Powell \ W Faber 

henlaub, Service Steel Prod 

Barnes Co., and Bob Reynell 

] well \ W Faber-Castell 

Benny) Allen, American Lead 

ndustrial Tap Corp Ken 

gx. Co ind Folger Fellowes 

Pencil C nd Douglas 

: tir ! R J Kichenlaub 

ss ~ ph Maish, Dennison Mfg. Co 
‘ ' d | cs 

Gillice, Rockwell Barnes 

American Lead Pencil Co.; 

( Ken Reister Minnesota 

Industrial Tape Corp 

Harr Bal Quality 

John Sn the Gever Pub 

t Barkley & ( Elmer Krum 

: Associates Bot Heck Eator 

: iated Stationers Supply Co 


| Book Ce 
ar Al Cote Reyburn Mfz 


J Aigner Co Wes Wilson, 
en, The Globe-Wernicke Co 
Per 1 Sharpener Co Harold 
Paul Sarno, W son Jones Co 
hs) t (ir Milwaukee) (“hairmar 
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GLTC is Eugene I. Biggs, who 








has transferred from St. Louis, Mo., to Chicago to 
lrop assist William C in Koh-I-Noor Pencil Co., Inc.., 
ales activities. The transfer was made following Mr. 
rug@e Lipner’s recent il at Easton, Pa. Members of 
GLTC were chee reports of his improvement in 
—ser healt 
Roy C. Skibb« Gl ’ member who formerly repre- 
ge@ sented th Victor Safe & Equipment Co., Inc., is now 
located Beloit, W where he is operating a re- 
367 cently-purchass ipplies firm 
nut 
Columbus Blank Book Marks 110th Anniversary 
To celebrate it th anniversary, the Columbus 
use Bla Book Manu Company held a party on 
Ye 27, at t Southern Hotel, Columbus, Ohio 
Tl rm, which rganized in 1842, and which 
was give its pres ime in 1912, numbers among 
I s Jan Cohan, paper buyer and estimator, 
i Kae! erer, assistant treasurer and credit 
Mr. C served the company for 590 
Mr. K nerer has been with it since 
; Petersen esident of the firm which deals 
DI in off yi ss records and systems, office 


ful Ire and commercial printing and 
iA forth AK 
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the finest tradition in 
wood office chairs 


























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs. 


the EXECUTIVE posture chair 


MILWAUKEE Dealers offer the aris- 
tocracy of posture chairs in this 
distinguished creation—typical of 
MILWAUKEE'S unsurpassed excel- 
lence. Here is the triumphant 
achievement in scientific *fatigue- 
proof” individualized comfort. 
Seat, back and arm rests are cush- 
ioned with body-conforming 
molded “breathing™ Latex and 
integrated with perfect posture 
control and the most advanced 
construction. From every angle 
beauty, posture comfort, quality 

here is the chair built and bought 
for a lifetime . 





{ limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


makers of fine chairs for over half a century @ 


THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
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Recommended 





. e il ri 
You will sell two staplers “cpiengeh 5 sae 


for every one you sold 25 
before by stocking the = * 
Universal Office Stapler 
because—its simplified Said Threwsh 
design gives top notch Dealers Only 


performance at lowest 
possible cost. 


a 


Check These Features 
' All steel excepting cap 
* Smooth, unfailing operation N\ 
Holds up to 100 staples 
‘ Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 
Length 5'% 
Reach 3%, 


Telephone Black Finish 


ae 


Ba es 6 a 


PRECISION st4rte corr. 


3 WAVERLY PLACE, NEW YORK 3, N. Y 
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Sell All NOFA Exhibit Space 


Continued from page 50 

He knows everybody, and vice-versa. His colleagug 
refer to him as “The Sage of the Potomac,” and he wy 
twice elected president of the White House Correspop. 
dent’s Association, the first scribe so honored. 

He got into newscasting by filling a 10-minute spg¢ 
on an independent Washington radio station. Hy 
easy, disarming radio delivery did the rest. Mr. Godwiy 
will call on his vast store of knowledge in addre 
the convention delegates, giving them an insight inf 
the workings of their government which few men egy 
provide. 

Norman Cousins’ interests run from the literary § 
the atomic bomb. He was accredited to the Joint Tagg 
Force of the Atomic Bomb Test at Bikini in June, 19@ 
His observations of that test were broadcast by th 
American Broadcasting Company, for which he ig§ 
special consultant on world affairs. 

General Clay appointed him to serve on a smaj 
committee to study and make recommendations pep 
taining to the democratization of the German peopi§ 
While in Germany, he also did the first broadcast @ 
the U. S. direct from an airlift plane, describing “opem 
ation vittles” in actual flight. 

In August, 1945, his editorial on the implication @ 
the atomic age, “Modern Man Is Obsolete,” way 
widely reprinted both in newspapers and magazingt 
and later expanded into a book 


Author of Several Books 


He is the author of “The Good Inheritance: Th 
Democratic Chance” which deals with Athenian de 
mocracy and its meaning to America. He has alg 
edited several volumes, among them “A Treasury @ 
Democracy.” During the war he edited the magazin 
U.S.A., which was published and distributed through 
out the world. His talk will be of particular interest § 
the members of our industry, for it will deal with wat 
and peace and the implications of the atomic age, fae 
tors which will exercise a vital influence on all bust 
ness. 

With reservations coming rapidly, and choice loc& 
tions at a premium even now, Mr. Gray has urged thal 
everyone planning to attend send in his advance regit 
tration immediately. 

“We are doing everything possible to assure the com 
fort and well-being of all those attending and ca 
promise that the convention will be a happy as wa 
as a profitable occasion. However, there’s no ducking 
the fact that ‘the early birds gets the worm’. We web 
come reservations not necessarily because it makes o@ 
job any easier, but because it makes it possible for # 
to do a better job.” 

The National Office Furniture Association’s head 
quarters are at. 175 Fifth Avenue, New York 10. Ad 
vance registrations are being accepted there. 





Lamson Returns to his Regular Territory 

Robert M. Lamson, sales representative of Bain 
bridge, Kimpton & Haupt, Inc., has returned to hi 
regular territory as of January 21. He will serve the 
commercial stationery and office equipment retal 
trade in Ohio, Michigan, Indiana, Kentucky and Wei 
Virginia. 

Mr. Lamson looks forward to renewing acquaint 
anceships with his many dealer friends. 

John Homer, who covered this territory for the pas 
six months, has re-entered the retail branch of the 
industry 





Al Don Opens New Office Equipment Store 

Al Don is the proprietor of a new firm in this indus 
try, Presto Office Equipment Company, recently opened 
at 2832 W. 63rd St., Chicago. Possessing six years @ 
experience in the industry, Mr. Don is handling a com 
plete line of office equipment, office furniture and 
supplies. 
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ITS LOADED... with powerful 


national advertising to assure you of 


record-break 








You can't miss with this 


Ls 
PBARRE LED 


S\ Office Chai 





ing sales and profits! of 


Sak 





Cc { 
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Highlight 
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(Cosco test.”” 


March 










~n 


Newsweek i her 
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Giv \ ir customers the wor 
rea istom-built mfort at 
self a golden profit op; 
promotion of all-steel C 
of March. Plan your tie-in a 
salesmen—now! Order all n 


SIX ALL-STEEL MODELS: All have Series 16: Five posture adjustments 
baked-on enamel or ron fin without tools. 16-S, spring-tension 
ish Fabrilite’’ upholstery in four back, retail $31.95 ($33.45*); 16-F, 
olors; foam rubber-cushioned seats. fixed back, retail $29.95 ($31.25*). 
Series 17: Six posture adjustments Series 20: ‘Form-Fit’ side chairs. 
made without tools. 17-A, retail 20-A, retail $29.25 ($30.55*); 20-L, 
$48.25 ($50.95*);: 17-T, without without arms, retail $23.95 ($25.25*). 
arms, retail $43.25 ($45.25*) 

*Prices in Florida, Texas and 11 Western States. 


HAMILTON MANUFACTURING CORPORATION © Columbus, indiana 
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fice Chair promotions. 


and prospects t 


le-page ad in the March 24th 


rtions in March issues of the 


with value for your customers! 


tunity... 
sco Office Chairs—starting the first week 


10dels in all colors—now! 


“get ac- 
ysco”’ during this greatest of 


2,740,225 


“e messages in six top man- 


agement magazines will urge your customers 


the free, 


ginning the 


10-day 
week of 


» “make 
first 
of this campaign will be a 








e also will be two-color, two- 


tions shown above. 


Model 
ld’s greatest VALUE in office chairs... 
mass-production prices . . . give your- 


. by participating in this spring 


dvertising campaign—now! Brief your 


Office Chair 


March, 1952 


Model 20-A 


LO5CO 


ir promotion 





ITS LOADED... with Free 


promotion material to direct scores 


COSCO customers to your door! 


Capitalize on this Cosco promotion by plan- 
ning your own tie-in campaign using all these 
FREE sales aids. (1) Self-mailer with your 
imprint, featuring reprint of Newsweek ad. 
(2) Mats of complete newspaper ads. (3) Mats 
or electros of individual products and copy 
suggestions, if you prefer to make up your 
own ads. (4) Radio commercials. (5) Easel- 
mounted reprints of Newsweek ad. (6) News- 
week hang-tags. (7) Display suggestions. Also 
at nominal cost, colorful statement enclosures, 
with or without imprint. 






16-S 





Model 17-A 
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RECORD STORAGE BOXES 
anticipate your needs now! 


Because of the tremendous 

demand, we urge you to review your stock 
and place orders now. For 33 years, 
LIBERTY BOXES have led the field in sales. 
They combine efficiency and economy 

with their (1) triple thick bottoms, 

(2) dust-proof overlapping tops, and (3) 
simple spill-proof closures. 25 stock 


sizes for every record storage 
purpose. Carton packed for 
space saving and easy 
delivery. 


double your sales— 
ne ust omer satisfaction’ 


e- NELBOTH 


mi Pe & 


PT ERAL swetvine 


assemble quickly without tools! 


NO NALS | 
NO SCREWS 


Completely prefabricated, the 

sturdy pine frames (*,"x154") go together 
with factory applied hardware, simply and 
quickly. Starter units (84” high, 42” 

wide, 24” deep) are movable . . . and can be 
extended to double size with only 2 corner 
posts. Cross members lock to starter 

unit. Delivered knocked down... 

carton packed, Easy to stock, 

easy to sell! Immediate delivery. 


BANKERS BOX COMPANY 


Established 
1978 
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Make Your Store Stand Out 


Continued from page 15 ’ 
outside, and also their equipment, their service, and | 
their delivery methods by every device known to them. ; ' - Today, more people 

This idea of striving for difference is carried out in | . 
even such details as wrapping paper, bags, delivery | ACke than ever, are asking 
containers, and sales-slips for the Flo-master! 

Newness and change—the first inevitably involving = 
the second—are necessary to maintain interest in a | 
retail store 

Individualization and modernization are not 100% 
synonymous terms in present-day business manage- 
ment. 

It is sometimes observed that out of a dozen or more 
stores, all of which have modern service equipment 
and furnishings, there is only one that challenges and 
rivets the eye by reason of its dynamic individualiza- 
tion. 

That one store may not have as wide display front- 
age as some of the others, yet because of its distinctive | 
shysical difference —its eye-capturing influence on You, too, con make handsome 
pedestrian traffic it may actually have much more | 4 
traffic-inducing power PROFITS by featuring 

Intelligently pla d individualization gives added 
power to the entire merchandising set-up of the prog- 


ressive stationer, because it causes the public to dis- h KA Wid t 
tinguish his store from competitors’ stores as well as T e ost ' e y 
from retail outlets in general 
It causes the public to remember the store in the d e d* 
righ way, so long as the store continues to be the right A vertise 
kind of stationery outlet—that is, one that is replete 
with what the business men of its trade-drawing radius e 
require and that is so managed as to make friends Felt -Tip Pen 
of all those who patronize the business 
Even the so-called “established business” can develop ° ° 
a mysterious losing trend, if management does not in America eee 
keep abreast of merchandising progress, and the store 
always looks the same and seldom, if ever, breaks into 
local publicity with a new idea in advertisements or 
displays hos opened up an entirely new source of 





drawn with a Flo-master 























*Flo-master 
Within a comparatively few years, Flo-master Advertising 
—more than 25,000,000 indl- 
vidual messages during 1951 
Three Elements of Failure profits for stationers. Through consistent in these magazines: 


This failure-potential, as one might term it, may doy-in-and-day-out advertising, millions of Saturday Evening Post * Office 
have its beginning in any of these three things: 1. Lack American Artist * New Equip- 
of new lines or departments so as to attract new groups | “prospects”—in homes, art studios, offices Digest * Industrial Main. 
of buyers; 2. Lack of new advertising ideas and plans 
to maintain public interest in the store: 3. Lack of 
new buyers to keep up that census of customers which. the many uses for this revolutionary ‘fountain 
according to general trade knowledge and experience, 
is required for prosperous existence as differentiated 
from mere solvency Flo-master means a steady repeat business tion Engineering and Mon- 

Doubtless any facility or any method that can make agement * American Machinist « 
a store a better place in which to buy than nearby | _ in Flo-master Inks. 
competitive outlets is an individualizing influence. 

How about better salesmen, then? I have always | Get your share of this profitable business 
emphasized the primary importance of Grade-A per- : 
sonnel in all kinds of r¢ Bien because, as representa- Stock and sell both sizes—POCKET SIZE for 
tives of the business, the sales personnel are the basic general use: KING SIZE for big, BOLD, 
factor in reputation and public relations. 

No matter how modern the fixtures may be, the heavy-duty marking. Used with Flo-master 
store with half-alive salesmen is only a _ half-alive 
business, even though solvent 

When, however, a retail stationer never does any- | __ instant-drying, waterproof, non-smudging. 
thing new to attract attention to his business (not 
even those numerous things he can do without laying Write for new Catalog No. 51 to 


out much money at any one time); when management 

. / : man nison Mfg. Co., Dept. H-2. 
is always the last to put in stock new merchandise and Cushman & Deniso 9 P New Flo-master 
never does much to refurbish the physical premises 153 West 23rd St., New York 11, N. Y, Display Card 
S80 as to keep the store looking alive and at least up | Attractive, colorful self- 
to the standard of its near-at-hand competitors, how salesman — holds 6 Pocket 

‘ Size Flo-Masters with cops 
can even the best sales personnel overcome such han- in six colors (Stock No. C-6). 
dicaps? 
The truth of the matter is that the most-progressive 


and the most-productive salesmen will not remain very 
long with an unprogressive business house, whether 
in the stationery field or some other line of trade. — /, hh a 


ond industrial plants—are being told about tenance * Industrial Equipment 
News * Shipping Management « 
Grade Teacher * School Arts « 
pen with the felt tip’. And every sale of a Catholic School Journal * Pro- 


Inks—Transparent and Semi-Opaque— 





They prefer to be identified with a business that is | 


right up to date, not merely “long-established.” FELT-TIP PE 4 


The experienced salesmen doesn’t expect to dictate | 


OFFICE APPLIANCES, March, 1952 

















opp-bilt 


and 


Dopp-kit ay 


Your guarantee 
of the finest 
in Leather Goods 


Add locomotion to your sales 
with DOPP-BILT . . . the 
fastest-moving line in fine 
leather! DOPP-BILT cases are 
streamlined for rapid turnover... 
powered with sales appeal! Don’t v 
travel with slow freight .. . let the ) 
DOPP-BILT line speed you to 

bigger and better profits! my 


: 


al 
"\ 





ee” 


Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 


$4 


150 
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the policies of the firm, but he does have an inherent 
right to object to anything that handicaps him ip 
making more sales or that might prevent him from 
making friends of the buyers to whom he does sel 

In many stores of all types, the proprietors of which 
are trail-blazers rather than trail-followers, the servicg 
is invested with the personalizing touch of persona] 
identification of sales personnel. 

These firms use tags, buttons, or badges worn on, 
(and in at least a few instances known to me, actually 
embroidered on), special tailored jackets or smocks 
worn by the employees. Often, in addition to the 
names, there are a few words—either the trade slogan 
of the store, such as “Beaton’s For Sound Values,” or, 
for illustration: “Your Man For Service—Rod Wallace.” 


Uses Slogan Everywhere 


The proprietor of a large eastern stationery estab- 
lishment has his store’s omnipresent trade slogan on 
practically everything pertaining to the business—in- 
voices, sales-slips, shipping containers, window val- 
ences, outside signs, delivery trucks, letter-heads, and 
even on an attractive button, about the size of a half- 
dollar, and designed to slip into the button-hole of 
the lapel. 

By this means, he sort of trade-marks his business 
in a manner comparable in its individualizing value 
to the trade-mark that the national advertiser of a 
consumer product imprints on the containers in which 
his merchandise is distributed. 

Still another stationer, whose business is an example 
of a large store in a comparatively small city (45,000, 
but having, also, however, a trade zone of 35,000 more 
to draw from) has all his price-tags, sales-slips, busi- 
ness stationery, wrappings, and even his delivery truck 
in the same color combination. His store front is 
painted in the same colors, too. The trade slogan of 
the store is on them all. 

A trade phrase or slogan, by the way, should always 
be pithy and “catchy,” but in the attempt to hit upon 
something unusually clever, freakishness should be 
guarded against. 

The right kind of slogan, epitomizing some strong 
point of appeal to public interest and confidence, builds 
reputation by repetition. 

While it should be an original and distinctive com- 
bination of words, and wholly dissimilar to the trade 
phrase or nameplate of any other business in the com- 
munity, it should also be simple in both design and 
wording—preferably, not more than half a dozen words 
in addition to the name of the store. 


Need a “Buy-Word” 


Remember that, in the retail trade, an effective 
slogan is a real merchandising “buy-word.” In addi- 
tion, it is an individualizing and identifying element 
of such power that, after its prolonged use, readers 
of advertisements in the local newspapers would know 
who was advertising even if the printer omitted the 
address. 

Storefront signs, if they are large enough to be 
seen a reasonable distance—especially spectacular elec- 
tric signs—are capable of branding the name and 
slogan of a stationery business into the public con- 
sciousness. 

Such a sign should identify the business unmis- 
takably, be easy to read, and harmonize with the 
exterior of the store, and should not, of course, be 
obscured by any larger signs on the same building. 

Confidence propagates friendship which grows 
stronger as acquaintance increases, and accordingly, 
anything that tightens the handclasp, so to speak, 
between customers and salesmen of the business helps 
both the salesmen and the store. 

On the reverse side of the sales-slips and order- 
blanks of a large stationery business, there is this 
statement of policy: 

“It is our intention that this transaction shall be 
so completely satisfactory in every detail that your 
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me Yellow pages 


He’s the Classified Directory Representative 


FOR FURTHER INFORMATION, CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE 


OFFICE 


of the Telephone Company. He'll be coming 


around to see you. 


He can prove to you that advertising in the 
‘yellow pages’ pays. He is familiar with all types 

of retail establishments in the community, has a 
wwledge of the shopping habits of the people 


VOC rd kne 


and knows a lot about their buying habits. He can 


offer 


prosper 


Watch { 


hundreds of dealers in many lines build their businesses. 
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ts economically. 


March, 


valuable suggestions for helping you reach more 


r the Directory Representative. He’s helped 


nowledge and experience get more sales 


vice orders for you. 
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confidence in and friendship for this store may be 
maintained and strengthened.” Such a _ statement 
naturally, makes customers feel that they will always 
be treated right by that stationer. 

In a certain New York department store, each sales 
girl writes “Thank You” and signs her name on the 
back of the sales slip 

It’s a personalized 
often to call for the 
the store 

This idea is in line with the trick of “getting under 
the buyer’s skin’ t’s something “different,” too, and 
because its’ out of the ordinary, will leave a construc- 
tive impression 

The spirit of a ret 
is fully as important 


touch which leads customers 
same salesgirl on later visits to 


ail stationery sales organization 

as knowledge of what is being 
sold. It is an intangible influence, yet visitors to 
the salesroom are affected by it, favorably or other- 
wise, and often comment on it. 

An old-timer in the trade told me he has learned 
that what he calls “psychological ventilation” of the 
store is quite as important as atmospheric ventilation. 
When things seem to be getting too serious or too 
“strained” in his store, he always pops up with some 
unexpected saying or human-interest anecdote or joke 
that provokes a bit of amusement. 

This keeps him near to the spirit of his men, most 
of whom are several years younger than he is. He finds 
that it relieves tension a whole lot, especially on gloomy 


days, hot, humid days, or when there has been an 
unusually hard and fast rush of business for several 
hours 

And he says that “store atmosphere” of the right 
kind is just as necessary to registering the right im- 
pression upon buyers as are the right kind of mer- 
chandise and display schemes 


Keep Friction Hidden 

Of all things, friction between or among employees 
should never be permitted to manifest itself in the 
salesroom, because is not merely personal when it 


affects the morale of the staff and the service of the 
store to the public 

In the experience of a Minneapolis druggist, who 
asked his customers about 10 years ago to tell him 
frankly if there was anything they disliked about his 
store, one clerk was definitely named by about 150 
customers! So much of the influence of personnel in 
making a store distinctive 


matter of making the store 
ition must be mixed with enter- 
irnish and bizarre effects may 


With regard to the 
premises stand out, ca 
prise here, because 


attract attention, but the wrong kind. 

The tailor who painted his store exterior half red 
and half green and then advertised “The RIGHT 
Tailor On The Wrong Side Of The Street” may have 
had a point there, so far as his location handicap was 
concerned, and celebrated paint-vending “Blue 
Store,” owned by Ballou, in Worcester, Mass., may be 
quite the right scheme for individualizing a paint store. 
But the average stationer would be well advised to 
stop considerably of these extremes in store- 


front showmanshi} 

The stationer’s me! 
conservative Ol 
dignity befitting a 
ment 


handising front should combine 
with a certain degree of 
center for business equip- 


riginality 


ipply 


In other words, his “front dress” presentation to the 
Office furniture and appliance-buying elements of the 
community should be such as will indicate to them 
at a glance that his store is a modern stationery and 
appliance outlet—and a very dependable and com- 
pletely stocked one 





Moore Business Forms Moves Beaumont Office 


The Beaumont, 7 office of Moore Business Forms, 
Inc., has been moved to the newly-completed West End 
Office building at North and Seventh Sts., in the city.- 


JHR 
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ROTECTALL SAFES |** 






What would 
your custom- 
ers doif their 
records for 
federal and 
state income 
taxes had 
been lost or 


destroyed by 
fire? 


Sel 
PROTECTALL SAFES 


—as the best way to keep those 
records safe from loss or damage 
by fire. Protectall prices make sell- 
ing easier. 





Underwriters “‘C’”’ Label meets the fire 
resistive needs of the mass market. 


Sizes for every home — office — or 
place of business. Single or double door. 
With or without money chests. Variable 
interiors. 


Minimum inventory—generous profit. 
Every stationer and office appliance 
dealer can sell Protectall Safes. 


Get the Protectall Story. 


PROTECTALL SAFE CORP, 
926 S. Salina St., Syracuse, N. Y. 
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Addition 
to the Growing 


ARMA 


The IDEAL 
CLAMP No. 2 


Family 


Here's another ARMA 
product help hold 
your business together’’— 
the Ideal Clamp #2. It’s a 
giant of a clamp that will 
answer the need for a 
heavy-weight fastener for 
bulky, 


briefs and files. 


those out-sized 


And don’t forget the other 
quality ARMA clips... 


standard staples 
gem paper clips £3 
gem paper clips #1 


. 
. 
® snagproof paper clips #1 
@ giant gem paper clips 

+ 


tag wire 


Pittsburgh 
@) COM, 


Dnt 1120 Galveston Ave. CHF 
Pittsburgh 12, Pa. 


F. 


“‘to help hold your business together” 
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Office Supply Company Opens in East Tulsa 


East Tulsa’s (Okla.) first and only suburban offics 
supply store has been opened by J. A. L. Haney at 2393 
E. Admiral St. 

Mr. Haney, who is a public accountant, is joined ip 
his venture, the Eastulsa Office Supply Company, by 





Occupy New Business Home ... S. J. Lysinger ané 
J. A. Haney in front of new store of Eastulsa Office Supply Co, 


Scott J. Lysinger, who went directly to the business 
from 10 years service with the Tulsa Stationery Com- 
pany. Prior to that, Mr. Lysinger spent 20 years with 
the Palace Office Supply Company in the same city. 

He will serve as the new company’s vice-president 
and sales manager. 





Business Week Features A. C. Howard 


An analysis of the career of one of the leaders in the 
office equipment field, A. C. Howard, president of The 
Globe-Wernicke Co., was featured in the January 22 
issue of Business Week. 

A picture of Mr. Howard appeared on the front cover. 
The pose was against a background of Techniplan 
equipment. 

The G-W executive is quoted as saying that any 
successful business must have three main bases: 1 
Product development. 2. An efficient mechanical setup 
for production. 3. Good sales promotion. 

Sketching Mr. Howard’s business life, the magazine 
tells how his background concerned the making af 
locomotives and building materials and how when he 
moved into G-W he “didn’t know anything about office 
equipment, but he had one strong opinion: The stuff 
he had seen was inefficient and outdated, not to men- 
tion depressing. ‘I thought of office equipment as some- 
thing stodgy or jaundiced,’ he said later. ‘Now I've 
found it can be made just as exciting as—as riding 
in an airplane.’ ” 





Maverick-Clarke Adds Fifth Chain Store 


The purchase of the J. C. Bair Company on E. Ninti 
St., Austin, Tex., has been announced by Maverick 
Clarke, San Antonio. 








Founded by J. C. Bair, who will remain with the com 
pany as vice-president and general manager of the né 
Austin branch, the firm occupies two buildings. Oneé¢ 
these contains a printing plant. 

The branch, the fifth to be added to Maverick 
Clarke’s chain, will continue to carry such products 
Art Metal, Leopold and Standard desks; Gunlocke ang 
High Point chairs, and other equipment.—_JHR 
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) : ® Here at Lyon, we’re still producing 
A - our standard items of steel equipment. 
gitre> a We aren’t producing as much as we'd 
4 like. Deliveries aren’t as fast as we'd like 
Pe) them, either. Whose are? But a lot of 
A steel equipment will roll out of our two 
plants during 1952—and it will be sold, 
at a good profit, by dealers who aren’t 
waiting for ‘“‘normal”’ times. 








ti; Sf; ‘a F « 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL., AND YORK, PA. 


‘. WA} LYON METAL PRODUCTS, INCORPORATED 
Wey Ps, General Offices: 328 Monroe Avenue, Aurora, Illinois 
nes A” Sold Nationally through Factory Branches and Deolers 
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LYON PRODUCTS STILL SERVING INDUSTRY + BUSINESS - INSTITUTIONS « HOMES 
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oe Exclusive 
Master-Craft Dealers 

















Dealers are establishing a 
profitable reorder business 
with Master-Craft's good 
looking, new Thong Binder 
This exclusive Master-Craft 
product is rapidly replacing 
post binders because it has 
proved to be “the best binder 
ever built for pen-written ac 
counting.” Equally important 
— Dealers need not carry 
double stocks, because this 
Binder holds standard 
punched forms. 


























Master-Craft Franchise Is Worth Asking For... 


Master-Craft's emblem of loose-leaf 
quality on every package, on dealers’ 
store windows and counters represents a 
combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 


MASTER-CRAFT CORPORATIOI 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGA 


156 


responsibility is to our present estab- 
lished dealers. We help repay their 
loyalty to us by serving them first. The . 
acceptance of new dealers depends upon 
our ability to increase production beyond | 
the needs of present dealers. Ask now, 

about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail- 
able in your city. /t’s worth asking for. 
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Penn-Mar-Va Travelers News Notes 
HARRY TEHAN, JR., CORRESPONDENT 
4617 ROSEDALE AVE., BETHESDA, MD. 

Roy Zepp, formerly manager and buyer for Ballan- 
tyne’s, Washington, D. C., joined Woodhouse Stationery 
Company in that in January, in a similar capacity. 

* . a 
tioners held their third annual din- 
the Shoreham Hotel on February 7. 


* * * 


Washington Sta 
d 


ner and dance al 


Richmond Stationers Association and fellow mem- 
bers from surrt ing cities held a joint meeting at 
Richmond on January 6 


> 7 o 
Bart McCloskey joined the Elgin Watch Company in 
January in the Penn-Mar-Va area. 
> ~ - 
Ray Kneipert moves to assistant to Quartus Graves, 
sales manager for Eversharp. 
* * * 


Herb Stagg of the Hoskins Company, Philadelphia, 
is convalescing at home after an illness 

bad * » 

Henry Artman, formerly with Stratford Pen Com- 
pany, in the lighter division, joins Eversharp, Inc., in 
the New York area office 

- - 
Bob Riddell, Eversharp man with the longest number 


of years on the died at his home in late Decem- 


ber 

> > a 
oners re-elected their officers for 
same time electing Taylor Kel- 
vice-president, replacing Mark 


Philadelphia Stat 
another term, at the 
logg as thei! 
Kenna. 


© = 


George Barley, appointed regional manager for Ever- 


sharp, Inc., fo1 north Atlantic area, is working out 
of the Philadelphia office 
> > . 


Norfolk, Va., is back on the job 
painful operation 


* * * 


Spencer Hayes 


I a serious ana 


altel 


Claude Kirchener won the weekly prize at the meet- 


ing of the Philadelphia Stationers Association for his 
sales presentati t the meeting on January 17. The 
prize—a new hat 
* 7: 
Manor Country Club, scene of many Penn-Mar-Va 
parties, suffers fire recently 
> > . 
We hear that Bob Sainberg is recuperating from a 
t PT pel 
> >= = 
Terrie’s, Inc., formerly the branch store of Hampton 
Roads Paper C Norfolk, Va., is now under the 
ownership and nagement of M. M. Terrie, who was 
manager for Ha ton Roads Paper Company. Mr 
Terrie takes vnership of the branch after 42 
years with the mpany. 
R. S. Sides is limited partner and assistant 
. > 


Suffolk Office Su y Company, Suffolk, Va., removed 
store at 400 W. Washington St. 
plete with knotty cyprus walls 


” . * 


U0 1 new mia 


The ew store 


Frank Saphir, will make his home in Arlington, 


Va., is now re} Art Steel Corporation in the 
nid-Atlanti itheastern areas 
> > * 

T Office S Company of Norfolk, Va., will 
I iS St location is obtained. Its pres- 
ent building i torn down 

> 7 > 

Through Chet Williams of the field division, NSOEA 
has announce hat a trophy cup will be presented to 
the travelers which is responsible for the greatest 
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FOLKS WORK BETTER- 
FEEL BETTER 


When office aids are tcps! 








SUGGEST SANFORD'S 
NEW MICRO-CELLULAR 
RUBBER STAMP PAD! 











L. ~:'‘bike walking 
- re barefoot in the grass!’’ 


(4 
ie 





4 STAMP PAD! Simple, effortless ! 
els \ota S808: Nel 2 Pad |. S100 
LINT FREE! 


Here’s another wonderful advantage 
of the new, revolutionary SAN- 
FORD'S FOAM RUBBER STAMP 
PAD! Using this all-rubber pad, even 
the smallest type makes a clear and 
readable impression . . . because the 
stamping surface is totally free of lint! 














1,900 MICRO-CELLULAR INK RESERVOIRS 


per square inch of stamping surface! 


Imagine, all those microscopic-size ink reservoirs ... 
and they all add up to outlast several ordinary stamp 
pads ... and, to ink more uniformly! Also unlike 
average pads, the SANFORD PAD can be used im- 
mediately after re-inking! 





SANFORD’S NEW STAMP PAD HELPS CUT DOWN 
OFFICE NOISE AND STRAIN 


inks perfectly with only slightest . 
touch to pad! No more crushing blows and 
office noise with the SANFORD PAD. Office 
workers really appreciate any lessening of dis- 
tracting sound, with SANFORD PADS 
around—noise is padded whenever ink stamp- 
ing is required. Besides, there’s no attendant 


wrist strain. 
FITS RIGHT IN Ss 


DESK DRAWER 


Desk workers can write 100,000 
words from these desk-size bottles 
—all the ink an average person can 
keep fresh ! Each ¥% oz. SANFORD 
PENit Ink bottle is a fresh, clean 
inkwell—and fits the center drawer! 





Suvford i 
Perit 


ec.ve BLAca« 


») 


4. 





SANFORD INK COMPANY « BELLWOOD, ILLINOIS 
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When your customers use the revolution- 
ary, new SANFORD’S FOAM RUBBER 
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CHAIRS FOR THE CHEVROL¢, is 
Abe 


Is 





Top-quality Taylor construction . . . 
economy priced. Harmonizes with both 
steel and wood desks. Write for catalog. 


TheTaylor Chair Company 
Bedford, Ohio. 


“Taylor siyee si 








increase in dealer and field membership of the NSOEA 
for the coming year. 
Other educational activities on the part of traveler 
members will add to the score for the winning club. 
> > > 
Governor Sam Rosendorf of the Third Region and 
Taylor Kellogg, Penn-Mar-Va president, and their com- 
mittees are busy with forthcoming plans for the At- 
lantic City meeting in June in Haddon Hall. 
> > > 
Dick Wight of Richmond Office Supply Company, 
Richmond, Va., is busy supervising the renovation of 
a warehouse in the rear of his store. 
. . > 
Bill Maish takes over as general manager for Blais- 
dell Pencil on the retirement of G. L. Ortega who 
served the company for 40 years. 
- . ” 
Bill Wood of that company in Norfolk, Va., recently 
returned from a visit to Florida, renewing old friend- 
ships. 





Victor Sponsors Window Display Contest 


A nationwide contest with cash prizes for dealers has 
just been announced by the Victor Safe & Equipment 
Company, Inc. Six individual prizes will be awarded 
for the best windows set up with free display material 
supplied by Victor. 

This display material is being made available as part 
of a spring sales drive inaugurated to help dealers in- 
crease their sales of Victor Book Visible record keep- 
ing equipment. 

Special direct mail material for dealer use, new coun- 
ter literature and new Book Visible newspaper mats 
are other features of the campaign. 

Details and contest entry forms may be obtained 
from the Victor North Tonawanda office. 





Pittsfield Dealer Occupies Larger Store 


For the third time since he started business from his 
home in 1946, Alexander G. Marsten, office equipment 
dealer of Pittsfield, Mass., has moved to larger quarters. 
The most recent move was to a new self-service store 
at 104 West St., where there are 17 supply sections for 
office equipment. 

The sections are labeled alphabetically from front 
to rear of the store, and there are no conventional 
counters. Instead, a counter around all the shelves 
aids examination of supplies. The basement area is 
used for storage. 

Mr. Marsten is president and treasurer of the busi- 
ness while William H. Herman continues as store 
manager, John Kruszyna as credit manager and book- 
keeper, and Alfred H. Willis as service manager. 





Harry L. Howard Retires from Burroughs 


After 46 years of service with the Burroughs Adding 
Machine Company, Harry L. Howard has retired from 
the post of manager of the New Orleans branch office 
to which he was appointed in 1910. Prior to this he 
was a territorial representative. 

When Mr. Howard joined the New Orleans office he 
had one part-time assistant. There are now 58 persons 
employed.—_JHR 





Warns Against Bad Checks 


San Antonio merchants have been warned against 
cashing checks of the National Cash Register Company 
drawn on the Merchants National Bank & Trust Com- 
pany of Dayton, Ohio. The company has no account 
with that bank, according to D. H. Tucker, branch 
manager.—_JHR 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK, TIME AND U. S. NEWS 


Yes...and maybe yoursecretary would 
work faster—finish feeling fresher—if 
she had “‘time-engineered’’ Shaw- 


Walker equipment 

This typewriter desk, for example, 
saves secretaries hundreds of wasted 
motions every single day. Shaw- 
Walker’s organized drawer space 
makes the difference. Everything a 
secretary uses to speed work is right 
under her fingertips—ready to use in 
seconds 

Typing is smoother, quieter, too- 
because Shaw-Walker has specially 
constructed this sturdy desk to elim- 
inate vibration and needless office 
noises 

More than 50 years of know-how 
goes Into every piece ol Shaw-Walker 
equipment — distinguished office fur- 
niture dedicated to saving time, the 








There is a complete line of Shaw- If you are setting up a new business 
Walker desks, chairs, Fire-Files, filing, or merely wish to modernize worn, 
loose-leaf and payroll equipment— _out-dated offices, make sure you use 


everything for the office except ma- Shaw-Walker equipment throughout. 
chines — each “‘time-engineered”’ for It will help you make the most of 
the needs of every job and worker. every minute, every working day! 


-— = ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee Oe oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee Ge Pe ee ee ee ee ee ee ee ny 
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New low comfortable 
height (29’’). Keeps 


worker on top of the job. 


Easy-access typewriter 


platform, fully sound- 
proofed to deaden 
vibration noises. 


Center drawer 
partitioned for fullest 
convenience. 


most critical factor in business today. white for FREE 


8 Lekea 
Skyscraper” 

\ 
1 





BOOKLET 


Upper drawer has IN, 
OUT and HOLD 

sliding trays plus 
maximum storage space 
for incidentals. 


Middle drawer has 4 
slanting removable 
shelves for stationery. 


Lower drawer for neatly 
concealed wastebasket 
or supplies 


The booklet, “Time and Office Work,” is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on “‘time-engineered "office systems and equip- 
ment. 36 pages! Many color illustrations! Just off the press! Write to- 
day, on business letterhead to: Shaw-Walker, Muskegon 4, Michigan. 


Largest Exclusive Makers of Office Furniture 


Branches and Exclusive Dealers in All Principal Cities 
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a and Filing Equipment in the Worid 
Executive Offices at Muskegon, Michigan 
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How ta Stew Up Sales... 


“» DUO-TAN 


LOOSE-LEAF COVERS 


The 
Easy-To-Use 
Binders with the Original 


Feature of Built-in, Double- 


Prong Fasteners and 
Metal Eyelets 


It’s easy to satisfy customers and 
increase business with binders that 
have the immediate sales appeal of 
Duo-TAna. 

Here are loose-leaf covers that 
are attractive, tough, strong, dur- 
able. You can’t stock better imita- 
tion leather or wear-resisting paper 
binders. They’re easier to use, too, 
because the fasteners and eyelets 
are built right into the cover— 
ready for instant action. 

Duo-TanG —the binders of many 
uses are outstanding for any type 
of presentation, catalogs, briefs, re- 
ports and sales presentations. 

Your first order will show you 
how fast they sell themselves. Write 
for details today. 








your counter or shelf. 





DUO-TANG covers come in a wide 
variety of colors, in many grades 
of materials. Packed in strong at- 
tractive labeled boxes for use on 





Minguoortt 
MANUFACTURING CO. 
200 SO. PEORIA STREET - CHICAGO 7, ILLINOIS 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Former junior salesman for Parker Pen, Ray 
Forsythe, Jr., working for “Pop” in Miami, grew up 
some time ago. Alt} x*h he was powerless to do any- 
thing about that “Jul after his name he wasn’t so 
helpless about the one in front of “salesman.” 

Ray Jr. is now “Senior” salesman for Parker, head- 
quartering in the O’Henry Hotel in Greensboro, N. C. 
Just because this happened a year ago don’t mean noth- 
ww hearing about it there MUST 


ing to me If I’m just! 
be two or three e of us running around as poorly 
> > 
Norman York, Ful ms, Tampa, Fla., suffered a 
heart attack around the first of the year. Norman had 
a very close call but is now at home taking things as 
the doc told him—« \ 
. > 
Checked on Jim Cooper just before starting out on 
my Florida junket but he was over at Jack’s house. I 
presume he is recovering well from his Christmas ex- 
travaganZa 
Remember the firm of Heath & Tyler in Winter 
Haven, Fla.? A few years ago it was divided with Mr. 


Heath retaining the gift shop and the Tylers, George 
and Gene, opening a new store under the title of Tyler 
Office Supply Company. Now Mr. Heath’s son, Frank C., 
has joined forces them, making the third genera- 
tion in the office supply business. Frank is at present 


working inside. Not being satisfied with just getting 
out of school and into a new business Frank is 
getting married in April and building a new home. 
Wonder what he i nna do with his spare time? 


* » 


Checked on Jim Waugh Jr. and learned that he is 
doing well, looks fine and dressed twice a day. Even 
eats his meals in the dining room. Jim Sr. tells me that 
he expects him to leave the hospital some time in May. 
That was about the best news I’ve received in a long 
time and all of u ill be looking forward to seeing 
Jim in the store Whut store? Halsey & Griffith 
suh, town of W. Palm Beach, Fla 

7 . 

The Lilliston boys, Pete & Howard, have changed 
their address in “Albenny,” Ga. to 218 Tarver Ave. They 
are in the old Seeley building which gives them a much 


larger store area ] enabling them to have their print 
shop and office ipply sections under one roof. 
> = 

Many months ago I told you boys that Johnny Vill, 
owner of the Victory Club, and dispenser of steaks su- 
preme, was gonna move. He made a liar out of me for 
a long time, but he ally did it. Go out the old high- 
way, north, for about three miles and there you are 


He is just north viaduct 


Cosmo Williams, Williams Stationery, Sarasota, Fla., 
is at it again—golf that is. He was on the winning team 
recently in a pro-amateur golf tournament at the Sar- 
asota Bay Country Club wtih a team score of net 63. 


Cosm hould give nebody a rough time at the con- 
fen olfing I 
I got off the 1 k again last month. In reporting 


the Southern Office Supply Company’s new branch 


store I gave Go s the town when it should have 
been Wils S gimme credit for being close 
nywal 

Dan Dixon, Sta ’ffice Supply Company, Tallahas- 
see, F has gon semi-retirement due to long 
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illness. Dan has put in about 25 years in the office sup- 
ply game, mostly in Tallahassee. 

Miss Annie Dixon, his sister, holding the posts of 
secretary-treasurer, is putting in more time at the 
store but Robert H. (Bob) Kugler, formerly with Gibbs 
Chestnut in Gainesville for four years, has come with 
Dan as manager. Also, Dean Scruggs, who was with 
Dan a few years ago is back. So, with Bob and Dean 
out “shaking the trees” and Annie handling things 
while they are out, “State” should go right ahead do- 
ing a bang-up good job. 

- * ~ 

Things have been popping in the “poulation” depart- 
ment lately. Got two additions and two “dues.” Mrs, 
Gene Burr, Office Supply Company, St. Pete, Fla., pre- 
sented Gene with a six-pound two-ounce boy, name of 
Robert, on January 10. The Burrs have two older 
younguns, a girl, 5, and a boy, 4. They oughter name 
the next boy “Cockle.” 

+ a a 

Next comes Harold Boline, Boline Office Supply Com- 
pany, Ft. Lauderdale, Fla., with a daughter, Rebecca 
Louise, born on January 14. Becky was preceded by 
Sarah Jane three years ago. Della and Harold better 
look out or they will challenge Eddy Cantor’s record. 

” 7” * 

The Bolos’ Eddy and Irene, are expecting No. 2 some- 
time in July. Eddy sells a chair or two for Shaw- 
Walker when ever the urge hits him. 

* OK * 

Joe Alvarez, with Gibbs Chestnut in Gainesville, 
Fla., is looking for another “exemption” not very long 
after our convention. You can give the current details 
there, Joe. 

» - . 

Speaking of the regional at St. Pete—that shindig 
gets bigger by the minute. Everywhere I go something 
comes up about it and from the way Allen Cammack 
is working, and working everybody else, this is going 
to be the biggest and bestest yet. 

I came by the Vinoy Park to check and Mr. Bottome, 
the manager, told me that the advance reservations 
looked as if we were going to have an overflow. 

However, let me get you straight on one thing right 
here. He says that if we need more rooms he has 
plenty, so don’t let anybody tell you there won’t be 
room for you at the last minute. If you happen to be 
one of those that can’t make a definite decision until 
the last week or so, just call, write or wire and I’m sure 
you can get a room. 

As Iam chairman of the golf committee here is some 
more “dope” on the golfing doin’s. The normal green 
fee is $2.50 but we get it for $2.00. The Sunset Golf 
Course on Snell Isle is owned by the hotel and is just 
three minutes by car. 

There will be no tournament—as such. Play as often 
as you like during the three days and turn in your best 
card. Ladies, ESPECIALLY, are invited. Low gross gets 
first prize and all others will go by the “unknown” 
handicap method. 

Prizes won’t necessarily be bigger and better but I'll 
guarantee you there will be MORE this year. In past 
years the powers that be banned “donations” but ! 
ain’t the least bit bashful. Anybody that has some- 
thing he thinks will be suitable and wants to donate it, 
just say the word. The line forms on the right boys. 

= ~ = 

Incorporated in this end of the business will be some- 
thing for the fishin’ gender. Anybody who wants to go 
fishin’ and comes back with something not chiseled off 
the fish market will be appropriately rewarded with a 
prize. That is, of course, as far as the prizes will go. 

So, EVERYBODY bring golf bats and fishin’ sticks 
and lets make this the year the Sunset Course rabbits 
had their biggest scare. Last time there, George Slater 
chased one all over the course. 

- ” * 


“Huncan Dines Again” 
“Huncan’s” spot of the month goes this time W 
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tty «Here's the chair that’s making alert dealers 
all over the country sit up and take notice. 
The new companion piece to the Boling 
Executive Posture chair! (Shown below.) Ideal 
for conference table groupings or as 


individual guest chairs. 


Eye-appeal to attract interest ... 
craftsmanship to close the sale . . . that’s the 
story of business success with Boling. 
Stock the complete line and watch your 


sales volume climb. 


And there's a quick way to learn how you can 
realize immediate profits with Boling ... 
write today for our catalog 


‘ 


“Chairs for All Business.” It’s a fast 


start to new sales. 


ve 





No. 8711 










No. 4858 
Executive Posture Chair 


HIGH POINT BENDING & CHAIR 
SILER CITY, NORTH CAROLINA 
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Miami. Ray Forsythe is responsible for this one. He 
said it was “tops” and I haven’t the slightest desire to 
argue the point 

For sea-food cooked in a decidedly different manner 
1 have never tasted anything like that out in Coral 
Gables at Loffer Bros. Oyster House, 280 Alhambra. 
Put that in your book right now boys. The night I 
went out I took Bill Schroeder, B. K. & H., with me so 
he can back me up. They have a specialty in smoked, 
barbecued shrimp and crab meat that is simply some- 
thing “out of this world.” Hush puppies and corn 
fritters are without a trace of grease. For anything in 
the sea-food line this place is tops. But, if you like 
barbecue, by all means try the shrimp. 





Royal Metal Reorganizes Sales Department 


In order to personalize dealer relationships and to 
increase service facilities, Royal Metal Manufacturing 
Company has reorganized its sales department in the 
company’s home office in Chicago. This move has 
brought four new men into the office, H. A. Green, 
president, announced 

Four new sales divisions have been created: office 
and factory furniture; professional furniture; public 
seating, and store and shop furniture. 

Herbert Zuckerman and Robert Koehn have been 
named assistants to K. R. Kerr, sales manager of the 
office and factory furniture division. James Morris will 
assist Herman Peters, sales manager of the professional 
furniture division, while William Watterson, Jr., is 
the new assistant to R. E. Witts, sales manager of the 
public seating division 

Appointment of a sales manager to the store and 
shop furniture division is pending 





Jaybee Tray Company Opens New Factory 

The Jaybee Tray Company, whose plant in New York 
was completely destroyed by fire last November, opened 
its new modern factory at Bay Shore, Long Island, 
N. Y., in January 

Although a great backlog of orders had accumulated, 
the planned rate of production is such that it is ex- 
pected that prompt service will be given on the firm’s 
key lines. This is due to the several innovations em- 
bodied in the layout of the factory which wil! help 
speed production 

The sales office and showroom will remain at 381 
Fourth Ave., New York 16, N. Y 





WALTER XIERNAN EARL WILSON 


Columnist Rewarded Earl Wilson, ace columnist for 
the New York Post, was recently awarded a Royal quiet deluxe 
portable typewriter on the “What's the Story?” television show. 
Mr. Wilson was one of the panel members. Left to right are 
Robert Miesemer, portable representative for Royal; Walter Kier- 
nan moderator for the show, and Mr. Wilson 
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Ut ADVERTISING 
in “THE OFFICE” 


Can't break 
or dent... 


“A 


Light weight... 
costs less 


rrr 


Translucent plastic 
provides sales-sitim- 
viating color dis- 
play on your 
shelves . . . in 
RAPID DRY RED, 
BLUE, GREEN and 
BLACK as well os 





DORI-RITE BLACK. 


— 
Pruuate Label packaging 


offers you prestige and profit with the finest 


inks in the 


duplicating field, in the dispens- 


ing package of tomorrow. 


INK SPECIALTIES CO., INC. 


DEPT. 0, 519 N. HALSTED STREET ° CHICAGO 22, ILLINOIS 
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News Notes from District No. 5 

FLOYD E. ZINKHON, CORRESPONDENT 

6740 ELWYNNE DR., CINCINNATI 36, OHIO 

The industrial heart of America that serves the world, 


” - * 

The Detroit chapter held its monthly meeting on 
January 7 at Carl’s Chop House and Bill Lashbrook 
presided over a goodly turnout. This is a monthly 
gathering and if you are in Detroit on the first Monday 
of any month, come on over. 

o * . 

The father of Harold Denome, of Bussings Office 
Supply, Detroit, passed away in January. Our sym- 
pathy to Harold and his family. 

> . 

The new officers of the Detroit stationers, Tom 
Emery, president, and Howard Denome, secretary, took 
their places at the monthly meeting. Plans are being 
made for the annual picnic in July with Harold Jessie 
of Detroit Office Supply as publicity chairman. 

- 7 * 


Monthly meeting of the Queen City (Cincinnati) 
chapter was held February 2, when plans were set 
rolling for the annual golf party. The date is June 17, 
at Maketewah Country Club. This is usually a very 
pleasant affair and the chapter looks forward to many 
paritcipants. Make a date, fellows. 

+ - * 

Bruce McCaleb has left for California with his 
family, mixing business with pleasure. Have a good 
time, Bruce. 

* * > 

Will Winnes Company of Cincinnati has announced 
the arrival of its new catalog. Milt Pickle heaved a 
sigh of relief when the final copy was sent to the 
printer. A good job, Milt. 

” + - 

Roy Hansell reports from Florida that he is feeling 
much better and wants to thank all his traveler friends 
for their help and moral support. He would like to 
hear from you. Address: Cameo Apts., PassoGrille 
Beach, Fla. 

+ * 7 

New proud papa is Will Kaiser, Sanford Ink Com- 

pany. It’s a girl, says Will. 
* - * 

A big welcome back to our friend Bob (Feather) 
Lamson, who has rejoined Bainbridge, Kimpton & 
Haupt. See you in Louisville, Bob. 

7 * - 

High jinks in Charleston, W. Va., January 26, fea- 
tured the boys in a mad scramble to beat old man 
river, Bob Eldridge swimming to the airport, bag and 
baggage; Pat Paterson flying low in his new Imperial, 
all 180 horsepower straining at the bit. Take a row 
boat next time fellows. 

7 ” - 

Al Garrigan of Springfield is again in the hospital. 

Hurry back, Al, we all miss you. 
* 7 ” 

Our sympathy to Walter Herr and his family in 

Columbus, who lost their little daughter. 


7 . 7 

Have you made your reservations for the regional 
convention in Louisville yet? This is going to be a 
fine meeting. Pat O’Connor, the governor, is really 
cracking the whip over the committees to assure every- 
one a good time. Come on boys. Lets “Revel With The 
Rebels” on March 16, 17 and 18. Mountain dew and 
mountain music—boys, you can’t beat that com- 
bination. 





Changepoint, Inc., Succeeds W. K. Kerr Firm 


William K. Kerr, president, has announced that 
Changepoint, Inc., 544 S. Rockford, Tulsa 10, Okla., is 
the suceessor to W. K. Kerr Pen Company, makers of 
Changepoint fountain pens, ball points, pens, desk sets, 
counter sets and perpetual calendars. 


OFFICE APPLIANCES, March, 1952 








ym- 


in 


nal 
e a 
ally 
ry- 
rhe 
and 
ym- 


hat 
~ 
; of 
ets, 


952 





Get more volume ..get more repeat orders 
. . GET MORE PROFITS! 












ENNIS GUEST CHECKS 


37 «different styles, 
stock ond printed- 
te-order . . news- 
print, bend or beerd 
| plein, single end J 
duplicate styles. 


























A complete line 





of popular, fast- 






moving items in 
a wide variety of 
sizes, styles and 


ENNIS SHIPPING TAGS 


Steck er printed-te- 
order all weights 
and colors. Single or 
gongs, with or with- 
out fasteners et- 
teched. 





TAG & SALESBOOK CO. 


Manufacturers of Paper Products 


FACTORIES AT ENNIS, TEXAS ° CHATHAM, VA. 
Branches in Houston, Dallas, St. Paul, New Orleans, St. Lovis, Albuquerque, 
Los Angeles, Denver, New York, Birmingham. 
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for its new modern 





branch Citizens Bank 


naturally chose 
wiltshire moder 







Smith and Butterfield, of Evansville, a 
long-time Imperial dealer, sold Wilt- 
shire Modern to the Citizens National 
Bank. Smith and Butterfield is typical 
of dealers making large installation 
sales with Imperial 


The new branch of the Citizens National Bank, on the north side of Evans- 


ville, Indiana, is a sleek, streamlined building inside and out. . 


. reflecting 


up-to-the-minute service combined with experience and resourcefulness. 


To furnish this new branch, Citizens Bank naturally chose Wiltshire Modern 


... for its dignity . . . its utility . . . its beautiful appearance. As an Imperial 


dealer, you'll sell Wiltshire Modern to the many, many firms who are look- 


ing and planning for the future. 


Monthly advertisements in these na- 
tional magazines ‘‘Pre-sell” your 
customers on Imperial wood office 
furniture before they come into your 
store. Cash in on this by keying your 
sales efforts to Imperial’s advertising 





desk company 
EVANSVILLE 7, INDIANA 


MANUFACTURERS OF WOOD OFFICE FURNITURE 


any 


Need 


MEMBER mame =©WOOD OFFICE FURNITURE INSTITUTE 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


‘Our Latch String Is Always Out” 
. > > 
Honors go to Harold E. Beatty, Brown & Seager Com- 


pany, Sioux Falls, S. D., where Harold is the mimeo- 
eraph salesman and manager. Reason for the credit is 
that Harold made his quota every month for a year. 

The prize for this was a trip for the Beatty’s, by air, 
non-stop to Mexico City and Acapulco, Mexico. 

The party starte the Chicago office of A. B. Dick 
Company, when seven couples of winners left for a 
trip to vacation land 

The president of Br n & Seager Company, Al Han- 
son received a bronze plaque from A. B. Dick Company 
to mark the accomplishment. To complete the cele- 
bration, Mr. Hanson gave a banquet for all his em- 
ployees 


Drop a card to Carl Kaufmans. They are now 


retired and live at 216 N.E. 13th Ave., St. Petersburg, 
Fla. Do it today—they will enjoy it 
° > - 
Harry Webster, manager and buyer in the furniture 
department of Miller-Davis Company, Minneapolis, 
has been ill for some time. On January 1, he under- 


operation and at last report was at home, 
around. Wi wish him a continuing speedy 


went an 
up ana 
recovery 


+ * » 


A. J. Walker, president of Farnham Stationery & 


School Supply Company, Minneapolis, better known as 
Art in the associat was taken ill with a heart ail- 
ment on December 23. He is now at home and improv- 


ing favorably. The way he is feeling he may be coming 


down to the office i! ) or three weeks for a few hours 
each day 
> > 
A pre-convention meeting was held at the Commerce 


Club brome Opa discuss plans for the Travelers’ 


convention and also the 25th anniversary of the North- 
west pat cm Cl 

The meeting was attended by Governor Jay Parrott, 
President Jack Berry, Vice-President Warren Carlson, 
Secretary Jack Guntrum; also Vic Lydon, Walter 


Hubbs, Al Nordstrom. Del Deming, Ed (Hibbing) Erick- 
son, Robert Davis, Floyd Kongsvic, Richard Kress and 
Richard Steding. 
> 
Larry Johnson become a Northwest Traveler. 
Larry, a former st manager for Horder’s, Inc., Chi- 
cago, is to take over where Jack Berry left off with 


The Globe-Wernicke Co. He is now planning to become 
a resident of Minn Welcome to the Club, Larry. 
* * 

Jim Whiting of Rochester has been ill for some time, 
but is now back the job. Glad to see you around 
igall Jim 

. a 
It not only look sounds, like a convention. All 


these fellows have been enjoying business in the Twin 
Cities this week: Harry Berquist, Warren Carlson, Vic 
Lydon, Jim Roach, Al Lent, Larry Johnson, Jim Brad- 


ley, M. J. Snell, S. C. McKee, Rus E. Ragan, Robert 
Kane, Ed Williamson, Everett Fleisekauer and Mel 
Sewell. 

And that’s not 1dd to these Vern McCann, G. 
Whiting, Glen ( hi ambe rs, Charles Cordray, Jack Gun- 
trum and yours truly to complete the list. Our buyers 
would like to take ff for Hot Springs! 

: . 


The Mel Sowells the Lone Star 


State for Christm 


grand trip to 


os 7 


i from the north and the south 
: inning January 20, by another 
ivention committee, this one planning for the 
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aluminum 
chairs 


FOR TEAMWORK 


The office is an indispensable member of your pro- 
duction team. Obsolete tools and equipment in your 
office are as costly as obsolete equipment in your 
factory. 


It is possible to counteract soaring costs by increas- 
ing the efficiency of your employees with modern 
seating. Why not provide your office personnel with 
the best—why not provide them with FINE-REST? 


Write us for free descriptive literature and the 
name of your nearest FINE-REST dealer. 


© . 
OUPO tadion 
AKRON 8,OHIO 


ALUMINUM SEATING 


17 S$. CHERRY STREET ° 


Dishibuler 





AETNA SAFE CO., 46-50 W. 29th St., MN. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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INTER-OFFICE 
CORRESPONDENCE FORMS 
Write it . . . don't say it . 
to be sure, on these Hano Trip- 
licate Snap-a-part stock forms. 

$17.30 per M sets 











BLANK FORMS 
For fill-in orders on blank Hano 
stock Snap-a-parts, standard 
sizes, three and four parts. 
Triplicate 8Y/>" x 7": $16.15 
per M sets 











BILLS OF LADING 
Stop shipping record errors 
with stock Hano Snap-a-parts 
with or without printed head- 
ings. Triplicate Short Forms 
8!/" x 7" $17.30 per M sets 








GARAGE REPAIR ORDERS 
Garages prefer these Hano 
stock Snap-a-part Repair 
Orders with printed or blank 
headings. Blank headed Tripli- 
cates: $23.00 per M sets 





PURCHASE ORDER FORMS 
Simplify purchasing records 
with Hano Stock Snap-a-part 
Purchase Order Forms. Blank 
headed Triplicates: 

$17.30 per M sets 


FUEL METER TICKETS 
Used by all oil dealers for 
truck metering records. Hano 
stock fuel meter Snap-a-parts 
for all standard meters: Blank 
headed 

$12.50 per M sets 


blished dealers wanted in Sout 7 
uithwest, end Mid-West. 


a PHILIP HANO COMPANY, 


MASSACHUSETTS 


HOLYOKE 


INC. 


NSOEA District No. 6 convention, to be held April 21-227 
at the Hotel Pfister in Milwaukee. Of course it wil 
actually be three days long because dealers will ha 

a welcome party on Sunday, the 20th. The meetin 
was called by Governor Ed Knapp of Manitowoc. 
general chairman, Arthur C. Finger, will appoint 
committees. 

Those present were Ben Terkel, Don Sharpe, Al Nord 
strom, Gil Wengleman, Jim Gibson, L. C. Dewey, E. E 
Forrer, Ray Eichenlaub, A. W. Bolingbroke, Tom G 
lice and William Jarchow. The Great Lakes Travele 
Club promises a good time to all. 

+ . 

President “Jack” Berry of the Northwest Travele 
Club reports for Merrill Hasty: 

Freddie De Schaef, better known as Sanford’s Fre@ 
Schaefer, told the boys at the last Northwest Travelers 
Club meeting in the Commerce Club, Minneapolis, that) 
the Northwest Mounties were to go out and get their 
man. He outlined the play whereby each member of 
the club will be assigned to “bring in the culprit” .. 
and of course that will be a dealer who has been neg 
lecting to attend the regional conventions. 

Freddie and his Northwest Mounties are going to see 
to it that the dealers in this District No. 7 turn out for 
the regional convention to be held April 24 and 25 in 
the Hotel St. Paul, St. Paul, Minn. 


Big doings are all hs closes to Vic Lyde 
and Ivan Cornelius, who are in charge of the 25th 
anniversary dinner of the Northwest Travelers Clu 
which is to be held on Thursday night, April 24, during) 
the convention. 

Dealers and ladies are invited and from what the 
two banquet bosses say there’s gonna be a hot time if 
the old town that night. A 

It is reported that Vic and Ivan have figured out 
way to ship Leopold desks in Northern States envelopes) 
They think they will reach you dealers with less dam 
age. Guess maybe they have something there! 

* * » 

Twenty-three members of the Northwest Travelerg 
Club were present at the dinner last month. And thé 
only thing which would have made it a better meet 
would have been a larger attendance—and a few moré 
stories. 

Jack Guntrum, the Packard Presser—he has an 
affinity for pressing his Packard against other im- 
movable objects—ate three quarts of wild rice and the 
last word from Bunny, his wife, is that he’s starting 
to grow an Indian headdress. Wild Guntrum he’ll be 
known as when that happens. 

Mel Sowell and Warren Carlson acted as referees 
when Al Nordstrom of Smead’s and Ray Johnson of 
Quality Park got tangled up in an argument over Red 
Rope and similar stock. 

Carlson was just a little bit prejudiced, being in thag 
business, too, with Wilson Jones Company. 

Arnold Berglund (Dixon); Chet Sheets (Victor Safe)j 
Harry Hitchcock (American Carbon); Bud Carus@ 
(Eureka Specialties); Jack Berry (‘club president)j 
Bruce Blackbourn, the systems man; Carl Schutz (Eag 
Pencil); Joe Rebholz (Northern States Envelope); Pa 
Mailloux (Eberhard Pencil); Al Collatz (Moore Busine 
Forms); Jack Haglund (Browne-Morse) and Hen 
Huette (Autopoint) were other members of the cl 
who participated in the meeting and willingly accepte ed 
their assignment as Northwest Mounties. f 


. . * 

Ray Rudie announced his departure from the indus 
try to insure himself more money. He also warned U 
to be careful on the way home as accidents do happé 

and he assured us that his insurance was in foreé 
Guess maybe he went into the insurance business. Goo 
luck to you, Ray. We wish you the very best. Me@ 
with us often—you'll always be welcome. 

> * 7 


Ex-Governor Floyd Kongsvik, Curtis 1000, Inc., a 
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BATES 
NUMBERING 
MACHINES 

The world’s standard 
for excellence. 


¥ 


BATES anten 
pares MERCURY STAPLERS penroeator 
MODEL C STAPLER Wide range of models for Easiest action, large waste 


BATES REFILL Makes its own staples. every requirement. container. Compact, economical. 


5000 rustless Brass staples One loading—5000 staples. 
each loading. 


BATES MUNKEE 

SILENT STAMP PADS 
Reversible, renewable filler 
for long life, 

clear impressions. 


BATES 

AUTOMATIC 

EVELETER 

Feeds, inserts and 

crimps eyelets THE 

in one automatic } LIST FINDERS 
perforates up to action. Data desired is instantly 
“%" of paper. before you. 


BATES 
SAMSON 
PUNCH 


Powerful, easy to use— 


pted 


BATES DATE 
us FINDERS 
More than a calendar— 
automatically sets up monthly 
ood calendars until 1975. 
eet 


and 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


JUMBO MODEL 1400 


The two drawer upright Jumbo 
has an outer case constructed of 
extra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel 
with smooth runners on which the 
hangers glide. Capacity — 1400 
stencils, 700 to 1400 offset plates 
or masters. 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need: 
DSH Hangers for stencils 
SH Hangers for offset plates 
PSC Hangers for x-ray films, 
blueprints, stencils in file fold- 
ers, etc. 
GRIPDEX Hangers for group 
and specialty filing. 

















ATLAS 
TWIN-DELUXE 


For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 


Immediate Delivery on all Models. 


“4 ATLAS 


STENCIL FILES COMPANY 
OwHIO 


vt 
Ta 


CLEVELANGE . 
STREET ADDRESS «+ 1662 E. 118TH ST. 
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Wally Hubbs, Thomas & Grayston Company, wep 


guests at the meeting. 
© . 7 

You fellows who do not include Minneapolis on yo 
itinerary for the last Saturday of each month are realy 
missing lots of fun and fellowship. We meet in og 
private dining room where no one bothers us—but Ij 
bet they can hear us. 

a * * 

Keep in mind the coming District No. 7 regional con. 
vention in St. Paul on April 24, 25. Of course there & 
also.going to be a welcoming party on Wednesday 
evening, April 23, while the crowds are registering. 

> a 7 

“Every time you help the other fellow up the hill 

you get a little higher yourself.” 





Clarence Dunlop Named Burroughs V.P. 


Clarence Dunlop, formerly consultant to the man. 
agement of Burroughs Adding Machine Company op 
manufacturing activities abroad, was recently named 
a vice-president of the company by its board of direc. 
tors. Mr. Dunlop, who makes his headquarters ip 
London, England, will co-ordinate the continued de- 
velopment of Burroughs’ international operations. 

In announcing the board’s action, John S. Coleman, 
Burroughs’ president, said: “World markets have been 
an important part of our business since the turn of 


Clarence Dunlop 





the century and in recent years we have expanded ou 
operations abroad substantially. Mr. Dunlop’s new 
assignment is an indication of the growing significance 
of world trade in our total activities and of our de 
termination to continue to expand our services t& 
business abroad.” 

Mr. Dunlop’s career with Burroughs dates from 19] 
when he went to work at the main Detroit plant asa 
tool maker. By 1926 he was foreman of the jig and 
fixture department, and in 1934 was promoted to gen- 
eral foreman of the tool and die division. 

He became general factory superintendent of the 
Detroit and Plymouth palnts in 1941, and in 1946 was 
promoted to works manager of all Burroughs plant 
and subsidiaries. In 1949 he was sent abroad as man 
facturing consultant. 





Six Minnesota & Mining Executives Promoted 


Promotion of six key executives of Minnesota Mining 
& Manufacturing Company was announced by company 
officials in February. 

Louis F. Weyand of Detroit, a vice-president and 
member of the board, was promoted to executive vice 
president. 

Robert W. Young, president of Minnesota Mining 
& Manufacturing International Company, a wholly 
owned 3M subsidiary handling foreign trade, wa 
named the chairman of that organization’s board. 

Clarence B. Sampair, vice-president of 3M Interna 
tional, succeeded Mr. Young as president. He also re 
tained his post as a vice-president of the parent com 
pany 

Vice-president John A. Borden, general manager of 
the cellophane tape division, was named sales ane 
marketing consultant for all 3M tapes. . 

The board also elected George W. Swenson ane 
Hubert J. Tierney vice-presidents of the parent com 
pany 
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THE MOST DURABLE 
OF RING BOOKS 


NEOLITE, a material of modern science, 
is now applied to @ Ring Books. 
Neolite looks like leather, feels like leather, and is 
famous for outwearing leather. Its toughness and dura- 
bility has been proved through its long use for shoe 
soles and heels. 

Neolite is waterproof, will not dry out, crack, or 
become stiff. 







- o * 
Flexible, One-Piece, 
The Ring mechanism is heavily nickel plated and highly 
Grip-Back Style polished. It is equipped with opening and closing trig- 
gers and the Patented @ Metal Cam steel lifters that 
avoid strain and tear on sheet punching. 
The mechanism is permanently secured to one-piece 
covers by grip style binding back. This is the strongest 
of ring book construction, and coupled with the Neolite 
covers provide the most durable ring book made. 


For Full Information, Ask For Circular D1277. 


Construction 





WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 





















7A LOOSE 
ee LEAF 


(ny © 


An Assortment 
of Distinctive Memo Books 


MEMO BOOKS 


in Permanent 
Bent Plywood Display 
* 


Attracts Attention 


——— 


Creates Impulse Sales 
@ 
Takes Only 12” x 9” Counter Space 


A SELF-SERVICE UNIT 
THAT BRINGS EASY, PROFITABLE SALES sae 
Electronically 
- Bound 
@ Vinyl Loose Leaf Memo Books, in black Morocco grain, 
look like the finest of genuine Morocco leather books. Vinyl, No Stitching 
a plastic material, is soft and pliable and retains its newness No Gluing 
indefinitely. 


No Tattered or 


The stitch style edges are electronically bound. There is no 
, Frayed Edges 


stitching, no gluing, and edges cannot become tattered or frayed. 
Soft, Pliable 


Retains its 
Newness 


The ring mechanism is secured to a bound-in formed steel 
binding back. There are no exposed rivets. Mechanism is 
equipped with opening triggers. Books have pocket in back 


cover and are equipped with black moire flyleaves. , 
’ Pocket in 


The strikingly attractive display case of bent plywood in Back Cover 


natural finish, holds 32 books in 8 sizes and 2 capacities. It is 


a display that creates the impulse to buy. Choice of Sizes 


and Capacities 


For Full Information, Ask For Circular D1278. 





WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 


























in and Around Eighth Region 
with Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO 


Ensign John Bennett Wren, son of Mr. and Mrs. J. L. 
Wren, Jr., of Oklahoma City, was married in Tulsa, 
Okla., on January 9, to Miss Suzanne Adair Talbot, 
daughter of Mr. and Mrs. Charles Talbot of Tulsa. The 
young couple left immediately for San Diego, where 
Ensign Wren’s ship, an aircraft carrier, is being over- 
hauled for further duty in Korean waters. He spent 
a large part of last year there on active service. 

> > 

A well-earned vacation was in store for “Pop” Roy 
Moreland and Mrs. Moreland when they found an 
opportunity to leave Kansas City to spend a couple 
of weeks in January in the Florida sunshine, as did the 
Valleau and Lydon families of St. Paul, Minn. As you 
know, Bob Valleau and Vic Lydon are the popular sales 
representatives of the Leopold Desk Company and the 
Milwaukee Desk Company. They are an exceptionally 
hard-working pair who have earned a Florida vacation, 
and, inasmuch as their wives have a lot to cope with, 
they also have earned the rest. 





Visitors A. G. “Al” Collatz (left) of Moore 
Business Forms, Inc., Walter R. Bryzek of Joseph 
Dixon Crucible Co., and Barret K. Mitchell (right) 
of Invincible Metal Furniture Co., all out-of-town 
Midwest Travelers, attended the January meeting 
»f the Kansas City Chapter of the Midwest Trav- 
elers Club, held at the President Hotel, Kansas 
City, Mo 
Two victims of icy sidewalks were George Shaw, sec- 
retary, Western Bank & Office Supply Company, Okla- 
homa City, and Francis K. Adams, S. G. Adams Com- 
pany of St. Louis. Mr. Shaw fractured his hip in a 
fall and has been confined to Mercy Hospital in Okla- 
homa, while Mr. Adams, although more fortunate in 
not breaking any bones, was badly shaken and carried 
a fair sized “knowledge bump” on the back of his head 
for some time 


> > ” 

Seems as though Johnnie Pydlek, manufacturers’ 
representative in these parts, has been working so 
hard and fast for the past months that we haven't 
been able to catch up with him. Better report in 
occasionally, John 

* > 

We regret we cannot report better news of progress 
toward recovery of Walter Weihe of the S. G. Adams 
Company, St. Louis, who has been hospitalized since 
early last November. He is reported as not yet “out 
of the woods.”’ 

* > 


Sad news was that of the passing of Emerson Mc- 
Fadden of The McFadden Corporation, Lansing, Mich.., 
early in January. He was long an active member of 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line" 
DEALERS... 


INCREASE your sales. Compete with confi- 


dence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 


Write NOW to Dept. H for details. 





H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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THE TRADE DEMANDS IT. 


NOW AVAILABLE WITH 


“EVER READY” 





THE NEW GRAY 
PLASTIC BASE CALENDAR 


To Harmonize With the 
Modern Office 





Made in Two Sizes 
STYLE 

oF S28" PAD 
47 4”x6%" PAD 





Same Price as the 
Popular Brown 55 & 45 





EvER READY CALENDAR 


MANUFACTURING Co. 


160 MAPLE STREET 
| JERSEY CITY 3, N. J. 





the school supply and equipment industry and wel] 
known to many Midwest travelers. 
* o . 

This month our Oklahoma notes were collected by 
our secretary-treasurer, Dan A. MacDougall, Stationers 
Loose Leaf Company, while he and his charming bride 
were covering that part of his territory. 

> . + 

Paul S. Baird, George E. Baird & Son, Kansas City, 
Missouri, stationers, who, in December was ordered by 
his physician to remain away from business to take a 
much needed rest, was called away from an eastern 
resort in January, to the bedside of his mother, Mrs. 
George E. Baird. Her illness proved fatal and funeral 
services were held in Kansas City. 

* ” . 

B. K. Mitchell spent most of January and February 
calling on his dealers in western Missouri and Kansas. 
He attended the Eighth Region meeting of convention 
committees in Kansas City on January 24 and 25, 
where he found many representatives of dealers from 
the whole region, including a gathering of Midwest 
travelers. 

These included: Regional Governor Fred E. Pfaff of 
Omaha, Neb.; John Brain, Jr., of Omaha; Alex J. Bar- 
tens of St. Louis; Chester Kennedy of St. Louis; I. Voda 
and Bill Bohart of St. Louis; Leonard B. Wilcox of 
Hutchinson, Kans.; J. Land, Jr., of Junction City, Kans., 
and Clarence Fiddler, of Kansas City, Mo. 


a * * 





. W. Lee “Gabby” 


Chapter Leaders .. 
Gamel (right) of Bates Mfg. Co., and Bob H. 
Krohne of American Lead Pencil Co. were re- 
cently elected chairman and secretary-treasurer 
of the Kansas City Chapter of the Midwest 
Travelers Club. 


* * - 


Have been wishing for some good word from Matt 
Dillon of Chicago. Understand both he and George 
Wall are now busily running down filing supply orders 
for Smead Manufacturing Company. George is cover- 
ing the west coast territory and Matt the Chicago area. 

“ . * 


Have you made your Chase Hotel reservations for 
the Eighth Region Convention in St. Louis, March 19- 
20-21? If not, please do so promptly to save you last- 


minute inconvenience. 
t - 7 


In recent mailing, by the Midwest Travelers Club, 
of literature relative to the St. Louis regional meeting, 
an old letterhead was used in error. This is mislead- 
ing with reference to the present officers of the Club. 
The officers of the Midwest Travelers Club for 1951-52 
are as follows: 

President—Roy L. Wood, Esterbrook Pen Company. 

Vice-president—Dave C. Neuhaus, manufacturers 


representative. 

Second vice-president—Tom Seward, Speed Products 
Company. 

Auditor—Fred D. Pitt, manufacturers’ representative. 


. a . 


All Midwest travelers who are looking for something 
easy to sell, with immediate filling of orders, should 
assist the governor of the Eighth Region by signing 
up all of your customers for NSOEA membership. 
Membership applications may be had from Governor 
Fred Pfaff of Omaha Printing Company, or from Dan 
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important data. 





AMBERG FILE & 








MODEL 442. A Steel file in beautiful gray Hammer- 
loid finish, with 20 letter-size folders, alphabetical. 
monthly and blank. Equipped with key and strong 
snap lock that stays closed. Piano type hinge. Heavy 
duty handle. Size 10 x 124% x 5144”. Individually car- 


toned; packed 6 to shipping carton. 


MODEL 420. A handy. 
reasonably priced file. 
Lightweight but strong, 
made of special binders’ 
board and covered with 
leatherette. Choice of 5 
colors — maroon, black, 
blue, brown and green. 
Complete with filing 
system similar to Model 
442 above. Size 10'%x 


1234x6”. 


Write for prices and discounts on these files, also catalog 
on complete line. 


INDEX CO. 


Filing Specialists since 1868 


1608 Duane Blvd., Kankakee, Il. 






THEY SELL FAST...EVERYBODY NEEDS ONE! 


There’s nothing quite as satisfying to the owner as an Amfile, with a 
place for every important paper and receipt—access to all figures and facts 


when making up business statements, income tax returns—checking dates and 


There's nothing quite as satisfying to the dealer as Amfile values—which 


mean a popular priced, quality product at a good margin of profit. 





MODEL 445. The last word in personal files. Its basic 
design, size and contents are similar to Model 442, but 
in addition, there is a secret compartment with lock in- 
side the cover for such valuable papers as insurance 
policies, bonds and stocks, wills. Finished in a new 
shade called “craftsman copper” and equipped with 
bronze hardware. Individually cartoned. Packed 6 to 
shipping carton. 


MODEL 775 


A small edition of 
the other files on 
this page. Size is 
1% x 1% x 8”. 
Equipped with 24 
patented “cushion” 
corner folders 
printed inside with 
ruled forms that 
ean be used for 
many purposes. 15 
of the folders have 
»rinted tabs, alpha- 

tical and month- 
ly. A set of 84 
additional gummed 
captions is in- 
cluded. Individu- 
ally boxed. Packed 
6 to shipping car- 
ton. 





No. 775 made of steel in “craft- 
man” copper finish. Has 
carrying handle on top. 

No. 705, same style. Made of 
strong binders board, leather- 
ette finish. Red, green or 
tan. No carrying handle. 
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No. 1736 
Executive 
Posture Chair 
é ia eae pied 


=. °<" . : e's Foe a 
A eS oe a Ae 


“a picture of perfect comfort...” 


That's the first impression your customer gets when he sees this 
Johnson Executive Posture Chair. It spells comfort ... day long comfort . . . 
whether he is sitting at the desk or just leaning back to relax. 


No. 1493-LL 


And there’s a very good reason. This Executive Posture Chair is one of the 

most comfortable chairs you could find. The seat and the back tilt together. Matching Side Chair 
hold the body firmly and comfortably. It never gives you the feeling of slipping. 
And because the front of the seat, when tilted, raises hardly at all, you keep your 
feet on the floor and eliminate that annoying pressure beneath the thighs. 


Four individual hand controlled adjustments mould the chair to you as perfectly VISIT OUR DISPLAY 
as though it had been custom-designed especially to your measurements. NOFA CONVENTION 

Wide set arms at just the right height . . . and soft spring filled cushions April 23, 24, 25 
on the seat and back make it an office chair that anyone would be glad to own. ATLANTIC CITY, N. J. 


The No. 1736 Executive Posture Chair is the kind of a chair your customers 
would like, too. It will pay you to know the full story on this 
popular seller. Write. today—for full details. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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MacDougall of Kansas City. This region is lagging 
pehind most other regions in new members and there 
are many prospects who will be easy to sell if you will 
contact them 

7 

The St. Louis newspapers on January 23, reported 
the death of Mrs. Eugenia Espenscheid, widow of An- 
drew Espenscheid, a former Peoria, Ill., stationer. The 
A. Espenscheid Company was one of the old firms of 
Peoria and was operated by the widow after the death 
of Mr. Espenscheid. She later sold out to Kellstedt & 
Son, which has since been operating under the above 
name at the old location on Jefferson St 

_ > > 

Mrs. Peg Rader, of Rader Office Equipment Company, 
Omaha, Nebr., recently sent in two applications for 
membership in Midwest Travelers Club from Roy T. 
Hunt of Gestetner Duplicator Corporation, and Harry 
Swickard of Frankel Manufacturing Company. 

Peg, the officers and members of Midwest Travelers 
sincerely appreciate your efforts in securing new 
members for the club and are pleased to welcome these 
gentlemen into our membership. We hope they may 
be able to find time to join in the activities of the club. 

> > > 

Mr. and Mrs. W. F. Cromwell of Eaton Paper Corpo- 
ration are recovering from a recent serious motor car 
accident which occurred near their home in N. Kansas 
City, Mo. Mrs. Cromwell received several broken bones 
and Bill suffered severe shock and bruises when their 
ear went out of control on an icy highway and ended 
up at the bottom of a deep embankment. No one else 
was involved in the accident, however 

Bill’s car required major repairs before it could be 
used again 

: > 7 

We extend our sympathies to Mrs. Louise Mason 
Lucas of Mike Bryan Office Supplies, Oklahoma City, 
whose husband, A. W. Lucas, died on January 7 





3M Extends Chain of New Branches 


Opening of a new regional sales office and warehouse 
building in Atlanta, Ga., has been announced by offi- 
cials of Minnesota Mining & Manufacturing Company. 

The new facilities, designed to permit better service 
to 3M customers in Georgia and neighboring states, are 
located at 372 Ashby St., N.W. 

George E. Steck has been southeastern cellophane 
tape sales manager for 3M since 1948 when the com- 
pany opened a sales office in Atlanta 

Russell D. Baird, formerly office manager of the 
firm’s branch at High Point, N. C., has been named to 
a Similar post in Atlanta 

The new office and warehouse building is similar to 
those opened by 3M within the past year in Buffalo, 
N. Y., Dallas Tex., and Cleveland, Ohio. These branch 
offices and warehouses are part of a company program 
to improve its service to retail and industrial custom- 
mers in all parts of the country 





Diebold Names Managerial Contest Winner 


Thomas Cortright, Jr., Cincinnati district sales man- 
ager for Diebold, Inc., has been named winner of the 
$1,000 top award for managerial achievement during 
1951, W. K. Wilson, sales manager of Diebold’s systems 
division, announced recently. 

Mr. Cortright received his award during the annual 
meeting in Canton, Ohio, of the managers of Diebold’s 
4 sales and subsales offices 

Other district office managers receiving achievement 
awards from Diebold include: 

R. M. Chatterton of Miami, second; R. J. FitzMorris 
of Detroit, third, and R. E. Malmsbury of Buffalo, 
fourth. Honorable mention went to W. Harvey Thomp- 
son of New York City, J. Henry Thompson of Dallas, 
R. D. Sandt of Toledo, D. H. Lazarus of Cleveland and 
T. B. Stimmel of San Francisco 
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SHORT...\_ . 


but were doin 
our best to 
make it go round! 





for your 
continued, 
cooperation 
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Cesco Line Because . . . Bs 
Exclusive items like these listed tetas 
here fill the consumer's desire ey 
and demand. oS 
BINDERS FOR 5 
P 
MARGINAL PU : 
New — “Thin-Post”, “Thin-Prong” ' 
and “Thin-Prong” Visible Binders 
are now regular Cesco stock items 
5 for forms having '%” diameter 
. hole punching. 
ne 
ro 
oh MULTI-RITE 
“331 The low cost Accounting Board for 
“4 efficient Payroll, Accounts Receiv- 
able and Accounts Payable record- 
ing. 
; 
FLAT-RITE 
d 
VISIBLE BINDERS ; 
bo seatae! , : re 3 
pseiesstd An automatic shift visible ? 
Bieeyeceeed binder that lies 20° closer 3 
SS to the desk top. ‘ 
Sige sgecses and a ) 
@et", a, hou 2 
iastsns\ WIDE GENERAL LINE ry 
ers tsssse In Stock and Special Sizes wey 
sot tet tec ese eed 
RA an gives you a wider stock se- ia 
Peteesete yes see, lection of binders, ledger ose 34 
: reset easels sheets and columnar forms ord 
beset, Oe) from one source. 2888.9 
‘ . e323 
4 
je *e*.% 0] 
WRITE FOR @etee 
r °° ; Lr. CATALOG in 











LONG ISLAND CITY NY 


4407 TWENTY-FIRST STREET 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

Fourteen of the boys were at the travelers meeting 
held in Denver on January 18. They all gave out with 
lots of news items for which I am very grateful. 


* om ” 


To all of us, New Year’s eve is a time for a little sad- 
ness, gaiety and happiness, as we face the coming year. 
To John Stewart, The Carter’s Ink Company, and Miss 
Kay Maddox, it was more than that, for on New Year’s 
eve they were married at Las Vegas, N. M. Heartiest 
congratulations and good wishes from all the travelers 

* oa * 


Curt Jewkes, buyer at Z.C.M.I., Salt Lake City, has 
left the company to go to the southern states for two 
years to work for the church. 

” - . 

Clarence Robbins of Utah Idaho School Supply Com- 
pany, Salt Lake City, is getting to be quite a dancer 
He is now an instructor for a square dance class. So 
all you folks gather around, who want to learn! 


* » * 


The W. H. Kistler Company of Denver announces the 
appointment of Voelker Moreland as assistant manager 
of its furniture department. Mr Moreland hails from 
Texas, where he was formerly associated with Clarke 
and Courts, Houston. Welcome to a good country 

. . * 

Word has been received by the writer that Carl 
Duker, Santa Fe Book & Stationery Company, was 
called back to Iowa recently, on the death of his 
mother. Our friendship and sympathies are with him 


Jerry Clemmons of the same company is to take a 
trip to Philadelphia for a complete physical check-up 
by specialists. Everyone hopes that Jerry is well and 
his old self upon his return. 

- * - 

Herb Johnson of The Kendrick-Bellamy Stationery 
Company, Denver, has been on the sick list in Denver 
Last information was that he was about to leave the 
hospital for home 

* - oa 

Modest Jack Wentworth, of Wentworths, Albuquer- 
que, was all puffed out in his cheeks recently with a 
bad case of mumps. 

oa * ” 

Wayne Hall, stationery division manager for Z.C.M.I., 
has his head in time tables these days, as he is plan- 
ning to leave February 27 on a trip to New York. He 
will attend the National Wholesalers Show 


- - i 


Fred Jenkins is the new buyer at Z.C.M.I. wholesale 

stationers in Salt Lake City. 
* * * 

Adrian Pembroke, Jr., of Pembroke Company, Salt 
Lake City, tells me that he is again out getting new 
prospects and looks forward to a successful year of 
selling 

* . « 

Roger Monson of the same firm has just returned 
from a trip through Nevada and to Los Angeles. He 
reports business was very good. 

+. » . 

Our genial governor, Frank Creer of Salt Lake City, 
advises the writer that the convention dates are May 
1, 2 and 3. May 1 is registration day 

* a - 

A new member has joined the ranks of the Rocky 
Mountain Travelers—Leo Campbell, of The Carter's 
Ink Company. East meets West, as Leo comes from 
Boston 

* 2 @ 

Seen working in Salt Lake City the week of January 
20 were, J. J. Simmer, The Wilson Jones Company; 
A. 0. Carlson, Charles Barry Company; Harry Ford, 
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It’s ONLY when modern merchandising principles 
are applied that a store can realize increased profits and 


oncentrate on in-demand brand names 


volume these days 
and use self-selection meré handising units to speed 


turnover, cul selling time. keep operating costs low. 


Eaton's Berkshire Typewriter Papers and Eaton's 


fine letter papers for social correspondence are 
well known and in demand with an ever-growing, 
brand-conscious market. That makes them 


easy -lo-sell (ur modern self-selling units 
make them easy-to-handle. Both help increase 


sales and profits 


Eaton papers are pre-sold for you through 
consistent advertising, reac hing millions of 


people No brand name in the fine paper held 


has such widesprea nsumer acceptance. 
Lse your advertising and display space to 
feature Eaton s uu ll cash in on existing 
dem ind make ediate sales. 


EATON’S COMPACT SELF-SELECTION DISPLAY FEATURING 
BERKSHIRE TYPEWRITER PAPERS IN 100-SHEET PACKETS. 


Sturdily built of plywood (treated to withstand soil, finger marks) 
has room for 18 Packets (as many as 3 kinds of paper). It comes to 
you with your selection of Packets and price tickets. It increases 
sales immediately. Packet business leads to ream business, which 


is cream business. 


EATON’S MATCHED MERCHANDISE SELF-SELECTION UNIT. 
Very compact, made of heavy, easily cleaned Plexiglas. Accommo- 
dates matched Papeterie and Open Stock Paper (6 each, 3 colors or 
3 sizes), 12 Packages Open Stock Envelopes (4 each, 3 colors or 3 
sizes), 9 Papeteries (3 each. 3 colors or 3 sizes) 

Write today to Eaton Paper Corporation, Department 8, 


Pittstield, Massachusetts, for complete information 


Write us for handy free Berkshire Paper Selection Chart. 





EATON PAPER CORPORATION 2:,@8; PITTSFIELD, MASSACHUSETTS 
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Here’s the Oxford Line-up 
that builds Volume and Profit 
for wide-awake dealers 





Oxford 


Oxford 


Oxford 


Oxford 


Oxford 


Oxford 


How about you? 


Reg. U. 8 


from coast to coast! 
—— 


PENDAFLEX —the fair-traded, high volume 
product that has turned filing upside down— 
it hangs folders from the top instead of sup- 
porting them at the bottom. A tremendous 
value to the user—a tremendous sales suc- 
cess to the dealer. 


FIBERBOARD FILES—the three-mode! line 
with exclusive features that make each file 
outstanding in its price range. Standard 
Series for utmost economy, Steel-Clad model 
for low-cost heavy-duty service, and the 
handsome Steel Front for front-office use 


MANILA and KRAFT FOLDERS—here are 
filing folders made the way your customers 
want them—in a great variety of tab styles, 
weights, materials and prices. It’s a hard 
customer that you can’t completely satisfy 
from the wide range of Oxford filing folders. 


INDEX CARDS and GUIDES—the name 
Oxford on the band of a deck of index cards 
means plenty! The buyer knows from ex- 
perience that it guarantees a card made up 
to a standard, as well as fitted to a price. 
And where else can you choose from nine 
varieties of 3 x 5 A-Z guides? 


FILE POCKETS and ENVELOPES— Here's 
real quality—ask for a sample of Oxford 
file pocket No. 1514C and compare it with 
any! And Oxford boxes-of-ten will boost 
vour unit sales. 


ROL-LABELS—the fastest selling label be- 
cause it is the original and the best. Many 
a full-line Oxford dealer started with just 
this item—and expanded to this complete 
Oxford line-up that is building volume and 
profit for wide-awake dealers from coast 
to coast. 


ord 


Tat. Off 





FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 
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Rockwell-Barnes Company; Kemp Huber, Weber Cos- 
tello Company; Byron McGarvin, Eagle Pencil Com- 
pany, who left for the coast, and Ernie Sawyer, Binney 
& Smith Company 
> + > 
Willard Pingree, formerly with Weber Office Supply, 
Ogden, Utah, is now with UISSC, Salt Lake City. 
> * > 
Elmer Kelly, of Kelly Company, Salt Lake City, is 
now wishing for some of that Honolulu sunshine he 
had while on vacation last year. 
. > > 
Lynn Clayton, Pembroke Company, has been ill 
again. However, he is around every day, but taking 
things very easily 
* ~ 
From all reports business in the territory seems to 
be better than last year at this time and every one is 
very optomistic about the coming year. However, in 
some instances dealers are trying to reduce inventories 
to a minimum by holding sales on certain lines. By 
and large this should be a better year than last. 





Keystone Steel Expands Plant 


In order to increase manufacturing facilities, the 
expansion program of the Keystone Steel Equipment 
Company, Inc., Philadelphia, Pa., includes the recent 
acquisition of an additional plant of 8,000 square feet 
for the manufacture of suspension and non-suspension 
filing cabinets. The present plant at 2608-28 South 
Front St. has been enlarged to include 12,000 square 
feet of additional space. New machinery and equip- 
ment have been added to facilitate the manufacture of 
its extensive line of steel cabinets. 

The executive offices have been moved and are now 
located at 1914 S. Water St., Philadelphia 48, Pa., a 
short distance from the factory, where increased per- 
sonnel will function under the direction of Joseph 
Mazer, assistant to the president, Max Block. 

The company manufactures a line of storage, ward- 
robe, combination cabinets, counter-high and desk- 
high cabinets, utility units, small parts cabinets plus a 
complete range of combination file and card units, in 
addition to full-suspension and non-suspension filing 
cabinets in both legal and letter sizes. 





Burroughs Opens Two Branches in New Jersey 


Burroughs Adding Machine Company has recently 
opened two branch offices in New Jersey, at Jersey 
City and Paterson, according to W. E. Morgan, general 
sales manager of the company. 

The Jersey City branch will be managed by A. Wilson 
Milford, since 1926 a salesman and zone manager for 
Burroughs in that area 

Mr. Milford, who is active in the National Associa- 
tion of Cost Accountants and civic organizations, at- 
tended Temple University. 

The Paterson office, located at 86 Broadway St., will 
be in the charge of John W. Cannon, former manager 
of the Burroughs Allentown, Pa., branch. 

Mr. Cannon has been a member of the company since 
1937 when he joined it in Bridgeport, Conn. He was 
appointed manager of the Waterbury, Conn., branch in 
1945 and went to Allentown in 1947. 

Prior to joining Burroughs he was an accountant 
for 15 years 





American Pad Names Representative 


The addition to the sales force of Obe C. Meloan has 
been announced by American Pad & Paper Company. 
Mr. Meloan will represent the company in Texas, Okla- 
homa, Arkansas, Mississippi and parts of the states of 
Alabama, Kansas, Tennessee and Kentucky. 

Mr. Meloan, who started his new duties at the be- 
ginning of the year, has had considerable experience 
in the stationery industry, having represented Scripto, 
Inc., in the same territory for several years. 
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THE PERFECT ANSWER TO 
YOUR SEATING PROBLEMS 










All aluminum. Upholstered 
seat in choice of green, 
maroon, gray or brown 
plastic coated fabrics. 
Form-shaped upholstery. 
All-purpose utility, beauty, 
and durability. 


MODEL 1004 


as! 
7 


\ 
as advertised in 


BUSINESS WEEK 


All aluminum. Upholstered 
seat, top and arms — in 
green, maroon, brown or 
gray plastic coated fabrics. 
“Scuffless” aluminum 
base is diamond 
hard. Most handsome 
executive chair made. 


MODEL 1003 











Leader in Aluminum Office Furniture, Emeco Corp., Hanover, Pa. 
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Cut Mailing Costs 


MASTER ADDRESSER 







MODEL 40 


$44>° 


Plus Fed. tax and supplies 
Address envelopes, cards, circulars’ at a new 
low cost. Master tape easily prepared on your 
own typewriter. High quality, ROLLER 


MOISTENED prints — CONTROLLED fluid 
guide — 


flow — VARIABLE margin AUTO- 


MATIC tape advancement. 
NEW Master Portable 
SPIRIT 


DUPLICATOR 













ONLY 


at 


Complete with supplies 


COVER FORMS 
CARRYING CASE 


Low cost, quality-built, SPIRIT DUPLICATOR 
always ready to reproduce HIGH QUALITY 
PRINTS of anything you can type, write or 
draw. ROLLER MOISTENED impression 
sheets—prints from 1 to 5 colors at once. 


Master Addresser products Nationally advertised in March in: MAN- 
AGEMENT METHODS, DUN’S REVIEW, NATION’S BUSINESS, 
KIWANIS, ROTARIAN, CHRISTIAN LIFE & OFFICE. 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Arthur W. Towne has been elected general manager 
of Blake, Moffitt & Towne by the board of directors, 
to succeed the late Otto W. Mielke, who died recently, 
This large paper house with Seattle offices, is linked 
with the stationery trade in that city. 

Mr. Towne, who is a grandson of the founder of the 
firm, worked his way through the firm via the posts 
of advertising and sales promotion manager to that 
of manager of the San Francisco division of the com- 
pany. 

* > . 

On January 15, the Quaint Book Shop at 315 S. llth 
St., Tacoma, Wash., a book and greeting card store, 
terminated its business activities 

” * + 

The California Ink Company has recently purchased 
56,000 square feet of industrial property in the Holgate 
addition of Portland, Ore. The property, located at 
S. E. 18th and 19th, and Schiller and Mitchell Sts., 
will be the site of a new factory, replacing the com- 
pany’s outgrown quarters at 1206 N. W. Hoyt St., Port- 
land. When it occupies its new building, it will be the 
only ink company in Oregon with complete manu- 
facturing and servicing facilities. 

Fred H. Huber, manager of the Portland branch, has 
been with the company for 34 years, while the com- 
pany itself is celebrating its 6lst birthday this year. 

* . 7” 

Newly-elected president of the Arctic Club, a Seattle 
business executives’ association, is Frank A. Carson, 
Seattle manager of Blake, Moffitt & Towne, paper and 
paper products manufacturers. 

+ + * 

The bookstore of Washington State College at Pull- 
man which has been the center of a tax dispute with 
the government, in which it was successful, plans to 
build a new store building. Costing $318,000 the 
money will come from earned income of the bookstore 
and not out of the tax return. The manager, Merl 
Simmons, hopes to get the go-ahead signal soon from 
the board of regents of the college 

> . . 

Schools, business houses and educational institutions 
were attracted in January by the special three-day 
exhibit of examples of Leonardo da Vinci’s inventive 
genius. This traveling exhibit has been arranged by 
the International Business Machines Corporation and 
is in the charge of Tom D. Jones, head of the corpora- 
tion’s fine arts department. 

Visitors received elaborate booklets showing some of 
da Vinci’s work as an artist, engineer, military expert 
and scientist 

* - + 

Joel Pritchard, representing the Griffin Envelope 
Company, was recently elected a member of the Seattle 
Chamber of Commerce. 

- 7. > 

Following the example of Washington State College, 
bookstore, the University of Washington bookstore in 
Seattle has instituted legal action to recover approxi- 
mately $115,000 in federal income taxes. The book- 
store claims that, as a non-profit institution, it is not 
liable to federal] taxation. 





Open Cincinnati Office Supply Company 

A. Bruce Crock & Company, office suppliers, has 
opened at 205 E. Sixth St., Cincinnati, Ohio. 

Office systems and furniture will be featured and 
the concern will represent the Watson Manufacturing 
Company, Cosco Posture Seating Company, Cramer 
Posture Seating Company; and Magne-Dex Visible Sys- 
tems 

Mr. Crock was formerly sales manager of the Globe 
Office Equipment Company, Cincinnati——EWW 
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THE Nesfolt 





Is a Worthwhile Profit-Maker! 


You get your share of those, big clean profits, plenty of tie-in 
sales and repeat business with this streamlined posting Tray. 
Strong lightweight aluminum in beautiful gray, black and 
chromium fittings. There’s no more beautiful tray on the market. 
There’s nothing to go wrong or get out of order. It’s easy to 
sell and demonstrate; requires no servicing. To top it all, The 
Norfield is the most efficient Tray on the market, backed by 
over 50 years experience in the office equipment field. 


Don’t Pass Up This Potent Profit Maker, 
Write Today For Full Details 


Features That Sell 


Uses Any Type Index 

* Only 3 Models To Stock 
Instantly Adjustable For Any 
Width Card 

* Makes Posting Easier 
Faster, More Accurate 
Posting “V” Is Perfect 

Each Side Offsets 212” 
Lightweight-Portable 

Use With Or Without Stand 
Satisfied Users Everywhere 


YOU OFFER The Finest 
Latest and Most Modern 


When You Feature 
POSTING 


TRAY! 


Has The Looks, Efficiency 


And Time Saving Features 
That Roll Up Those Profitable Sales! 


Special Stand Available 
For All Three Trays 


One stand fits all three models. 
Chromium fittings, dove gray 
crinkle enamel finish. Stand is 
adjustable for height; 1944” to 
29”. Trays are removed, replaced 
in seconds. Other exclusive fea- 
tures. 








Everyone with “Hush-Hush” Records 
Can Use One Of These New Trays! 


Your market is truly enormous. 

You have present customers by the hundreds who want their 
private records safe, secure, yet instantly available for inspec- 
tion, added entries; such as; salesmen’s earnings, employees’ 
payroll, personnel records, accounts receivable cards, accounts 
payable vouchers, other such confidential data. Closed; it’s a 
double-locked, portable container, you can take anyplace. Opens 
in a jiffy, into two sections, to provide an efficient Posting Tray 
* Only Seconds to Change with a perfect “V” for machine or hand-posted entries. Don’t 

From Box To Tray pass up this big profit maker, order your sample today! 


ORDER YOUR SAMPLES TODAY! Delivery Still Prompt 
Write For Full Details! Literature—Prices 


Exclusive Features 


* Strong, Lightweight Aluminum 

* Double Locks and Clasps 

* 3 Popular Sizes 

* Takes Any Type Index 

* 350 Card Capacity 

* Rubber Feet & Studs 

* Beautiful, Long Lasting, 
Dove Gray Crinkle Finish 


3021 CARROLL AVE. . All Phones VAn Buren 6-0126 ~ 





The EXCLUSIVE ORIGINAL 


POSTING 
BOX 


Designed Especially for 
“HUSH-HUSH” RECORDS! 


Meets The Big Unfilled Demand For A 
Combination Safety Box & Posting Tray! 





In Closed Position 


Makes a neit, compact, ony, to 
store or carry, safety box. Two 
clasps and two locks for safe se- 
curity. Hand holds for easy 
carrying. There is nothing else 
like it. 


INTASCO CORPORATION 


CHICAGO 12, ILLINOIS 
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A DEPENDABLE SOURCE OF SUPPLY FOR YOU 


The National Lock Company manufactures a cabinets, wardrobes, lockers, cash boxes or 


complete line of quality hardware for use whatever you make in this line. Take ad- 


on most every kind of office appliance. Let vantage of getting everything from one 


us figure on your requirements for desks, file | capable source of supply... National Lock. 


WTAE Socker Lift Handles 


Meh foal -t Pm lola dale Melare| -_ 


idehilolelelm@ amilelalel lt; 
rol-te] Mie) mill t- Mel, 
steel lockers, cab- 
nets, wardrobes 
nd utility boxes. 
afelaleli-M lela @melelaa-)| 
olalomm-tiatiiasl-elsmela- 
iilelel- Mane) Mm oat 31010 -) 
die cast zinc alloy. 
Choice. of several 
popular finishes. 
Can be keyed alike | 


Yameliimelbaa-ta-1a\) 


Socket Ho ges 


Total 


a ; 
Ys Ks J 


pve 


A wide selection of sizes in single 

pMeleltieli tii -lehmaeisttialiaile.s cap- 
ble of withstanding rough usage. 
Made from select steel and reg- 


larly provided in plain finish 


These attractive 
handles are made 
ro) Mo lT-Matsl i m4 lomelale, 
stamped steel. They 
are designed to 
raise the locking 
bar used in conven- 


tional three point 





latches of metal 
industrial and 
school lockers. 
Quality built for 


years and years of 





trouble-free service. 


Socks 


National Lock has established an Self-locking, masterkeyed com- 
enviable reputation as a major bination locks suitable for use in 
supplier of quality locks. Lever modern lockers. Used in schools 
and pin tumbler types with either and universities for over twenty 
dead bolt or spring bolt action. years. Thousands of combinations 








Distinctive Hardware... NATIONAL LOCK 
ALL FROM Jf SOURCE COMPANY 


Pulls, Locks, Label Holders, Casters, Locker Hooks, Hinges, 


Lift Handles . . . Everything for 


ROCKFORD ILLINOIS 


Office Appliances 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


NSOEA’s Paul Burbank paid the Pacific Northwest 
a flying visit in January, holding meetings, making 
speeches and generating a lot of enthusiasm for the 
1952 plans of the Association. In spite of some very 
“unusual” weather 77 dealers and travelers turned out 
for the Seattle meeting. This was a fine compliment 
to Paul and to the committee in charge—John Tuttle, 
chairman; Bob Gibb and Lew Hilton. Paul didn’t let 
the boys down. Everyone agreed that his speech was 
well worth fighting that snow to hear. 

> > 

On January 7, the Portland, Ore., Stationers were 
hosts to Paul with Clarence Larkin in charge of the 
activities. An informal luncheon was held at the 
Multnomah Club and a dinner meeting at the Aero 
Club. Howard Bobbitt poured at the Aero Club affair. 
At the speakers’ table that night, in addition to our 
very distinguished guest, were Howard Bobbitt, Clar- 
ence Larkin, A. C. Barnekoff, Chet Williams and 
0. Clint “Moustache” Martin. Paul gave a wonderful 
talk, full of ideas and inspiration. 


* > > 

A letter from Charley (Samuel Ward) Davis gives a 
report on the very successful meeting in Los Angeles 
of the Golden State Travelers. Over 700 were in at- 
tendance to hear Paul Burbank, Bill Gove and Grant 
Howard, as well as other speakers from the Los Angeles 
area 

Charley reports 
well represented and 


that the Oregon Trail Travelers were 
he mentions Harry Ford, Pete 
Masterson, Franklin Rising, Jim Montgomery, Eddie 
Cooper, Joe Davis and Raiph Maneval. Hope that 
neither Charley nor I omitted anyone in this list. 

The meeting was terrific for everyone but Charley. 
Somehow he lost his overcoat at the affair and this 
was one January when one needed an overcoat in 
the City of Angels. Charley, we’re hoping that you 
either find your coat or the weather warms up down 
there 

. J ” 

More news from California. Herb (Eye-Ease) Morgan 
is a very busy and a very happy guy these days. He 
now has that long planned and awaited new West 
Coast warehouse. National Blank Book Company has 
opened up at 11th and Howard in San Francisco and 


Herb extends an invitation to all concerned to drop 
in and look the new establishment over 
> * * 


new dealer in Oregon. Tom Tullis has 
Tullis Office Supply at 229 S. W. Ist 


We welcome a 
opened the Tom 


St., in Pendleton, Ore. Tom was formerly with the 
Frazier Book Store in Pendleton and asks that the 
travelers drop in to see him. 

> > oe 


Calling on Kubli-Howell in Portland these days is 
something of an adventure. Because of an extensive 
remodeling program it is necessary to go through a 
long tunnel to enter the store. So far they haven't 
lost anyone in the tunnel according to Lowell Jones 
but its a possibility 

The new store front will be very modern, complete 
with window boxes for flowers and plants. If this 
trend keeps up we can foresee help wanted ads in the 
future like this: “Wanted-experienced stationery sales- 
man. Must have green thumb.” 


> > hol 


According Charley (Wilson-Jones) Nunn, the 
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Where are the Indiana Chairs 
to fill your customers’ orders? 


CLUE: Indiana Chairs are leaders among office 
chairs being made today . . . because of quality 
in manufacturing . . . durability . . . style and 
beauty. 


CLUE: Dealers are selling more Indiana Chairs 
than ever before. Every day customers insist on 
Indiana Chairs . . . even though they must wait 
for delivery. 


CLUE: New Indiana Chair Company is building 
more chairs than ever before . . . as many as pos- 
sible without cutting 
corners . . . without 
letting up in quality. 


SOLUTION: Delivery 
of your Indiana 
Chairs may be de- 
layed but you will 
get them... and 
they'll be the chairs 
that have won nation- 
wide acceptance and 
approval. 





Mew _inoiana CHAIR COMPANY 
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Simply show it to sell it. Ander- 
son-Hickey offers the ‘'1900 
Line’’ filing cabinet to users 
demanding high-styling, rugged 
construction, effortless operation, 


and moderate cost. 


The Anderson-Hickey ‘'1900 
Line’’ rounds out a complete 
selection of custom engineered 
filing cabinets for every busi- 


ness requirement. 





OFFICES 
SCHOOLS 
wen mek a8 
BANKS 
STUDIOS 





Available in all 


drawer combinations 


Modern functional hardware with 
thumb latch for one-hand operation. 
Positive side-locking compressor. 


With free-floating cradle suspension. 


WRITE FOR PRICE LIST 


@cue | Sate, VE 


a 


A 


SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 
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thrill-that-comes-once-in-a-lifetime was recently ex- 
perienced by Hank (McMillan-Trussell) Lyles. It seems 
they were in the Early Birds Club in Spokane, having 
a coke, when Hank dropped a quarter in a slot machine. 
You guessed it. He hit the jackpot; Charley said 
that Hank was still trembling 15 minutes later. I’m 
afraid you are really hooked now, Hank. Better bypass 
Reno on your next trip. 
> - = 

Howard Bobbitt, secretary of the Oregon SOE Dealers 
Association, has issued an invitation to all of the 
Oregon Trail travelers to attend the Stationers monthly 
meetings in Portland, held the third Tuesday of each 
month. This should be a good opportunity to get 
together and establish better co-operation between 
the manufacturers and dealers. Check with Howard 
or Francis Fowlks for details. 

* : * 

Russ (Carter’s Ink) Stevens was seen at the Portland 
airport the other day, just returning from a trip to 
Honolulu. A business trip, he said. How lucky can 
you get? Russ reports that business is very good in 
the Islands and that he had a very good visit with 
H. C. Lamond who represents a number of stationery 
lines in the Islands and the Orient 

- . - 

Bob and Maxine Needham have returned to Salem 
from San Francisco where they attended the Gift 
Show. Upon their return Mr. and Mrs. R. M. Needham 
departed for Arizona to catch some of that sun that is 
missing from the Oregon skies. 

* + 7 

Ross (Autopoint) Hildreth with something new to 
talk about. Seems he has just received a new catalog 
and some of the prices are DOWN. 

= * * 

Bob Flynn, one of Portland’s newest stationers, had 
the perfect answer for the police recently when he 
was tearing home in his car. He really was going to 
a fire—his house was burning. Fortunately no one was 
injured and the damage was not too severe 

* ” 7 

Fred (American Crayon) Tate was in Portland at the 
time of Burbank’s dinner and was really in Paul’s 
corner—the Amen corner. 

* . . 

In closing we would like to salute one of the pioneer 
Oregon Trail Travelers, John Hibbard, who has retired 
as of January 1. We join The Globe-Wernicke organ- 
ization in wishing him a long pleasant retirement 

+ * * 


“OUT WHERE THE HANDCLASP’S A LITTLE 
STRONGER.”’ 





Royal Managers Celebrate 30 Years 


Two district managers of the Royal Typewriter Com- 
pany, Inc., each recently celebrated the completion of 
30 years continuous service with the company. 

On January 30, the Indianapolis district manager, 
W. F. Teer, observed his 30th anniversary. Mr. Teer 
became associated with the company in 1922 when he 
joined the Indianapolis branch as manager. In 1925, 
he transferred to the managerial post at Baltimore 
and, in 1938, became a national accounts salesman in 
New York. He returned as Indianapolis district man- 
ager in 1929 and has, since that time, established that 
office as one of Royal’s top branches 

M. C. Hull, district manager of Royal Typewriter 
Company’s Cleveland office, marked his 30th anniver- 
sary on February 1. Mr. Hull began his career with 
Royal in 1922 when he started in New York as a sales- 
man. That same year earned a transfer to the post 
of manager of the branch headquarters Royal then 
maintained at Johnstown. 

In 1923 he became assistant sales manager in the 
home office, and the following year was appointed 
Cleveland district manager, the post he holds as he 
celebrates this anniversary. 
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No. 260 
SMOKING STAND 
Overall! Height 24”. Gase 
Diameter 10 will not 


stain—no glass to break. 
Wearing surfaces are coated 


No. 17-C with clear, burn-proof tac- 
All hes disappear 

COSTU M ER oy aepressing ‘conter- nob. 
Durable 14 Heavily weighted—approx'- 


mately 11 ibs. each. 
Packed individually 





No. 1500 
COSTUMER 


o able 14” diameter 
ase heavily weighted 
2 diameter upright, 
est aquatity alumi- 
Four double hang- 
with finished pro- 
' knobs 


No. 333 
STANDARDS 


Height 36 Diameter base 

i4 ii Diameter upright 

Decorative aluminum top cast 

a with space for 4 hook at- 
ents 
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Complete 


Aluminum Products 





VALCO 


again delivers a 





line of 








SAND URN 








Height 20” — Diameter 10”. 
Satin aluminum n pan 
No. 60S fleginem Gite“ bet es 
SMOnENS pam one Wasson. Packed individu- ‘ 
ei "—_ iameters: 
Base ie “=. -z 5x2 No. 25 
TORCHIER 


Intertiner is of anodized 
Will not stain 
—no glass to break. Heav- 


aluminum 


ily weighted — approx- 
mately 10 Ibs. each 













Write or Wire For Complete Details 





3 way Mogu! socket. 
14” diameter . 
65” high— 11%" di- 
ameter upright. 14” 
diameter eave 
ily weighted. 


No. 56-S 
SAND URN 


Height 20”. Top tray: 
14” diameter, 3” deep. 
Removabie to permit 


in bottom of urn. 
Heavily weighted base 
—i2” in diameter 






VFN ole COMPANY 





1311 Ann Ave., @* 


St. Louis 4, Mo. 


















knother ~~. inthe Right Direction 


Apps-New 




























ARMCHAIR TO LINE 


JF HIS STURDY new beauty is another 
example of how a bright profit picture 
is being assured for the future of Ohio Chair Dealers. 
Rest-All aluminum posture chairs, like others of this pre- 
ferred type, are limited in total production by the severe 
restrictions on materials. But this does not prevent plan- 
ning for the future ...in this case, to develop new models 
so that Ohio Chair Dealers may have a more complete 
line with which to capitalize on the demand as soon as 
restrictions are relaxed. Other new models are still to 
come. Greatly increased plant space and production facil- 
ities are also prepared for. Every pos- 
sible step is being taken to build today 
for tomorrow's peak sales and profits 
with Rest-All Chairs. 


FBP STENOGRAPHIC 
No. 585 









Conference 
lo. 950 


SADDLE seat, thickly cushioned. H 


Welded joints throughout. All aluminum 
parts brought to high satin finish and 
permanized with final, plastic coating. 
Available upholstered in Goodall fabrics 
CLERICAL 


or U.S. Naugahyde, in wide color range 
to match any Rest-All model or in bright 


SOLID BACK 












hues. 











SWIVEL 































































EXECUTIVE 
SWIVEL No. 1100 


HAIR 50, — 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 


CS 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

Regional meeting time is rolling around again and 
all of the travelers are arranging their schedules so 
that they will be able to attend several conventions. 

> > 

Extensive remodeling has been started at Alexandria 
Office Equipment in Alexandria, La. Virgil Jones has 
made great progress with the company since he took 
it ove! 

> > 

J. S. Barnett passed away at Waco, Tex., on January 
4. Mr. Barnett started his own firm in Waco in 1895 
and retired in 1949, turning the business over to three 
of his sons 


. > 
It seems that our travelers do not have enough of 
their regular traveling throughout the year. Ellis Ryan 


spent the holidays in Hawaii and Pat and Margaret 
Whitesides made the trip to California to get acquaint- 
ed with their new grandson. 
> > 7 
Stewart Office Supply Company in Dallas has moved 
its mimeograph department to 400 S. Austin, in Dallas. 
The building has been purchased by the firm. 
: > > 
Ozzie Means has resigned from Wallace Pencil Com- 
pany and is working on the outside for Stewart Office 
Supply 
Lorenz Bauerkemper, formerly with the Pilot Book- 
store in Houston, for over 25 years, has been appointed 
manager of the stationery department of Maverick- 


Clarke’s Houston branch. Pat McCluney has become 
a member of the sales staff. 
> > 


Mike Holberg, formerly with Wilson Jones Company, 
is now with Ward Silliman. 
> > o 
E. C. Clifton, for many years working the southeast 
for Boorum & Pease, is assisting Jim Pryor with Wilson 
Jones 


The Texas Travelers Wives Club of Dallas held its 
January meeting on the 16th of the month at the Town 


and Country restaurant, with 25 members present. The 
new officers are: Mrs. Pat Whitesides, president; Mrs. 
Wolt A. Stempel, vice-president; Mrs. George A. Tar- 
rant, treasurer, and Mrs. Forrest Jones, secretary. 

Mrs. Ward Silliman, the out-going president and 
Mrs. George Tarrant, chairman of the Christmas pro- 
ect committee, reported that over $76.00 was sent to 


i west Texas mission to help needy families. 
> > 
Several “open houses” were held in Dallas during the 
holidays, among them those sponsored by the Earl 


Ottas, the Ed Jungbluths, the Ray Howards and the 
Charles McDaniels 


> > 
Harry Lewis has left Foster Printing & Stationery at 
Beaumont, to reutrn to Vondersmiths, where he for- 
merly worked 
> > 
Fred Rollosson has opened a new store at 626 Ryan, 
Lake Charles, La. He will sell office furniture and 
equipment exclusively. This is his second store. 
oe 
Stationers’ row in New Orleans, La., has had three 
new store openings: Clem I. Bernard has moved his 
Dusiness from 421 Natchez to 504 Camp St.; Clarence 
Dubos, Jr., is now located at 510 Camp St., having 
moved from 1101 Chartress, and A. D. Wynne Company 
is Just off Camp St., at 524 Poydras St. He has moved 
[Irom 423 Natche: 
Clyde W. Smith is associated with Wynne Company 
> > 
Jack Fleming is able to go to the office for two or 
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Step Up Your Sales 


on Front Office 
Installations 





Showing Executive Desk No. 5468-F 
from the Myrtle Cavalier 5400 Series 


Smart promotions on front office installa- 
tions should include the Myrtle 
Cavalier—distinctive styling in a cost 
bracket which appeals to budget con- 
scious buyers. 

In addition to desks and companion 
pieces for executive offices, Myrtle now 
offers all the decorative accessories to 
harmonize with them—the lamps, dra- 
peries, rugs, pictures, even ash trays. 

The Myrtle Cavalier also includes 
desks for the entire organization—all 
in genuine walnut veneers, sturdily 
built and beautifully finished to last a 
business lifetime. 

These are the points which make a 
winning combination for volume sales. 
If you have set your sights on better 
business for 52, begin with the Myrtle 
Cavalier. Order your stock require- 
ments now! 


BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK CO. 


HIGH POINT, N. C. 


HIGH POINT, N.C 
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There’s only ONE 


LISTO 


THE MARKING PENCIL THAT 


White on. Everjthing 

















Ny 
EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


*‘Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.” That's the story everywhere 
—for there’s only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cash in... feature LISTO! 

Only LISTO has the patented 
“Grip Type Sleeve” that grips the 













entire length of the lead. Prevents 
breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON'T BREAK in 
6 CoLors | 


Black Blue 
Red Yellow 
Green Brown 


SOLID COLORS 
TO THE BOX 





LISTO PENCIL CORP., Alameda, Colif 


in Canada: LISTO PRODUCTS, LTD.,, Vancouver B.C 
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three hours each day, but it will be quite a while before 
he will be able to get back into the old grind. 
. * > 

Otto Eisenlohr, The Dorsey Company, Dallas, who is 
vice-president of the Cotton Bowl Association, jour- 
neyed to Lexington, Ky., early in January to present 
the Cotton Bowl trophy to the Kentucky footbal] 
teams 

. * - 

Dave Hilburn, Dallas Office Supply, is wearing dark 
glasses—says he scratched his eye in the brush while 
hunting rabbits. He did not say whether it was day or 
night, nor what kind of rabbits 

* * * 

To the long list of dealers in Houston, Tex., two more 
names have been added: Stationers, Inc., is located at 
1416 Fanin St., and is operated by W. C. Moore, while 
Capitol Paper & Printing Company is at 1708 State 
St., in the Heights. 

= . + 

Bud Mallory, formerly representing Standard Diary, 
has associated with Jim Pryor, carrying the Wilson 
Jones and Cooke & Cobb lines. 

+ ~ * 

N. L. Abraham has moved his General Office Supply 
Company from 710 Tyler St., to 1013 W. Eighth St. 
Amarillo, Tex 

* * - 

Wilmot Eaton has bought out his partner, D. F. 
Sudduth. The firm name of Eaton & Sudduth Sta- 
tioners has been changed to Eaton Stationery Com- 
pany, Plainview, Tex. 





Paul Foster Conducts Consultant Business 


Paul L. Foster, well known in the stationery industry 
and until recently general sales manager for Mittag & 
Volger, Inc., has opened his own business at 303 Fifth 
Ave., New York, N. Y., under the name of Foster Con- 
Sultants & Sales Agency, Inc. 

Mr. Foster is providing manufacturers of packaged 
products sold through the stationery trade with an un- 
usual selling and distributing service. Long experience 
and a thorough knowledge of present day marketing 
problems enable Mr. Foster and his associates to fur- 
nish a complete advisory, research and consultant 
service along sales promotion and merchandising lines. 

After many years of diversified experience as a sales- 
man and sales executive, he started the Foster Sales 
Service in 1924. The business became inactive in 1929 
when he accepted the invitation of Mittag & Volger to 
join its executive staff. He later became a director and 
vice-president of the corporation. 

Associated with Mr. Foster in the business are Ver- 
non G. Stark and Col. Robert M. Hansen. 

Mr. Stark was with Mittag & Volger for over 35 years, 
becoming a director in 1928 and treasurer in 1938. He 
is also a director of the First National Bank of Park 
Ridge, N. J. 

Col. Hansen will specialize in advertising display, 
sales promotion, custom designed gifts, premiums and 
industrial parts. He started his business career with 
the Seamen’s Bank for Savings in New York City and 
was with the organization for eight years. 

After serving with the army for over six years dur- 
ing the war, Col. Hansen joined Bastien Brothers Com- 
pany, as district sales manager for New York City. In 
May 1950 he organized the Robert M. Hansen Company 
for the design and production of metal and plastic 
products. 





Sanford Men Touring South America 

Frank Griswold, formerly chairman of the executive 
committee, Sanford Ink Company, and Gordon Stein- 
metz of the sales staff, left early this year for an ex- 
tended visit to Central and South American coun- 
tries. Thus, the Sanford story will be delivered per- 
sonally to dealers and distributors throughout the 
southern half of the Western Hemisphere. 
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Primarily, almost 70 years of Cabinetmak- 
ing Experience, resulting in the production 
of over 2,500,000 units backed by the 
utation that has established “the Stand- 
ard for Comparison” throughout the world 
in Wood Office Furniture! And... 





re 


0 


-~C 


Constant application of latest 

4 technical developments thru 

1 the use of newest equipment 
and materials available . . 





Ingenious innovation of materials and 
equipment where production and product- 
mprovement will benefit most... 





Incessant standardizing of 





‘ 4-17 Pert ti workmanship and _ utilization 
i = A of material, and rigorous in- 
LCL ie spection, with customer satis- 

— faction the only goal... 
Ultimately, the vast resources of Standard 
Loe repeatedly prove themselves in the prod- 
a _ uct which the customer receives... real 
4 i evidence of the true control over the pro- 
e“~—= duction of our units — “from Forest to Fin- 


shed Product.” 


—__. The 4500 Group 











This modern, island-base line is the best of 
wood craftsmanship and finish incorporated 
in functional design! 

Foot-free ease of movement, ample work- 
ing areas and correct, comfortable height 
make work easy for the user! 


But above all this, there is the warm, genial 
nature of wood at its finest: in Walnut, rich 
and lustrous, or in Palomino, light and appeal- 
ing to today’s eye. These units are an office 
decorator’s dream, no matter what Finish is 
specified. Features of every description com- 
plete this Group — the answer to “specifica- 
tion-bound problems of customer and seller. 

a 

There are 23 units from which to select a 
complete, functional office layout. No need 
to worry about meeting diverse labor require- 
ments in today’s office layout—and no need 
to disrupt office routine by using changeable- 
design units. Here are permanent, depend- 
able units made for the job — by the folks 
who know how! Write us for full information. 











903 not standard untess c's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Om a - 


SALES 


(a eCuery mouth ag 


the year / 


<< i> Products will make filing and 
“ finding easier, faster and surer 
for every one of your customers. And your alert 
salesmen will find applications for all these s 

recognized time and labor saving items as they Guide 0. fel. 
make their rounds day after day. One or all of 

these products can be used everywhere they call. 
When they fully realize the profit to themselves, 


to you and to your customers, they will make 
more sales every month of the year. 





Use your Demonstration Kits to show custom- 
ers how Guide-O-folders facilitate filing and 
finding. Better yet, let your customers discover 
for themselves how easy, fast, safe and effortless 
it is to file and find with Guide-O-folders. 


Make a determined effort to make filing and 
finding easier for every one of your customers 
this year. GUSSCO products enable you to do 
it. If you do not have our latest catalog, write 
for it today. 


FILING SUPPLIES 


In the GUSSCO Catalog you 
find a complete line of index 
cards, folders, guides, etc., for 


every standard filing system. Trademark 





The line is priced to enable TRANSFILE 
you to meet all competition. 
You get cooperation, not com- : . sid : i 

 g' . Steel Front Fibre Board Files are reinforced by 
petition, when you sell 3 STYLE steel, so that all wei ght of the files, drawers 


and contents is support on steel. No shelving 


13 SIZES cost. TRANSFILE, Fi les can be stacked high 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


GUSSCO filing supplies. 








194 OFFICE APPLIANCES, March, 1952 

















952 








SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


L. J. Beiswinger prietor of the Pasadena Type- 
writer & Adding Machine Company, 1188 E. Colorado 
St., reports increa and repair jobs in all types 
of office equipme! 

He pointed out i interview some very interest- 


ing fa pertainir he industrial growth of Pasa- 
dena, which, pri World War II, was considered 
primarily a reside mmunity. While the Chamber 
of Commerce discourages the establishment of heavy 
industries it does al the manufacturing of ceramic 
items, precision instruments, and so forth 

In the past fe more than 50 precision instru- 
ment factories al re than 25 ceramic and pottery 
companies have tablished 

Since Pasadena he home of the California School 
f Technology, i in ideal location for precision 
instrument manuf irers for they can benefit greatly 
rom tl | the Cal Tech research depart- 
ment 

Mu vernn erimental work is also done in 
the Pasadena al There are at the present time 
etwer 3,000 people employed at the gov- 
rnme! xperim tation alone. The city also has 
several importa! mical laboratories 

Mr. Beiswinge industrial growth naturally 
epreatly increas« ir work in office machines. He 
dds, t that P 1. is a delightful place in which 

lit 

Formal openil Copies, Inc., 8479 Melrose Ave., 
Los Angeles, wa February 1. Alan Rambo is 
president of the pany which will distribute Old 
Town duplicatir hines for the Southern Cali- 
fornia territory 


entative for Old Town, also has 


Brvle D. Weber, 
: {79 Melrose. The former offices 


nis neaaquarter 


1206 Maple hav: en discontinued 
The Office Ma Dealers Association of Southern 
Calif ia held ial dinner dance January 21 
he Verdu ( Club, Glendale. Installation 
f newly-elected off was followed by a short busi- 
ness meeting an remainder of the evening was 
Officers install vere: president, Al H. Foxcroft, 
Guaranty Typewriter Company; vice-president, David 
Hendler, Wilshir« r'ypewriter Company; secretary- 
treasurer, John Kearney, Kearney Typewriter Com- 
pany, and exé ecretary, Dorothy E. Kramer, 

Ed M. Sudermal any, Pasadena 
Membe! ru board of directors are Henry 


Van Dalfsen, Ernest Von Rhine, J. A. Freeman, Eli 
Glossman, J. B. Heimer and A. E. Lacey. 


Hal Pettit, retiri esident, serves as an honorary 
memb«e Other eti officers are Vice-President 
Eli Glossman a Secretary-Treasurer William San- 
ders. 

Regular meeti f the association are held the 
third Monday h month at the Rodger Young 


Audit 1 Los A 


iblicity chairman for the Na- 


Robert G. Chapman, 
ssociati Accountants, Los Angeles 


onal A cla 


Chapter, annou plans for the Business Show 
to be held at the B re Hotel, April 15 to 18, are at 


this writ ibou pleted 

Yvonne Lohn, r stenographer and now script 
girl for the Colu adcasting Company, has been 
selecte a snov ] 

Miss Lohn, wl years of age, is a graduate of 
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SWIFT 


ADDING 
MACHIN 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. 03 


Send information about the Swift Adding Mochine: 


NAME 
COMPANY 


ADDRESS 
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THE ACCENT IS ON... 
Added Profits For You! 


Reproduced below is the current Kil-Klatter 
advertisement which is appearing in leading 
office and business publications. It tells an 
efficiency story that will mean more Kil- 
Klatter sales and more profits for you. 


as 
© IN THE FULL SENSE 
| OF THE WORD... 


KiL-RLATIER 


PADS MAKE YOUR OFFICE 


» «quret-er” 


es~ 





Kil-Klatter pads are scienti! 


designed to absorb the s! 


deaden the noise of typing | 
are construct d of genuin 
OZITE felt, with skid-pr 
toms and dent-proot tops 

For an office that is really q 

for greater ethcrency ut 1 fe 
pleasant working conditio: 
Kil-Klacter pads for eact 
one of your typewriter 
obtain them from yout 


office supply dealer 


Remember, Kil-Klatcer | 
help to quict other offi 


LOO. 
r 


’ + at your stationer o 
1.25 office supply dealer 








Regional Site . 
offers beautiful surroundings for the NSOEA District No. 14 
regional May 8, 9. 


Plus 
These 
KIL-KIATIER fee 
vee veremnnese On Aids 





| 





merchandising includes these free sales aids: 

@ Catalog cuts 

@ Newspaper mats 

@ Two-color envelope enclosures 

@ Counter cards 

Order your stock of Kil-Klatter Typewriter pads 
And, remember to request the free sales aids. too. 





In addition to consistent magazine advertising, Kil-Klatter 








AMERICAN HAIR and FELT CO. 


Dept. B-23, Merchandise Mart 
Chicago 54, Ill. 
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Sarah Lawrence College, New York City. She is a native 
of Beverly Hills. 

The following are members of the general show 
committee: Chairman, Otis Johnson, National Cash 
Register Company, Santa Ana: Roy McRann, Bodrick 
Manufacturing Company; Robert Chenhall, Price, 
Waterhouse & Company; Robert Chapman, Ducom- 
mon Metals & Supply Company; Jack D. Gardiner, Van 
de Camp’s Holland Dutch Bakeries, and George Feitch- 
man, Workman Service. 

Mr. Chapman reports that all available space for 
exhibits has been sold and that a larger attendance 
than at any of the four previous shows is anticipated, 
Interest in the business show has grown from year to 
year, resulting of course in an increase in attendance 
each year. 

Mr. Chapman also announces that the National 
Association of Cost Accountants is issuing a charter 
to a newly formed chapter in Salt Lake City on Feb- 
ruary 18. The presentation will be made by the na- 
tional vice-president, Robert E. Derby of the Monarch 
Marking System, Los Angeles. H. Leslie Rogers, CPA. 
and Mr. Chapman also plan to be present. 


* ” * 


Russell W. Davis, proprietor of Alhambra Office Sup- 
ply, 112 West Main St., Alhambra, and governor of the 
Fourteenth District of the National Stationery and 
Office Equipment Association, announces that the first 
meeting of the local committee on arrangements for 
the regional meeting, scheduled for May 8 and 9 at 
the Huntington Hotel, Pasadena, was held on January 


. The Huntington Hotel, Pasadena, Calif. 


18. Members of the local committee are Ed Harring- 
ton, chairman, Charles Brentner, Sud Sheldon, Dick 
Iredale and Dick Dorn. 

Preliminary plans are shaping up nicely, according 
to Mr. Davis and an excellent program is being 
arranged. 

The Huntington Hotel in Pasadena, at which the 
regional meeting will be held, is definitely one of the 
beauty spots of Southern California. Located in a 
beautiful residential area it is surrounded by extensive 
landscaped grounds with ample recreational facilities 


* * * 


A. C. Hauser, proprietor of Columbia Printers & 
Stationers, 315 South Spring St., Los Angeles, an- 
nounces that the company has been made sole dis- 
tributor in Lower California for both business products 
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OFFICE 


The best route to Better Business is by way of Alma Wise 
Economy .. . the satisfying of today’s buyer’s demands 
of the most for the least! 
Alma offers top quality Office Furniture in a variety of 
styles to suit any taste, versatile, functional designs, the durability 
of famed Alma Craftsmanship and prices that fit any budget. 
Alma Wise Economy points the way toward bigger sales 


and more profits for you! Stock and sell Alma Desks 


aa today, tomorrow and always! 








Al MUR ALMA DESK COMPANY 
HIGH POINT, N. C. 
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e UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units. 


COUNTER HEIGHT 
FILES—continuous lino- 
leum tops and finished 


counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 
—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 
ulating machine cards. 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


SAVE Money ... SAVE Time... in three standard heights. 


° INTERIOR METAL CASE 
SOLVE Record Keeping Problems Wonka ae 


- ” i 
with ROL-DEX’ by Watson! pitals, court houses, mu- 
established 1887 seums and public atin 
Production per worker increases 25 to 55% with ROL-DEX ings. 
by Watson! Many alert executives are installing CUSTOM BUILT INSECT 
ROL-DEX—the modern, economical way to house records. SCREENS—steel, bronse 


For over 10 years ROL-DEX has been giving users and chien joaual 
excellent results because: 


ROL-DEX installation in the office of Blue Cross, Philadelphia 


screens for windows, 


Less operating cost per filing inch! doors and porches. 
Use your present records—no new forms to buy. 


ROL-DEX AND TRANS.- 
DEX—active record filing 
equipment “that rolls rec- 
ords to aseated operator.” 


Custom built for both small and large quantities 
of records. ROL-DEX cross file 
No Walking, Stooping, Squatting. — ae 


Reduces errors due to fatigue. 


CONTRACT SPECIAL- 
ISTS—custom design 
= Ball Bearings ~ 


Write for - I 1 f - nae. and fabrication of: prod- 
mea ROL-OF X mIReeemm 1 os corel ob 


to: 


Available in one or more units. 


nets, electronic equip- 
*Pat. and Pats. Pending ment, and special built 


ROL-DBDEX DIVISION to order items. 
WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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and kitchen products of the Toledo Scales Company. 

Mr. Hauser has just returned from Tia Juana where 
he visited his associate, Manuel Mayo, Jr., who is head 
of Casa Mayo, the Tia Juana store. 

Mr. Hauser says that business is very satisfactory in 
poth stores and that he is looking forward to a very 
good year 

He also reports that Gilbert Mejia, formerly asso- 
ciated with the American Paper Company, has recently 
established his own business under the name of Colum- 
bia Paper Company 

* > 7 

Deke Houlgate, proprietor of Houlgate House, 1040 
Santa Barbara Ave., publisher and author of sports 
articles and books, brought out a new book in Decem- 
ber titled, “Basic Propaganda by Bernard Francis 
Kamins,” with foreword by Jimmy McHugh, one of the 
most famous popular song writers of the present time. 

Mr. Kamins makes a point of the fact that every 
one’s life is affected by propaganda but that all prop- 
aganda is not bad. Quite to the contrary, he says, 
there is much that is good, but one must learn to dis- 
tinguish between the good and the bad. An outstand- 
ing example of good propaganda, he says, is the armed 
services radio program which is beamed to all parts 
of the world 

> > > 

The Southern California Office Furniture Association 
has launched a membership drive for 1952. Herman 
Klein, the president, has appointed D. E. O’Hern, 
Hollywood Office Furniture Company, and F. M. Harold, 
Capital Cabinet Company, to head the drive. 

> . > 

C. J. Schubert, Jr., head of the Security Steel Equip- 

ment Company’s agency at 333 East Third St., Los 


Angeles, reports a recent visit to the west coast of 
Arthur Zimtbaum, president of the Vermont and 


American Furniture Corporation of New York. Mr. 
Zimtbaum accompanied by Mr. Schubert, called on 
dealers in the Los Angeles area. 

. . > 

Paul R. Reed, proprietor of the Henley Typewriter 
Company, 6771 Hollywood Blvd., is at this writing in 
St. Johns Hospital, Santa Monica, for a check-up 
following a recent illness 

. * os 

D. E. O’Hern of the Hollywood Office Furniture Com- 
pany, 1531 North Cahuenga Bivd., announces that the 
company’s office space is being enlarged to make room 
for additional help recently added to take care of 
increased business 

> > 

G. R. Trefzger, proprietor of the Crown City Type- 
writer Company, 349 E. Green St., Pasadena, reports 
that business is very good and that he has enjoyed a 
steady increase commensurate with the industrial 
growth of the city 

Henry Corsell, formerly repair man for the National 
Broadcasting Company, Chicago, has recently joined 
the Crown City service department and Arch Hamill, 
formerly of Long Beach, has been added to the Crown 
City’s sales force 

* > 

Homer Jonas, proprietor of the National Office Fur- 
niture Company, 218 S. Spring St., Los Angeles, 
reports that 1951 ended with a very substantial in- 
crease in sales over previous years. In fact, he says, it 
was the best year in the company’s history. 

7 * - 

F. C. Charles, proprietor of Charles Office Equipment 
Distributors, 2436 East Eighth St., Los Angeles, who 
recently underwent further surgery on his right eye, 
is now back at work. About two years ago Mr. Charles 
suffered a detached retina which required major sur- 
gery. He recovered nicely but further corrective work 
was needed to loosen tightened muscles. At this writ- 
ing he is making plans for his regular trip throughout 
his territory 

Ralph D. son-in-law who is 


Moore, Mr. Charles’ 
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It’s a sure sign of 


* consistently high quality rub- 
ber 


is * uniformity of compound 

Rac 

ee * maintained grinding stand- 
a ards 

tig 

4 Give your customers satisfaction! . . . Use 
ite 


| B.F Goodrich i, 


“ PLATENS 





Order Your Recovering NOW! 





SHIPMAN-WARD MFG. CO. 


325 NORTH WELLS - 


CHICAGO 10, ILL 
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See the Complete 
PARKER line of VALUES! 


BOOTH NO. 119 N.O.F.A. CONVENTION EXHIBIT 
APRIL 23-24-25 HADDON HALL, ATLANTIC CITY, NJ. 
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STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H WwW D 


12" x 35%" x 12" 
15" x 3534" x 12" 
18" x 353," 12" 


STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 


DOUBLE DOOR 
COUNTER HIGH CABINETS 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





SIZE 42''x36''xi8" 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Stee! . . . Electrically welded 
construction and completely reinforced throughout . 

Baked-on enamel finish in Green or Grey. 
Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
(errr i 
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associated with him in business, reports that R. A, 
Cramer, Sr., of the Cramer Posture Chair Company, 
Kansas City, Mo., and Jack Lang, the sales manager, 
will be in attendance at the San Francisco and Yosem- 
ite conventions in May. 

. * ~ 

Paul M. Heck, proprietor of Heck’s Inc., 102 North 
Maryland Avenue, Glendale, reports the appointment 
of Carroll Reeves as office engineers. Mr. Reeves, who 
took over his new duties the first of the year, comes 
from Denver, Colo., where he was formerly in business, 
He was at one time manager for Remington Rand Inc, 
and Library Bureau in Waco and Austin, Tex. 

Mr. Reeves is the author of several textbooks includ- 
ing “The Peerless Handbook for Stenographers and 
Secretaries,” “Secret of Good Impressions,” “Touch 
Typing in Five Lessons,” and “Advanced Course in 
Typing for High Schools and Colleges.” 





Appraise Future of “Electronic Brains” 


Titled “Office Robots,” a comprehensive article in 
the January edition of Fortune predicts that it won't 
be very long before U. S. businessmen can employ 
“electronic brains” to keep business accounts, run con- 
tinuous sales records, compute and send out Dills, 
handle entire pay rolls, keep running inventories, fix 
production schedules, serve as vast filing systems and 
chart corporate expansion. 

These “electronic brains” are beginning to look busi- 
nesslike, declares the Fortune review. In this respect 
reference is made to developments in the smaller elec- 
tronic calculators for computations of consumption, 
rates and charges. 

In conclusion the article states: ‘“‘There is no doubt 
that the U. S. is on the threshold of an era in which 
mass-production techniques will be applied to the 
routine processing of paper work on the same scale 
that such techniques have been applied to the manu- 
facture of goods. The basic components are here. It 
remains only to refine them, increase the speed of in- 
put devices, and enormously expand the capacity and 
access speeds of information storage, all of which is 
on the way and, with some determination, could come 
faster than expected... . 

“Perhaps the major block to fast development of 
business computers is the human, or more specifically 
the accountant, mind... . The accountant mind, cling- 
ing to excessive paper records, is a hindrance .. .” 





Organize New Firm in Birmingham, Ala. 


The firm of Bodine-Bryson & Rolling was organized 
recently in Birmingham, Ala., by J. Robert Bondine, 
Carl W. Bryson and Fred Rolling. 

These proprietors, who have a background of 45 
years’ experience in the industry, are presently engaged 
in remodeling the interior of a handsome building 
located at 719 S. 20th St. in Birmingham. 

The principal operation of this new business will 
be in the design, layout and sale of business furniture 
and equipment and supplies, also the furnishings and 
equipment for laboratories, libraries, hospitals, banks 
and schools. 





Former Royal Man Opens Business 


James P. Charles, formerly associated with the Co- 
lumbus district office of Royal Typewriter Company, 
Inc., has opened the Zanesville Typewriter Exchange 
at 107 Lind Arcade, Zanesville, Ohio 

The Typewriter Exchange will be the exclusive 
agency in the town for Royal typewriters, and will also 
handle adding machines, check protectors and a com- 
plete line of supplies for all machines. 

Mr. Charles, the proprietor, is a graduate of Xavier 
University of Cincinnati. 

The service manager of the business is Howard Tay- 
lor, well known local office equipment service man. 
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Sten into 2 
pleasant la\ 


zt Coan OF COURSE 


This is the compelling sales idea for 1952 


IN THE FINEST OFFICES... 





which Security Steel Equipment Corporation 


Thinking 0! 


is using in its 1952 business publication 


advertising. 


Reproduced on the left are the first three of 
a series of twelve ads which will be seen over 
4,700,000 times in 1952; backing the sales 


efforts of Security Dealers nation-wide. 


al 
Tip 


by SECURITY STEFL FOUIPMENT CORPORATION aes eee 
sViNt\ Siw mettr * ‘ 





SECURITY STEEL EQUIPMENT CORPORATION — 


AVENEL, NEW JERSEY 
os ae 
“a 
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The brand 
Every Demand 


Read How FLAGSHIP’S Patented Metallic Back Helps 
You Hold Your Inventory Down... Push Profits Up! 


lf trying to satisfy the many different demands, tastes and whims of carbon paper 
purchasers has saddled you with an inventory overfat with different brands, weights 
and finishes — you'll want to read every word of this. 





* Flagship is curl-proof, 


But we'll tell you right away — you can solve all your problems with one line — 
not just curl-resistant 


metallic back Flagship. 


* Flagship's metallic back Like Topsy, most stocks of carbon paper just grow. First, a basic stock. Then 
means extra wear, easier special numbers for special customers. Then new items as they come out. Then 
handling this, then that. Today, for every carbon paper number a fellow can sell, the chances 

are he’s carrying two nobody — even in his own organization — understands or 

* Flagship makes sharp, wants! Dead stock piles up... and dead dollars that could be pulling profits in 
permanent copies other merchandise. 


But that can never be the picture when you carry Flagship. Because of its 
patented metallic back and scientific carbon balance you can actually sell more 
carbon paper and realize bigger profits with less stock! Here’s why: 


* Flagship allows smudge- 
less erasures 


A With Flagship you don’t have to load up with “fringe” weights and intensities. 
Flagship is so ingeniously constructed, inked and finished that a few numbers do 
all the jobs there are! 


B The simplified Flagship line is easier for your sales staff to explain and sell. 
And the crisp, metallic back — looks, feels and is clearly superior — gives your 
people something new and tangible to talk about! 


C When your customers need more carbon paper they'll come back to you for 
easily recognized, easily remembered Flagship! 


Quite a story? There’s plenty more to it — other ways that Flagship speeds turnover, 
widens profit margins, gets new business and steady repeats. A postcard or letter 
today will bring you the whole eye-opening array of facts. 


CARBON AND RIBBON MANUFACTURING CORPORATION 
A i iE D General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 
202 
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in Other Lands 


Continued from page 62 


ter Filing Appliances Company, Ltd., 47, Bath Row, 
Birmingham, 15; Manifoldia, Ltd., West Bromwich, 
Warwickshire; E. N. Mason and Sons, Ltd., Arclight 
Works, Colchester; Oliver Typewriter Manufacturing 
Company, Ltd., 80, Gloucester Road, Groydon, Surrey; 
Southport Wallet Company, Euclid Works, Southport; 
Samuel Withers and Company, Ltd., Park Works, Bar- 
ton St., West Bromwich; Viso-Control, Ltd., 10, North 
End Road, Golders Green, London, N. W. 11, and Uni- 
versal Postal Frankers, Ltd., Angel Rd., Edmonton 
London. N. 18 


Some interesting figures, indeed, have just been 
published by the Board of Trade in respect of imports 
of typewriters into Australia and, of course, typewriter 
parts 

The period in question is for the month of September 
1951, and they show in a revealing manner the state 
of trade and the obvious emphasis on trade with sterl- 
ing areas and indicate the currency restrictions which 
are holding up imports from dollar sources and, like- 
wise, are reacting against exports by countries in the 
dollar area, to sterling areas. 

The stringent economy measures now being taken 
by the British Conservative Government are designed 
to stop the drain on reserves by the end of 1952 and 
it may well be that by then a freer inter-trading will 
be possible 


> . 


The Kolok Manufacturing Company, Ltd., has in- 
creased its capital by £140,000 in 240,000 of 6% cumu- 
lative preference and 320,000 ordinary shares of 5s. 
each beyond the registered capital of £60,000. The 
capital has been reorganized and is now £200,000 in 
400,000 of 6% cumulative preference and 400,000 or- 
dinary shares of 5s. each 

* . . 

Advertising is playing an increasingly important part 
in office equipment and allied trades these days. For 
instance, the Stationers Association is putting over to 
the public of Britain the slogan, “Get it from your 
Stationer” and the booksellers are considering action 
on similar lines with “Your Bookseller Has It.” 

Not unnaturally, therefore, the Typewriter (and Al- 
lied) Trades Federation of Great Britain is considering 
action along similar lines, I understand —i.e. by an 
advertising campaign 

Patrick J. Gregg, the sales director of London Type- 
writer Company, Ltd., has asked why the Federation 
does not conduct a national advertising campaign 
educating the public to deal only with members of the 
Federation 

Apparently the main stumbling block is the old one 


f cost, but it would seem to be an effort which is 
worth the closest nsideration by all concerned. 
> = 
ast but by no means least the position regard- 


ing the future f the office equipment industry in 
Britain 

Obviously, the shortage of steel is going to make a 
difference. It is not thought there will be a sufficiency 
if steel for production of typewriters to satisfy both 
home and oversea ilemands and the home market 
s bound to suffer 

Undoubtedly the agreement with the United States 
in respect of steel will help matters but defense needs 
from now on are likely to take an increasing measure 
if available Supplies 

It is somewhat depressing to think of the future in 
terms of shortages again after the difficult days be- 
hind us but it would seem to be the price we have to 
pay for two world wars in less than a lifetime and 
the possibility of another. Much as one regrets the 
necessity, the wisdom of rearming is plain to all 
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RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 


% BEST QUALITY WHITE PAPER 
*& FINE, SMOOTH WRITING SURFACE 
*® STICK QUICKLY AND PERMANENTLY 
*® BULK *® BOOKS 





THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES) 519 & SECOND ST.,FT. WORTH, TEXAS 
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Canadian News Notes 


S. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 


FROM COAST TO COAST - 


The bill amending the Combines Investigation Aet 


* 
is now in force in Canada. This makes it illegal for 
| n any manufacturer or supplier to “require” or “induce” 
anyone to maintain a minimum resale price on the 


products they have to offer. 

According to information supplied the stationery and 
office equipment trade, firms are still privileged to issue 
“suggested resale prices” or “list prices” as long as it 
does not “require” or “induce” anyone to maintain 
them. 

Any price list in force issued prior to December 31, 
1951, must be considered as a suggested price only. 
+ + - 

Fletcher Printing Company, Ltd., Red Deer, Alta, 
recently opened a new stationery store in that city. 

* * e 

The Stationers’ Association of Winnipeg at its an- 
nual meeting elected the following officers: president, 
Jack Malcolm; past president and auditor, J. H. Fran- 
cist; treasurer, F. J. Dool; secretary, Noel Filbey; rep- 
resentative of the Stationers’ Guild club, Walter R, 
Craig. 

* + . 

George Swan, Systems Equipment, Ltd., Winnipeg, 
Man., was recently re-elected president of the Graphie 
Arts Association 

a * * 

S. Tackaberry, Dominion Office Supply Company, 
Ltd., Windsor, Ont., became a grandfather for the 
second time recently. 

=» * * 

Members of the Stationers’ Association held their 
annual meeting recently and elected the following 
executive: president, Edward Gariepy; vice-presidents, 
Ray W. Verrey and H. Barshaw; secretary, A. Toupin; 
seven directors, H. L. Kennedy, O. H. Manning, T. L. 
Conoley, J. Lord, E. B. Charters, W. S. Pennycook, past- 
president, and L. G. Hetu. Liaison officer to Stationers’ 
Guild Club is S. A. Redwood. 


. * * 
Mrs. Samuel Caplan of 371 Hinton Ave., Ottawa, 
FAST—FEATHER TOUCH OPERATION orgie 5. mati vemananiy tc fo te piste 
such notables as Winston Churchill, Franklin D. Roose- 


ADDO-X offers more value per dollar, more lasting velt, Harry Truman, General Dwight Eisenhower, Mac- 


customer satisfaction. Simple keyboard, easy opera- kenzie King and General Chiang Kai-Shek. Letters of 


tion means greater office efficiency. The symmetrical acknowledgment from people to whom she has sent 
the type portraits makes a fascinating, collection of 


keyboard makes fingers literally dance—live “single- autographs. She has a charming note from Eleanor 
purpose” function keys add speed, increase accuracy. Roosevelt thanking the artist for the portrait of F. D. R. 


ADDO-X is fast becoming the most wanted adding Using an “elite” or small-type machine, Mrs. Caplan 
puts a photograph in front of her as a guide and sets 





machine in the country. You'll want to show it to to work with the “x” key. She gets the shaded effects 

your customers. by typing two or three times. 
a oa - 

@ MODERN DESIGN FOR THE Burroughs Machines, Ltd., and Burroughs Adding 

Machines of Canada, Ltd., Toronto, have announced 

—— wee details of a funded pension plan. The plan which is 

@ ALL-AUTOMATIC TIMESAVING now in effect provides benefits based on earnings and 

FEATURES length of service with the companies. There is no limit 


to the number of years of service or the amount of 
earnings which may be creditetd to an employee in 
determining his pensions at the age of 65 

All employees, in plant, office, sales and service, are 
included in the same plan and on the same basis. The 
companies employ approximately 500 persons 


* t * 


@ LASTING SATISFACTION— 
GUARANTEED 


Telephone: Circle 5-6940 





Death was noted recently of Andrew D. Birnie, Win- 
nipeg, Man., a man who became associated with other 
residents of Brampton, Ont., in establishing Systems 
Equipment, Ltd., with which he remained until his 


death 
Born in Scotland, he came to Brampton in 1906 and 


© NEW YORK 19, N.Y 


204 OFFICE APPLIANCES, March, 1952 














Act 
for 
uce” 
the 


and 
Ssue 
is it 
tain 











rep- 
r & 


ipeg, 
phie 
by ne 4 pa 


e 
oe 


Hage 
any, e e t het’ i 
the e000 office furniture ae 
"ey Ss - ON MR 
all ..- designed to give you A Sw 
1e . 
wing easier sales, > 4ig-| profits (Photo — City National Bank, Houston, Texas 


ont 

ial Installation by the Finger Office Equipment Co.) 
r. L 
ast- 


ners 


oe 
rad "ey 
en so 





Outstanding At a glance, your prospects will recognize and appreciate the 
awa 
rait- Leopold Features... distinctive styling . . . the excellent workmanship of every 
eS Ol 
unten Leopold product. 
Mac- 
rs ol 
—_ Leopold office furniture gives your customers durability, in- 


n ol 
anor Rounded Corners creased efficiency, comfort, reduced employee turnover. These 
D.R Eliminate clothing snags . . . prevent 
plan scuffing, marring Leopold benefits help you turn “lookers” into “buyers.” 


tects 


= 


For over 76 years, Leopold has produced the finest in office 


furniture. This superior product plus Leopold's complete adver- 
i Ball-bearing Suspension as - ‘ 
h is tien dean eon at Ge tising and merchandising program helps make your sales job 
- smoothly, easily regardless of the ; ; 
limit welaht of quutedle easier, profits bigger. 


“ A nt 6qp0/d COMPANY 


W in- DensiwooD center legs are hard and 
ther h. bb | istant to im- 

ae a. BURLINGTON, IOWA 
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MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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BIGGER PROFITS 

(| SALES PROBLEMS 
No | service PROBLEMS 
atthe 
Dependable, Simple, Rugged 


Copy nile 


LIQUID DUPLICATORS 


**Copy-rite”’ liquid duplicating equipment rates A-PLUS with leading busi- 




















ness firms, schools and institutions everywhere because ‘‘Copy-rite”’’ Dupli- 
cators are dependable, simple to operate and built to last, with no service 


problems. ‘‘Rite-Copy’’ supplies are popular, heavy selling items, too, since 
they insure the finest duplicating work—‘Rite-Copy”’ Supplies and 
“Copy-rite’’ Duplicators—including electric models with the UL Seal of 


Approval—are now available. Write for complete details TODAY! 








Model L-45-2 $214.50 
SEVEN IMPORTANT REASONS WHY Other units including electric mod 
Cofy-rile ASSURES GREATER 
CUSTOMER SATISFACTION —BIG- 


GER PROFITS FOR YOU: 


els with Underwriters’ Approve 
from $167.25 . 






1. LONGER RUNS OF MORE UNI 
FORM COPIES permitted by roller 
moistening principle. 


2. FASTER WORK—one copy for each 
turn of the handie — face up. 


3. INSTANT STARTING without priming. 
Fluid supply always visible. 


4. NO STENCILS, GELATIN, RiB- 
BONS, TYPE, INK. 


5. ACCURATE ALIGNMENT—cuto- 
matic paper feed — accurate 
registration. 


6. VERSATILITY — Copy-rites han- 
dle stock from postcards to 
9” x14” sheets. 


7. Copy-rites are simple, and built 
to last. 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street, Dept. OA, Chicago 14, Illinois 


206 OFFICE APPLIANCES, March, 1952 











—. oe eee Oe oa oe ae fo oo 


yn ~*~ oft 


 wrors 


“—S = Dh oO. 








952 





was employed as a bookbinder at the Copeland-Chat- 
teron plant in that town, until June 1921, when he 
went to Winnipeg 

. = 

Major Edward Blake Balfour, 55, vice-president of 
the D. A. Balfour Company, Ltd., stationery and office 
supply firm, 68 Lombard St., Toronto, and brother of 
City Controller David A. Balfour, president of the 
same firm, died on January 21. He had been ill for 
some time 

Born at Amherstburg, Ont., he received his educa- 
tion in Toronto and joined the firm of stationers 30 
years ago. His father! ae late Hon. W. D. Balfour, was 
Liberal M. P. for So Rasen and Speaker of the Leg- 
islature in 1895. A year later he served for one month 
as Provincial Secretary for Ontario. 

Major Balfour served overseas in World War I and 
while with the 4th CMR won his DCM. He later joined 
the Mississauga Horse, now known as the Governor 
General’s Horse Guard. Prior to his retirement he was 
second in command of the Horse Guard. 

Major Balfour was a member of the Toronto Station- 
ers’ Association Toronto Executive Association. 





Toronto Company Changes Title 

G. Morely Thompson, president, has announced the 
reorganization of Ritchie Recorders, Ltd., and the 
change of the company name to Sonograph, Ltd. The 
head offices of the ympany will be located at 92 Laird 
Dr., Toronto 

Lt.-Col. K. R. Swinton, electronics expert in both 
civil and army acti‘ s, has been elected director and 
appointed vice-presi dent and general manager. Other 
directors inclu de G E. Mara, H. L. Ritchie and M. R 
Tidy 

Mr. Thompson ealed that the advanced principles 
of the Tape-Riter business dictating and recording 
1achine have resulted in the rapid growth of the 
company 

He added, “‘It ticularly gratifying that a purely 
Canadian development should prove so eminently suc- 


cessful in a relatively short period through its reception 


by companies throughout Canada. 

The growth of sales together with the receipt of 
defence contracts has dictated the reorganization 
Sonograph, Ltd., is concentrating its engineering and 
research facilitic n the development of specialized 
recording equipment RC 





gpecntoneteicen in Canada Appoints Dawson 


Appointment of A. O. Dawson as president of the 
L.Cc Smit h & Col Typewriters of Canada, Ltd., has 
been announced by the board of directors 

Mr. Dawson has been connected with the company 
for 18 years, ha' been vice-president and general 
manager since 1938 

During this time the company has expanded mate- 
rially both in production and sales distribution of its 
products. A fine les and service organization has 
been built in al rincipal cities throughout Canada 
and a factory bench is mantained in Toronto. 

The appointment of Mr. Dawson coincides with that 


if E. L. Smith ts e presidency of the parent company 
in Syracuse, N. Y., and as chairman of the board of 
the Canadia1 pany.—RC 





Marchant Establishes Pring in W. Palm Beach 


A sales and s« é fice for the Marchant Calcu- 
lati Machine Con pany has been established in W 
Pa Be I has been announced by Edgar B 
Jessup, president 

Kenneth L. Miner is the local agent and Robert E 
Lindsay the serv ipervisor 

Growth of business and industry in this area de- 
manded more Marchant facilities according to the 
C{ t 
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SAFES 


four 







two 


one safes 


All bearing 
UNDERWRITERS’ 
LABELS 


a complete line for Dealers... 


e SAFES e SAFETY DEPOSIT BOXES 
e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours” DEPOSITORY 
EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 





UARDSMAN SAFE COMPANY 


Joln Robertson 


La Porte, Indiana 





WG Die ati eee Gatneliiloae uliubliatine 


|e) ae Wale Reception Room and Office 


Beautiful Duran tailoring 

genuine Formica in 
a wide variety of colors 

and quality chrome 
plating combine to make 
Ard's products practical, 
yet beautiful, and there- 
fore doubly pleasing to 
your customers 


No. 22C tounge Chair. 
Deep, wide, heavily pad- 
ded no-sog spring seat 
assures the utmost in com- 


fort List Price $59.50 
No. 327 End Table. Plastic 


Duran or Formica top 
available in most any 
color. Standard height 25”. 

List Price $24.50 


No. 14CB 8-hook Revolv- 
ing Pedestal Costumer with 
gleaming chrome column 
and 12” diameter wheel. 
Tall and graceful, but 
won't topple over with its 
heavy cast iron bose 


List Price $28.90 


No. 44C Double Lounge 
features generous seat 
width for two persons 
Expertly upholstered and 
luxuriously padded. 

List Price $91.90 


No. 66C, Available, Seat 3 
persons 


List Price $119.00 
Sold through Dealers only 


19 VINE ST., BOX 442, EVANSVILLE 8, INDIANA 
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STEEL LOCKERS 
With MODERN SOLID BASES 


Shipped Set-Up ready to use 
Individually cartoned 

Spot Welded Throughout 

No Nuts and Bolts to get loose 
* Modern - Streamlined. A real ad- 
dition to any Locker Installation 
Easy to Fasten in Banks 

Lift Type Handle with 

Padlock Attachment 


TOP FLIGHT 
TRANSFER CASES 


Letter and Legal Size Available 


© Drawer rolls on 4 steel roller 
bearings. 

Reinforced with continuous 
band-iron rim front 

Positive interlocking device - 
easily stacked 

Drawers reinforced with channel 
formed “RIBS” for additional 
strength 

Card holder and drawer pull 
finished to match transfer case 
Baked on enamel finish 


f 
No. SL 1872 GRAY or GREEN 


a 





write 
today 








No. 1400 


Top FLIGHT products company 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 


6224 S. OAKLEY AVE., CHICAGO 36, ILL. 











Sentry Sates _ 
BRING MORE SALES is 


There are untold numbers of Sentry 






Safe prospects in your town. More and 
more small office operators as well as 
home owners realize their business rec- 
ords, cash or other valuables can be a 
total loss from fire or theft, if not pro- 


tected in a safe. 


They want modern protection that is 
not dependent upon “banking hour” 
limitations. Sentry is the only econom- 


ical safe with built-in lock and vermi- 





culite insulation throughout. Yet, Sentry 
is decorative, too. Display a Sentry on 
your floor. When customers 
compare price and features with 
other safes, they buy Sentry. 
Sentry moves fast and brings in- 
creased sales and traffic for you. MANUFACTURERS 
OF SAFES 
FOR OVER 


BRUSH-PUNNETT COS 


SENTRY 545 WEST AVE. - ROCHESTER 11, N.Y. 


/ 
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News Notes from Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


To mark his diamond anniversary in the office ag 
pliance field, a dinner was tendered John A. Elder 
founder of the J. A. Elder & Company, Montreal, Que 
by manufacturers, distributors and dealers in the trade 
Presentation of a silver tray was made on behalf of the 
group by D. P. Cruikshank, president of Steel Equip 
ment Company, Ltd. 

Joining in the festivities were James E. Preston, pres 
ident of Preston-Noelting, Ltd; Rudolph and Joh 
Krug, president and vice president, Krug Manufactur 
ing Company; Gordon L. Manning, president, Office 
Specialty Manufacturing Company; P. R. Hilborr 
president, Preston Furniture Company, Preston, Ont, 
and Percy N. Jacobson, president, Office Equipment 
Company of Canada, Ltd., who was chairman of the 
gathering. 

Mr. Elder started his career in office appliances in 
1891 at the Office Specialty Manufacturing Company, 
Ltd., Newmarket, Ont. He remained there until 1918 
when he founded his own company in Montreal, from 
which he sent office equipment throughout Canada. 

For the past 34 years, Mr. Elder has been the chief 
driving force of the firm he founded, the production 
and distribution facilities of which have expanded 
steadily. 

A business appliance show is to be sponsored by the 
Vocational School, St. John, N.B. The dates will likely 
be in mid-April and probably for three nights from 
7:30 p.m. to 10 p.m. All office appliance retailers and 
distributors in St. John are expected to participate, 
with representatives of the dealers and distributors 
assisting in the sales and demonstrations of equipment, 


» * * 


The Adding Machine Service Company, Montreal, 
has eliminated any rental fee while purchase is being 
considered and negotiated for any appliance in the 
firm’s stock. There is no charge for transportation of 
any machine to and from the AMSC base. 

As a special incentive for weekend sales, the com- 
pany’s headquarters are open all day each Saturday. 
This plan has been responsible for increased sales at 
this time of the week. 


* * x 


The office supplies section of the Barnes-Hopkins, 
Ltd., business, in St. John, is being accented more than 
ever. There are two Barnes-Hopkins locations in the 
city, one of them being in the center of the wholesale- 
Office district. 

This business consists of a merger of Barnes & Com- 
pany and J. R. Hopkins interests, although ownership 
is now vested in the Hopkins family. 


- * * 


International Business Machines Company, Ltd. 
branches in St. John and Moncton, N.B., is stressing 
electric typewriters, time recorders and _ electric 
punched card accounting machines 

The Moncton branch covers the nearby province of 
Prince Edward Island as well as eastern New Bruns- 
wick and adjoining Cumberland County, N.S. Included 
in this sales territory are the Magdalen Islands, con- 
tacted by regular plane service out of Moncton during 
the winter. 





Burroughs Manager Appointed in Dallas 


Harold W. Emick has been appointed manager of 
the Dallas branch of the Burroughs Adding Machine 
Company. He succeeds C. Roy Scott, who has been 
transferred to Los Angeles, Calif., as branch manager. 

Mr. Emick joined Burroughs organization in Tulsa, 
Okla., in 1920, and for the past 10 years has been man- 
ager of the company’s branch office in Memphis, Tenn. 

JHR 
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THE HOUSE THAT Srovteodrce Bll 
S BIG NEWS FOR YOU! 








= SP, FED products company, inc. Poe 
32.01 QUEENS B1VD. * LONG ISLAND CiTr 1. N , ; , ) 





THE DOORS ARE OPEN! 


Come and see the largest, most modern 
stapling machine plant in the world! 


The plant is built to accommodate highly 
specialized machinery of huge propor- 
tions with ingeniously devised conveyer 
systems and amazing, electronically con- 
trolled, automatic equipment. A_ giant 
neon replica of a Swingline Stapler load- 
ing staples on the roof of the building 
lights up the sky as a symbol of the 
active growth of the Company. 


Behind this growth lies a pioneering spirit 
and the determination to produce the 
finest stapling equipment possible. Behind 
our success stand our customers, whose 
acceptance of Swingline products and 
whose persistent efforts to promote them 
have made our growth possible. We are 
happy that this big new plant, employing 
the most modern manufacturing tech- 
niques known, will make it possible to 
increase our production and speed up 
our deliveries to you. 



















































































VicTor ( 
BOOK VISIBLE 
{ 
c 
ca s 
‘ I 
Come in and | 
V SEE... He Boon o¢ | d 
Hous Vo. Tany 1900 ses064. 4 t 
BOOK VISIBLE | 
. 
\\ ae * 
i S ( 
eat a 
WE nw udity <SICNAL ' 
—_— 
J 
LET WINDOWS LIKE THESE | | 
t 
SELL VICTOR BOOK VISIBLE | | 
( 
FOR YOU , 
: 
You probably have hundreds of potential Book 
Visible customers passing your store every day... 
passing by because they don’t know the true value 
° ‘ ° . ¢ 
of this handy record-keeping unit. Install one of . 
, ! 
these eye-catching windows and bring these pros- f 
~ pects into your store. You can show them how 
Victor Book Visible gives greater control to any ; 
Sea : t 
IF YOu HAVEN’T JOINED IN record, eliminates lost motion, lost time and lost > 
me ee facts, and brings top efficiency wherever used. . 
TH HAR Lal | j ° . a . . - — . . 
ON IS D-HITTING CAM- Victor is offering you this FREE window display 
PAIGN—GET STARTED NOW! material as part of a spring sales campaign designed 
be ne . - = , , 
to make April the most profitable Book Visible 
a | 
a Pd month you or any other dealer has ever had! 
You'll want to get all of the sales-making display i 
* THE VICTOR SAFE & EQUIPMENT CO., INC. se 
au North ‘Tenmwanill ‘ a York material shown above to stop sidewalk traffic . .. 
plus—a wealth of direct mail literature to stimulate 
I'm interested in BIG Victor Book Visible Sa | ta _— , 
PROFITS and a chance at the CASH PRIZES . . . ee > + + ne ee Ce Elen 
send me full information. sales message for all consumers in your locality. , 
AND ... an opportunity to win CASH PRIZES! 
Store Name . é 
\ 
Address 
a SO MAIL THAT COUPON TODAY! I 
City Zone State : 
Signed 
- : . 
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News Notes from Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A 


Lamson Paragon, Ltd., manufacturers of office appli- 
ances, state that increased profit in the past year was 
due to substantially increased turnover. This was 
made possible because of the receipt, during the year, 
of new plant. The long-range developmental plan of 
the company, it is said, is maturing healthily. The 
company’s paper stock has been maintained at a 
satisfactory level and directors are satisfied in this 
regard with the prospects of the immediate future. 


. * © 


Among the new firms registered recently was Colin 
A. Chase, manufacturer of office equipment. The fac- 
tory is at Clarke and Oxley Sts., North Sydney. 


+ > = 


Application 142,772 has been lodged by R. A. 
Guichard for an Australian patent for a filing ap- 
paratus. Details are: “That kind of filing system in 
which folders for documents are suspended vertically 
from a pair of parallel rails or like horizontal sup- 
ports which usually form part of a metal frame in- 
serted in a drawer of a filing cabinet, in which the 
suspension bars support a series of pockets, each 
constituted by one or more webs of material attached 
to two of the bars, and folders fit into the pockets, 
each folder hooking over at least one of the bars at 
one of its free edge 

7 + 


The Western Australian Government statistician 
reports that during the 12 months ended June 30, 
1951, imports into that state included: Paper station- 
ery valued at £254,310 (£16,296 worth from overseas) 
and other stationery, £173,833 (£63,425). Imports of 
writing and typewriting paper were worth £75,936 


* . A 


The Victorian Government statistician reports that 
in that same period imports from overseas included: 
Stationery and forth, £1,150,687 previous 12 
months, £995,211), and writing and typewriting paper, 
£1,119,463 (£358,012 


* . 
Australia is to ask the International Bank for a 
further substantial dollar loan this year. Two repre- 
sentatives of the bank are due to arrive shortly from 
the United State Australia has already received 
$100 million from the bank and it is expected that she 
will ask for at least another similar sum. 
Australian manufacturers of steel office equipment 


are pleased with the news that the local steel output 
is steadily showing improvement. In 1950 the Broken 


Hill Proprietary produced only 66% of its normal 
capacity, but in 1951 this figure grew to 74%. 

Shortages of al and labor are being overcome 
and prospects for industrial peace in the steel industry 
nat never bee brighter. 

\ feature which might well be seized upon by the 
ffice appliance justry here is the grave warning 
yn the problem f rising costs issued by the Tariff 
Board, as it insists on “an unrelenting search for 
greater efficien 

The present expanding economy must be accom- 
panied by improved efficiency in industry if inflation- 
ry pressures are to be checked and standards of 

are to be 1intained or improved. Many ad- 
and improvements in techniques, and so forth, 

Ave yme under the board's notice during the past 
ear, but there i ays a need for further moderniza- 

It is announ hat during the first three months 
July, August and September, 1951) of the current 
! l yeat Australia imported from overseas, 
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Eases CARBON PAPER 


Keeps My Hands 
and Copies Clean! 








Users report it’s a 
joy to use NEV- 
R-KURL carbon 
paper — the univer- 
sal carbon. They're 
sold on its ad- 
vantages. The plastic backing prevents slipping in 
manual or electric machines. NEV-R-KURL won't tree, 
curl, smudge or wrinkle, and it produces up to 50% 
more permanently sharp, clear, legible copies. 


Dealers who stock NEV-R-KURL know its sales ad- 
vantages over other carbons mean more repeat orders. 
Office managers like to learn saving methods, Recom- 
mending NEV-R-KURL carbon paper can give you the 
inside track to other business. Write today to find out 
how NEV-R-KURL can help you. 








Tweewerree CLEAR PRINT 
s00n WOOD STAMP PADS 


RUMEN . 


till Citi 


| 
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Unholstered Furniture 
Yulowd to the Moods of the 


OFFICE EQUIPMENT DEALER 


Buitding upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed o 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So... . boost your furniture sales the easy way 
by dealing with the ‘Upholsterers to American Business 


Write for complete information on our line 









: Up holsle Cc ae) lo 
meucan Business” 
1414.20 ~ Tycner sTreeer 


MANUFACTURING CO. labia shsheline 22 


the dealers’ 
SAFE LINE 











paper, books and stationery valued at £15,425,000 com- 
pared with the £5,855,000 in the same three months 
of 1950 

* 

Harry Hearn, M.L.C., a director of the office furni- 
ture manufacturing firm of Hearn Industries, Ltd. 
Victoria Park, Western Australia, says that private 
enterprise is on trial today and its capacity for ad- 
justing itself will be the measure of its success or its 
failure. “We believe,” he said, “in the fresh approach 
to problems, even to such as price-fixing, and we 
feel that a long-term point of view must be taken 
rather than an endeavor to extract the last 1° 
dividend in these difficult days.” 





Ennis Tag Opens New Branch Offices; 
New Representatives are Announced 

G.G. Dunkerley, president of the Ennis Tag & Sales 
book Company, and its affiliate, the American Carbon 
Paper Manufacturing Company, has announced the 
opening of branch sales offices and warehouses at 1912 
Pine St., St. Louis, Mo., and at 2404 University Blvd.. 
St. Paul 4, Minn 

J. R. Tolleson is manager in St. Louis and H. W 





J. F. Kelly D. J. Bloomquist 
Hitchcock is in charge in St. Paul. Jack Bell ie have 
supervision over a new Sales office in Atlanta, Ga 


} 


Complete Ennis and Amco stock will be carried at 
these offices. 

Ennis Tag and Amca have announced the opening 
of an office at 550 Fifth Ave., New York City 

John F. Kelly, formerly with Royal Office Supply 
Corporation of New York City, will have supervision 
over sales in the entire state of New York as well as in 
the Metropolitan New York trade territory, according 
to an announcement from S. D. Denny, general sales 
manager for the Ennis companies. 

Mr. Denny also announced that Donald J. Bloom- 
quist has joined the organization as a salesman. His 
headquarters will be at the eastern division manufac- 
turing plant at Chatham, Va., and his territory will 
include Virginia and West Virginia.—CAP 


Boctticts Opportuni lies sx 


Catalogs Wanted by Proprietor of New Firm 


Trade Literature Wanted by New Birmingham F 


Dealerships Sought by Benton, Ky., Firm 


mbus, Ohio, Firm Wants Trade Literature 
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NEW “900 SERIES” 


= 


Steel 
welded 
frames, 

swivel 
models 
with 
Aluminum 
molded 
base. 
Alumina 
Grey 
baked 


enamel 





No. 940 
seat 17"'xi5"' BFR 





















et 
<i 
4 





v 


No. 920 seat 17''xi5" 


No. 


Metal Posture Chairs 


Expands for Better Service 


30,000 square feet factory space 
to meet increased demands for 
America’s popular priced line. 


Producing quality metal office 
chairs makes possible this major 
expansion. 


A complete chair line thru one 
source saves dealers money and 
gives better service. 





sella No. 945 seat 19°x17"'x3" 
915 seat 19°17 BFR foam rubber 








No. 125—''5 
with Springba k 
Spring Back’’ CHAIRS 
| ‘Adjustable to fit the 
mood” with comfort 
deep foam _ rubber 
cushioning. 


Executive ‘‘Ease Master” 


athe 


No. 437 Spring back non-tilt 
seat "6" adj. with hand shift 
nvert to rigid back instantly. 
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“THE MANAGER” 
Posture “2 in 1” Con- 
vertible. For confer- 
ences, dictation, lock 
the back to conven- 
tional rigid back; for 
desk paper work, en- 
joy “Spring Back” 
posture follow thru 
support. 





No. 1345 tilt seat, with 
release lever to spring 
back. 

No. 1335 with '/> back. 





Deluxe Aluminum “Master Executive” 





No. 1665 Seat 
21Y2"'x19" 


foam rubber 


Settee 
No. 1065-3 
60°'x24"" 


Club chair 
No. 1065-1! 
24x24" 





WRITE TODAY for NEW catalog No. 
502. Riteform Typist Chairs meet fed- 
eral specifications 793. They are 
worth more but cost no more than 
chairs which do not qualify. 
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You, too, will find Rose “Sta-Clean’’ Spirit Carbons and Master Units* turn out better er 

work on any duplicating machine. You get clean, sharp impressions, longer runs, complete “ 

freedom from staining, bleeding and offset. No soiling of hands or clothing, thanks to ti 

our protective metallic coating and Gold Sealed edges. a) 
Remember, Rose specializes exclusively in Duplicating Carbons and Master Units. Rose 

research means dependable /aborator)-tested products which have repeatedly established NV 

new performance standards in the field of spirit duplication. Ol 

di 

N 

° “ II 

You follow the leader—when you specify “ROSE” | « 

* ° , n 

Available in Black, Blue, Purple, Red and Green | * 

8: 

n 

a 

ps I 

: 4 n 

é RIBBON & CARBON , 

& MANUFACTURING CO., INC : 

es . 1! 

ee r 

— r 

SAO aa > .  § BW NOy te): >  Saeme HARRISON, N. J. tl 
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Passed Away SSR 


Charles C. Smith, 

founder and owner of the Charles C. Smith Company, 
Exeter, Nebr., died on December 29, 1951. In addition 
to managing his business in Exeter, he also operated 
several farms in that vicinity. 

About the year 1897, while working in his father’s 
bank in Exeter, Mr. Smith became interested in gaining 
a projecting index tab with the name of each account 
to simplify bookkeeping. He wanted something which 
could be moved from leaf to leaf as he desired. 

Taking a piece of sheet copper, he formed a clip to 
which he cemented a paper tab on which he wrote 
the name of the account. This worked very well, except 
that the copper didn’t grip the leaf firmly enough and 
the paper was stiff and lacked durability. 

From a clock spring obtained from a jeweler, he 
made clips with the proper grip and cemented to them 
tabs made of leather peeled from an old bank pass 
book, a flexible leather filling being stitched with silk 
in the projecting part of the tab. These proved so 
satisfactory that he decided to manufacture them in 
quantities and offered them for sale to other bankers. 

From this small beginning the Charles C. Smith 
Company line has been increased until it includes 
many styles and sizes of both permanent and re- 
movable tags suitable for indexing. 


Maurice |. Levine, 
62, wholesale stationer and pencil manufacturer, died 
at his Mount Vernon, N. Y., home in January. 

Born in Dublin, Mr. Levine came to New York in 1911 
and founded the Union Stationery Corporation of 
which he was president. In 1930, he founded the Re- 
liance Pencil Corporation and later became president 
of the Envel Realty Corporation of Mount Vernon. 

During the second world war he was a member of 
the advisory committee for the pencil industry of the 
National War Production Board 

Mr. Levine was a member of the Jewish War Vet- 
erans, a Mason and a Shriner. He belonged to the 
Stationers Square Club of New York and was on the 
board of the Big Brother League of the Hebrew Na- 
tional Home 

Surviving are his widow, Priscilla; a son, Lawrence, 
and a daughter, Mrs. Joan Sanger, all of Mount Vernon. 


Margaret Owen Tyler, 


one of the noted typing champions of the United States 
died on Monday, January 7, at the Oakland (Calif.) 
Naval Hospital. Her age was 58. 

Before her marriage in 1918, Margaret Owen was a 
leading pace-setting in typewriting speed contests, 
establishing eight typing records and four times win- 
ning the world’s typing championship under the Un- 
derwood banner 

Starting in cont in 1910, she set a new record of 
83 words a minute for the 15-minute contest of. the 
novices. In 1912, she set a new record of 116 net words 
a minute on the 30-minute contest of the amateurs. 
In 1913, she won her first world’s championship with a 
new record of 125 net words a minute for the 60-minute 
contest of the professionals. 

In 1914 she placed second, although she bettered her 
own previous record by writing a net of 127; but in 
915 she won the eastern championship with a new 
record of 132 net rds a minute and set still another 
record, in the same year, to win the International for 
the second time with a net of 136 words a minute. 

She took the International honors again in 1916, up- 
more word a minute; then, in 1917, 


ping her record ons 
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Fulton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 


Prompt Shipment of 


Service and Fulton Daters 
and Numberers 


Deluxe and Special Business Outfits 
Sign Making Kits 


New, Improved Dri-Kwik Stamp Pad 
and Ink 


Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 


Complete line of Crown Self-Inkers, Daters & Numberers 


Write for Catalog 


Fulton Marking 
Equpment (o. 


82 Fulton Street Elizabeth 1, N. J. 
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‘'THE MACHINE TO COUNT ON" 


ASK FOR 
BULLETIN 
RO-35 
FEATURING 
THE NEW 
GRAY-TONE 
MODEL 











DEALERSHIPS 
AVAILABLE 


ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—-Non-add and electric correction 
keys—No idle strokes—Rubber cushioned mechanism and fast 
unidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 
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All sizes, shapes, colors 


+ plain, numbered, lettered, 
special markings 


+ sharp steel points 

+ firmly anchored heads 

+ over 3,000 combinations 
+ nationally advertised 


+ sold by map companies 
exclusively 


=MOORE 


METLHED MAPTACKS 


Makers of famous Moore P 


PUSH-PIN CO. Since (90: 


PHILADELPHIA 44 


typewriter papers 
mimeograph 
duplicator 

onion skin 
manifold 
manuscript cover 


.... fine papelg 


copy papers 

packets 

tablets 

drawing papers 

fillers 

file folders 

index cards 

construction papers 
tracing popers 
stenographer's note books 
adding machine roils 
scratch pads 

complete variety of envelopes 
business cabinets 

blotting papers 

ruled headings 











SAXON Zager CORPORATION 


240 WEST 16th STREET NEW YORK 11 N.Y 
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she won her fourth championship with a net of 143 

In 1918, also, a contest to determine the world’s 
championship for writing one minute was held. This 
too, Margaret Owen won, with a perfect 170 words. This 
record still stands since the one-minute contest has 
never been officially repeated. 

For the past few years, Mrs. Tyler and her husband. 
Captain R. F. Tyler, U.S.N. (Retired), have lived in Los 
Altos, Calif 


v LJ y 
Lr a a ‘el be Yes 


Harold Meidinger, 


one of the old-timers on the Wilson Jones Company 
staff, died suddenly on January 4, 1952 

Mr. Meidinger had been connected with the station- 
ery industry for more than 35 years. He joined the 


The Late 
Harold Meidinger 


Wilson Jones Company before World War I. During 
that conflict he served with the famous Rainbow Divi- 
s1on 
His sudden passing is deeply felt by many friends 
in the industry. He is survived by the widow and a 
daughter 
-_  - 


Mrs. Eleanor L. Baird, 


82, widow of George E. Baird, founder of the firm 
bearing his name in Kansas City, Mo., died in January 
at the home of her daughter, Mrs. E. D. Farmer, 
Mobile, Ala. 

Mrs. Baird, who had been a resident of Kansas City 
for 50 years, moved to Mobile five years ago. She 
was born in Salina, Kans., daughter of Col. John 
Gill Spivey, a Confederate officer. 

Surviving are triplets, Mrs. E. D. Farmer; Paul S. 
Baird, 620 Porte Cima Pas, and George B. Baird, 119 
East Armour Blvd., Kansas City; also a son, John E. 
Baird of Wayzata, Minn. 

vy 


v Ml 
4 4 4 


Miles C. Fuller, 
long identified with this industry, died January 30 at 
his home in Peoria, IIl 

Mr. Fuller was first identified with the Fuller-Peer- 
less Company and in 1924 merged with Modern System 
Sales Company, forming the Business Equipment Com- 
pany 

In 1944, he sold his interests in the office supply and 
equipment division, retaining the blue print and print- 
ing departments as Copy Cats, Ltd., where he was 
active until his illness a few months ago 

+ ok + 

Mrs. Getty M. Favor, 
88, died on the evening of January 13, at her home 
Pompton Plains, N. J., after a prolonged illness 

Mrs. Favor was the widow of Irving P. Favor, Sr 
who introduced Koh-I-Noor Pencils into this country 
and was the founder of Koh-I-Noor Pencil Company 
Inc 

Surviving is a son, Irving P. Favor of Phoenix Ariz 
and two daughters, Elizabeth Favor of Pompton Plains 
and Mrs. Edwin S. Hall of Lake Mohawk, N. J 

The surviving son, Irving, and his brother Gerald 
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product with strong merchandising support! 
To get your share of this business ask your 













These ‘‘Cash Registe 
Ringers’’ for 
Reinforced 
Ring Book 
Sheets 

help you = // 
Sell | 






Counter Sampler 
No. 06-600 


Window Display 
No. RSD-52 
National backs up a strong 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Massachusetts 


Please send information on Strongleaf Promo- 
o 


National Representative or write us for 
tion Material. 


Strongleaf sampler. Also let us know your re- 
quirements for other Strongleaf selling 
material — newspaper mats, window displays, 
blotters and sample Strongleaf sheets avail- 
able with your imprint. Send coupon today 
for full information. 


Name 
( ompany 


Addre Ss 
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_. Bainbridge EAZY-VISION Lamps 

ate scientifically built on a new 

___ lighting principle which reduces re- 

flected glare—eliminates eyestrain 

_ Beautiful electro triple-plated 

ish won't chip, tornish or peel. 

‘Many thousands of EAZY- 

YN lamps are already in use 

ee over the country—and the de- 
Mand is growing! 








A complete range of EAZY-VISION Lamps for 


business executive—and for everyone want 








BAINBRIDGE, KIMPTON & HAUPT, Inc., New York 8, N. Y. 


No. 4153 
EAZY-VISION EXTENSION 
SWING-ARM DESK LAMP 
(Shown extended at left) 















Scientifically engineered to eliminate eye-strain. Light falls BELOW THE 
the student, for the office stoff, for the EYE LEVEL! Ask for our 1952 Catalogue — circular of EAZY-VISION Lamps 
tan sea). ending comfort from colonial to modern styles. Retail range: $12.25 - $27.50 








OUR NEW MODERN FACTORY 


Increased Space and Manufacturing Facilities make possible Better and 


Faster Service in 1952 to all buyers of 


| CLARK LINE SHELVING | 


e Immediate Delivery 








@ Complete Size Range 
@ Superior Quality 

@ Stronger 

@ More Attractive 

@ Heavy Gauge Steel 


@ Colors: Olive Green—Harbour Grey 
Write for Our Catalog 


She Clark Line 





R. K. CLARK CO., INC. + 2840 4TH AVE. SO. + MINNEAPOLIS 8, MINN. 
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who died in 1947 both active for many years in 
the Koh-I-Noor company 


ele ele ole 
+ 4 4 


Mrs. Sarah J. Krenz, 
95, died at her hor n Grand Rapids, Mich., in Jan- 
uary. She was the mother of Clare B. Krenz, owner 
of Taylor’s Inc., Remington Rand dealers in Grand 
Rapids. Mrs. Krenz, who was born in Westmorland 
county, Pa., went Michigan in 1912 and had been 
a resident of Burt Heights since 1917 

Surviving are tv ns, Clare B., and the Rev. Oscar 
E. Krenz of Pittsburgh; a stepdaughter, Mrs. Mark 
Herman of Grand Rapids; four grandchildren and 


three great grandchildren 


Thomas McNichols, 

father of Walter McNichols of Amberg File & Index 

Company, died of a heart attack January 24 and was 

buried January 28. For many years he had made his 

home in Elmhurst, Ill., a Chicago suburb, and for a 

long time was in the employ of the city government. 
Besides Walter the survivors include three sisters, 


four daughters and his widow to whom he had been 
married 59 years Christmas. His age was 81 
Nearly all the survivors are Elmhurst residents 
William D. Le Noir, 

61, Philadelphia representative for The C. E. Sheppard 


on January 16. He had been 


Company, dled suddent 
h tl over 32 years. An old-timer in 


with the company 


the loose-leaf equ t business, Mr. Le Noir was well 
acquainted witl dealers in the Philadelphia 
area 

He irvive widow, a son, William, and a 
aa nN D 


Ray W. Longfield, 
fi president ales manager of Darnell Cor- 
poration, Ltd., die fter a heart attack on December 
31, 1951. Born in G i Rapids, Mich., in 1893, he had 


rot . . 
il Aut i 


f 


been associated h Darnell Corporation since 1925, 
when he first we Long Beach, Calif 

He is survive widow, Mabel: two daughters, 
Phyllis Longfield Mildred Weaver, and a grand- 
daughter. He als two brothers, the Rev. Victor 
D. Longfield of D it and Walter J. Longfield of 
Gral Rapid M 


Ben S. Grayson, 


salesn Fastener Corporation, died on 
Janu 14. Hi as in New York City. He leaves 
1 widow, Madelins n, Herbert: two sisters, Augusta 
Comack and Sylvia Le Bow, and a brother, Louis 

Mr. Grayso1 Herbert, assisted in serving the 
territory for sev ears and will now take over the 


Ne York office 


William R. Rice, 
74, partner in the Rice Office Supply Company, Canton, 
Ol lied on De er 24. He came to Canton in 


1900 and wa er of Baer’s Office Supply Store 
for 32 years befor‘ nizing the Rice firm in partner- 
ship with Fred Goerke in 1939. He was active in the 
ffice supply bu a total of 43 years 

His widow, Be irvives him.—AK 


Thomas J. Laden, 


62 es mana encies for Remington Rand 
In lied in J in a New York hospital. He 
beg lis caret 1 the Remington-Dalton Type- 
, ffalo, N.Y., a predecessor of 
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THE CLAROTYPE CO., INC, 
261 Broadway, New York 7 


Morhwell DELUXE 
“SX” PACEMAKER 


INCL , EXCISE 
TAX 






STAPLES * PINS * TACKS x 


RESERVE CHAMBER HOLDS 200 EXTRA STAPLES 







PLEASE WRITE F 





h4 i® » ¥ 
200 HUDSON STREET 
NEW YORK 13, N. Y. 
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The basic 
art medium 





Old users tell new users that 
Higgins American Waterproof Drawing Since | 
Inks flow smoothly, dry evenly, give 
uniform results — always. 


First bottle or hundredth bottle, 
your customers come back to buy more 
of the ink that’s always right. 


HIGGINS 


IMMEDIATE 


/ HIGGINS 
INK COMPANY, INC. 
BROOKLYN. NEW YORK 


es ne 


Wit aw pettaA lL 


DELIVERY 





With 
Stand 





EXPANDABLE 


POSTING 
TRAY 


Expandable to 9'2"’ 
Easiest to Sell 
Light Weight 
Big Time Saver 


Durable, 
Non-Corrosive 
© Holds up to 2000 sheets ° 7 eigt rr i b 
© Handles a variety of card sizes. ® Spec base keeps ecords 
© 2-Position side arm for off fr dit 


setting. 

© Even pressure keeps records at 
best posting angle and in per cay 
fect shape. ® End plate »” higl 


Write for Dealer Discounts. Literature! 


Weber Brothorsa Nae Vie) 45 


106 N. JEFFERSON ST., CHICAGO 6, ILL. RAndolph 6-2187 
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Remington Rand, in 1909. Surviving are a daughter 
Mrs. Robert Larkin of Jersey City, N.J., and a brother 
Charles Laden, of Albany, N. Y. 


- & + 


Leonard M. Mitchell, 


73, proprietor for 45 years of a stationery and Office 
equipment store operated under his name at 12288 
63rd St., Chicago, died February 4 in Jackson Park 
Hospital. His widow, Myrtle, survives 


jy! Me Votes 








Eversharp, Inc., 1800 W. Roscoe St., Chicago, IIi.—Net 
; e jed Nove ber 3 9¢ were $13 OR4 84 moared wit 
4 the year be Kk . 
n fo n me we $ 9 - 
with $1,859,096 the rresponding tr t the previoy 
> sudit and year-end adjust t and 
ta earninas after preferred d jJend reau are 
$1.09 a sha 908 489 share ‘ ; k tstanding 
741 689 share f mmon stock sista . + aay ae rare 
; $ ; 
,] ? x e , ¥ 
c t ¢ k an un 4 $ A 
are wa J ary 2, 1952, e 
- 5 oS rY jividend f 35 cent ’ sre ha 
ruary 952, ¢ tockholder f i January 


Friden Calculating Machine Company, Inc., San Leandro, Calif 


4 339,000 established a new rec if pany 

3 to figure i by President Walter Johns Tk figure 

t include 

Ww et sales figure represe 

ene a 3 nas ‘ ‘ ; one Y . ir w* 

e A in 0 

' ff a s 
‘ . F 


International Business Machines Corporation, 


w 115 9 


New York, N. Y.—Th 


Minnesota Mining & Manufacturing Company, St. Paul, Minn 
snuary 29 d sred a $1.00 per sha j i pref 


¢ 








Mutual Laughter .. . Jim McKeon (right) of SoundScriber 
Corporation has a laugh with comedian Herb Sheldon as he and 
the radio humorist discuss the latest developments in office ane 
office equipment—not forgetting secretaries! Mr. McKeon e 
plains that since his work puts him in contact with literally 
thousands of secretaries each year he has a more-than-average 
working knowledge of that vast sorority 
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spirit duplicating 





APPLIANCES, 





GRIME 
DOES NOT 
PAY ! 


It doesn't require the services of 








Scotland Yard to solve the smudgy 
duplicating carbon case... any 
~~ enlightened secretary knows that 


\ the new QUEEN 


\ "oroteet-o-coat " 


spirit duplicating 


safeguard hands and clothing! 


SUFFERING carbon papers 
ECRETARY 


i 's discove 
she still hasn t disco 


Coated by an extraordinary 


process for smear-freedom, 
" ” 


protect-o coat 


carbon papers , Is perfect for long runs, giving 


truly sharp, clear copies. 


THESE FINGERPRINTS 
be YOURS, if you use Ask your boss or purchasing agent 


uplicating cor- 


_ always! . 


ordinary spirit 3 to get some free samples of 
bons. But with prec o coat” " protect: 0 ¢ 


hands stay clean . . 


today—available in flat sheets or 


. 


master unit forms, plain or pre-printed. 


izes 


RIBBON & CARBON CO., Inc. 





Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS 
FACTORIES: Brooklyn, New York * 


Chicago, Illinois * Atlanta, Georgia 
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Another idea in the lne.... 


THAT PRODUCES REPEAT SALES! 


THE “UP-N-DOWN” FLEX..... 
IT GOES EVERYWHERE 


Set it down on desk or table or hang it up for an 
ideal wall lamp. An ideal desk or study lamp either 
way. Has a long 18” flexible arm and a heavy 
weighted base. Attaches easily and securely as a wall 
lamp. Felted base—new exclusive metal shade with 
attractive contrasting moulding on edge. Every lamp 
equipped with an attractive sales stimulating tag in 
3 colors! Takes regular size bulbs. 6 feet of cord 
outside lamp. All parts U. L. approved. 

No. 852 Bronze, General’s new Platinum Mist with Brass 

finish Base and Shade trim. 
No. 853 Platinum Mist with Chinese Red Base and Shad 


trim. 


RETAILS WITH $@95* 
EXTRA PROFIT AT 


*Higher in 
West 


Bi 


rm Ta 


—s 


oer: } cin 
( al lz 


— MEG. CORP., ELWOOD, INDIANA 








OVER 50 YEARS OF LIGHTING SERVICE SINCE 1896 











- ioe 
SENeR aL Commands arsontt© 











Saritouch 
Capillary-Action Moistene, 
Hondipen Desk Set 
: “= . 






DePENdable 
Desk Fountain Pen Set 





New DePENdable desk fountain pen sets and 
beautiful Handi-Pen desk sets for easy, effortless 
writing. A complete line of moisteners to fit any 
need. Time-saving Kleradesk. Heavy-duty Cata-Rack 
for catalogs and books, All these aids and more too 
make up the Sengbusch line. 

Sound design and attractive styling make them 
easy to sell. We also supply sales aids free of charge 
— circulars, blotters, display cards, etc. Turnover 
is fast and highly profitable. 

Now is the time to stock the entire line of 
Sengbusch efficient, time-and money-saving office 
aids. Mail your order today and get set to make sesodeat 
yourself some money. Sash endl Seeclonst 


ideal 
Moistener 








Capillary-Action 
Handipen Desk Set 





No-Over-Flo 
Sponge Cup 








Cate-RacK “™ 








SELF-CLOSING INKSTAND CO, 332 sengbusch sidg., milwaukee 3, wis 











222 OFFICE APPLIANCES, March, 1952 








oe fa ~— Ss es hur _—oan fe ak ae Le Oe oe 


— —— rr - Tr 


ae 


~a aw ss 


~ of * DD - 42 &* * ee 


wm roo a 7 @® 


ae 


SS re ee 








| 
| 
| 











Firm ‘Builds Confidence’ 
With Full-Page Ad 


gs A STRIKING METHOD of impressing the public 
that the office supply dealer is by no means beset 
with serious shortages, or operating on a shaky founda- 
tion because of rearmament conditions, was used 
during January—when Kistler’s, one of the leading 
stationers in Denver, Colo., ran a full-page newspaper 
ad devoted almost exclusively to supposedly hard-to- 
get items 

Developed by Erle Kistler, the big full-page ad was 
one of the few such which has been run in the past 
decade by a Denver office supply firm. The ad featured 
a half-tone gray border, around a slanted “white space 
box” devoted entirely to office furniture. 

In the “picture frame” were shown two dozen items 
which were carefully chosen because each was con- 
structed of materials supposedly short because of the 
military defense program 

Included were desk-top thermos pitchers, pencil 
sharpeners, postage scales, duplicators, personal files, 
rubber stamps, stapler removers, index finders, desk 
sets, fountain brushes, and so forth. A notation at 
the top of the ad invited “Call Mr. Kay for everything 
in office supplies 


Telephone Sales 


The store, during recent years, has carefully built 
up its telephone shopping service, with clerks assigned 
as “Mr. Kay” to answer incoming telephone orders, 


collect the merchandise, bill them out to the customer, 
and dispatch them on their way by delivery truck in 
a minimum amount of time. 

Heavily featured in the center of the ad was steel 
office furniture, with a headline which pointed out 
“1952! Immediate Delivery on Steel Office Furniture!”’ 

Below, each identified with the trademark of its 
manufacturer, plus a full paragraph of description, 
were shown a steel executive desk, a typewriter desk, 
four-drawer fireproof files, steel tables, transfer cases, 
office side chairs and armchairs, executive chairs and 
all-purpose furniture of the same nature. One corner 
was set aside for 60 x 34-inch wood desks, and “hard- 
to-get”” manila folders 

Chief purpose of the ad, according to the Kistler 
management, was not so much to get the early 1952 
sales season under way, but to reaffirm the store’s 
oft-advertised faith in its ability to deliver any and 
all desired items to Denver business despite flurries 
of “shortage rumors.” 

Like most other large-scale suppliers of office furni- 
ture, Kistler’s experienced a storm of buying during 
early 1951, when the Korean War scare, reminiscent 
of World War II, drove many worried buyers into pur- 
chasing furniture “while it was there.” 

Ads of this type, believe the Denver office suppliers, 
go a long way toward stilling the fears of more panicky 
businessmen, and to convince the public that the office 
supply industry is in “solid good shape”.—RAL 





Pittsburgh Firm Makes Eight Million Paper Clips 

Eight million paper clips is a big load—1,000,000 
pounds in fact—but the Pittsburg Cut Wire Company 
has delivered that many to Uncle Sam since the out- 
break of the Korean war, said the Pittsburg Press 
recently 

The clips required 55,000 miles of wire, enough to 
encircle the earth twice, with some to spare. 

The factory, which employs 90 persons, uses approxi- 
mately one car-load of steel every week, most of it 
coming from New England, St. Louis, Cleveland and 
Buffalo 


Inventories of paper clips are at present large, in 
contrast to the shortage experienced during the last 
wal 
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MR. 
DEALER 
These are your customers 
for Smo-King 
Ne. 40 SMOKERS @ SAND URNS 
FEATURES ASH TRAYS 
Only one Offices @ Homes @ Hotels @ 
moves oom Railroads @ Restaurants 
eres Ca. Theatres @ Showrooms @ Stores 
pacity. @ Institutions 
Preveets There's a Smo-King product for 
Odors. every purse and purpose .. . 
“a ie. all quality guaranteed. Right 
- now ... WRITE for the Big 
a ae Smo-king Catalog . . . with 
Tray 10" prices and discount. 
Member: 


SMO-KING PRODUCTS 


Designers and Manufacturers of 
Quality Smokers 


602 Wythe Avenue 
Brooklyn 11, N. Y. 


NOFA 











Visit us at Booth 96 
at the NOFA Show in 
Atlantic City. 
Haddon Hall, April 23-25 

4 


LEADS & HOLDERS 


2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in a Protective box 
Smoothness, Strength, Uniformity 
combined with long 


lasting qualities 












2200 KOH-I-NOOR 
FLEXICOLOR LEADS 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 








By the Makes 
et ee dk 44 tel a 


NOOR DRAWING PEN 


223 











OFFICE SUPPLIES 





IMPROVED 
FEATURES 

AND 
CONSTRUCTION 


ON THESE COMBINATION CABINETS 


Th. eight models in the H-O-N 
line of combination cabinets are better units. 
Construction improvements add to rigidity 
and drawer operation. Follower blocks in all 
drawers including the card file drawers. 
Dividers available for converting any larger 
card drawer into two sections. 


The baked-on enamel in grey or green is a 
handsome, durable finish that stands up. 
New descriptive folder and price list is yours 
on request. 





MUSCATINE, IOWA 





ot 
Grand Rapids 


No. 860-R 
Revolving 
Chair 
All Walnut 
No. 860-R 
Overall 
Height—37 in. 
Width—25 in. 
Depth—28 in. 


Between arms—19"' 
Height from 
seat—20"’ 


Both this and No. 
860 which is a 
matching leg chair, 
available in solid 
walnut, with either 
top sae or deep 
buff leather. 


Write for Illustrated Literature and Prices 








GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 
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Rabbits Call Attention 


to Easter Stationery 


By W. B. Stoddard 


@ THE RABBIT is the symbol of Easter—in the 
minds of young people, at least—so wherever rabbits 
are seen people at once think of Easter gifts. Using 
bunnies as a basis, two southern office equipment at- 
tracted immediate attention to their cards, stationery 
and pens for this occasion. 

The Chestnut Office Equipment Company, Gaines- 
ville, Fla., arranged a display, the floor and low plat- 
form being covered with green turf. On the platform 
was a rabbit house in the form of an egg. 

It was lighted inside and showed a rabbit family— 
father, mother and son, in gay clothes of red and 
green. 

On the face of the house was written “Happy 
Easter!” In the background were long strips of pastel 
paper. Easter cards were fastened to the wall and 
scattered over the floor. A big nest of Easter eggs was 
presided over by a china hen. Little china rabbits, 
chicks and ducks were seen on both floor and platform. 

Another window linked up with the art conference 
to be held in that city. A large card on an easel said, 
“Welcome friends and visitors to the art conference.” 
A large palette had many brushes attached. 

Scattered over the floor were a number of water 
colors and in the background artists’ supplies—paints, 
palettes and brushes were shown. A white rabbit, hold- 
ing a brush, was painting a vase of Easter lilies. 


“Lively” Attraction 

The Office Equipment Company, Inc., Tampa, Fla., 
showed in one of its windows a long box, painted dark 
green, with two apertures in it. 

Over these were painted in yellow “Mopsy” and 
“Flopsy.” These were a pair of white rabbits who lived 
in the hutch and came out into the window to drink, 
eat and frolic. 

Racks on top of the box held a wide variety of Eas- 
ter cards. 

The second window had a white background, and a 
stepped-up fixture covered with purple satin. On white 
pedestals at either end were jardinieres of calla lilies. 
In the center was the cutout of a group of choir boys 
in white robes with big purple bows. In front of the 
cutout was an open Bible. Prayer books, rosaries, sev- 
eral books on Easter meditation and a wide variety of 
Easter greeting cards were shown. 

A pair of windows arranged by Schwabacher-Frey, 
Los Angeles, gave many suggestions for Easter gifts. 
On the wall of the first were two large clocks, and on 
a stepped-up fixture a number of mantel clocks. An- 
other fixture held metal ash trays, scrap books, humi- 
dors and desk sets, and an art card advised ‘Easter 
Gifts for the Home and Office.” 

The second display had two units, with fixtures of 
lavender and gold respectively. Big cards showed white 
rabbits holding up a big red Easter egg on which were 
printed, “Easter Gifts for Him” and “Easter Gifts for 
Her.” There was a wide selection of small leather gifts 
for men and women. Down front were art pottery fig- 
ures of rabbits, ducks and chicks, and small leather 
purses for children 





Marchant Opens Chicago Office 


Marchant Calculating Machine Company has re- 
cently opened an additional office for service and sales 
at 3514 Devon Ave., Chicago. It has been established 
in order to bring the sales and service of Marchant 
closer to the customer. 

Kenneth A. Meserve is district sales manager and 
Robert D. Moore is district service manager. 

Marchant’s other office in the city is located in 
Chicago’s Loop. 
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Here's a fine chance for wide-awake dealers to pick up a nice 
profit by stocking these universally favored calculators. All 
models and capacities — entirely rebuilt by experts and in tip-top 
operating condition—are available in limited quantities. Rebuilt 
Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 































Introducing 


THE NEW 


Beautiful 


LAMIDALL TOP 
ON MASO’S 


ROYAL 
ELEVATOR STAND 




















e MORE ATTRACTIVE THAN WOOD VENEERS! 


The new Lamidall Top is truly beautiful and will not chip, crack, 
split nor dent. Is not affected by alcohol, grease, fruit juices, vine- 
ear or boiling water; is permanently bonded to tempered Presdwood; 


will last indefinitely and keep its gleaming beauty 


e 3 BEAUTIFUL LAMIDALL FINISHES 


Your choice of grained Walnut with Walnut understructure; most 
attractive golden Oak with green understructure and driftwood Gray 
Lamidall ic the finest, most attractive 











satin with gray understructure. 
Top ever placed on a typewriter stand 





No. 179514 
with Groined 


w omidal! Top 







Royal Tables are also available with 2" hard tempered 
Masonite Tops, in a choice of Grained Walnut or Office Gray.) 


ALL TOPS ARE PRE-ASSEMBLED! DON’T DELAY—ORDER YOUR SAMPLE TODAY! 


1 Lamidall To; pletely assembled at the 


vy te the rigid lee brackets The 
Dealer has ni t te belts and take about inal A Ss @) Ss T E E L p R O D U Cc T S 
a ey See Dept. A 81 W. Van Buren St Chicago 5, III 
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No. 81 Executive Posture chair— 
rubber foam arms and back——seat 
with rubber foam over a spring unit 
base. Your choice of fine leathers 
or in Gropoint material. 


No. 21914RC 
(side chair to match) 





Styled for perfect harmony, fashioned for 
gratifying, luxurious comfort, customed for 
lasting wear and priced for every buyer's 
purse, these numbers like all BRIGHT 
creations are sure to give genuine satisfaction. In beautiful leathers of 
your own choice BRIGHT upholstered leather furniture enhances the 
appearance of every office. In the BRIGHT catalog you and your cus- 
tomer will find a wide range of styles and designs to meet every specific 
requirement. Write for the catalog today. 
SEE US IN 
ATLANTIC CITY 
BOOTH NO. 9 


NOFA 
CONVENTION 





No. 81 Executive 
Posture Chair 








No. 667 Judges Chair, a truly distinc 
tive number. Arms and backs of foam 
rubber. Seat, foam rubber over a spring 
unit base. Customed in the finest 
leathers, this chair is the last word 
in comfort and durability. 





133 BLEECKER ST. 
NEW YORK 12, N. Y. 





JEM PO DOES /T AGAIN { 


THE NEW 


“Perfectly self-Controlled” 
TEMPO ''700” INK 


The First High-Speed, Quick-drying ink recommended for 
both open and closed-cylinder stencil duplicators. 


Holds its place in the cylinder even at 
highest speeds. Costs no more than 
ordinary inks. Try it in your Duplicator. 





See your Tempo Dealer or Write us Direct 


OTHER FAMOUS TEMPO PRODUCTS 
















Tempo Film Stencils . . . for the kind of copy you want. 700 
: oveucaToS 
Tempo “500” Ink . . . for that press-printed finish. Black IMm 


Tempo Electric Duplicator .. . Today's most 


rogressive advanc ment in offic printing. 








Milo Harding Company « 434 West Pico Boulevard « Los Angeles 15, Calif. 


ESTABLISHED 1904 
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From Platens to Proverbs 


gs HAVE YOU EVER felt depressed? Suppose that 
during your greatest mental dejection you were con- 
fronted with this sign 

“Forget the things behind, press forward to a higher 
mar} 

Over a decade ago a “Typewriter Man” placed such 
a sign, together with many others, on the highways 
leading toward the commercial center from whose 
suburb he conducted his office machine service. 

Most of the road signs were erected before state 
laws required them to be placed at a discreet distance 
from the highways. Today, the flashing speed of the 
modern autos has made the billboard-size road sign 
the only practical method of using out-door pub- 
licity 

Such changes have made the Typewriter Man's 
early attempts to help and encourage others, imprac- 
tical; but the constant awareness of the man to be 
alert for terse messages of consolation has become 
a habit 

Now that he is retired, it has also become his hobby, 
and with it has developed a practical use for these 
inspiring messages. To classify the messages for quick 
reference he has found it advisable to set up selected 
groups of quotations under suitable headings such as: 


OPPORTUNITY, HAPPINESS, FEAR, SUCCESS, 


SECURITY. 
From first to la sizable amount of work is in- 
volved in the hobby of collecting suitable maxims or 
quotations, but that, of course, is one of the great 


benefits of a hobb Added to this there is, for the 
collector and distributor of inspiring messages, the 
glowing satisfaction when the letters of appreciation 
begin to flow back to the sender 


Encouraging Messages 
Not every quotation written by either ancient or 


modern men of wisdom meet the one common specifi- 
cation desirable for the hobby. Each quotation must, 
above all, contain message of encouragement and 
exclude as far as possible those quotes which express 
smartness, smugness, ironic comment or convey su- 
periority; while admonishing the reader as to his 
short-comings 

An encouraging quote that has a touch of humor is 
the one classified under ANGER which reads: 

ANGER IMPROVES NOTHING BUT THE ARCH 
OF A CAT’S BACK 

Not all quotations are of suitable length, as the col- 
lector prefers to use those that are 10 words or less. 

Many of Abraham Lincoln’s quotations are of espe- 
cial value as they so often manage to express a feeling 
of affection and understanding even when delivering 
an artful admonition. For example, his advice to the 
inhappy 

“Most people 
ip their minds to be 

Collecting inspiring maxims pays unexpected divi- 
dends to the collector. He finds, often to his own 
amazement, that his work becomes so engrossing that 
t excludes unhappy or disturbing thoughts while con- 
structive ideas stimulate the mind 

As much of the work of helping others is carried on 
by mail, it has been necessary to work out an intro- 
duction to the subject when dealing with new and 


st about as happy as they make 


inknown individual The answer to this need was 
rather simple, when finally discovered, for it involves 
nly a letter saying that the writer has been advised 


f. 


»by. Samples of quctes are inclosed, 
with the note perhaps the reader will have some 
favorite quotation he or she would be willing to send 
to the writer’s hobby collection.” 
Directly, this request involves the necessity for your 
correspondent to read your sample quotes in order to 

. 3 collecting and primarily this is 


+ +} * nit + in 
Oo tne writer t& 1aa 


Know wha 
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sell the best... e 
WELHAM 


nonsuspension files 


4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
Size Only. 


} FINISHED IN ATTRAC- 
TIVE OLIVE GREEN OR 
METALLIC GRAY BAKED 
ENAMEL 

® DULL CHROME FIN- 
ISHED HARDWARE 


write for information 


metal products company 


MICHIGAN CITY, INDIANA 





Chem-Board Storage Files are permanent. They cost and 
weigh about 50% less than steel; cost less than some 
reinforced corrugated paper files. 


Chem-Board is the product of our exclusive process 
for chemically impregnating 350 pound test corru- 
gated fibre-board to make it flint-hard and rock- 
strong. Fully loaded Files can be stacked to the 
ceiling without intermediate supports. They mate 
together vertically .. . operate freely without sag- 
ging or binding . . . repel vermin . . . can’t rust 
. . . are impervious to moisture .. . have positive 
drawer stops ... follower-blocks are available. 


seal wire, Ther, be CONVOY Len board’ 
STORAGE FILES 


steel wire. They have 
no gum or fixtures to 
PO Station B, Box 216-G + Canton 6, Ohio 


work loose. Write today 
for list of users, illus- 
trated price list, and 
details about our Dealer 
Franchise. 
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SINCE 1874 


RIGINAL DHNER 


HANDY CALCULATORS 
‘“‘THE MACHINE TO COUNT ON'' 











The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
set levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 


68 units @ 1.75 ea. 119.00 
15% discount 17.85 
101.15 
Less 22% for cash 2.53 
$98.62 


Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 
Why pay more? 


WRITE FOR BULLETIN RO-33 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR US A 








Interchangeable 


Makes rubber 
stamp and 
marking devices in 
minutes. Revolu- 
tionary type 

saves time and 
money by allowing 
rapid changes. 

It locks tightly 
simply by finger 
pressure. One base 
takes all type 
sizes from smallest 
to largest. 


Send for FREE 
sample and 
descriptive literature. 


0 Pe 


64 White Street. New York 13. N.Y 


ePo 
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just what you are trying to accomplish. The act of 
reading the inspiring maxims is usually all that is 
needed to lift the thinking of anyone who is not 
mentally ill. 

The request that the reader send you any quota- 
tions he values is simply an invitation to become in- 
terested in your hobby. 

Disraeli commented tersely upon the value of the 
quote when he wrote: 

“The wisdom of the wise and the experiences of the 
ages may be preserved by quotation.” 

Keeping alert to the needs of those who can be 
helped by an encouraging suggestion is not the least 
important part of this work. The next step is to 
learn to select the subject that will best convey this 
encouragement 

Each subject head is printed on half sheets of 
standard letter size (8% x 11 inches) and under each 
heading is listed what the collector considers his best 
maxims or quotes related to the subject. To briefly 
illustrate this method of selection, under the heading 
of HAPPINESS we find Paul Sherer’s maxim: 

“The only way to multiply happiness is to divide it.” 

Under the heading of ANGER will be found Sophie 
Tucker’s sage advice: 

“It never pays to carry a grudge for you are always 
the one who gets hurt.” 

Among some 40 excellent selections collected by our 
Typewriter Man under the heading of OPPORTUNITY 
is this terse advice by Ella Wheeler Wilcox: 

“We lift ourselves by lifting others.” 

Under the same heading are the two following: 

“A just man falleth seven times but riseth up again.” 
Prov. 24:16. 

“The origin of success is a frame of mind.” James 
Morris. 

About 20 terse quotes to the half sheet make an at- 
tractive page. 


ideal For Shut-ins 


The quote hobby is almost ideal for the shut-in as 
the work combines some close application and con- 
tributes to stimulating and sustaining thought. 

“Isn’t it possible to buy books filled with quota- 
tions?” is a query often directed at the quote collector. 
Of course it is. 

It is also perfectly possible to buy beautiful bound 
stamp albums with each page properly filled with the 
stamps for which each page was designed. But such 
a method of collecting postage stamps would hardly 
meet with the approval of experienced philatelists 
who realize the great educational value involved in the 
more approved methods of collection. 

Rarely is any volume of quotations in book form on 
the market for the sole purpose of providing encour- 
agement for the depressed. 

No attempt is made by the collector of Encourage- 
ment Quotes to solicit funds or to distribute the quotes 
for sale. 

On the other hand no request for copies of the quo- 
tations is ever refused. Ministers ask for the quotes 
because they are brief and to the point as well as 
offering inspiration when displayed on out-door bul- 
letin boards. 

Many of the finest quotations are of course selected 
from The Book of Books and usually provide the 
greater solace. 

One of the favorite Biblical quotations is that well- 
known maxim of Isaiah: 

“Thou wilt keep him in perfect peace whose mind 
is staid on thee.” Isa. 26:3. 

Oh yes! the Typewriter Man, in case you might like 
to know more about the quote hobby or like to receive 
some quotations, has been located in Almond, N. Y., 
since 1922. His name, as some of those in the office 
machine trade will remember is R. C. (Bob) Mason. 
When asked for his favorite maxim he replied: 

“If we do not enrich the world we rob ourselves, 
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Increase Office Machine Efficiency 
AN ANNUAL ROLLER CHANGE—A CHANGE TO— 


The World 


NUMBER ONE PLATEN 








FUTURISTIC © 


5-STAR PLATEN 


x * 


Manufactured & Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W 564 W. Randolph St. 1913'2 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 


EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, INC. 
564 W. Randolph St., Chicago 6, Ill. Cable Address—AMESINTER, Chicago 

























NEW 
FLUORESCENT 


TECHNYSCOPE 






The. Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 
steel case. 

The entire writing 
area of the stencil 1s 
amply and evenly 
illuminated. 

The glass of the 
scope and the stenc1! 
remain cool. 


MODEL F-2 


$35.00 
COMPLETE 







TECHNYGRAPH CO TECHNY, ILLINOIS 
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“modern Sadma/; |mperial 


Introducing new, modern sectionals 
that combine functional beauty and 
super comfort. Available in top 
grain leather and the new — — 
ELASTIC NAUGAHYDE. 


Also available in settees and arm chairs. 
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™~ 
No. 732 ~~ 
Center To Match : 
No. 324 Width Overall 23 Height Overall 35 
Depth Overall 31 Depth Overall 26 
Height Ov 1 Width Overall 22 1/2 
> aha . Depth Of Seat 20 
Between Arms 20 
Depth Of Seat 221/2 


WRITE FOR OUR CATALOG OF FINE LEATHER FURNITURE. 


iS MPEP cette Feuitve 2 


315 WEST 47th STREET © NEW YORK 19, N. 
A COMPLETE LINE OF UPHOLSTERED LEATHER — Rall 








NO NEED TO 
PROSPECT FOR 
STEEL 
OFFICE FURNITURE 





Progressive dealers suggest the 
use of Americas best built line 


for value and honest service 





PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES... PHILADELPHIA 11. PA. 
NEW YORK CHICAGO GRSLAS . LOS ANGELES 
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Basic Tax Information 
for the Small Business 
(Prepared by Small Business Aids, Department 


of Commerce 


gs AS THE OPERATOR or prospective operator of an 


independent busi you must be familiar with Fed- 
eral, state and local taxes which apply to the business. 
Each business ent no matter how small, must 
comply with tax |! ind pay taxes in a number of 
ways 

Thi immary igned to tell you briefly about 
the principal ty] taxes which you must consider 
n planning and erating your business. It is only 
an introduction t iness taxes; it is not complete. 
Fo! nplete a1 tailed information, you should 
contact the appropriate taxing agencies 


Most taxes are determined by the kind of business, 
siness done, rather than by the 


form of organiza For example, if you are plan- 
ning to start a retail store you will find that the ma- 
jority of taxes wi e the same whether you operate 
the vidual proprietorship, as a partner- 
ship ( tion 

Ho if } rporate your business, you will 
be liable to the fe corporate income tax, a state 


corporate incom if you do business in any of 33 


states or the Di: f Columbia—and certain special 
taxes and fees. If you do not incorporate, you will 
avoid the neces paying these taxes. This does 
not mean that in every instance you will pay less in 
taxes by opera proprietorship or partnership 


imstances the total tax outlay of 
ration and the corporation itself 


Under certain 
the owners of a 


may be less than that of the proprietor or partners in 
an unincorpo! isiness. Under other circum- 
stances, the igation may be greater but the 


corporation may e Une 


most suitable form of organi- 
zation, when all derations are taken into account. 
Income Taxes 

Federal incoms 


indlviaduais ana 


ipply to all business owners as 
se business enterprises that have 
been incorporate 
Individuals re 


mus make a rep 


over $600 in income per year 
the Collector of Internal Rev- 
which they live. In addition, a 
estimated tax must be filed by 
1. calendar year basis, wtih pay- 
quarterly basis. The declaration 
citizen or resident of this coun- 


enue in the distr 
yveariy 1ieciaratl 
Mal } 
ment in full or 


YY) 1} t } al 1 ht * 
mus ©€ ilieu vy ¢ 


try who expect required to file a return and who 
expects to receive ages (subject to withholding) in 
excess of $4,500, ] $600 for each exemption claimed, 
expects t ive income from all other sources 

exces of $10 


Corporations, expressly exempt under the In- 


ternal Revenue ( must report yearly to the col- 
lector, regardle hether or not they have income 
report. No \ e estimate of tax is required 


TT YY ea y 


y +4 
iT } 
A} La 


) hy} 
if OU 


Tax Withholding 
If your busin« employees, you will be required 
salaries the estimated amount 
federal ir e taxes and pay it to the Collec- 
ternal R nue. A combined return (Form 
t both withheld income and social 


thhy, ( fy, r 


Be ire to wr he collector for your district for 
nt} concerning the federal taxes 
He can supply you with tax 
withholding t howing the deductions to be made 
from wages for ypes of payrolls 

nnectio1 the federal individual income tax, 


ippiyl to y ] ISiness 
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SAND URNS 


ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 







Foremost “Lobbyists” 
for the American Public 


e MINIMIZE 
FIRE HAZARDS 
E FLOORS 
D CARPETS 





* Pressed steel construction for 
greater strength. 


* Rolled inside top head for mex - 
imum rigidity. 


* 20 inches high, 10 inches in 





diameter. 
MODEL * Washable boked enamel! fin- 
209 ishes. 


+ Shipping weight approximate- 
, Ibs. 


Co 


ahaa sani ed 


No obligation: Write for 
Prices and Complete Data 
on other Compco Equipment 
CHICAGO 47, ILL. 


Dept. |. 2251 W. St. Paul Ave. 











Easy to Sell— Profitable to Handle 
ee oe 7 












A ready seller 
with 10” eye 
guide at 


| 77 


TAX EXTRA 
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be ee ’ j 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 





Attachments for copying from wider sheets 
15” extension eye guide $1.25 
20” extension eye guide $1.50 
For full particulars, discount, etc., write to 


RITE-LINE CORPORATION - 10725 I5th St., N. W., Washington 5, D. C. 


RIT as 






















OUTSTANDING 
FEATURES 






Ue one 


Emivice HG a 


. Brass finish cardholder and handle. 
. Four rollers for ease of operation. 
. Index guide rod with brass knob. 
. Positive and simple stacking provisions. 
. Self-locking follower available. 
Available in both a beautiful Hammerloid Gray or 
Office Green oven baked finish. 


LETTER and LEGAL SIZES 


N BO 


ULEVARODO 


Haupaclivung 











A Sturdy Recessed 


Base with Toe 


Clearance at Front 


CHI 







Company 





















hooks. 
of six, 
60 Ibs. 








No. 155 
All steel cos- 
tumer. Sturdily 
constructed. Un- ; 


olive green with 
satin chrome- 
In Units 


La Salle 


Smokers-Ash Trays 
and Costumers 





breakable hooks, See us at | 
re — Booth 104 
height. a } NOFA 
on x or Convention 








weight 





No. 150. Large size, 
sturdily built for heavy 
duty. 11” base, 8” 
amber glass liner, 142" 
st. Top held rigidly 
evel at all times with 
patented ‘‘collar.”’ 


Both bases heavily weighted. 
Finishes: 
me and statuary bronze 


vidually boxed. 
satin an 


Atlantic City 


Top Quality 
STEEL 
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No. 320. Snuffer type 
smoker. By removing 
top ring, the oversize 
inner ash receptacle 
can be emptied, cleaned 
and replaced in a few 
seconds. 


Indi- 
bright or 


Write for Catalog. 


LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue 


Chicago 14, Ill. 
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you will find helpful a pamphlet entitled “Your Fed- 
eral Income Tax,” which is published by the Bureau of 
Internal Revenue and revised annually to reflect 
changes in income tax laws. It may be purchased for 
25 cents from the Government Printing Office, Wash- 
ington 25, D. C., or from the field offices of the Depart- 
ment of Commerce. 


Excess Profits Tax 


To help defray rearmament expenses, an excess 
profits tax law similar in many respects to the excess 
profits tax law in force during World War II was en- 
acted in 1950 and extended in 1951. This tax applies 
to corporations only. However, corporations having 
profits of $25,000 or less during a taxable year gener- 
ally are not subject to the tax, but only to the corpor- 
ate income tax. 

A test to determine possible liability for the excess 
profits tax has been provided by the Bureau of Interna] 
Revenue as Schedule N of Form 1120 (corporate income 
tax return). 


Federal Social Security Taxes 


Important changes in the Social Security Act went 
into effect during 1951. A brief outline of the revised 
provisions is given here. A more detailed discussion of 
social security provisions can be found in the publica- 
tions mentioned at the end of this section. It would 
be well to read the publication which is best suited to 
your needs, and to seek advice on any doubtful points 
from your local Social Security Administration office 
or from the Collector of Internal Revenue for your dis- 
trict. 

There are two Federal social security taxes—the old 
age and survivors tax, which must be paid by all busi- 
nesses employing one or more persons, and the unem- 
ployment compensation tax, which is levied on all busi- 
nesses employing eight or more persons. 

A.—Old Age and Survivors Insurance.—At the pres- 
ent time the old age and survivors tax which you must 
pay as an employer is equal to one and one-half per- 
cent of the first $3,600 in wages actually paid during 
the year to each employee, plus an additional one and 
one-half percent which you, as employer, must with- 
hold from the employee’s wages. 

The new law calls for gradual increases in social se- 
curity tax rates until 1970, when the combined contrib- 
utions of employer and employee will equal six and 
one-half percent of the employee’s wage. 

The social security taxes which you withhold from 
your employee’s wages, together with your own con- 
tributions and the withheld income taxes of your em- 
ployees, must be reported on Form 941 to the Collector 
of Internal Revenue for your district and paid quar- 
terly on or before the last day of the month following 
the end of the business quarter. Your contribution to 
the social security tax on behalf of your employees is 
deductible from your income tax. 

B.—Social Security Tax for Self-Employed Persons. 

Self-employed persons who have income from trades 
or businesses which they operate as sole owners or part- 
ners, or through agents, are now part of the social 
security system. Also included are independent con- 
tractors, such as construction contractors, lessee-min- 
ers, and taxicab and truck drivers who have control 
over their own hours and operations, own their own 
equipment, work for flat fees or commissions, or fulfill 
other conditions indicating that they operate with only 
nominal supervision from an employer. 

If you are self-employed, and have minimum net 
yearly earnings of $400, they must be reported. The 
maximum net yearly earnings (together with wages, 
if you are also a wage-earner) which can be credited 
to your social security account are $3,600. 

Since, as a self-employed individual, you are in the 
position of both employer and employee, you must re- 
port your own self-employment income and remit the 
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Silent Partner can 


GROUP 





FOR VOLUME SALES 


For your many customers that require clean 
cut comfortable yet economical office furni- 
ture. 


Here you have smooth, comfortable body 
contour styling of finely finished wood to 
offer your customers at sales producing 
prices. 


Murphy (hair (Ompary 


7 Fo 
FLA A/c 


MANUFACTURERS 
ood for warmth and dignity 


OWENSBORO, KENTUCKY 
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WORTHY OF THE NAME 


character 
craftsmanship 
durability 


value 
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WEST CHICAGO AVENUE @* CHI CAGO 2722, Vitis ees 
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ons The Most Complete Line 


rarer rasrencrs | of High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 

LARGEST 

PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 

MANUFACTURERS many years of tenmule performance in the world of business. In these difficult days 

demand exceeds productive capacity but the trade we have consistently served in 

ee the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 











900 EAST 9STH STREET CHICAGO 19, ILLINOIS 
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Dept. OA-3 


RUBBER STAMPS 


READY TO SELL CHROMIUM MOUNTED 
The Profitmaker 


Every customer in your store is a rubber stamp prospect. Spot one or more of 
these displays where he can select the stamps he wants, for “ready-to-take” sales! msewn Piewenl 
Titles are reproduced on each box, with space for marking your own selling price. gpER STAMPS 
Here’s the greatest “impulse sale” item you ever stocked. . . . Order at least 3 
B&M Stamp Merchandisers. Spot them at traffic points in your store, keep them 
stocked, and watch them move! 


24 RUBBER STAMPS (“waa 


$1675 EACH (List Price) 


Replacements may be ordered as needed. Prices subject to very liberal dealer discounts and include 
display unit. ORDER TODAY or write for full details. Prices net F.O.B. Chicago. Also a complete 
line of stock and made-to-order marking devices . request cotalog No. 75 


Use Coupon Below to ORDER YOURS TODAY! 





BANKERS & MERCHANTS, INC. 
3229 N. Sheffield Ave. 
Chicago 13, Illinois 


Scie dian tall WB vn tas List Price for Complete Unit Subject to 


Extremely High Discounts 


Profitmaker Chromium Mount 





| 

| 

| 

(quantity) | 

Packaged Stock Stamp Displays. | 
Ship via [] parcel post [express [| truck | Complete Details on Request 

| 

| 

| 

| 

| 


Name of firm.. 


Cy end State. BANKERS & MERCHANTS, INC. 
ERAS 3229 North Sheffield Avenue, Chicago 13, Illinois 
DC Also send details on Chromium Mount Dealership 
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contribution on your insurance. The self-employ- 
aid once a year as part of the regular 


entire 
ment tax will be } 


income tax. It will not affect estimated income tax in 
any way. It will not have to be estimated or paid be- 
fore its due dat« 

From 1951 through 1954 the rate is two and one- 
fourth percent. Provision has been made in the law 
for periodic increases in rate until a maximum of four 
and seven-eights percent has been reached in 1970. 
That rate will continue to apply thereafter. 

The subject of social security for the self-employed 
is more fully covered in Small Business Aid No. 518, 


What the Amended Social Security Act Means to the 
Self-Employed,” which is available on request to the 
Department of Commerce or its field offices. 


C.—Federal Unemployment Compensation Tax.— 
The Federal unemployment compensation tax is not 
likely to apply most new small businesses, since a 
business with fewer than eight employees is exempt 
the tax. The tax is equal to three percent on the 
first $3,000 of wages for each employee, and is paid 
entirely nployer in all states except Alabama 
and New Jersey. The Federal Government keeps only 
a small part of 1 revenue to cover administrative ex- 
penses, giving a minimum of 2.7 percent of the tax to 


Irom 
by the e1 


Ol ne 


the businessman's State 
D.—Helpful Publications on Social Security Taxes. 
A booklet ju will find useful as an employer 
t] Employer’s Tax Handbook,” prepared by the 
t Revenue. This is a summary of 


which y¢ 


regulations governing the withholding and payment 
if income, social security, and unemployment compen- 
sation taxes. Detailed instructions are given for re- 
porting and paying employer and employee social se- 
curity taxes. Tables of wage deductions at different 
levels also are included 

The pamphlet revised to conform to new revenue 
laws as passed is available from the Bureau of 
Inte Revenue, Washington 25, D. C., from district 
iffices of the Colles of Internal Revenue, and from 
branch office he Social Security Administration. 

The Department of Labor also has issued for em- 
ployers a useful bulletin which summarizes Federal la- 
bor laws and ribes the labor agencies. This is 


Federal Labor Laws and Agencies,” (Bulletin No. 123), 
hed in August 1950, and available from 
Printing Office, Washington 25, D. C., 


Riiiil 


Federal Manufacturers’ Excise Taxes 


The Federal Government levies a number of taxes 


upon the manufacture of certain selected commodi- 
ties, many of which are produced by small businesses. 
These commodities include sporting goods (practically 

types except eball equipment, children’s skates, 


ds and t gans under 60 inches long), refrig- 
fr es and air conditioning equipment. 


However, component parts for refrigerators, when 
sold by the manufacturer to another manufacturer or 
producer of refrigerating equipment, or to a vendor 
for resale to a manufacturer, are not taxed. 

The n uf of radios, television sets, phono- 
raphs al! n instruments is taxed, but not if 
hey are sol religious and educational institutions. 
Nearly all electri ras and oil appliances are subject 
t manufactu! tax, including most household 

r ipp 

Other items ibject to a manufacturers’ tax are 

eras and photographic equipment and film (except 


mechanical pencils and.pens of 
e presently taxed under the jewel- 
mechanical cigarette and cigar 


Federal Retailers’ Excise Taxes 


I lry, luggage, pocketbooks and toilet prep- 
ns are subject to Federal retailers’ excise taxes. 
ted by the retailer at the time of sale 


OFFICE APPLIANCES, March, 1952 








INCORPORATED - CHICAGO 
a” 


Manufacturers of Fine Upholstered Furniture 


Luxury - cathe 


REPRESENTATIVES 
Marion V. Follin James H. Davison 
0. DB. Mann Henry L. Guth 
Arthur ®. Frey Homer Nix 


330 E. Ohio St. Chicago, lil. 
NIEMANN—A Century of Fine Furniture 





Pe SSB SB SSS SSS eens 
& Representing Lines of Office Equipment 


-R.GELLER aa 


— 
7 
+ 
— 
World Wide. y 


om aaaonnneesOtters. ee ; 
VALUES WITHOUT PRICE COMPETITION! : 


G selected factory lines, Ps oss | 
catering to your many needs. 


fr my yours. nj 


















compe 
72 
dealer 







For complete details, write today for catalog and price list, 
PD S.R. GELLER 2x0 tases tyes Office & Sho» 


LE P.O. Bex 141 Ocklesd Gorden Ste: Flushing, WY 
’ » 
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WHEN IN NEW YORK VISIT OUR SHOWROOM 
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‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Lefters, etc. 

@ Indoor and Ourdoor Styles 

e@ Hardwood or Metal Frames 

e@ With or Without Locking Glass Doors 
@ Many Sizes in Stock 










Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e Wide Variety of Styles and Sizes 

eGlass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 


INFORMAL \ON 





Dav-Son Name Plates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 


WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 


AG. DAYS MPO & SOW UNC. 























Foau. ESTABLISHED 1932 
RU] 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


MANUFACTURERS OF BULLETIN BOARDS FOR EVERY NEED 





ON DISPLAY AT BOOTH No. 65 
N.O.F.A. CONVENTION APRIL 23-25 


DOLIN Szee/ TRANSFER FILES 


A SIZE FOR EVERY NEED 


The line that has all the most wanted 
features plus advantages that mean extra 
value and permanent customer satisfaction. 





Send for Descriptive Literature on All Sizes 


DOLIN METAL PRODUCTS, INC. 


317 LEXINGTON AVE. BROOKLYN 16, N. Y. 
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and paid to the Collector of Internal Revenue during 
the month following the month of collection. 


Federal License Fees 

Annual fees are levied by the Federal Government 
upon the operation of bowling alleys, billiard and pool 
tables, and coin-operated amusement and gaming de- 
vices such as pinball machines and music machines, 
(See also section on “state license taxes.”) 

Licenses and license fees are more fully discussed in 
a Department of Commerce publication entitled “Small 
Business and Government Licenses.” It is available 
from the Department’s field offices and the Superin- 
tendent of Documents, Washington 25, D. C., for 15 
cents. 


Federal Occupational Taxes 


Annual Federal taxes are levied upon a number of 
types of manufacturing, wholesaling, and retailing 
businesses. The principal ones of concern to small 
business involve alcoholic beverages, adulterated but- 
ter, processed butter, and filled cheese 

Special taxes must be paid on these commodities 
whether you are a manufacturer, wholesaler, or re- 
tailer. The taxes are levied at a flat rate per year de- 
pending upon the commodity and whether the tax- 
payer is a manufacturer, wholesaler, or retailer of it 


STATE TAXES 
Property Tax 


This tax exists in all counties, municipalities, school 
and most other special districts, and nearly all states 
The tax is generally levied on all classes of property, 
real and personal, tangible and intangible. 

As a general rule it is levied by, and paid to, the 
county tax collector, although in some jurisdictions it 
may be paid to the city or town treasurer or tax collec- 
tor. Any local tax official should be able to give you 
full information concerning this tax 


Sales and Use Taxes 

At the present time 31 states and the District of 
Columbia have some form of general retail sales tax. 
The remaining states levy a special sales tax on one or 
more items, such as gasoline, tobacco, and soft drinks. 
Most states levy “use” taxes upon the use, consumption, 
or storage of certain commodities not already subject 
to their sales tax, as, for example, merchandise shipped 
in from another state. 

The local tax collector may be able to give you in- 
formation on these taxes, although they are usually 
administered by the State Tax Commission, Commis- 
sioner of Revenue, or some other state official, such as 
the state treasurer. 


License Taxes 

All states which permit the manufacture or sale of 
alcoholic beverages levy special license fees for the 
privilege of engaging in those businesses. Most states 
have special licensing laws applying to one or more 
other types of business. Druggists, barbers and beau- 
ticians, funeral directors, and many professional peo- 
ple will find that their businesses are subject to license 
taxes in many states. 

In addition, nine states have a general license tax 
law providing for a varying scale of license fees upon 
nearly all classes of business operation. The states are 
Alabama, Arkansas, Florida, Georgia, Louisiana, Mis- 
sissippi, North Carolina, Tennessee, and Virginia 


Unemployment Compensation Tax 

All states levy an unemployment compensation tax 
to conform with the requirements of the Federal So- 
cial Security Act. However, many variations are to be 
found in the different states. Under the federal law a 
business must have eight employees before it is sub- 
ject to the federal unemployment tax. Twenty-five of 
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MODEL 4900 — High quality desk 
lamp. Underwriters’ approved. Fin- 
ished in grey or brown. Uses 15- 
watt fluorescent tube. Weight 7 lbs., 


individually packed 





ONLY $8% RETAIL 


EE ———— 








No. 2317-WTA 


Doubly Reinforced 
Steel Frame with Ply- 
wood Seat and Solid 
Wood Arm. Available 
with Seat only of 
Seat and Beck uphol- 
stered 






The Only Tablet Arm Chair 
of its Kind anywhere. 
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Folds 


to 3” thin. 





1952 
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U. S. Pat. Pending 


FLUORESCENT DESK LAMP 
WITH ELECTRIC CLOCK 


$ 95 WITHOUT CLOCK, $13.95 RETAIL 
. 


LUSTROUS BROWN OR MODERN GREY 
RETAIL 


PRICES SUBJECT TO CHANGE 
TOP DEALER DISCOUNT 
Less Tube 


THE ILC DIRECTOR is America’s first decorator-styled desk lamp ... priced right 
for both home and office. It brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, A.C. current; uses standard 
15-watt fluorescent tube. Telechron electric clock movements. Bonderized baked enam- 
el finishes, with pedestal plate and pen tray in bright gold finish. Base is felt covered. 
Instant starting switch, 6 ft. rubber cord. Height, 10"; width, 20°. Weight, 7% Ibs., 
packed in individual cartons. 


WRITE COMPETE. see ime — INDUSTRIAL LAMP CORP., ELKHART, IND. 


ON COMPLETE ILC LINE 
TABLET ARM CHAIR — 
that FOLDS - Is Adapted for 

Multiple Uses 





It is destined to make its mark as one of 
the most useful adjuncts to portable seat- 


ing ever devised. 


This FOLDING TABLET ARM CHAIR 
is just the thing for... 


TAKING DICTATION, MINUTES, NOTES, ETC. 
STAFF MEETINGS 
GROUP DISCUSSIONS 


TEMPORARY SEATING AND WRITING 
FACILITIES 


EDUCATIONAL PROGRAMS. 


The Arm is an integral part 
of the chair—NOT AN AT- 
TACHMENT. It may be ad- 
justed to several positions— 
1) Raised upright to permit 
free ingress and egress. 
2) Completely lowered to 
the side. 
3) Folded flat against the 
seat for compact storage. 


Attractive Proposition to Dealers. 
Write for Complete Information. 








237 





BEFORE YOU BUY 


COPY HOLDERS... 





SEE THE 


RAY CHIT: 


READING EQUIPMENT 


NATIONALLY ADVERTISED... 
NATIONALLY ACCEPTED, 
HOLDS EVERY TYPE OF READING 
MATERIAL: STENO NOTEBOOKS, 
FOLDERS, CARDS, ETC. 


PROTECTED TERRITORIES FOR DEALERS 
NOW AVAILABLE 


PRES-TO-LINE CORP. OF AMERICA | 


2339 COTNER AVE. * LOS ANGELES 64, CALIF. 





Smartly Styled 


ZIPPER 
RING BINDERS 


Portfolios Brief Bags 


Business Cases 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 





Spring Line includes Many New Popular Priced Items of 
Special Appeal. It will pay dealers to wait for our sales- 
men, or write us promptly for details. 


Illustrated Catalog and Prices 
Sent on Request 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ° CHICAGO 6, ILL. 
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SCALES 


the most complete line of office rz 
mailing scales on the market today. 
Four models — Capacities 2 Ibs to 50 Ibs. (are ‘ 
Model 1546 Be 


A handy desk scale, case made of { 
durable, heavy Lustron plastic. Capacity ! 
2 Ibs. by 1 ounce, Computes postage for ' 
air and first class mail, and for mer- lf 


chandise up to 2 Ibs. = Be 
Large dial. Platform 2’ x 3’. Dimensions overali = 
52" x 24" x 62". Packed one to a carton. bx 2 
Shipping weight, 114 Ibs. 7 


Model 1509 


The postal scale for average office use. Capacity 5 lbs. 
by 2 ounce. Computes postage for airmail, first class 


and merchandise up to 4 lbs. 
Dial 62", glass covered. Platform 512" square. Dimensions overall 
62" x 6V2" x 92". Packed one to a carton. Shipping weight, 5 Ibs. 


Model 1530 


Parcel Post Scale. Capacity 25 Ibs. by 
1 ounce. Computes postage for merchan- 
dise up to 25 Ibs. for all postal zones. 
Dial 61/2", glass covered. Platform 51/2” square. 
Dimensions overall 6/2’ x 6/2" x 9V2"'. Packed 
one to a carton. Shipping weight, 5 Ibs. 


Model 1515 


Parcel Post Scale. Capacity 50 Ibs. by 
2 ounces. Computes postage for merchan- 
dise up to 50 Ibs. for all tal zones. 
Dial 8’’, glass covered. Platform 7" square. Dimen- 
sions overall 8’ x 7/2" x 10’. Packed one to a 
carton. Shipping weight, 82 Ibs. 























/ 


1546 





















Model 1515 


Order from your supply house 






HANSON SCALE CO. ®@ 525 N. Ada Street @ Chicago 22, Ill. 
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the states make employers who have a lesser number 
of employees liable to the state tax. 

The twenty-five states are Arizona, Arkansas, Calif- 
fornia, Connecticut, Delaware, Idaho, Illinois, Louisi- 
ana, Maryland, Massachusetts, Minnesota, Montana, 
Nevada, New Hampshire, New Jersey, New Mexico, New 
York, Ohio, Oregon, Pennsylvania, Rhode Island, Utah, 
Washington, Wisconsin, and Wyoming. 

The italicized states and the District of Columbia 
have a one-employee minimum. The tax varies among 
the states, but the minimum initial rate is 2.7 percent 
of the first $3,000 in annual wages of each employee. 
You should investigate the requirements of your state 
before you begin business. 

In most states the tax is administered by an Un- 
employment Compensation Commission, a State Divi- 
sion of Employment Security, or some similarly titled 
agency. Usually the agency is located in the state 
capital, with field offices throughout the state. 


Income Tax 

Thirty-three states and the District of Columbia levy 
a net income tax upon incorporated or unincomporated 
businesses or upon individuals regardless of source of 
income 

If you are located in one of the following states you 
will NOT be required to pay either a corporate or a 
personal state income tax: Florida, Illinois, Indiana, 
Maine, Michigan, Nebraska, Nevada, New Hampshire, 
New Jersey, Ohio, South Dakota, Texas, Washington, 
West Virginia and Wyoming. The States of Pennsyl- 
vania, Rhode Island and Connecticut have a corporate 
but no individual income tax. 

Delaware has an individual but no corporate income 
tax. Since these taxes are enacted by the state legis- 
latures, enactment or amendment of state income 
taxes may take place at any session of the state 
legislavure 


LOCAL TAXES 


Because of their variety, only a brief mention can 
be made of local taxes. You should investigate care- 
fully the local laws providing for license fees, permits, 
and special taxes relating to business and levied under 
the authority of your city or county government. The 
most important form of local tax, other than the prop- 
erty tax, is usually a special license tax. Often this is 
a mercantile license tax based on gross volume of busi- 
ness or a tax on business, professions and occupations 
according to a schedule of fixed rates. However, Toledo, 
Columbus, and some other cities in Ohio; Louisville, 
Kentucky; Portland, Oregon; and Philadelphia and 
some other Pennsylvania cities have city income taxes. 
New York City, New Orleans, Denver, and a number of 
West Coast cities, particularly in California, have sales 
taxes. There has been a decided increase in the use 
of this form of municipal business tax 


INFORMATION SOURCES 

All Federal taxes are administered by the Collector 
of Internal Revenue for the district in which the busi- 
ness is situated, and you should write to that official 
for further information on Federal taxes. 

However, in the case of social security or Federal un- 
employment compensation taxes you should write to 
the nearest field office of the Social Security Admin- 
istration. Inquiries regarding state and local taxes can 
be made of local officials who can direct you to the 
various agencies administering such taxes. 





Miami Stationers to Take New Location 

The Miami Stationers, Inc., headed by Walter Boeh- 
mer, will move to a downtown location in Dayton, 
Ohio, about Juns following an improvement program 
in the building 

The new stor 27 E. Second St., will occupy a 
much larger floor space than the present business.—AK 
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Size when closed 6%4"x9s" 


Kirk albums have 16 pages, 8 pages 
mounted with 6 photo protectors per 
page and 8 pages blank for future use. The 
albums are so constructed that they always 

open flat. The 48 protectors mounted in each album 
will protect 96 pictures and 96 negatives. Albums are fur- 
nished with any one of 8 popular size Photo Protectors. 


KIRK PHOTO 2°20LCCLO24 rom rnin 


Made of EASTMAN KODAPAK PLASTIC 

Made especially for mounting photo prints in albums the 
easy way. No glue needed. Simply pull off protective strip 
from adhesive tape and stick to album pages in any posi- 
tion desired. Insert 2 photos back to back with 2 negatives 
between photos for safe keeping. One package protects 
24 photos and 24 negatives. 12 Photo Protectors per pack- 
age. Large size 70c per package (retail). Small size 50c per 
package. All popular sizes packed in attractive counter- 
display carton. 

DEALERS WRITE for Sales Helps and Trade Discounts 

KIRK PLASTIC €O. 170 €. JEFFERSON BLVD LOS ANGELES 11, CALIF 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10" PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1!) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
¢ PLATENS 11x13” all from Eva-Press and 
¢ INSIDE CHASE 10x12” have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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LITEMASTER © 


Executor 2 LITER 


LITEMASTER 
EXECUTOR j 





Ne. 60 


TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


e No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 

Genuine Telechron 3'/,"' diameter electric clock, 

Smart die-cast base 6'/,"" x 9/,"". Height 14%". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 

U. L. approved construction and electrical materials Automatic 
on and off switch. 

Rubber bumpers for surface protection 

Shipping weight I! Ibs. 

For standard 15 watt T8 fluorescent tubes. A. C. only 


FREE COUNTER OR WINDOW DISPLAYER 


Retails for $19.95 


Slightly Higher Denver West 


FLEXO INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 





Master Manufacturing Company 


* No Dent Rubber Cushions 
*® Noiseless Glides 
*® Rubber Chair Bumpers 


* Furniture Casters 

* Office Chair Casters 

*® Portable Equipment Casters 
* Rubber Stripping 














< Precision Ma 
chined Stem 


<- Stay Put Wood 
Socket 


Precision Engineered 


Races >> < Hardened 
Races 
Grade A Ball Bearings > 
<- Floating 
Cadmium-Oxydized Action 
Copper Nickel > Swivel 
Finishes 
< Hardened 
Fork 


Non- Molded Rubber 
Turning < Wheel, Hard 
Axle > or Soft Tread 
ba 
asily Engineered for 
Changed Service by Craftsmen 


Master Manufacturing Co. 
Phone 71-451 
1676 E. 28th St., Lorain, Ohio 


Attach coupon to 
your letterhead 


Master Manufacturing Co., Lorain, Ohio: 


Please send catalog No. 10 and new price ot wit 
discounts. 


Company Name 
Individual . . 
Address 


Ga ceecondecenes . Zone State 
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G. J. AIGNER COMPANY, 426 S. CLINTON ST., CHI- 
CAGO 7, ILL.—Just announced is the new index selector, de- 
signed to facilitate and expedite the sales of this company’s 
special indexes. It is a compact, illustrated loose-leaf catalog 
containing full information and samples on the selection of 
celluloid tab indexes, tab styles and sizes, colors, papers and 
arrangement, as well as helpful details on punching and re- 
inforcing. Dealers may write or call the company in Chicago 
or at the New York office, 97 Reade St., New York, N. Y., 


for information on how the index selector may be obtained. 


ALL-LUMINUM PRODUCTS, 1917 W. OXFORD ST., 
PHILADELPHIA, PA.—An amusing booklet telling how two 
ex-Gl’s parlayed an idea into a million-dollar business in less 
than four years has been issued by this firm. Titled, “What 





happened to Kilroy?”, this eight-page booklet tells how Bob 
and George Cohen developed a folding aluminum table. Occa- 
sion for the publication is the opening of a new plant where 
300,000 Fold-A-Way tables will be made each year. The booklet 
is illustrated with photographs and cartoons and is available 
without charge from the company. 


BARNOV-BERNSLEY & CO., INC., 37 EAST 21ST ST., 
NEW YORK, N. Y.—This company now offers a new leather 
swatch folder to office equipment dealers. It contains leather 
swatches of the 20 colors of top grain cowhide in which it makes 
its No. 1400 line of open stock desk accessories, as illustrated in 
catalog No. 1150. The swatch and copies of the catalog are 
available on request. 


ARROW FASTENER COMPANY, INC., ONE JUNIUS 


ST., BROOKLYN 12, N. Y.—Made available are eye-catching 
counter and window displays of the company’s No. 202 and 





No. 105 stapling machines. These are designed in sizes 8'2x11 
inches, printed in three colors. Both displays are also printed 
in Spanish for the Latin neighboring countries. Also, as part 
of a co-operative advertising and promotion plan for 1952, 
Arrow is offering a window sticker to stationery and office sup- 
ply dealers in order that they may be identified as an ‘“‘Author- 
ized Arrow Dealer.” This new type decal window sticker ad- 
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Fritz-Cross 











Built 
especially 
for the 
Junior 
Executive. 
It’s man- 
sized, 
brute-strong 
and designed 
for masculine 
comfort and 
pride. 





No. 350XL 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 














34” wide lip 
CHAIR 
AT NO MATS 


For That 
MODERN DESK 


(ISLAND BASE) 


IDEAL OVER HEAVY 
CARPETS — ROUGH 
FLOORS — WORN 
SPOTS 












Made of 
TEMPERED 
HARDBOARD 


COLORS: BROWN - GREEN - MAROON - BLACK - GREY 


ry CIRCULAR PRICES 
gARD UPON REQUEST 
chs 


CT 


fi ali 
UAL 
i 


AROB 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. ° ST. LOUIS 7, MO 
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PURPOSE FLUORESCENT 
e g 
LAMP THAT GOES. 


~ 


EVERYWHERE 










Prices Higher 
Denver West 


wits THE NEW Hoar IS HERE NOW! 
> “6 
| The lamp of a thousand uses. 


Only has the patented 
double-spring device for giv- 


=) ing finger tip flexibility. 





GENERAL MODEL 


. a Ligne S457" 
_L—-m UL. approved materials . . . onan 
=o bronze, grey and green oven- . *18 
Sy fired enamel finishes. 
= DESK MODEL 


Puts light where you want it, |? emt Sggee 


SS 2 \ home, industry or institution. 
“—J 1S watt fluorescent tubes packed MOOR MODE 
' ‘a lamps, available extra. @ Light$2978 
Standard Dealer Discount ac omty 











FREE COUNTER OR WINDOW DISPLAYER 


FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. ° CHICAGO 24, ILL. 


~ ~*~“) orp MEL . 
Pe EAL DROTESED 
G 








? is 

f Aigner 
|B oa 
4 Sales picture, that is, especially if 


you furnish index systems to your 
customers. Aigner stock indexes are 











» well known in the field, but not all 
2 stationers, printers, and bookbinders 
a. have discovered the manifold benefits 
i~ of Aigner's Special Indexes—to them- ; 
m” selves as well as to their customers. 
( } 4 These are custom made index systems, 
\! necessary and helpful, easy to sel! at 
\ a comfortable margin of profit. Write 
) or call for the information you need. ‘ 
We have two plants to serve you. 
} Aigner Indexes 
%\ 
“ 426 S. CLINTON ST., CHICAGO, ILL. 
97 READE ST., NEW YORK, N.Y. 
Ad ie: 
= ~-- re . 
Sa O99 = SSS 
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performance 
THE BENTSON 


“‘Gop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


| “The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA + ILLINOIS 











KLLL-J21TE 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 














@ NON-SKIP 
@ LONG LIFE 
@ NO SMUDGE 


Retails for 


@ FULLY GUARANTEED 





only © WRITES 50,000 WORDS 
@ TRANSPARENT PLASTIC 
2%: @ PRECISION ENGINEERED 
@ 4 BEAUTIFUL COLORS 
including tax 


§ @ IMMEDIATE STARTING 
@ INSTANT DRYING PERMANENT INK 


/ 





THREE DIMENSIONAL DISPLAY comes ready set 
up for either counter or wall. Pens are clearly 
visible, allowing the beauty of the pens to speak 
for themselves. Choice of two displays containing 
12 or 36 pens, availabie. 














Write for illustrated literature and dealer prices 


1bb-F2¢TE PEN /NC. 


RIDGEFIELD PARK, N. J. 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 









iff} 


mae Yff 

34” Lip Y] 
Greater 

Foot Space 










5 Colors 


EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 


Long Island, N. Y. ©¢ Chicago, lil. * Laurel, Miss. 





WooDALL [NDUSTRIES [NC. 


3500 OAKTON ST. 


Joslin Eclipse 


PRECISION TIME STAMP 


Chicago Telephone CO 7-2600 


SKOKIE, ILL. 












FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLIN wee. company 


MANISTEE MICHIGAN 
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heres to glass, enamel, glossy, painted or metal surfaces without 
adhesive. Printed in four colors, this sticker can be easily re- 





moved and leaves no mark or stain, and is reusable. 


GEORGE F. CRAM COMPANY, INDIANAPOLIS, IND. 


—This firm is offering 42 Modern Series pocket maps at low 












Crams 
moor EN eens 


POCKET MAP 


(etme mes Ber) eet 






mores 


POCKET MAP 














cost, the counter display box for which, shown here, is avail- 
able to all dealers. The maps are extremely detailed for place 
names, rivers, lakes, mountains and so forth. 


DORO MANUFACTURING COMPANY, 220 W. INSTI- 
FUTE PLACE, CHICAGO, ILL.—These manufacturers of a 
popular priced line of office desks and typewriter desks have 
produced a new catalog illustrating the whole line. It is the 
largest yet issued by the firm. 


HERRING-HALL-MARVIN SAFE COMPANY, HAMIL- 
TON, OHIO.—A new attractive packet of promotion aids to 
sell the advantage of safe-deposit service has been designed 
by the company. It contains six sample colorful folders and 


" 
\ yu de 


Is 





proofs for six 200-line newspaper ads with complete instruc- 
tions concerning how Herring-Hall-Marvin makes them avail- 


able to banks. The folders have a blank page so that they 
may be imprinted. A sample packet may be obtained from 
the company’s advertising department. 


HOLT PEN COMPANY, CROMPTON, WEST WAR- 
WICK, R. L—A new catalog illustrating and describing the 


Neetline series of automatic pencils, fountain pens, Neetline 
ink riters and Duo Riters, is now available. General sales 
information, in addition to prices for engraving and for 
accessories, is given 
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another “U. x specialty 


Gummed Edge Carbon Paper 


This new adhesive-edged carbon paper . . . known 
as P&P... (press and peel) . . . is truly revolu- 
tionary! 


It has instant appeal to companies having machine 
bookkeeping setups . . . offering simplification in 
journal posting . . . in the record-keeping of payrolls, 
inventories and other distribution sheets! 


Superior to carbon binders in application and legi- 
bility . . . and more economical too! 


A profitable specialty for the alert dealer . . . we 
urge you write promptly for the interesting facts. 


f , , eerie 4 j? 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. « PHILADELPHIA 6, PENNA 
kest 





Southworth 


The Typewriter Paper 





The Southworth Line is 
your guarantee of complete 
customer satisfaction be- 
cause Southworth makes only quality papers—a grade 
and weight for every typing need. 

Remember, too, the Southworth policy of selling only 
through stationers is another profit-producing advan- 
tage for you. 

Keep your customers satisfied 


with the dest typewriter papers 
and the best is Southworth. 


Inquiries invited on 
Southworth franchises. 











WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 


527 South Wells Street, Chicago 7, 







illinois 
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| hae MINNESOTA MINING & MANUFACTURING COM. | 
F Q) R ¢ f PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—Shown | 
My the here is deal S, a new cellophane tape and dispenser combina- 


tion designed especially for use by banks, schools and offices. / H 
& ' 




































mumbering 
“ c 
| machine | 
) | 
| Contains 2 extra move- 
i ments for triplicate and 
if quadruplicate in addition 
tt to standard consecutive, 
] duplicate and repeat 
i movements. § actions in The deal, sold as a complete unit, includes one dozen '/2-inch 
Hi one machineelall narmol x 1,296-inch rolls of Scotch brand tape and two handy desk 
Hy office requirements dispensers. The second dispenser is included at no extra cost. 
Foolproof mechanism. bt deal is being offered nationally through office supply 
outiets. 
Deeply engraved charac- 
ters, lightweight aluminum MURPHY CHAIR COMPANY, OWENSBORO, KY.—De- 
frame, easy-to-grip plastic signed for easy filing, the company has printed a new catalog 
handle. 6 figure wheel containing complete information concerning the Murphy office 
capacity, Gothic or and commercial chairs and tables. Groupings of chairs illus- 
Roman. Prefix letter trated and described include the Main St., Park Ave., Com- 
wheels available. mercial, Executive, Bank of England, Turned Post and Presi- 
5 Year Guarantee. dential. 

MYRTLE DESK COMPANY, HIGH POINT, N. C.—A 
brochure on the 8500 Georgian series and a new price list are 
now available. Several pattern numbers have been reinstated, 

“ v ‘ ‘ Q R c ; while others have been discontinued. 
. . , 
P MOANY. a REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK, N. Y.—A handy guide to better filing, “Office Manual 
64 White Sweet, of Filing Systems and Supplies” is now available. The 92-page 
manual is well illustrated and in six comprehensive sections 


deals with vertical filing systems, vertical file guides, card in- 
dexing systems, card guides, filing folders and fasteners, and 
filing aids. It is obtainable on request. 


RITEFORM CHAIR COMPANY, 2300 ELLIS AVE., ST. 
PAUL W4, MINN.—The No. 502 catalog has been issued to 
dealers in order to feature a complete line from lower-priced 
typist chairs to finer executive suites. A supplement, 502-B4, 
was necessary to show the new 99 series. The theme of “Relax 
with Riteform Chairs” is tied in the company’s effort to induce 
vacationers to come to Minnesota for rest and recreation. A 
ALL-PURPOSE BUSINESS beautiful scenic view on the back cover of the catalog, showing 

stately pines of Itasca State Park at the headwaters of the 
Mississippi River, gives the urge to visit the beautiful vacation 


at: SHOW for 195? land area of northern Minnesota. 


THE TAYLOR CHAIR CO., BEDFORD, OHIO.—A de- 
parture from the usual office chair price lists is evidenced in / 
the new Taylor price list No. 148, published in January, and 

EVENT 3 d ti applying to the new Taylor catalog No. 136. In the 12 pages 
ar nterna 1ona listing retail prices a small half-tone cut of every item is shown 

for easy identification. Included are new designs. The list does 


of the Conference not reflect any price increase over the previous one. 


* Kingshill Named Victor’s Akron Manager 


7 

ear! Howard J. Kingshill has been named branch manager 

J CIVIC AUDITORIUM in Akron, Ohio, by the Victor Adding Machine Com- 

San Francisco, Cal. pany. He takes the post occupied by C. A. Alseth prior 

important! MAY 19, 20, - ae transfer from Akron to the Dallas branch 

K Mr. Kingshill was associated with Victor for six years 

in Philadelphia, Pa., serving as assistant branch man- 
ager before promotion to the Akron managership 


in conjunction with NOMA's 


















display space is 
98% gone .. if 








you wish to , 
participate, Of N < “ I . 
act immediately. oc for : 
Write to: The stork visited the Herb Monson’s of Duluth, Minn., 


on December 29, 1951, when a son, Carl, arrived. He | 
weighed in at 7 lb. 10 oz. Proud father is stationery 
buyer at A. & E. Supply Company in Duluth. 
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EYE APPEAL 


and 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
ee) 

Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’ wide 
18’ deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
Available in baked 
enamel of olive green, office gray or brown and 





weighs 100 Ibs 
Iruly merchandise of great quality and priced to 


meet market trends. Write 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


fy \ - 
l8zARe of pom Wg 7 


ae 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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SPOTLIGHT FOR AC7/O/V 


WITH 


SIGNALS 
and MABTACKS 





osama B. Graff Co., Cambridge 40, Mass. 


THE CHAIRS | 
OF THE MONTH. 


2 SPRING SEAT 
CHAIRS 
FOR SOLID COMFORT 











DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
OF OUTSTANDING BEAUTY 









Write for illustrated catalog, dealer prices and discounts 








Bloomfield, N. J. 
BLOOMFIELD 2-4120 


225 Belleville Avenue 
DIGBY 4-3245 
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One of the 

most 

useful : For Binding 

items in all Records 

your stock trom 

= _and Vouchers to 
Newspapers 

therefore 

one of the 





MOST PROFITABLE 


ACCOPRESS 
BINDERS 


Some firms use thousands of Accopress 
Binders every year—because there is no de- 
partment where they are not useful. For 
temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around. 


See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N.Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 


























AFFORD COMFORT UNDERFOOT 
... retard fatigue for those working at 
files or office machines. 





SILENCE ANNOYING FOOTSTEPS 
... increase efficiency. 


STOP DIRT AT ENTRANCE 
. protect carpets, reduce cleaning and 
redecorating costs. 


AIR-TRED SPONGE RUBBER 

with resilient long-wearing top 
Softer than carpet runners. Costs much less. Does not mot down. Vermin- 
proof. Easily handled. Easily cleaned with vacuum or damp mop. Black 
or maroon. %4" thick — 36" or 48" wide — any length up to 60 feet 


EZY-RUG RUBBER LINK MATTING 


Traps the dirt at the door. Prevents tracking throughout offices. Corrugated 
ridges scrape the dirt from the feet, trap it in the openings, out of sight. 
Rolls up for easy cleaning. Non-trip beveled edges. Any width up to 
8 feet — any length. 


DO-ALL, ALL-PURPOSE RUBBER & CORD MATTING 


Hugs the floor. Beveled edges. Affords effective carpet protection at 
drinking fountains. Comes in rolls 35’ wide by 20’5"’ long. Four mottled 
colors: Venetian Red, Erin Green, Delft Blue and Mosaic 


MATTING 


Use coupon now to obtain literature and prices. 


AMERICAN MAT 
“America’s Largest Matting Specialists’ 
1722 ADAMS STREET TOLEDO 2, OHIO 


+ 
CORPORATION | 

| 

Please send literature and prices on floor matting for offices | 
| 

| 

| 

| 

| 


Street . 


CO BD GMO. ceccvcreevees . wee os , 
In Canada: American Mat Corp. ‘Ltd., Canada Trust Bidg., Windsor, Ontaric 





§°NStruction 
“rve : 


rolj ed-« i 
backresy ge 





Seamless tube construction with extra 
steel reinforcing bar within legs—Die-formed 

leg stretchers for extra strength and rigidity, Choice 
of large, curved plywood or steel seat for 


maximum comfort and correct posture, 


£813 U 


METAL PRODUCTS @e GREEN BAY e WISCONSIN 



































Sales Representatives WANTED! 


For The NEW 
Simplified! 


Improved! 


“TOPS” 


LINE OF 


STOCK 
BUSINESS 
FORMS 


All These DEALER ADVANTAGES! 


« Forms Boxed—Not Wrapped Convenient Packages 


om 
¢ Over 500 Forms In Daily * Top Quality Stock 
Demand © Priced to Sell 
. 


Reg. Dealers Discounts 





CATALOGUE 


SIMPLIFIED 


sTOCK 
gy SiNESS 


FORMS 





* Dealer's Name on Box 


CHOICE TERRITORIES STILL AVAILABLE 
Our sample book of the complete line of forms makes selling a 
ch, repeat orders, a certainty. Write today for full details, give 
all details, territory, your present lines, etc All replies promptly 
answered. WRITE TODAY! 


“TOPS” BUSINESS FORMS 


107 N. Wacker Drive Chicago 6, Illinois 
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In March of 1882, When: 


Floods raged along the Ohio River then, as now. A Cincinnati 
correspondent wrote Here are floods and destruction. The South 
below Memphis, the ftairest of the cotton-growing regions, is under 
water. This great flood will sweep away fences around cotton fields, 
but it will leave the land richer Business on a thousand miles 
of the beautiful river is af a standstill. A hinged cover inking 
cushion was introduced by R. H. Smith & Company Springfield, Mass. 


From files of the American Stationer 


In March of 1892, When: 


The Buxton & Skinner Stationery Company, St. Louis, Mo., was 
operating a night and day force, “owing to the increase of orders. 
The editor of the American Stationer commented, “‘A great trade 
paper is builf up by many honds; ifs reputation is secure in a unity 
of confidence. He who ava himself of its columns and its harvest 
field does so wisely. If what he makes or sells for or in the interest 
of manufacturers is wanted, the first demand for it is a natural sequence 
of judicious advertising. An augmented demand proves that he selected 
the best trade medium to reach dealers in every section of the country, 
and that his specialty worth buying and selling again. . (From 


files of the American Stati« 


In March of 1902, When: 


The Laughlin “New Departure’ pen was advertised in 1,500 pub 


lications Walter F. Cushing of Adams, Cushing & Foster, Boston, 
Mass., was spending a few weeks in Jamaica The Chicago 
Copyholder was retailed by the Chicago Writing Machine Company 
for $1.50 The Sanford Manufacturing Company, then 45 years 


old, was occupying a new ink plant at Congress & Peoria Sts., Chicago 
William H. Reddington was then president. From files of the 


American Stationer 


In March of 1912, When: 


Mabie, Todd & Company of New York City, makers of the Swan 
ine of fountain pens, perfected the “Inksight Fountain Pen 
0. J. Timberman was promoted to the position of secretary of the 
Somue! C. Tatum Company The Standard Typewriter Company 
announced that if had changed the name of its machine from the 
Standard Folding to the Corona typewriter Yawman and Erbe 
Manufacturing Company introduced the Y. and E. efficiency desk. . 


The Western Union Telegraph Company purchased 10,000 Underwood 


typewriters Henry Bainbridge was elected president of the 
New York Stationers Boar f Trade From files of Office Ap 
pliance 


In March of 1922, When: 


Thomas A. Edison, the distinguished inventor, entered his 76th 
year Ezra Meeker Oregon pioneer, at the age of 91 mas 
tered a typewriter and used it to write a new book, “Seventy Years 
of Progress The Peters-Morse Manufacturing Corporation intro 
duced a new adding an sting machine The Xce! Typewriter 
Corporation was incorporated in New York City The Eggens- 
Hambler Company became new concern in the fountain pen field 

The Miller-Bryant-Pierce Company occupied a new factory in 
Avrora, |! Charle Mitchell headed the Midwest division of 
the National Association of Stationers & Manufacturers which met in 
Kansas City, Mo The courts decided a contest over the will of 


Samuel Kraus, Eagle Per Company, who died January 3, 1920 


leaving an estate of $1,000,000 E. W. La Tourette became district 
manager for the Elliott-Fisher Company on the Pacific Coast . . The 
C. F. Cody Company fook over the stock of the Dubuque Office Equip 
From files of Office Appliances 


ment, Dubuaque, lowa 
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A quality tine of stands and pads fea- 

turing all popular styles and sizes. Ali 
stands are made of metal and equipped with 4 
rubber feet. Calendar pads are lithographed— 
on high-grade bond paper. Fast, 2-coler tithe- 
graph printing enable us to give you the best 
in quality and prompt service. 


Write or phone for details. 


TARK CALENDARS «xcorporated 


100-112 BISSELL ST. - PHONE 755/ + JOLIET, ILL 














VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 











Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 








135 GRAND STREET 
NEW YORK 13, N.Y 
CAnal 6-5728 
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Here’s the Best Buy 


in OFFICE DESKS anywhere 
ONLY *859° 


less 
usual 
dealer 
discounts 


No. 42305—SINGLE PED- 
ESTAL FLAT TOP DESK 
—Top 4 3 


drawer fronts of Rift Oak 
& Sliced Wainut. 





framed-in bottom. All 
Oak interiors. Finishes 
Oak, Wainut and Mahogany Shipping wt iia it 


Let us ship you a PREPAID SAMPLE on an abso- 
lute 100% return guarantee. Freight charges 
invoiced to you after you say you're completely 
satisfied. 

Write for Catalog of Complete Line 


DORO MANUFACTURING CO. 


220 W. INSTITUTE PLACE 
CHICAGO, ILL. 











OANAITH 


Makers of 


AGATE CARD TRAYS 

BOX FILES 

DESK TRAYS 

GREEN EDGE STORAGE FILES 


HEDGES TRANSFER FILES 
(formerly the Durability) 


VERTICAL TRANSFER CASES 
SORTING TRAYS 

CARD STORAGE CASES 
CLIPBOARDS 

WOOD CARD FILES 

STEEL CARD TRAYS 





hedges MANUFACTURING COMPANY 


2931 WENTWORTH AVE. ° CHICAGO 16, ILLINOIS 





Your Business wil! have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 















TOW, J. K. Lasser has written a new guidebook especiall 
for proprietors and operators of small stores, factori 
service companies that shows how to buy, sell, manufacture 
operate, control ; handle all parts of your business better 
In it, you will find an amazing list of do’s and don'te—ideas 

' 


methods, pointers, to help the small businessman not only stay 
in business, but also, more important, make a satisfactory profit 


HOW TO RUN A 
SMALL BUSINESS 


By J. K. Lasser, C. P. A. on; 
Adjunct Professor of Taxation, Chairman, TAXES 


1001 profit- 
building ideas 


Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x9, $4.95 PRICING 
TI‘HIS book is a valuable, realistic guide to sound, profit FINANCING 
able, enduring business management. In the form of 
check-lists and brief fact-filled statements, it covers every MAIL ORDER 
thing from how to get good records and check a customer's CREDITS 
eredit . . . to how to train new salespeople and lay out a 
plant. Presents every opportunity for building business etc., etc. 


plugs every loophole for escaping profits. 


-SEE THIS BOOK 10 DAYS FREE 5 


McGraw-Hill Book Co., Ine. I 
330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 
Business for 10 days’ examination on approval 
In 10 days I will remit $4.95, plus few cents for 
delivery, or return book postpaid. (We pay for 
delivery if you remit with this coupon; same 


13 big sections 
provide scores of 
ideas on: 

® How to Build for Profits 


© How Best to Handle Your 
Credit and Installment 
Sales return privilege.) 








y -~ Fy a Rae Pre 

© How to Operate a Store owed ome — MANUFACTURING COMPANY 
wepadeeprared Si OA 332 2310 N. MAIN ST. © FORT WORTH, TEXAS 

° —— in This offer applies to U. S. only 











nothing 
finer 
than 
STANLEY ova 
No. 201 2 
fine 


LEATHER FURNITURE 


The complete line of STANLEY Fine 
Leather Furniture includes Swivel 
Chairs, Side Chairs, Club Chairs, and 
Sofas in numerous styles and designs. 
Available in Top Grain Leather or Du- 
Pont Fabrilite. Wide choice of colors. 
Write for descriptive literature and 
prices. 


STANLEY 
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Sit-Well 
CUSHIONS 
Handsome Covering Material 
REVERSIBLE Brown & Green 


2” FILLER 


Foam Rubber 
Bonded 


No. 402 






DROP FRONT FILE 


Above No. 40 

*% Full hinged cover 
and front 

% Quick reference 

% Card holder with 
pull handle 

*% Shipped without 
folders 

*% Extra large capacity 

we 12%" x 10" x7” 








deep 
*% Baked enamel finish 
Gray or Green 
% Six per carton $6.00 $5.80 $5.40 
STEEL CASH BOX 17x18” 15x17” 14x15” 
No. 1111 
*% Cantilever Coin Tray Regular Dealer Discount 
Raises when Cover 
Is Opened 
ill Proof 
* gy a FOX 
from Spilling 


*% Carrying Handle on 

Cover. Sturdy, One 

WRITE FOR LITERATURE Piece Construction. 
6 per Carton — 
Weight 30 Ibs. 


GEO. E. FOX & CO. 


1051 NORTH THROOP STREET 











1 GOODFREND METAL PRODUCTS cusuions CHICAGO 22, ILLINOIS 
IS 6852 INDIANA AVENUE CHICAGO 37, ILL. Since 1911 











| 
| — 
| —>~ 


ar 
Buckeve 


CARBON PAPER 


at VBAUe, 





Rigid Corner Posts— 
Safer Recessed Hasps 


The Neubauer ‘“TWIN- 
POST’ corners are actually 
2 posts with 3 strong cor- 
ners (see inset circle), They 
keep the whole basket rack 
rigid and in line. 

















' NYLON Ribbons by 
| BUCKEYE! 


Note below how dividers 
guide and separate baskets 
and how hasp and padlock 
are neatly recessed inside 
shelf edge. Eliminates dan- 
ger of cuts and bruises. 


The Last Word in 
Quality, Cleanliness 
and Durability 





FREE_ ESTIMATES — Neubauer 
gym Basket Racks are made in 


Ask Us About Them 





We also make Neubauer ‘“T win-Post”’ capacity desired for any size bas- 
shelving in range of sizes. Write for ket and can be equipped with 
casters. Olive green or airline 
THE BUCKEYE RIBBON & CARBON co. literature. grey. Special colors available. 


Inquiries invited from school supply dealers. 


CLEVELAND, OHIO 


A es NEUBAUER MFC. CO. @mmathoineeee 
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pnrene: STEEL * HAMMERED SILVER FINISH p 't ® thi B 
CASH, BOND i UTILITY BOXES on URS IS 
¢ . . S| 
} Opportunity for Profit... \ 
PE€. - Sp 

cul 
POSTING TRAYS ae ” 
AND STANDS tu 
with eq 
th 
3 BUTTON MAGIC a 
Popular Styles 
: ¢ 
No. 10 SERIES—4 Styles @ Investigate the 
No. 910—Key Lock, No. T 
No. 1910 Key Lok 6 Ag ieee | EXTRA sell Spe 
tray j , 
No. 910CL—Comb. lock, no tray me features of 
No. 1910CL—Comb. lock, 6 comp P. E. C. Posting 
steel tray = 
Trays and Stands. 
No. 23 SERIES—4 Styles L h 3 
tes Cited tal, ab tees earn how 3 But- 
ie FEED Hey lock, 6 comp. steel | ton Magic Control 
No. 923CL—Comb. loc no tray | i > 
No. 1923CL—Comb _ 6 — | will add spe ed 
steel tray ond efficiency to 
All boxes are individually | your customer's 
boxed | R 
| machine book- 
WRITE FOR a a | keeping department. 
MLUSTRATED CATALOG 
ENTRAL Distributed Thr h 
CAN COMPANY ¥ Hs Fg POSTING EQUIPMENT 
“' Suease eS CORPORATION 
Export Representatives For complete facts on the 777 HERTEL AVENUE 
FRAZAR & CO., 50 CHURCH STREET, P.E.C. line write BUFFALO 7, N.Y 
23 SERIES Size: 11% x 6x 4% NEW YORK 7, N. Y. = 
——— Coble Address “"FRAZAR'’ New York 


FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 


CHAIRS 


TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 





from churches, 





Write us when you | 
| have inquiries 


schools, clubs, etc 


STEEL or WOOD -— 
FOLDING — NON-FOLDING. — 
Save time! State type and 
quantity under consideration. ‘JS F 































' 
ADIRONDACK CHAIR CO. 
Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y 
e000eeet 
CASH REGISTER 
be | WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 
COLONEL CARBON COMPANY WRITE FOR OUR LATEST CATALOG | 
Monufact ' Fincr Duplicating Materials INTERNATIONAL CASH REGISTER PARTS COMPANY | 
| Be e 2810 W ADDISON ST. 4 CHICAGO 18, ILL ) 
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KING 


ADDS 8 NEW MODELS 


WITH MORE BIG PLUS FEATURES 


NOW ... KING complements its 
big fast- -moving line with eight 
new sales-proven models + out- 
standing design. Trim, 

models of custom-built euctanet 
. . « featuring new modern styl- 
ing, new seles-tested fabrics, ex- 
tra-wide seats and extra-deep 
cushiony live foam for efficient 


BOSTON = 


SELF-FEEDER 


No. 4 


Specify Boston 30 


cutting edge speed 









cutters. Patented fea 


fures, imitated but 
' working comfort. 
equaled. You can’t buy better \} 
‘ — getey for Our New Literature 
than a Boston. Backed by a full These Qutstanding Models. 


years guarantee 


C. HOWARD HUNT PEN CO. 
CAMDEN 1, N. J. Tey re) POSTURE CHAIR COMPANY 


POS ES a 953 S$. RAYMOND AVE. 
Speedball Pens and Products ; PENCIL SHARPENER NEW MODEL 222-C PASADENA 2, CALIF. 


Hunt Pens 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks suited 


KING 























Gold Lacquered Metal 


LABEL & CARD HOLDERS 


Complete range of 
sizes and styles 


Always in demand. Low cost. Profit- 

: and secures contents 
able to handle. Identify contents of sah toenail cal 
shelves, bins, boxes and drawers. egeins: 10 po 


age. Thousands in use 
daily. 
Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 


IMMEDIATE DELIVERY 
Send for Samples 





Write for Ilustrated Price List 


CHICAGO CARD HOLDER CO. 


manufacturers — 
P. O. BOX 217—OR 
732 N. MORGAN STREET 
CHICAGO 26, ILL. 























ACCURACY 
means QUALITY 


* Wiggins Blank Scored 
Card Stock and Lever Bin- 


= oe 
JOIN THE der Cases are made for =. Cc 
gravers, Stationers an 
= OPPORTUNI TY Printers who have reputa- 
: tions to maintain. 
As to quality, neither can sconap cous 
be excelled at any price. 
Samples on request. 
@ Carried by the following paper merchants: 
New York City Cineinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co. Carpenter Paper Ce. 


Pittsburgh Detroit Heousten 
Chatfield & Woods Co. Seaman-Patrick Paper Co. L. S. Bosworth Co., Ine. 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. . CHICAGO 5, ILL. 


Invest in THE MIDWEST PEDESTAL LINE 


featunin the 
s bd ““DUHONEY-20” . ~ 


AUTOMATIC LOCK 
End seating, giving 


more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 


advantages of the 
Midwest Pedestal Leg 
Folding Table. 


*“DUHONEY-20” legs 
fold for easy storing; 
lock automatically in 
place — can't collapse. 


CHOICE OF PLYWOOD, 
MIDTEX, FORMICA & 
LINOLEUM TOPS. 

























DISTRIBUTORS IN ALL MAJOR CITIES 
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OAK 


Legal and letter 
size hardwood 
desk trays in 
a beautiful 
natural oak 

finish. Heavy 
full felt besten, In- 
spected and individu- 
ally boxed. 


2830 ROBERTA ST. 


THE TRADEMARK OF QUALITY) 


WOOD DESK TRAYS long-life 


WALNUT FINISH 






oak, aoa gray and 
steel green. 


The Stempco Line includes chair mats, costumers, arch boards, arm rests, biackbocrds, desk trays, clip boards 
and check racks. Send for new 1952 catalog just off the press. 


STEMPEL MANUFACTURING CO. 





GENUINE WALNUT 


Here's the desk 

tray in genv- 

ine walnut. 

Hand finished 

to perfection. 

Both letter and 
legal size. 


Also available 
in many other 
opular finishes 
including imi- 
tation mahog- 

blonde 


DALLAS, TEXAS 








MR. DEALER .. . 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 

IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 


Write or call for complete information, 





prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
74 Broad St., New York 4, N. Y. BOling Green 9-8231 
WAREHOUSES—MIAMI, FLORIDA—NEW YORK, N. Y.—LOS ANGELES, CALIF. | 











ATTENTION DEALER SALESMEN 
Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





Make Those Extra Commissions 







enEcK covers 


eae LIzeD 
ERSONA «Ts 
cTATEM Ent eee a passeooKs 
savinas PASSBOOKS MACHINE Fost! 
TR 
DAN PASSBOOTS gooKs sit $ PERS 
u MERCIAL en ses coin wrar FORMS 


pockerT cH ECK CLOPES 
savers 





DEPOSIT SLITS BOOKS oIme 
ALLETS 


Wiliam lB xLINE Tue. 


1270 Ontario Street Cleveland 13, Ofl0 ccm 


“1h Potud urcuanicar 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


~~ ELWARD MANUFACTURING CO. 
_—,),,.» 557 Paw Paw Avenve, Benton Harbor, Michigan 














252 





ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 











Send for Folder . 
and prices. ul 








Manufactured by 


Straight Side Style Library Style 


4535 N. Ravenswood Ave. 





D. COTTERMA 


CHICAGO 40 











TYPE CLEANING MADE oy 


with the amazing 


yi 


CLEANS 
¢ Typewriters 
< * Billing Machines 
¢ Adding Machines 








Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
— it's easy to use—no mess e Addressing Plates 
—no liquids to spill * Marking Devices, etc 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 


MASTER SPEED KEYS 











SPRING PLASTIC 
CUSHIONED TOPPED 
Speed Keys’ Attractive 


finger formed 
plastic tops are 
always legible, 
will not wear 
down on the 
edges or be- 
come dirty, 
sticky or gum- 


spring cushions 
protect fingers 
and nails, in- 
crease typing 
speed and pro- 
duce clearer, 
sharper, more 
uniform type 
impressions. my. 

SELL THE BEST SELL SPEED KEYS 


Write for sample key, prices and dealers proposition. 


SPEED KEY CORPORATIQN, 2686 Chouncey St., Brooklyn 33, WN. Y. 
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FOR 
EVERY 


No. 17-33 PURPOSE 










ZF  NOTCHING 
«<— PUNCH 





TICKET PUNCHES 











Nos. 17, 33—Notches cards, poets. etc. No. 
17 dies not over 4” wide, a” 4 cep; No. 33, 
not over 4” p ol a 

No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No, 12, 2” reach, same 
style as No. 2. All will take special dies. 

Talley Punch— Registers number of punchings to 
99,999. Punches 4%”, 7%” or 34” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 














The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free aci 
leaves no brown stains. 


71 @ INK-OUT makes manent eradica- 
me tions quickly a application. 
lo fk @ INK-OUT removes ink, iodine, fruit 

, and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION © MONTCLAIR NEW JERSEY 


All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. * CHICAGO &, ILLINOIS 


oy) age), Byes, felt 
WORKS CO. *oiic" 
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500 originals J 
500 duplicates a, 
sz —~— 


Receipt Books 
for the trade 
PREFERRED PRICES 


Net a neat profit with 





this sure repeat seller 


_——_ Receipt and duplicate on Bond paper. 
Book sturdily bound, with strong cover. 
Write for prices and catalogue 
DUPLICATE RECEIPT BOOK CO. 
Box 842, Birmingham 1, Alabama 


Jobbers, Brokers Wanted Rated 


dealers only 











MARKIL O 
CELLULO/O PRODUCTS 


Socentees envelopes, punched; card-cases, any 
menu covers; factory record protectors; teg 
older’ bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markile Company, Mfrs. 


3688 8. Racine Ave. Chieage 9, U. 5. A. 









The Holder designed . . . 
with the Dealer in mind. 


The NEW 


Con RIGHT 


(line-by-line) 
COPYHOLDER 
It's “repair-proof and in 
wide demand by active firms 
that turn out considerable type- 


written materiali—also big RE- 
PLACEMENT market. 


Write for details. 
COPY RIGHT MFG. CORP. 


53 Park Place, Dept. D-I5 
New York 7, N. Y 


Canadian Agents 








UNDERWOOD Ltd. Toronto |. 
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“the executive look” 


matchless hand-finished satin chrome 


Here, in clean smooth symmetry, you see three new 
reasons for Royal popularity. Strikingly new is the 
beauty of hand-finished, heavy plate satin chrome 
... lustrous as a fine silver satin fabric. Amazingly 
strong and durable is the smartly designed square 
steel tubing. Comfort, always a Royal specialty, is 
further enhanced by the luxury of finest U. S. 
Koylon molded foam rubber. Upholstered only in 
Royalpoint cloth fabric—7 smart office colors. 


<=> 


metal furniture since '97 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 53 + Chicago 1 


Wew York « Los Angeles + Michigan City, Ind. + Warren, Pa. + Preston and Galt, Ontario 





Cabinets 
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No. 731 


No. 1200 Executive Chair 
Seat and new floating back 
both U. S. Koylon molded 
foam rubber. 


No. 1210—Same but with 
Plastelle finish. 


No. 730 Arm Chair 
U. S. Koylon molded foam 
rubber seat and padded, 
custom-fit back. 





No. 930—Same but with Plastelle finish. 


No. 731 Side Chair— U.S. Koylon molded foam rubber 
seat and padded, custom-fit back. 


No. 931—Same but with Plastelle finish 


Royal . your only single source 
for over 150 metal furniture items. 





—— 





Shelving Folding Chairs Settees 
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—another example of Heyer's engineered efficiency— 


A complete ‘direct-mail department” 
for your desk—for your home! 


BOTH MACHINES IN THE 


dupli-kit 


aig QM onl 


ANYWHERE 
ANY USES 


A PLACE FOR EVERYTHING—EVERYTHING IN ITS PLACE! 


CORPORATION, 1852 S. Kostner Ave., Chicago 23, Ill. 


Eastern Office Western Office 
17 East 17th Street 420 Market Street 


New York 3, N. Y z co ll, Calif 


Canadian Distributors 
The Brown Brothers, Ltd 
Montreal « TORONTO «© Vancouver 
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CUT COST 
PER COPY... 


... With Fanfold or other Continuous Forms and 
UNDERWOOD CORPORATION MANIFOLDO PACKETTES 


How do you handle Multi-Copy Carbons? |! Management heartily approves of Underwood 


Everybody likes 
them because 
AST ! 






THEY'RE f 
THEY'RE SIMPLE! 
THEY'RE CLEAN! 





T , 
HEY 'Re ECONOMICAL | 


you re not already using Fanfold or other Con- ( orporation Manifoldo Packettes, because fin- 
tinuous Forms, chances are they can speed ished work is neat, clear ...and at a low cost 
production and Save you money If you are pel COPY. 


using them, but without floating carbon. vou 
; You can buy | nderwood Corporation Manifoldo 
should check into the lvantage f | nderwoo . . : 
| Packettes in large quantity without the fear of 
Corporation Manifold Pac hette : 
the carbon paper drying up and becoming unus- 


This simple method of adapting floating carbon able. Only top quality materials are used in 
to your requirements reduces the operator's their manufacture, and Underwood Corporation 
work to the barest minimun tvping and re- Manifoldo Packettes will produce excellent 
moval of forms. You can use lerwood Cor- copies whether you've had them in the 
poration Manifoldo Packettes with any Con- oom for one day or one year. 

tinuous Forms, including nfold...unslit, o1 


\ ( hee ik mto this modern method ol mak Ine ¢ 
slit in anv combination 
bon copies. Ask your Underwood Corporation 


Operators preter to work with them. because Representative forademonstration in your office. 
they re clean and « ! tO Us¢ I en the ‘green- and he'll show you how { nderwood ¢ orporation 
est hand” in the office can learn to load them Manitoldo Pa ttes can be adapt { to vour 


with only a few minutes of instruction. requirements ... efheiently and economically. 








